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Hey — Fellers 
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Established  1857 


"The  Wear 


Is  THERE" 


Resolutions 


Let's  start  the  New  Year  right!  One  of 
the  resolutions  we  make  every  year  is  to 
maintain,  and,  if  possible,  improve  our 
standard  and  scope  of  service  to  the  shoe 
trade  of  Canada.  We  believe  if  we  can 
accomplish  that  we  shall  have  contri- 
buted no  little  to  the  happiness  and  pros- 
perity, not  only  of  ourselves,  but  of  the 
whole  community.  Our  objective  for  the 
year  just  commencing  is  summarized  by 
the  one  word  "SERVICE."  We  cannot 
make  all  the  sole  leather  produced,  but 
we  can  and  will  make  the  best,  and  supply 
it  when  and  as  required.     Let  this  then  be 

Our  Service  To  You 


The  Breithaupt  Leather  Co.Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 


Kitchener 
Penetang 


SALES  OFFICES 
Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 
Hastings  Kitchener  Woodstock  Burk's  Falls 
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Welcome,  Everybody 


From  Halifax  to  Vancouver  all  roads  lead  to  Montreal,  the  Shoe 
Trade  Convention  City,  during-  Jan.  15,  16  and  17. 

Manufacturer,  Wholesaler,  Retailer,  Traveller,  we  welcome  you  all, 
and  join  in  wishing  and  working'  for  the  success  of  the  big  Con- 
vention. 

We  invite  you  to  visit  us  at  our  Office  and  Warehouse,  where  we 
will  be  glad  to  extend  to  you  our  best  hospitality,  and  to  discuss 
Counter  problems  with  all  who  are  interested. 


DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse 

224  Lemoine  Street 
MONTREAL 


REPRESENTATIVES 
For  Ontario:— E.  R.  Lewis,  45  Front  St.  East,  Toronto. 
For  Quebec  City : — Richard  Frere,  St.  Valier  Street,  Quebec 


Mm. 
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Welcome  To 
The  Shoe  Trade 
Convention 
Jan.  15,  16,  17 


Shoemakers 

To  The 
Wholesale 

Trade 
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A  Prosperous 
New  Year! 


The  way  to  make  it  "come  true"  is  to 
make  and  sell  shoes  that  stand  "the 
test  of  time." 

DAVIS  CALF  LEATHER  has  the 
qualities  of  Appearance,  Fit  and  Wear 
so  combined  as  to  insure  the  maxim- 
um of  Style,  Comfort  and  Service^in 

the  shoe. 

Made  in  Black  and  Newest  Colors 
Dominion  Matt  Topping  Calf  for 
Snug  Fitting 

A  Leather  for  Every  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 
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of 

Snow,  Slush  and  Sleet 


JVLakes  Sales  of 


Rubbers 

Have  You  All  The  Styl  es  and  Sizes? 


Gutta  Percha  &  Rubber, 

LIMITED 

Head  Offices  and  Factories,  Toronto 

Branches  in  All  Leading  Cities  of  Canada 
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CALLING  YOU 
To  The  Convention 


The  coming  Shoe  Trade  Convention  in  the  Mount  Royal 
Hotel,  Montreal,  Jan.  15,  16,  17,  is  so  vitally  important  that  it 
deserves  the  full  support  of  every  shoeman,  and  your  first 
duty  in  supporting  it  is  to  attend  it. 

Coupled  with  this  is  the  benefit  you  will  derive  by  taking 
part  in  all  the  activities  of  this  gathering  of  the  progressive 
men  of  the  industry. 

WE  WELCOME  YOU  HEARTILY,  AND  INVITE  YOU 
TO  CALL  ON  US  AT  OUR  CONVENTION  HEAD- 
QUARTERS, ROOM  3115,  MOUNT  ROYAL  HOTEL,  OR 
VISIT  US  AT  OUR  PLANT,  180  INSPECTOR  STREET. 
WE  ARE  AT  YOUR  SERVICE. 


J.  &  T.  BELL,  LIMITED 

Montreal,  Quebec 

Toronto  Sample  Rooms;  Room  206  Stair  Bldg.,No.  123  Bay  Street 
C.  E.  Fice,  Representative 
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Make  Robinson 
Shoe  Headquarters 
Your  Home— Jan.,  15,  16,  17. 


With  the  big"  Shoe  Trade  Convention  bringing  Shoemen 
from  all  parts  of  Canada  to  Montreal,  we  are  preparing 
to  put  forth  every  effort  to  make  our  welcome  to  all  most 
cordial,  and  the  hospitality  of  our  House  very  enjoyable 
to  you. 

IN  THE  DISPOSAL  OF  OUR  STOCK  IN  CONNEC- 
TION WITH  THE  REORGANIZATION  OF  OUR 
BUSINESS,  THERE  ARE  STILL  MANY  SPECIAL 
BUYING  OPPORTUNITIES  FOR  THE  TRADE,  AND 
WE  STRONGLY  URGE  EVERY  DEALER  TO  SEE 
WHAT  WE  ARE  OFFERING. 

Whether  you  are  looking  for  shoes  for  Winter  Sorting  or 
are  completing  your  lines  for  Spring-,  you  will  find  much 
in  the  clearing  of  our  stock  that  will  be  well  worth  your 
while  to  take  advantage  of. 
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These 
Staples 
Lead 
All  Over 
Canada 


Another  Yamaska  Year 


We  are  out  to  make  Nineteen  Twenty-Three  another  link 
in  the  long  chain  of  years  of  Yamaska  Shoe  Production. 

Constant  high  standards  in  workmanship,  backed  by  long 
experience,  assures  the  dealer  who  chooses  the  Yamaska  Line 
for  the  coming  year  that  he  will  continue  to  get  the  utmost 
in  value  and  the  very  best  in  popular  selling  features  in 
staple  footwear. 

If  your  inspection  of  our  lines  for  the  coming  season  has 
been  put  off  until  now  we  urge  you  to  get  in  touch  with  us 
at  once. 


Staples 


W2ZZZZZZZZZZZZZZZZ&  m 
E3  WZZZBZBZZZZZ^M  m 


L^Comp&gnie  JA&M  Cote 

ST. HYACINTHE ,  QUE. 
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THE  ARCH 
PRESERVER  SHOE 


Men  possess  a  certain  pride  in  their  appear- 
ance. They  realize  that  well  shod  feet 
indicate  personal  taste.  The  shoe  of  their 
choice  must  be  stylish  and  well  made,  yet 
comfortable. 


Through  exclusive  patented  features  of  con- 
struction, Arch  Preserver  shoes  are  made  to 
fit  with  scientific  comfort,  and,  at  the  same 
time,  assure  the  wearer  that  his  feet  are 
correctly  clad. 


Our  sample  room  in  the  Mount 
Royal  Hotel,  Montreal  during  the 
ShoeRetailers'Convention,January 
/J,  16  and  I  J,  will  prove  a  real 
mine  of  information  and  shoe  ed- 
ucation to  the  visiting  shoe  men. 
Be  sure  to  call  on  us  and  examine 
our  large  range  of  Talbot  creations. 


The  fact  that  Arch  Preserver  sales  for  the 
past  three  months  are  larger  in  volume  than 
for  the  previous  year  indicate  clearly  that 
wise  retailers  are  cashing  in  on  the  Arch 
Preserver  feature. 


The  Arch  Preserver  Shoe  is  made  by  us  under  special  license  from 
E.  T.  Wright  &  Co.  Inc.,  Rockland,  Mass. 


'Keeps  Good  Feet  Good." 


The  Talbot  Shoe  Co.,  Limited 


St.  Thomas 


Ontario 
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The  Globe  Line  for  1923 

The  best  way  to  settle  the  question  of  your  Children's  Shoe  Trade 
for  the  New  Year  is  to  make  your  store  the  headquarters  for  Globe 
"Pillow  Welt"  and  "Baby  Pillow  Welt  Shoes."  You  will  win  the 
permanent  gratitude  of  parents,  and  their  steady  trade,  by  re- 
commending these  perfect  fitting,  long  wearing  shoes. 

THEY  ARE  THE   ONLY   GENUINE   GOODYEAR  WELT 
SHOES  MADE  WITH  A  PILLOW  WELT  INSOLE 

When  in  Montreal  for  the  big  Shoe  Trade  Convention,  Jan.  15, 
16  and  17,  call  at  our  Montreal  Office  and  learn  all  about  this 
superior  line. 

Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  limited 

TERREBONNE      -  QUE. 

Montreal  Office— 11  St.  James  St.         Representative---!.  A.  BLUTEAU 
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At  The  Montreal  Show 


See  our  Samples  in  Room  No.  4124 
on  the  Fourth  Floor  of  the 

Mount  Royal  Hotel 


You  will  be  very  much  interested  in  the  display  at 
Montreal  during  the  Convention  January  15,  16  and 
17th,  of  CHUMS  shoes  in  genuine  Goodyear  Welts 
and  Stitchdown  Welts. 

We  extend  a  hearty  invitation  to  all  retailers  to  visit 
our  sample  room  so  that  we  might  demonstrate  the 
many  fine  points  which  our  organization  embodies  in 
our  product. 

CHUMS  shoes  for  Boys  and  Girls. 


MADE  IN  CANADA  BY 


V*  limited 

KITCHENER,  ONTARIO 
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Put  Us  On  Your 
Visiting  List 


When  attending  the  Canadian  Shoe  Trade  Convention, 
January  15th.,  16th.,  and  17th. 

The  importance  of  attending-  the  Convention  cannot  be 
too  strongly  impressed  upon  every  member  of  the  Trade, 
and  in  keeping  with  the  big  event  will  be  our  hearty 
welcome,  and  our  efforts  to  assist  in  making  your  visit 
worth  while. 

WE      INVITE  YOU 

to  call  on  us  at  our  Offices  and  Showrooms,  and  as  a 
special    attraction  we  will  have  ready  to  show  you  some 

EXCEPTIONALLY  FINE  SAMPLES 
IN  POPULAR  NOVELTIES 

You  will  find  it  greatly  to  your  advantage  to  see  NOW 
our  new  Styles  and  Values. 

Our  Convention  Headquarters  will  be  at  Room  5116, 
Mount  Royal  Hotel,  where  Mr.  W.  Hebert  will  be  in 
charge,  and  will  be  glad  to  personally  welcome  all  visitors. 

WE  SELL  TO  THE  WHOLESALE  TRADE  ONLY. 


Gagnon, Lachapelle  &  Hebert 

55  KENT  STREET,  MONTREAL 


P 
in 
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"At  The  Hub" 
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"Frank  W.  Slaters  Strider  Shoe9 


Pack  Up  Your  r>  f\  tut  rp 
Problems  and 


TO  THE  BIG  SHOE  TRADE  CONVENTION,  MOUNT  ROYAL 
HOTEL,  MONTREAL,  JANUARY  15th.,  16th.,  and  17th. 

Ideas  will  be  broadcasted,  information  will  be  handed  out,  enter- 
tainment will  be  going  on — in  fact  everything  to  make  your  visit 
good  for  business  and  good  for  YOU. 


«  .  We  will  have  a  good  hearty  welcome  ready 

J_  for  everyone   who  accepts  our   cordial  in- 

—  vitation  to  call  on  us,  and  we  will  also  show 

jX^  {^J  \J  _/Vj_  a  fine  array  of  samples  of  our  popular  lines  in 

MEN'S  AND  WOMEN'S 
FINE  WELTS 


3127 


We  will  also  be  pleased  to  have  you  visit  our  Factory  and  Show- 
rooms at  587  Beaudry  St.,  where  our  complete  range  as  well  as  our 
In-stock  Department  is  ready  for  your  inspection. 

COME  AND  LET  US  SHARE  IN  GIVING  YOU  A  GOOD  TIME 


"By  every  standard  of  comparison  Strider  Shoes  are  better" 


EAGLE  SHOE  CO.,  Limited 

587  BE  A  UDRY  ST.  M  ONTREAL 
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CALF  AND  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 
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FOR  THE  GOOD 
OF  THE  CAUSE 


Come  To  The  Canadian  Shoe  Trade 

Convention,  Montreal,  Jan.  15, 16, 17. 

•  * 

Because  your  attendance  means  the  good  of  the  cause  of  better 
shoemaking  and  shoe  merchandising,  it  me^ans  YOUR  OWN 
GOOD  TOO. 

WE       HEARTILY       WELCOME  YOU 

and  extend  to  you  our  best  courtesy  and  co-operation.  We  want 
every  visitor  to  call  on  us,  and  we  place  at  your  disposal  our 
Convention  Headquarters,  ROOM  4121,  MOUNT  ROYAL 
HOTEL,  as  well  as  our  OFFICES  AND  SHOWROOMS, 
VICTORIA  SQUARE. 

We  urge  retailers  coming  to  the  Convention  to  prepare  to 
complete  their  buying  for  Spring  NOW.  Conditions  and 
demands  both  make  it  unwise  to  delay  longer.  With  the  fine  range 
of  styles  and  exceptional  values  we  are  showing,  we  are  prepared 
to  give  you  the  best  buying  advantages  obtainable. 


Daoust,  Lalonde  &  Co-,  Limited 

45  to  49  Victoria  Square,    Montreal,  Que. 

BRANCH  WAREHOUSE— The  Metropolian  Shoe  Co.,  91  St.  Paul  St.  E. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


IS 


THE  SHOE  AND  LEATHER  JOURNAL 


January  1,  1923 


At  Home  To 
Convention  Visitors 


Every  shoemen  who  has  the  good  of  his  Association  at  heart  and 
is  looking  for  means  of  improving  his  own  business  owes  it  to  him- 
self to  visit  the  big  Shoe  Trade  Convention,  Montreal,  Jan.  15,  16 
and  17. 


We  will  be  right  at  the  Convention  Centre,  Mount  Royal  Hotel, 
with  a  display  of  our  lines  at  Room  5119,  and  here  the  heartiest 
welcome  awaits  every  visitor. 

We  also  invite  you  to  take  advantage  of  this  opportunity  of 
visiting  our  extensive  plant,  and  will  be  glad  to  make  you  feel  at 
home  and  to  show  you  the  production  of  our  popular  footwear. 


DUFRESNE   &  LOCKE,  LIMITED 

2665  Ontario  St.,  East  Montreal 
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Black  Beauty 

Chrome  Patent  Sides 


The  Robson  Leather  Co.,  Ltd. 

Tanners  and  Curriers 

OSHAWA  CANADA 
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THREE 

BIG 

DAYS 

January  15,  16,  17. 

The  Canadian  Shoe 
Trade  Convention 

Mount  Royal  Hotel,  Montreal 


Three  days  filled  with  valuable  information- getting 
and  pleasant  entertainment  are  in  store  for  all  shoe- 
men  who  attend  the  big  Convention  in  January.  Do 
not  miss  it. 

It  will  be  a  special  pleasure  for  us  to  welcome  all 
Convention  Visitors. 

For  your  convenience,  a  notable  display  of  our  lines 
will  be  shown  at 

ROOM    5121     MOUNT    ROYAL  HOTEL 

which  we  urge  every  visitor  to  inspect.  We  will  be 
honored  if  you  will  make  our  Room  your  head- 
quarters. 

We  also  cordially  invite  you  to  call  on  us  at  our  Plant 
on  Aird  Ave.  Our  facilities  and  service  are  at  your 
disposal. 

BEST   SEASON'S   WISHES   TO  ALL 


DUPONT  FRERE 

301  Aird  Ave.  Montreal. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


22  THE  SHOE  AND  LEATHER  JOURNAL  January  1,  1923 


Marsh's  Peggy 


No.  5362 


Meet  Us  at  Montreal 


Visit  our  Sample  Rooms  and  see  our  new  designs  in  Men's 
and  Women's  Welts  and  Women's  McKays.    "Peggy"  our 
latest  creation  in  women's  Oxfords  for  spring  selling,  will  be 
there  in  all  the  glory  of  Marsh  quality  and  workmanship. 

Mr.  Harvey  Graham  Mr.  W.  H.  Marsh 

Room  330  Room  1001 

Windsor  Hotel  Mount  Royal  Hotel 

Montreal  Montreal 

the       a. Marsh  Company,  LIMITED 

Qtl  E  B  E  C,  CAN  ADA 

SOLD  BY  ALL  LEADING  JOBBERS  FOR  THEIR  BEST  GRADE  SHOE 

PERMANENT  SAMPLE  ROOM 

ROOM  N  QUEEN'S  HOTEL  TORONTO 
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Jyg  JDucAesse^ 


OPEN  HOUSE 

To  Convention  Visitors 


We  are  always  glad  of  any  opportunity  to  enter- 
tain our  good  friends  and  particularly  is  this 
so  when  the  occasion  is  such  as  the  coming 


SHOE  TRADE  CONVENTION 

Mount  Royal  Hotel,  Jan.  15,  16,  17 


the  most  important  event  yet  held  in  the  interest 
of  shoe   production   and   shoe  selling. 


We  heartily  welcome  all  shoemen  attending  the 
Convention  and  hope  you  will  accept  our  cordial 
invitation  to  call  on  us  at  our  Showrooms,  92 
Beaudry  St.  We  look  forward  to  the  pleasure 
of  extending  to  you  the  use  of  our  facilities,  and 
will  be  pleased  to  show  you  the  latest  in  footwear 
production  as  represented  in  La  Duchesse  popular 
styles. 


LaDuchesse"  Shoe  Co.,  Registered 

MONTREAL,  QUE. 

Making  Women's  Welts,  McKays  and  Turns  of  a  Standard 
quality  for  the  Wholesale  trade 
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New  Radiumized  Doctor's 


QXj\j      TrDDTITT'C  Cushion  Sole  and 

OLjEj    IEjSjJJIj  1  1  O  "Doctor's"  Antiseptic 

and  "Professor" 

IV e  have  the  most  Complete  Line  of  Hockey  &  Skating  Shoes  in  Canada 
W e  have  several  new  original  designs  to  show  you 


at  the  Canadian  Shoe  Trade  Convention,  Mount  Royal  Hotel, 
Montreal,  January  15th.,  16th.,  and  17th. 

Your  presence  at  the  Convention  means  not  only  the  good  of  the 
industry  generally  but  the  improvement  of  your  own  business  in 
particular.  You  should  not  miss  it.  It  is  the  biggest  event  yet  in  the 
Shoe  Trade. 


ROOM 


The  reception  you  will  get  at  our 
Convention  Headquarters  will  be  cordi- 
ality itself. 

<  J     J  jj  The  knowledge  of  Styles  and  Values 

that  you  will  get  from  an  inspection  of 
our  display  of  Tebbutt  Shoes,  and  the 
important  information  about  their 
exclusive  features  of  Comfort  and 
Wear,  will  enable  you  to  successfully 
solve  many  a  problem  for  your  next 
year's  selling. 


JOIN  THE  CROWD  OF  PROGRESSIVE  DEALERS  AND 
MAKE  IT  A  BIG  CONVENTION 


TEBB  UTT  SHOE  &  LEA  THER  CO., 

LIMITED 

Three  Rivers  Que. 
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"If  a  man  can  write  a  better  book, 

Preach  a  better  sermon,  or  make 
a  better  mouse  trap,  than  his 
neighbor, 

Though  he  build  his  house  rn  the 
Woods, 

The  world  will  make  a  beaten  path 
to  his  door." 

— Emerson 

TETRAULT'S  build  a  better  shoe 

This  is  why  all  roads  lead  to  our 
busy  factory. 

Visit  our  Showrooms,  Mount  Royal  Hotel, 

Jan.  15th  to  17th 

See  and  BUY  the  newest  things. 

Tetrault  Shoe  Mfg.  Co.,  Limited 

— Largest  Shoe  Manufacturers  in  Canada — 

Montreal,  Quebec 

Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Dead  But  Not  Forgotten 

"Earth  to  earth,  ashes  to  ashes,  dust  to  dust."  Another  year  has  been  consigned  to  the 
tomb  of  oblivion.  Its  joys,  sorrows,  failures,  successes,  hopes,  fears,  opportunities  and  mistakes 
once  so  keen  and  vibrant  have  gone  the  way  of  all  flesh  and  the  place  that  once  knew  them  shall 
know  them  no  more  forever. 

We  shall  not  pass  that  way  again.  Yet  it  would  be  a  strange  perversion  of  human  nature 
that  would  keep  us  from  emulating  Lot's  wife  and  looking  backward,  be  it  with  feelings  of  pride, 
regret  or  chagrin — pride  at  what  our  feebleness  may  have  attained,  regret  that  so  little  has  been 
accomplished,  and  chagrin  that  "failure"  may  be  written  over  so  many  of  our  fondest  hopes. 

We  meant  to  have  done  better,  but  are  compelled  to  confess  that  not  only  have  we  left  undone 
those  things  that  we  ought  to  have  done,  but  have  done  those  things  that  we  ought  not  to  have  done, 
and  are  "miserable  offenders"  in  every  sense  of  the  term. 

One  thing,  however,  for  which  we  may  be  most  profoundly  thankful  is  this  very  feeling  of 
disappointment,  provided  it  leads  to  better  and  higher  endeavor.  This  is  the  spirit  which  dis- 
tinguishes man  from  the  brute  that  perishes.    Discontent  is  not  always  an  alarming  symptom. 

January  is  no  more  suited  than  April  or  August  for  reflection  and  resolve,  but  it  happens 
to  mark  the  parting  of  the  ways  as  far  as  the  calendar  year  is  concerned.  It  lends  itself  thus  to 
that  instinct  of  mankind  which,  like  the  Roman  god  Janus,  looks  both  ways. 

The  man  who  is  not  impelled  at  this  time  of  the  year  to  consider  the  past  and  determine  to 
make  the  future  the  truer  and  more  effective  for  its  encouragements  and  warnings  is  not  worthy 
of  the  name.  He 

"Is  fit  for  treasons,  stratagems  and  spoils, 
The  motions  of  his  spirit  are  dull  as  night, 
And  his  affections  dark  as  Erebus. 
Let  no  such  man  be  trusted." 

On  the  other  hand  the  man  who  realizes  that  life  is  made  more  glorious  in  its  possibilities 
even  by  death,  and  who  rears  on  the  failures  of  the  past  the  foundations  of  future  of  purpose  and 
achievement  is  in  accord  with  that  lofty  thought  of  Tennyson's: 

"Men  may  rise  on  stepping  stones 
Of  their  dead  selves  to  higher  things." 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  ooen  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 
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Stray  Shots  from 
Solomon 


The  year  lies  before  us.  What  it  may  contain 
for  each  of  us  is  absolutely  unknown,  thank  Prov- 
idence.   After  all  we  are  none  of  us  big  enough 

to  boast  of  our  wisdom  or  our 
LOOKING  prowess.  At  our  best  we  are  but 
AHEAD.         children  playing  at  a  game  of  which 

we  do  not  see  the  end.  There  is 
one  thing  we  can  be  sure  of  and  that  is  a  definite 
straight  course  for  1923  is  bound  to  be  the  best. 
"He  that  walketh  uprightly  walketh  surely."  The 
surest  way  to  walk  is  with  the  head  up  and  the 
eyes  straight  ahead.  The  fellow  with  his  eyes 
on  the  ground  is  almost  sure  to  get  his  feet  off  it. 
Set  your  eye  upon  a  definite  goal.  Let  it  be  worthy 
of  your  ^  ambition  and  your  effort  and  make  "a 
bee  line"  for  it.  At  all  hazards  have  the  ambition 
to  live  a  life  during  the  present  year  of  which  you 
can  say  when  you  get  to  the  end,  "I  have  done 
my  best,  I  am  not  ashamed. 


The^saying  "fools  rush  in  where  angels  fear 
to  tread"  is  a  dramatization  of  the  words  of  the 
Wise   Man,   "I,   wisdom   dwell  with  prudence." 

T?  b?  braVe  is  to  be  wise-  The  man 
^Vr-r,  ,  °  faces  a  known  danger  that  must 
OU  1  !        be  met  is  a  hero.    The  fellow  who  rushes 

needlessly  upon  trouble  is  a  fool.  "The 
prudent  man  foreseeth  the  evil,  and  hideth  him- 
self but  the  simple  pass  on  and  are  punished." 
VV  atch  your  step.  Keep  your  eye  upon  the  possib- 
ilities that  he  ahead.  Don't  flinch  but  don't  take 
leaps  in  the  dark.  If  you  stub  your  toe  or  bark 
your  shins,  don't  let  it  be  because  you  have  taken 
your  mind  off  the  race.  There  are  dangers  ahead 
that  no  man  can  foresee  or  avoid.  Meet  them 
bravely,  but  thoughtfully,  and  let  experience  teach 
you  to  use  the  lessons  well  as  you  go  along.  It 
is  the  foolish  reckless  fellow  who  makes  the  same 
mistake  twice. 


,WfJfe  f?  °  C-aS\eS  °f  pe°PIe  who  do  a  won- 
derful lot  of  damage  in  the  world.  One  is  the  fellow 
who  speaks  his  mind,  and  does  not  care  whose 
SMOOTH  7rns,are  trodden  upon.  He  has 
ASSASSINS  S,?n  h*S  thou^ds,  but  the  fellow 
ASSASSINS,  who  totes  a  gun  in  his  hip  pocket 
.  or  a  stiletto  up  his  sleeve,  and 

smiles  into  your  face  has  done  to  death  his  tens 


of  thousands.  "He  that  hideth  hatred  with  lying 
lips,  and  he  that  uttereth  slander  is  a  fool."  He 
is  a  fool  because  in  spite  of  his  cunning  and  cruelty 
he  finally  gets  the  noose.  The  snake  is  at  last 
trodden  upon.  Meanwhile  his  slime  and  fangs 
play  havoc  with  heart,  home  and  business.  The 
day  of  reckoning  comes  to  the  slanderer.  He  may 
not  get  mulcted  in  court  damages  but  the  day  will 
dawn  when  people  will  avoid  his  presence  as  they 
would  a  plague.  The  deceiver  is  always  unmasked 
in  time. 


The  only  pride  that  is  worth  having  is  pride 
in  a  job  well  done  or  a  promise  faithfully  kept. 
There  are  a  lot  of  people  who  if  you  took  away  their 
clothes,  their  good  looks,  and  the  bit 
FALSE  of  money  they  have  at  the  bank,  would 
PRIDE,  not  have  enough  left  to  get  them  in- 
side a  faro  layout.  "When  pride  cometh 
then  cometh  shame."  Beware  of  the  pride  that 
is  always  looking  for  a  pat  on  the  back.  It  is  more 
important  to  you  what  you  are  than  what  people 
think  of  you.  There  are  people  who  will  tell  you 
what  a  wonderful  fellow  you  are  and  when  you 
make  a  mess  of  things  be  the  first  to  say  they 
knew  you  were  a  four-flusher.  Pride  is  all  right 
in  its  place,  but  the  man  who  takes  pride  in  his 
reputation  instead  of  his  character  is  riding  for  a 
cropper.    Be  too  proud  to  be  a  boastful  ass. 


There  are  a  lot  of  us  like  the  old  lady  who 
said  she  was  "open  to  conviction"  but  would 
like  to  see  the  man  who  could  "convict"  her. 

The  millennium  would  be  here 
LET  HIM  in  no  time  if  people  would  only 
BE.  give  up  their  minds  to  give  the 

other  fellow  a  right  to  have  and 
to  hold  his  own  opinions.  Men  have  "fought, 
bled  and  died"  for  "convictions"  that  were  not 
worth  powder  to  blow  them  over  Gilroy's  barn. 
The  next  time  your  neck  stiffens,  and  your 
gorge  rises  when  some  one  finds  fault  with 
your  politics,  or  picks  holes  in  your  religion, 
shake  hands  with  him,  and  thank  God  for  send- 
ing you  a  corrective  for  one  of  the  worst  di- 
seases of  mankind — smugness.  "Only  by  pride 
cometh  contention."  Instead  of  telling  Mr. 
Have-his-way  to  go  to  the  Devil,  sit  down  and 
let  him  get  it  off  his  chest.  It  will  do  you 
good,  and  perhaps  save  him. 
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January  Thaw 


The  Inevitable. — Son — "What  is  an  undertaker?' 

Father — "An  undertaker  is  a  man  who  follows 
the    medical  profession." 


Sure  Enough — Buck — "Can  you  give  a  definition 
of  an  orator?" 

Private — "Sure.  He's  a  fellow  that's  always 
ready  to  lay  down  your  life  for  his  country." 


As  Predicted — Uncle  Henry  Jones  had  died  very 
suddenly,  and  a  distant  relative  of  the  relict  was 
offering  her  condolences.  Finally  the  lady  got 
round  to  the  point  where  she  felt  she  could  de- 
cently   ask    a    burning  question. 

"And  what  did  poor  Henry  leave?"  she  inquired 
sweetly. 

"Leave?"  snorted  the  widow.  "He  left  the 
barn  only  half  painted,  just  as  I  told  him  he'd  do!" 


A  Good  Start — "That's  a  powerful  hardworking 
wife  you've  got,  Clint,"  said  the  gaunt  mountaineer. 

"Eh-yop!"  was  the  reply.  "If  I  had  a  couple 
m  ore  like  her  I  reckon  I  could  get  along  right  well.' 

*    *    *    *  ' 

When  Hog  Meets  Hog— When  a  road  hog  meets 
a  road  hog  in  the  strait  and  narrow  way 
I  always  stop  to  listen  to  what  they  have  to  say. 
They  bless  each  other's  ancestors  clear  back  to 

Adam's  time, 
And  read  each  other's  titles  clear  in  words  that 

are  sublime. 

They  yell  and  swear  and  blackguard,  and  I  listen 

till  _  they're  through, 
And  enjoy  the  whole  performance,  for  all  they 

say  is  true. 

*    *  * 

Bring  It  Anyway — Tommy,  after  going  to  bed, 
became  thirsty,  or  thought  he  did.  He  called  out: 
"Ma,  I  want  a  drink."  The  mother's  voice  an- 
swered back:  "Tommy,  you  go  to  sleep."  Tommy 
grunted,_turned  over,  and  was  silent  for  10  minutes; 
then  again:  "Ma,  I  want  a  drink."  "Tommy,  you 
go  to  sleep,"  was  the  reply.  Intense  silence  again 
for  10  minutes;  then,  "Ma,  I  want  a  drink." 
"Tommy,  if  you  don't  go  to  sleep,  I'll  come  up 
and  spank  you."  More  silence;  this  time  for 
about  two  minutes;  and  then:  "Ma,  when  you 
come  up  to  spank  me,  bring  me  a  drink,  won't 
you?" 


A  Toss  Up — The  young  man  arrived  at  the  party 
and  made  his  way  to  the  hostess,  greeting  her  and 
apologizing    for    his  lateness. 

"Awfully  glad  to  see  you,  Mr.  Jones,"  said  the 
hostess.  "So  good  of  you  to  come.  But  where 
is    your  brother?" 

"He  was  unable  to  come.  You  see,  we  are  so 
busy  just  now  that  it  was  impossible  for  both  of 
us  to  get  away,  and  so  we  tossed  up  to  see  which 
of  us  should  come." 

"How    nice!    And    you  won?" 

"No,"  replied  the  young  man,  absently,  "I 
lost!"  National  Republican 


Inside  Still — "Sad  about  poor  Bill,  isn't  it?" 

"Terrible!    How  did  it  happen?" 

"It  all  came  of  his  following  the  advertisements. 
You  see,  one  advised  him  to  eat  yeast  and  he  did 
it,  and  then  he  read  another  telling  him  to  eat  raisins, 
and  he  did  that,  too.  Well,  you  have  made  home 
brew  and  you  can  guess  what  happened.  Sad 
case!" 


An  Advertising  Stunt — "I  can't  do  a  thing  with 
Jones,"  said  the  manager.  "I've  had  him  in  three 
departments,  and  he  dozes  all  day  long." 

"Put  him  at  the  pyjama  counter,"  suggested 
the  proprietor,  "and  fasten  this  card  on  him — 
"'Our  nightclothes  are  of  such  superior  quality 
that  even  the  man  who  sells  them  cannot  keep 
awake.'" 

*    *  * 

Not  His  Way — "When  Johnny  Jonks  struck  you 
in  the  eye  you  should  not  have  given  him  a  black 
eye   in   return,"   severely   said  mother. 

"Huh!"  answered  Skinny  Simpson.  "I'm  not 
the  kind  of  a  feller  that  expects  to  get  something 
for  nothing." 


Stickler  for  Etiquette — William  Doublex  is  noted 
for  his  nerve,  his  shortness  of  temper,  and  his 
scarcity  of  cash.  While  he  was  seated  at  a  lonely 
breakfast  in  the  club  one  morning,  a  debt  collector 
broke  in,  through  the  drowsiness  of  the  porter  at 
the  door,  and  presented  his  bill. 

"Sir,"  said  William,  glaring  at  him,  "is  this 
all  you  know  of  the  usages  of  decent  society?  To 
present  a  bill  to  a  man  breakfasting,  sir?  Do 
you  know  that  you  are  an  intruder  in  this  club, 
sir?  Do  you  know  I  could  call  the  servants  and  have 
you  thrown  out?  If  you  wish  to  talk  business,  go 
outside  and  send  in  your  card." 

The  collector  went  out  and  sent  in  his  card. 
William  picked  it  up  between  thumb  and  fore- 
finger, adjusted  his  monocle,  and  read  it. 

"Tell  the  gentleman,"  he  said,  sweetly,  "that  I 
am  not  in." 
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In  the  JUarket 
Place 

GENERAL  conditions  evidence  the  reaction  from 
Christmas  and  the  usual  tendency  towards  hes- 
itation at  the  beginning  of  a  new  business  period. 
Christmas  business  was  good  in  all  lines  practically. 
Merchants  say  that  they  have  never  known  it  to  be 
better  during  Christmas  week.  People  seemed  to 
spend  money  with  a  freedom  that  has  been  noticeably 
absent  in  the  past  two  or  three  years.  The  shoe  trade 
enj  yed  its  share  of  the  generosity  that  prevailed  and 
reports  from  all  over  indicate  a  satisfactory  trade.  In 
spite  of  the  drawbacks  of  the  season,  which  centres 
largely  in  retail  trade,  evidences  have  not  been  wanting 
of  a  general  movement  in  staple  commodities  and  the 
greater  freedom  of  Christmas  would  seem  to  be  the 
result  of  the  general  conviction  that  we  have  ahead 
of  us  a  period  of  steady  development,  which,  though 
perhaps  slow,  will  be  all  the  more  certain.  Already 
wholesale  merchants  are  beginning  to  feel  the  influence, 
for  in  spite  of  the  fact  that  stock  taking  season  is  on, 
quite  a  brisk  ordering  of  goods  to  fill  up  gaps  made 
by  Christmas  trade  is  in  progress.  It  will  be  a  couple 
of  weeks  before  the  real  effects  will  be  felt  but  the  in- 
dications point  to  a  good  sorting  trade. 
Retail  Shoe  Trade 

Christmas  business  has  exceeded  the  anticipations 
of  many  shoe  retailers,  especially  in  the  city  centres 
where  not  only  in  fancy  lines  but  staple  shoes  has  trade 
been  better  than  it  has  been  for  many  months.  In 
spite  of  the  seasonable  weather  prevailing  a  large  busi- 
ness was  done  in  fancy  lines  that  ordinarily  sell  only 
in  the  warmer  months.  The  fact  that  there  was  such  a 
large  demand  for  high  cut  overshoes  and  spats  has  been 
no  doubt  responsible  for  the  tendency  to  buy.  light  foot- 
wear. One  retailer  who  sells  fine  lines  principally, 
claims  that  his  trade  was  fully  twenty-five  per  cent, 
ahead  of  last  year  in  volume.  Another  dealer  said 
that  his  men's  trade  picked  up  considerably  at  Christ- 
mas, and  that  his  women's  trade  which  he  had  planned 
to  exceed  by  a  large  margin  last  year's  was  somewhat 
disappointing.  He  claims  that  the  men  are  beginning 
to  realize  their  "slip-shod"  conditions  with  regard  to 
shoes  and  are  beginning  to  show  true  repentance.  The 
fact  of  the  matter  is  that  too  much  attention  has  been 
paid  to  pushing  women's  lines  for  the  past  two  or  three 
years,  and  this  with  the  general  tendency  for  the  men 
to  hold  back  while  the  women  are  spending  has  made 
this  section  of  the  shoe  trade  rather  disappointing. 
The  outlook  is  brightening,  however,  and  spring  prom- 
ises to  see  men  on  their  feet  again  to  speak  literally 
as   well   as  figuratively. 


Hide  and  Leather 

The  hide  market  has  quieted  down  again.  A 
couple  of  weeks  ago  some  good  sales  were  reported 
and  it  looked  for  a  while  as  though  the  market  would 
revive.  The  reaction  came  sooner  than  expected,  much 
sooner  than  those  who  were  engineering  the  movement 
hoped.  Tanners  have  been  holding  off  for  a  consider- 
able time  and  have  mostly  been  stock  taking.  They 
will  not  wet  any  more  hides  than  they  can  help  or  until 
at  least  they  see  some  sign  of  a  general  revival  of  in- 
terest in  shoe  leathers.  In  the  meantime  while  foreign 
hides  and  skins  maintain  a  decided  firmness  natives 
are  finding  very  little  enquiry.  Native  steers  in  the 
Chicago  market  are  quoted  183^2  cents  for  lights  and 
193^2  cents  for  heavies.  In  country  hides,  buffs  run 
about  123^2  cents  with  sales  at  12  cents  and  13  cents 
asked.    Very  few  are  changing  hands,  however. 

Leather  is  quiet.  There  was  a  slight  movement 
in  November  which  slackened  up  during  the  past  month. 
There  will  not  be  much  change  until  stock  taking  with 
shoe  manufacturers  is  over  and  spring  business  gets 
under  way.  Speaking  of  conditions  compared  with 
former  years  a  prominent  upper  leather  producer  showed 
the  Shoe  and  Leather  Journal  an  enquiry  for  a  grade 
of  leather  that  might  really  be  classed  as  fourth.  A 
few  years  ago,  he  pointed  out,  it  was  difficult  to  dis- 
pose of  seconds  while  to-day  manufacturers  were  looking 
for  anything  with  which  they  might  more  or  less  safely 
bring  their  product  within  easy  reach  of  the  demand 
for  popular  prices.  He  was  afraid  this  tendency  might 
in  the  end  work  serious  damage  to  the  shoe  industry 
in  destroying  confidence  in  the  product. 
Wholesale  Shoe  Trade. 

There  has  been  some  trade  in  women's  fine  lines 
and  a  fair  amount  of  sorting  during  the  month  to  meet 
the  requirements  of  holiday  trade,  but  very  little  has 
been  doing  in  wholesale  circles.  Manufacturers  have 
been  getting  ready  for  the  new  season,  and  where  they 
have  not  been  stock  taking,  they  have  been  completing 
orders  for  spring,  which  have  been  of  a  somewhat  ragged 
character,  and  revising  their  lines  for  the  new  season's 
requirements,  pulling  out  some  of  the  more  or  less  un- 
desirable ones  and  retrenching  others.  From  enquiries 
received,  manufacturers  seem  to  think  that  January 
is  going  to  witness  a  revival  of  interest  in  spring  business 
on  the  part  of  retailers,  and  that  once  retail  stock  tak- 
ing is  completed,  there  will  be  a  general  disposition 
to  figure  out  spring  needs  on  a  liberal  basis.  The  ex- 
ceptional character  of  spring  business  on  the  part  of 
retailers,  and  that  once  retail  stock  taking  is  completed 
there  will  be  a  more  favorable  disposition  towards  shoe 
buying  than  for  twelve  or  eighteen  months  past.  Deal- 
ers have  also  sold  up  well  on  their  rubber  stocks  and 
it  is  expected  that  bills  will  be  much  better  met  than 
was  feared  a  month  ago.    At  all  events  the  situation 
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Style  Problem 
Not  Important 

Does  Trouble  Lie  With 
Retailers  Themselves? 

IF  business  was  good,  would  you  hear  this  howl  about 
style  changes?  Why  don't  dealers  sell  the  shoes 
they  have  bought?  Is  it  because  they  are  not  good, 
or  is  it  just  because  business  is  ndt  good?  Who  is  to 
blame? 

Those  are  a  few  of  the  leading  questions  thrown 
at  us  in  the  course  of  a  conversation  with  a  member 
of  the  trade,  who  for  various  reasons  will  remain  name- 
less. 

Answering  his  own  questions,  he  said: — 

"When  business  is  good  the  manufacturer  is  so 
busy  filling  orders  he  has  no  time  to  bother  about  a 
new  style  or  new  pattern  between  seasons.  And  the 
retailer  keeps  crowding  him  for  delivery  of  shoes  already 
ordered,  and  is  also  too  busy  moving  his  stock  to  hunt 
for  new  shoes  to  stir  up  business.  Consequently  you 
don't  hear  loud  yells  as  to  how  various  firms  or  individ- 
uals are  running  the  business  into  the  ground. 

"But  when  business  gets  poor,  right  down  the 
line  there  is  a  search  for  something  to  stir  it  up.  Hence 
we  have  seen  retailers  and  manufacturers  both  work- 
ing on — not  new  styles,  but  new  ideas  in  pattern  and 
design,  to  produce  something  just  a  little  different  from 
what  their  competitors  have.  The  so-called  "rapid 
style  changes"  were  not  the  cause  of  bad  business;  they 
were  the  result. 

"Broadly  speaking,  there  have  been  no  really  rad- 
ical changes  in  style  during  the  past  few  years.  The 
low  heel  wide  one-strap  was  perhaps  the  nearest  approach 
to  it  during  the  last  year.  And  the  total  volume  of 
that  type  sold  was  not  as  large  as  you  might  think  from 
the  stir  made  about  it.  Straps  and  oxfords  have  been 
worn  for  a  long  time,  and  there  is  nothing  in  sight  to 
displace  them  for  some  time  ahead.  The  introduction 
of  tongues,  boots,  or  what  not,  will  not  affect  the  real 
basis  of  business. 

"In  turn  shoes,  of  course,  where  novelty  is  deman- 
ded, on  account  of  the  purposes  for  which  they  are 
used,  we  have  seen  more  variety.  Here,  too,  however, 
it  has  been  a  matter  of  pattern,  design,  addition  or 
subtraction  of  something  to  change  the  appearance  of 
the  shoe,  and  to  add  variety  to  stock.  Moreover,  any 
dealer  or  salesman  tires  of  a  shoe  after  a  certain  time, 
and  some  little  change  is  needed  to  freshen  his  enthus- 
iasm in  selling  it. 

"So  I  say  that  the  phrase  "rapid  style  changes" 
is  incorrect  in  the  first  place,  and  that  in  the  second 


place  the  new  ideas  brought  out  have  only  caused  dis- 
tress in  so  far  as  the  unwise  dealer  has  loaded  up  with 
merchandise  he  should  have  known  he  had  no  market 
for." 

Thinking  it  was  our  turn  to  put  in  a  question,  we 
asked, 

"If  the  trouble  is  due  to  bad  business,  why  is  it 
that  business  is  bad?" 

"Well,  is  business  bad?"  he  countered.  "If  you 
could  look  into  the  records  of  manufacturers,  you  would 
probably  be  surprised  to  find  how  many  shoes  were 
made  in  Canada  during  the  last  year.  People  must 
have  shoes,  and  have  been  buying  them.  Whether 
much  money  has  been  made  on  them  is  a  different  ques 
tion. 

"You  can  go  into  any  city  you  care  to  name,  and 
you  will  find  a  few  dealers  at  least  who  have  had  very 
satisfactory  business,  and  very  good  profits.  Why? 
Because    they    know    their  business! 

"It  is  said  there  are  too  many  retailers.  And 
it's  true.  There  are  also  too  many  wholesalers,  and  too 
many  manufacturers.  The  same  is  true  of  many  other 
lines  besides   the  shoe  business. 

"The  public  demand  for  commodities  such  as  shoes 
has  not  grown  in  proportion  to  the  number  of  stores 
or  factories  that  are  after  a  share  in  the  business.  We 
will  always  have  this  condition  to  contend  with  to  some 
extent,  but  it  has  become  aggravated  during  the  past 
few  years. 

"If  there  were  fewer  dealers,  each  would  have  more 
business  and  make  more  money.  And  under  present 
conditions  there  will  gradually  become  fewer  retailers. 
It  is  inevitable  that  a  number  of  them  will  continue 
to   go   out   of  business. 

"The  problem,  so  far  as  the  dealers  are  concerned, 
is  there  own.  The  dealers  that  stay  in  business  will 
be  those  that  are  entitled  to  stay.  Those  who  have 
no  rightful  place  in  the  shoe  business  must  disappear. 

"It  is  impossible  to  legislate  them  out  of  business. 
Nor  can  wholesalers  or  manufacturers  do  much,  if  any- 
thing,  to  help. 

"What  each  dealer  should  do  right  now  is  to  sit 
down  and  look  himself  over  as  a  prospect  for  a  perman- 
ent member  of  the  business.  He  should  ask  him- 
self whether  he  has  made  a  place  for  himself  in  his  com- 
munity. If  he  has,  he  has  a  fair  chance  of  sticking, 
otherwise,   he    has  not. 

"But  in  the  months  ahead  of  us,  the  retailer,  whole- 
saler, or  manufacturer  can  safely  feel  that  there  are 
three   possibilities   ahead   of    him: — 

"1.  He  must  go  out  of  business,  or 

"2.  He  must  be  put  out  of  business,  or 

"3.  He  must  help  put  some  other  fellow  out  of 
business. 

"Just  which  of  the  roads  he  will  travel  is  up  to  him." 


The  Davis  Hunting  Party  at  Horse  Shoe  Hunt  Club,  Hahburton  County,  Ont. 
These  men,  many    of  whom  look  like  "tough  birds"  are  in  reality  fairly  respectable  citizens.    In  the  group  may  be  noted  Hon.  E.  J.    Davi  8, 
Mr.  Elmer  Davis,  Mr.  Aubrey  Davis,  Mr.  H.W.  McFarland  and  Mr.  James  Acton.    They  got  their  quota. 
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Printer  s  Ad. 
Competition 

THE    above    are    not   shoe    retailers'  competitive 
advertisements,  but  the  result  of  a  circular  sent 
out  three  months  ago  to  daily  and  weekly  news- 
papers throughout  the  country,  offering  prizes  to  printers 
for  the  best  set  shoe  ads.  in  their  papers. 

The  Shoe  and  Leather  Journal  has  from  time  to 
time  deprecated  the  poor  service  merchants  are  getting 
in  their  advertising  efforts  in  local  papers,  and  would 
venture  that  any  ordinary  business  concern  serving 
its  patrons  in  the  same  half-hearted  slip-shod  manner 
would  be  on  the  rocks  in  six  months.  Our  competi- 
tion has  fully  proved  what  we  have  claimed. 

In  the  second  place  it  has  turned  out  as  we  feared 
with  regard  to  the  competitions  sent  in.  Considerably 
more  than  half  of  them  showed  that  the  compositor 
was  handicapped  by  lack  of  type  equipment.  Some 
of  the  faces  used  must  have  come  out  of  the  "Ark", 
and  the  combinations  might  be  described  simply  as 
"fierce".  Taking  one  as  an  example  of  the  effect  of 
this,  the  merchant  had  gone  to  the  expense  of  procur- 
ing excellent  cuts  and  a  goodly  number  of  them,  only 
to  have  the  whole  effect  completely  ruined  by  crude 


combinations  of  old  fashioned  type.  In  another  ex- 
ample, where  the  type  was  comparatively  modern,  it 
was  altogether  unsuited  for  newspaper  advertising, 
being  designed  as  a  matter  of  fact  for  fine  job  work. 

The  first  prize  of  $15.00  was  won  by  Stroyan  Leith 
of  the  Evening  Examiner,  Peterboro',  Ont.,  who  sent 
in  quite  a  number  of  specimens  all  of  which  were  good 
and  any  of  which  might  be  classified  as  good  adver- 
tising. The  Examiner  is  to  be  congratulated  as  much 
as  its  compositor  for  its  part  in  this  competition.  It 
evidently  has  an  equipment  equal  to  the  best  modern 
city  office  for  the  handling  of  its  advertisements.  The 
ads.  in  this  case  were  all  accompanied  by  original  lay- 
outs and  instructions  and  had  attached  copies  of  the 
ads.  as  printed  in  the  paper.  They  represented  five 
separate  shoe  concerns  which  shows  that  Peterboro 
probably  stands  at  the  head  of  the  list  as  an  advertis- 
ing centre  for  shoes.  We  congratulate  the  Examiner 
and  Mr.  Leith  who  came  out  on  all  counts  so  far  ahead 
that  there  was  really  no  doubt  as  to  pre-eminence.  We 
have  selected  two  advertisements  of  different  types 
from  this  competition  as  being  practically  equal  from 
a  typographical  standpoint. 

The  second  prize  of  $10.00  is  carried  off  by  Herb. 
J.   Smith,   of  the    Times-Journal,   St.  Thomas. 

The  third  prize  of  $5.00  is  won  by  Fred.  J.  Miller, 
of   the   Recorder-Times,   Brockville,  Ontario. 


Prize  Ads. 
Printers9  Competition 


January  1,  1923 


THE  SHOE  AND  LEATHER  JOURNAL 


35 


"Across  The  Years' 

If  anything  were  needed  to  prove  the  changes 
wrought  by  time  in  business  as  well  as  social  life, 
one  has  only  to  go  back  over  the  shoe  and  leather 
industries  of  Canada  for  the  past  third  of  a  cent- 
ury and  note  the  blanks  left  in  the  ranks  of  shoe 
manufacturers  and  tanners  since  the  Shoe  and 
Leather  Journal  was  established  in  1888. 

A  striking  illustration  is  afforded  by  a  glance 
at  the  groups  of  portraits  of  the  principal  men 
of  the  industry  issued  by  the  Journal  two  years 
later  (1890)  in  which  there  were  exactly  one  hund- 
red faces.  Of  this  number  there  are  only  fifteen 
living,  and  in  business  to-day,  of  these,  two  entered 
the  field  between  1888  and  1890. 
Some  of  the  Casualties 

Amongst  the  casualties  in  the  shoe  trade 
have  been  such  men  as  Ames,  Holden,  Linton, 
McCready,  Smith,  Bell,  Hagar,  Stephens,  Whit- 
ham,  Cochrane,  Cassils,  Slater,  Porter,  Lapierret 
Mullarky,  G.  Boivin,  the  Fogarties,  Hemond, 
Archibald,  Turner,  Thompson,  Wells,  Crossley, 
Savage,  Leggat  and  Robinson  of  Montreal;  Bot- 
terell,  Bresse,  Migner,  Marsh,  Polley,  Woodley, 
and  Griffith,  of  Quebec;  Louis  Cote,  Seguin  and  La- 
lime,  of  St.  Hyacinthe;  and  Pride,  Taylor,  Hum- 
phrey and  Palmer  in  the  Provinces.  In  the  West, 
Hamilton,  Cooper,  King,  Darner,  Turner,  Garret, 
Valiant,  Hepburn,  Griffith,  Orr,  Hally,  Bonnick, 
Beemer,  Rumpel,  Taylor,  Charlesworth,  Ober- 
holtzer  and  some  others  have  passed  on. 

In  the  leather  trade  such  faces  as  those  of 
Shaw,  Wardlow,  Rochette,  Whitehead,  Gourdeau, 
McLean,  Hallam,  Jacobi,  Walter  Beardmore,  Chas. 
King,  T.  D.  Craig,  Robson,  Daville,  Lamb,  Alex- 
ander, the  Clarkes,  the  Beals  and  others  who  served 
their  generation  are  now  but  little  more  than  a 
memory,  although  it  may  be  said, by  the  way,  that 
the  tanners  have  come  through  the  ordeal  of  the 
years  in  better  shape  than  the  shoe  men. 

Of  the  rubber  shoe  trade  there  is  not  a  man 
left  who  headed  a  concern  in  1888,  Miner,  Scholes, 
Robinson,  Warren,  Rieder,  have  all  gone. 

The  Survivors  in  the  Shoe  Trade 

The  survivors  of  this  Balaclava  of  the  shoe 
industry  number  nine  with  the  possibility  of  there 
being  ten.  We  are  referring  to  men  who  were 
at  the  head  of  their  business  in  1888,  and  who  are 
practically  at  the  head  of  the  same  concern  that 
existed    at    that  time. 

First  and  foremost  of  these  is  that  "Nestor" 
of  the  shoe  trade  Mr.  John  Ritchie  of  Quebec. 
Mr.  Ritchie  is  still  hale  and  hearty  although  not 
so  young  as  he  used  to  be.  Nevertheless  he  main- 
tains his  interest  in  the  shoe  game.  Mr.  Ritchie 
started  in  the  shoe  business  in  1879,  and  has  been 
at  it  ever  since.  He  is  as  much  a  landmark  of 
Quebec  as  the  citadel. 

Mr.  Chas.  A.  Ahrens,  of  Kitchener,  began 
business  in  the  manufacture  of  slippers  away 
back' in  1881,  his  line  gradually  extended  to  child- 
ren's and  women's  goods,  and  to-day  is  one  of 
the  foremost  in  the  country.  He  is  still  on  the 
job,  and  feels  as  young  as  he  did  twenty-five  years 
ago. 


Geo.  A.  Slater  with  his  brother  succeeded  to 
his  father's  business.  While  the  firm's  name  differs 
by  a  single  initial,  he  is  practically  at  the  same 
job  as  his  father  handed  him  over  in  1887.  He 
is  still  going  strong,  and  as  invincible  as  the  name 
of  his  product. 

E.  O.  Weston,  of  Toronto,  was  the  head  and 
management  of  F.  J.  Weston  and  Sons  in  1888, 
the  factory  in  Toronto  being  built  in  1878.  The 
firm  did  a  jobbing  as  well  as  a  manufacturing  busi- 
ness until  1904,  when  after  the  big  Toronto  fire, 
the  Campbellford  factory  was  organized,  and  put 
on  a  separate  basis,  the  Toronto  concern  doing 
the  distributing.  The  original  concern,  however, 
still  remains. 

Samuel  N.  Sterling  and  his  brother  C.  E. 
Sterling,  of  London,  formed  the  partnership  of 
Sterling  Bros,  in  1883,  and  commenced  business 
as  shoe  wholesalers  in  April  1883.  They  com- 
menced the  manufacture  of  boots  in  1893,  and  in 
1905  changed  their  partnership  into  a  limited 
company  with  S.  N.  as  President  and  C.  E.  as 
Vice-President.  The  same  management  has  con- 
tinued from  the  beginning,  and  it  looks  as  though 
it  would  last  another  decade  at  least. 

Mr.  R.  T.  Hayes,  of  St.  John,  N.B.,  joined 
the  late  J.  M.  Humphrey  in  his  jobbing  business 
about  thirty  nine  years  ago,  and  succeeded  him 
in  the  management  of  the  concern,  when  he  passed 
away  later.  He  has  always  been  a  strong  figure 
in  the  Maritime  trade,  and  occupied  for  some  time 
the  position  of  Mayor  of  St.  John.  He  is  as  young 
in  heart  as  his  picture  and  looks  good  for  another 
quarter  of  a  century  in  the  shoe  game. 

J.  A.  McLaren  formed  a  partnership  in  1888 
with  R.  H.  Greene,  now  of  the  Gutta  Percha  and 
Rubber  Limited  and  on  the  retirement  of  the 
latter  did  business  in  his  own  name  uniting  with 
Harry  Dallas  on  the  death  of  the  late  Mr.  McKellar. 
Mr.  McLaren  is  one  of  the  best  known  and  most 
esteemed  of  Canadian  shoe  wholesalers.  He  has 
for  thirty  four  years  held  the  tiller  on  the  business, 
and  his  friends,  although  they  would  like  to  see 
him  relax  and  take  up  something  like  water  polo  for 
instance,  hope  to  find  him  at  the  desk  for  a  couple 
of  decades  to  come  for  he  finds  happiness  in  work. 

Thomas  Ryan,  of  Winnipeg,  is  one  of  the 
oldest  shoemen  in  experience  in  the  Dominion 
of  Canada.  He  was  one  of  the  first  to  see  the 
opportunities  of  the  great  West,and  was  established 
in  Winnipeg  at  the  time  of  the  great  boom  in 
1880-81.  His  fortune  has  varied  with  the  fortune 
of  his  great  city,  which  honored  him  with  the  posi- 
tion of  Mayor.  Probably  no  man  in  any  part  of 
Canada  has  had  a  wider  personal  and  business 
connection  and  all  who  know  Thomas  Ryan  speak 
of  his  sterling  character. 

Edward  Packard,  of  Montreal,  began  business 
in  a  small  way  in  findings  and  shoe  store  supplies 
with  his  brother  L.  H.  Packard  in  1872.  The 
management  and  inside  work  was  done  by  L.  H. 
while  Ed.  held  the  selling  end.  The  business  was 
a  success  almost  from  the  start,  and  grew  until 
it  occupied  commodious  quarters  on  McGill  St., 
when  the  Journal  first  met  its  principals.  Later 
the  company  built  its  present  fine  building  on 
St.  Antoine  St.  On  the  death  of  Mr.  L.  H.  Packard 
a  few  years  ago,  the  business  was  organized  as 
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a  joint  stock  company  with  Mr.  Ed.  Packard 
as  President;  M.  L.  Packard,  Vice-President; 
James  W.  Strike,  Sec.-Treas.  and  B.  E.  Packard, 
Sales  Manager  and  Director.  This  is  one  of  the 
two  big  findings'  houses  in  existence  when  the 
Journal  started,  and  the  only  one  of  which  the 
management  is  in  the  bamds  of  one  of  the  originals. 
The  Remnant  of  the  Leather  Trade 

Hon.  E.  J.  Davis  may  be  considered  to  be 
the  "Daddy"  of  the  leather  trade  of  Canada.  He 
entered  his  father's  business  at  the  age  of  sixteen 
in  the  year  1867,  and  the  firm  name  of  A.  Davis 
and  Son  continues  in  the  Kingston  plant  where 
the  original  business  of  making  side  leathers  is 
conducted  on  a  very  much  larger  scale  than  at 
King  City.  A  comparatively  new  development 
has  been  Davis  Leather  Co.,  of  Newmarket,  which 
makes  calfskins  only.  Mr.  Davis  has  "thought" 
leather  all  his  life,  but  it  has  not  so  occupied  his 
attention  as  to  exclude  other  things.  He  filled 
successively  and  successfully  every  office  in  the 
County  of  York,  and  was  made  a  Cabinet  Min- 
ister, of  the  Ontario  Government.  He  is  a  good 
sport  and  in  spite  of  his  seventy  one  years,  takes 
his  golf  and   deer   hunting  seriously. 

S.  R.  Wickett,  President  of  Wickett  and 
Craig  Co.,  Toronto,  is  known  as  well  probably 
as  any  name  connected  with  the  shoe  industry 
of  Canada,  and  has  spent  a  lifetime  at  the  business 
of  producing  upper  leather.  He  is  a  practical  tan- 
ner who  knows  all  the  points  of  the  game,  and  a 
salesman  still  of  no  mean  quality  who  can  tell  a 
story  or  talk  a  little  "francais"  with  any  of  them. 
He  knows  every  man  in  the  shoe  trade  and  knew 
their  fathers  before  them,  and  can  tell  you  off 
the  bat  what  hides  were  in  1885  or  what  wax  splits 
sold  for  in  1870.  He  looks  good  for  another  couple 
of  decades   at  least. 

Mr.  Wm.  Craig  the  Vice-President  of  the 
Company,  was  associated  with  his  brother  the 
late  T.  Dixon  Craig,  M.P.  of  Port  Hope  before 
the  latter's  decease  and  upon  the  discontinuance 
of  the  Craig  business  joined  Mr.  Wickett  in  pro- 
ducing shoe  and  bag  leathers.  He  is  a  quiet,  staid 
man  whose  long  practical  knowledge  of  the  leather 
trade  makes  the  Wickett  and  Craig  combination 
a  good  one. 

L.  J.  Breithaupt  and  his  brother  J.  C.  Breith- 
aupt,  of  Kitchener,  took  over  the  management 
of  their  father's  business  known  as  Louis  Breith- 
aupt Co.,  on  his  decease  in  1880.  They  have  been 
on  the  "quarter-deck"  ever  since,  the  one  on  the 
outside  end  and  the  other  on  the  inside.  Since 
the  formation  of  the  concern  into  a  joint  stock 
company,  L.  J.  has  occupied  the  office  of  Pre- 
sident and  J.  C.  of  Secretary-Treasurer.  Both 
were  in  their  present  positions  in  the  business 
in  1885,  and  with  the  exception  of  a  few  grey 
hairs  they  do  not  seem  to  have  changed.  In 
spite  of  the  vagaries  of  the  hide  market,  and  the 
perplexities  of  providing  "sole"  for  the  shoe  in- 
dustry, they  seem  to  retain  their  mental  poise  and 
physical  robustness.  They  look  good  for  the 
century  mark  especially  j.C. 

Cecil  J.  Marlatt  took  over  the  management 
of  Marlatt  and  Armstrong,  established  in  the 
fifties,  before  his  father  died,  and  was  a  factor 
in  the  shoe  and  leather  trades  even  before  the 


Journal  came  on  the  scene.  He  had  his  share 
of  responsibility  both  in  the  upper  leather  and 
sole  leather  departments  of  the  trade  for  quite 
a  while  and  has  seemed  to  thrive  on  it.  He  has 
not  only  made  a  success  of  the  leather  business 
but  has  found  time  to  devote  to  sport,and  for  some 
years  was  Commodore  of  the  Royal  Canadian 
Yacht  Club.  Golf  might  have  done  more  for  him, 
but  his  conscience  does  not  smite  him.  He  is 
one  of  the  most  genial  spirits  of  the  trade  and  is 
as  much  on  the  job  as  he  was  thirty-five  years 
ago,  although  his  two  able  sons  relieve  him  of  a 
good  deal   of  responsibility   and  effort. 

When  the  Shoe  and  Leather  Journal  began 
its  somewhat  uncertain  career  in  1888,  the  Beard- 
more  business  was  just  beginning  to  get  into  its 
stride.  The  head  of  the  concern  was  then  the 
late  Geo.  L.  Beardmore,  one  of  the  finest  men  from 
every  viewpoint  ever  connected  with  the  leather 
trade  of  Canada.  He  was  a  far  seeing  business  man, 
a  good  citizen  and  devout  churchman.  His  sons 
Walter  D.  and  George  W.  were  then  his  able  lieu- 
tenants and  practically  managed  the  business.  On 
the  death  of  W.  D.,  Geo.  W.  succeeded  to  the 
presidency.  In  addition  to  his  business  duties, 
Geo.  W.,who  is  by  the  way  still  a  bachelor,  devotes 
considerable  attention  to  field  sports,  and  is  Master 
of  the  Fox  Hounds  of  the  Toronto  Hunt  Club. 
He  is  as  proud  of  his  title  as  a  knight  of  his  C.M.G. 

In  the  early  days  of  the  Journal,  R.  Lang 
and  Sons  made  only  harness  leather,  and  their 
"Anchor  Brand"  was  as  well  and  favorably  known 
as  the  Sterling  mark  in  silver.  In  recent  years 
the  Lang  Tanning  Co.,  has  gone  into  sole  leather 
production  and  has  built  and  equipped  a  large 
plant  for  this  purpose.  George  Lang  has  through 
all  the  past  three  decades  and  a  half  been  the 
head  of  the  management  and  selling  department 
of  this  great  business,  and  is  as  wide  awake  and 
keen  as  he  was  thirty  five  years  ago.  He  is  on 
the  job  every  day,  and  then  some. 

Paul  Galibert  was  to  use  a  well  known  ex- 
pression "to  the  manor  born."  The  late  Calixte 
Galibert  his  father,  was  for  nearly  half  a  century 
identified  with  the  leather  industry  of  France  be- 
fore coming  to  Canada  in  1863.  He  brought  his 
ideals  with  him,  and  that  has  had  largely  to  do 
with  the  success  of  the  Galiberts  in  turning  out 
high  class  leathers  ever  since.  In  1880  Paul  Gal- 
ibert embarked  in  the  business  for  himself  and 
after  years  of  experimenting  produced  the  first 
glazed  kid  in  Canada.  Their  model  tannery 
has  now  a  capacity  of  500  skins  a  day.  The  head 
of  the  concern  is  still  in  the  saddle  although  his 
two  sons  are  his  able  assistants.  He  has  never 
lost  his  genuine  French  vivacity,  and  retains  his 
perennial  youthfulness  in  a  manner  that  is  the 
puzzle  and  envy  of  his  contemporaries. 

C.  J.  Miller,  of  Orillia,  is  perhaps  not  as  close 
to  the  shoe  trade  as  some  of  the  other  leather  men, 
as  his  product  is  largely  harness  leather.  Mr. 
Miller  has,  however,  for  nearly  half  a  century 
been  identified  with  the  leather  industry  of  Canada. 
He  is  still  actively  engaged  in  the  business  although 
his  sons  are  now  associated  with  him,  and  the 
concern  is  now  C.  J.  Miller  and  Sons. 

With  these  men  and  those  whose  names  have 
been  mentioned  as  having  passed  from  the  scenes 
of  their  earthly  endeavors,  the  writer  has  been 
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S.  R.  Wickett,  Toronto 


Wm.  Craig,  Toronto 
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S.  T.  Duclos,  St.  Hyacinthe 
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Veterans 

In  Active  Service 
After  Thirty  Five  Years 


Geo.  W.  Beardmore,  Toronto 


Geo.  Lang,  Kitchener 
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in  personal  intimate  contact,  and  is  indebted,  not 
only  for  many  kindnesses  and  courtesies,  but  in- 
formation and  advice  that  have  helped  to  make 
the  Shoe  and  Leather  Journal  what  it  is.  Of 
those  who  have  passed  on  we  reverently  say  "re- 
quiescat  in  pace";  to  those  who  remain  we  extend 
our  cordial  congratulations  and  good  wishes  for 
the  lengthening  out  of  the  allotted  span  to  the 
century  mark.  It  has  been  an  education  and  an 
inspiration  to  work  with  them  for  the  general 
advancement  of  the  industry  in  Canada. 


<— -jo/wo 


Firms  Still  in  Business  with  Same  or  Similar  Firm 
Name  but  Management  Changed. 


Ames  Holden  McCready  Co. 
Amherst  Boot  and  Shoe  Co. 
Ltd. 

J.  and  T.  Bell  Limited 
Wm.  A.  Marsh  Co.  Limited 
John  McPherson  Co.,  Ltd. 
A.  R.  Clarke  and  Co.,  Ltd. 
W.  B.  Hamilton  Shoe  Co. 
Ltd. 

J.  A.  and  M.  Cote 
Philip  Jacobi 
John  Palmer  Co.,  Ltd. 
Robson  Leather  Co.,  Ltd. 
Chas.  Parsons  and  Sons 
King  Bros. 


Montreal,  Que. 

Amherst,  N.S. 
Montreal,  Que. 
Quebec,  Que. 
Hamilton,  Ont. 
Toronto,  Ont. 

Toronto,  Ont. 
St.  Hyacinthe,  Que. 
Toronto,  Ont. 
Fredericton,  N.B. 
Oshawa,  Ont. 
Toronto,  Ont. 
Whitby,  Ont. 


In  Business  Still  with  Change  of  Name. 
Geo.  A.  Slater,  Ltd.  formerly  Geo.T.  Slater  &  Sons 
London  Shoe  Co.  Pocock  Bros. 

Anglo  Canadian 

Leather  Co.  Shaw,  Cassils&  Co. 


Tanners'  Review 
and  Outlook 

THE  Tanners'  Section  of  the  Toronto  Board  which 
comprises  the  principal  leather  manufacturers 
of  Canada  held  its  annual  meeting  on  December 
15th  last.  A  representative  gathering  was  held  and 
the  members  were  entertained  by  the  Chairman  to  a 
luncheon  at  the  National  Club  prior  to  the  meeting. 
Major  K.  D.  Marlatt,  the  retiring  Chairman,  made  his 
annual  report  as  follows: 
Chairman's  Annual  Report 

It  is  a  pleasure  to  be  able  to  state  that  the  year 
1922  has  shown  a  large  turnover  in  leather  for  our  domes- 
tic trade.  Early  in  January  last  there  was  a  decided 
revival  of  business  in  Canada  and  the  United  States 
due  to  the  scarcity  of  finished  goods,  especially  shoes, 
but  so  far  as  tanners  were  concerned,  this  revival  of 
business  made  an  increased  demand  for  hides  with 
advancing  prices.  The  tanner  was  compelled  to  con- 
tract his  leather  at  figures  which  were  satisfactory  at 
the  time  the  contract  was  taken,  but  when  replacement 
occurred,  the  value  of  raw  materials  had  increased 
and  leather  at  no  time  advanced  proportionately  with 
hides. 

According  to  the  figures  which  have  been  pub- 


lished in  the  trade  papers,  hides  advanced  from  a  low 
point  fully  80%  during  the  year,  while  leather  did  not 
advance  more  than  about  20%.  There  has  been  some 
decline  in  the  price  of  certain  classes  of  hides  recent- 
ly due  in  part  to  the  inferior  quality  of  the  late  fall  and 
winter  take-off,  but  it  will  require  a  far  greater  decline 
than  has  occurred  to  bring  leather  values  and  hide  values 
to  a  point  where  a  profit  can  be  made  by  the  tanner. 

The  Canadian  market  could  but  in  a  minor  way 
be  held  responsible  for  any  shortage  of  the  world  supply 
of  hides.  The  market  in  the  United  States,  however, 
is  quite  a  different  factor.  There,  an  enormous  popula- 
tion has  to  be  supplied  and  control  of  the  supply  of 
hides  is  held  by  a  few  wealthy  concerns  who  can  always 
influence  prices. 

Recently  the  changing  hide  value  was  responsible 
for  a  feeling  in  the  shoe  trade  that  produced  a  conser- 
ative  system  of  buying,  as  all  remembered  the  unfort- 
unate condition  met  by  those  who  were  over-stocked 
when  prices  made  the  great  decline  two  years  ago,  and 
the  least  lowering  of  prices  makes  it  difficult  to  get 
buyers  of  leather  to  purchase  more  than  for  imme- 
diate needs.  In  this  connection,  the  point  that  seems 
to  be  overlooked  by  many  buyers  when  they  expect 
lower  leather  values  because  of  the  present  decline 
in  the  price  of  hides,  is  that  apparently  this  decline 
was  largely  brought  about  because  the  tanners  refrain- 
ed from  buying  hides.  Needless  to  say,  this  condition 
can  only  exist  for  a  short  time,  and  when  the  tanners 
resume  buying,  it  seems  altogether  probable  that  prices 
in  the  hide  market  will  again  advance,  in  fact,  the  latest 
market  reports  already  indicate  an  upward  turn.  Re- 
cent purchases  have  been  made  at  advanced  prices. 

So  far  as  can  be  learned,  the  stocks  of  leather  are 
not  large,  and  the  supply  can  soon  become  exhausted 
if,  after  the  first  of  January,  the  same  conditions  obtain 
that  occurred  in  January  of  this  year,  so  we  can  rea- 
sonably look  forward  to  a  brisk  trade  after  the  first 
of  the  year.  This  should  be  appreciated  by  the  shoe 
trade,  as  supplies  of  some  classes  of  leather  were  soon 
absorbed  early  this  year,  and,  it  may  tax  the  produc- 
tive power  of  tanners  to  produce  in  a  limited  time  the 
quantity  of  leather  required  for  the  coming  Spring 
trade. 

The  export  trade  to  Great  Britain  and  the  Contin- 
ent has  been  of  a  disappointing  character,  due  to  the 
unsettled  condition  of  Europe,  but  with  the  recent 
marked  improvement  in  Sterling  exchange,  tanners 
are  hopeful  of  the  early  resumption  of  this  trade  especially 
with  Great  Britain.  A  fair  trade  has  been  done  with 
different  parts  of  the  British  Empire  and  the  effort 
made  to  secure  the  preference  with  New  Zealand  and 
Australia  it  is  hoped  will  be  successful,  and,  from  the 
reports  received  of  the  work  done  by  our  Finance  Min- 
ister, Mr.  Fielding,  and  his  colleagues  in  Europe  and 
Mr.  Robb  in  Australia  and  New  Zealand  it  is  evident 
that  our  Government  is  desirous  of  assisting  manu- 
facturers to  secure  a  permanent  trade  within  the  Empire. 

At  the  beginning  of  the  Great  War,  the  tanners 
met  a  number  of  the  Ministers  of  the  Crown  in  Ottawa 
and  unanimously  offered  to  place  their  plants  at  the 
disposal  of  the  Government  to  manufacture  require- 
ments. While  this  offer  was  not  accepted,  it  was  appre- 
ciated by  the  British  Government  who  assisted  the 
tanners  in  obtaining  hides  and  tanning  materials  from 
South  America  direct  to  Canada  by  British  Steamships, 
when  they  could  not  be  secured  in  any  other  way. 

War  may  come  again.  We  hope  not,  but,  should 
such  an  unfortunate  event  happen,  if  we  have  recip- 
rocal trade  within  the  Empire  the  offer  that  was  de- 

(Continued  on  page  53) 


40 

January 


THE  SHOE  AND  LEATHER  JOURNAL 

Ideas  For  The 
Shoe  Man 


January  1,  1923 

Retail 


By  The  Advertising  Service  Department 


;  Price 

For  the  Night 

You  Stay  at  Home 


Price 


Size  of  Ad.  for  Publication,  130  lines  by  2  columns 
Type  Face  Caslon 

For  the  Night 

You  Stay  at  Home. 
Set  36  pt. 

A  strenuous  day  of  work.  Longing  thoughts  of 
the  comforts  of  home.  A  shrieking  wind,  a  howl- 
ing storm,  below  zero,  a  comforting  fire  and  engaging 
book,  your  favorite  chocolates  and — slippers.  Slip- 
pers bring  ease  to  tired  feet  and  a  sense  of  comfort 
to  the  body.  Slippers  are  not  a  luxury  but  a  neces- 
sity, and  when  they  are  as  reasonably  priced  as 
ours,    the    price    does    not  count. 

Set  12  pt. 

Description    and    price,    where  shown 
Set  10  pt. 
Price  bold  display 
Signature,  Address  and  Slogan 
Set  to  suit 


Size  of  Ad.  for  Publication,  105  lines  by 
5  columns. 

Type  Face  —  Cheltenham 
Goloshes  and  Rubbers  for  January  Slush 
Set  36  pt. 
All  Prices,  All  Styles,  All  Sizes 
Set  24  pt. 

We  have  a  complete  showing  of  rubbers 
and  goloshes  for  men,  women  and  chil- 
dren. We  pride  ourselves  that  whatever 
your  rubber  requirements  may  be,  we 
can  suit  your  feet  and  purse.  Rough 
weather  supplies  for  the  entire  family 
from  "Pa"  to  little  "Willie".  All  good 
quality,  made  by  the  leading  manufacturers. 
Fully  guaranteed  to  give  satisfaction  and 
service.  Come  in  and  look  our  stocks 
over. 

Set  12  pt. 

Under  cuts  give  description  of  shoes  with 
price  in  bold  type. 

Set  10  pt. 

In  panel  show  some  special  spat  features 
with  descriptions  and  price.  Set  accord- 
ing  to   copy  used. 

Signature,  Address  and  Slogan  set  to  suit 


Goloshes  and  Rubbers  for  January  Slush 
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By  The  Advertising  Service  Department 


Size  of  Ad.  for  Publication,  130  lines  by  2  columns 
Type  Face  —  Bookman 

Fur  and  Felt  Creations  for  Style  and  Comfort 

Set  30  pt. 

Goloshes!     The  real  health  protector  during  winter  weather 
The  popular  thing  for  stylish  women 
Set  14  pt.  Bold  Face 

The  Golosh  Season 
Set  24  pt. 

Describe  here  your  regular  line  of  goloshes  with  price  in  bold 
type 

Set  12  pt.  with  price  in  bold  face 

The  very  latest  ideas  in  combination  fur  and  felt  goloshes. 
Stylish  to  the  last  degree.  Comfortable  and  easy  to  wear. 
Good  looking  and  well  made. 

Finish  this  with  a  general  description  of  your  latest 

novelty 

Set  12  pt. 

In  description  block  give  details  with  price  in  bold  face 

Set  10  pt. 

Signature,  Address  and  Slogan  set  to  suit 


Fur  and  Felt 
Creations  for 
Style 

and  Comfort 


The  Golosh  Season 


Price 


The 


Price 


School  Again! 


Size  of  Ad.  for  Publication,  130  lines 
by  3  columns. 

Type  Face  —  Caslon 
School  Again! 
Set  36  pt. 

The  holidays  are  over.  School  is  again 
in  full  swing.  Back  again  are  the  prob- 
lems of  dependable  shoes  for  boys  and 
girls  of  the  school  age.  Something 
that  will  look  nice,  something  that 
will  wear,  something  not  too  high 
priced.  The  ideal  school  shoes  for 
children  of  all  ages,  are  to  be  found 

in  the  appealing  displays  of  shoes. 

(Give  here  a  description  of  your  best 
lines  with  price.) 

Set  12  pt. 
Set  Signature,  Address  and  Slogan  to 
suit 
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NATIONAL  RETAILERS'  PROGRAMME 
CO-OPERATION  DAY 

Tuesday,  January  16th. 

9  00  A.M.   Registration  Bureaus  Open. 

9  .30       "      Call  to  Order. 

Address  of  Welcome  by  Mayor  Mar- 
tin. 

President's  Address. 

Reading  of  Minutes  of  Convention 

in  1921. 

Report  of  Committee  on  Nominations. 
Election  of  Officers. 
2.  00  P.M.  Joint  Open  Session  of  the  Shoe 
Trade  Association, 
sideration  and  discussion  of  shoe 
trade  problems  and  constructive  sug- 
gestions. 

Address:  "Retail   Shoe   Trade   Problems",  Mr. 
C.  F.  Rannard,  Winnipeg, 
Discussion,  each  speaker  limited  to  3 
minutes  and  no  one  to  speak  more  than 
once. 

Address:  Mr.  Joseph  Daoust,  Montreal,  spokes- 
man for  The  Shoe  Manufacturers'  As- 
sociation of  Canada. 
Discussion,    limitations    as  above. 

Address:  Mr.  J.  A.  McLaren,  Toronto,  spokes- 
man for  The  Shoe  Wholesalers'  Associa- 
tion of  Canada. 

Discussion,  limitations  as  above. 
Address:  Spokesman  for  the  National  Shoe  and 
Leather  Travellers'  Association  of  Can- 
ada. 

Discussion,  limitations  as  above. 
4-6  P.M.  This  two-hour  period  will  be  specially 
set  apart  to  afford  merchants  an  oppor- 
tunity to  inspect  manufacturers'  and 
wholesalers'  samples  in  hotel  sample 
rooms  (Metcalfe  Street  wing). 

7.00    P.M.   SHOE  TRADE  BANQUET. 
RETAILERS'  DAY 

Wednesday,  January  17th. 

9  .30  A.M.  Second  Business  Session  of  the  Na- 
tional Shoe  Retailers'  Association  of 
Canada. 

Reports  of  Secretary,  Acting-Secretary 
and  Treasurer. 

10-  10.30  A.M.    Address— "What  the  retail  shoe 

merchant  should  know  about  fire  in- 
surance." 

10.30-11  A.M.  Address— "Shoe  Leathers,  their 
relative  merits  and  how  to  distinguish 
them",  Mr.  Arthur  Bonisteel,  Aurora. 

11-  11.30  A.M.    Address — "Service   in   a  Retail 

Store",  Mr.  Hugh  Murray,  London,  Ont. 

11.30-12  A.M.  Address —"Successful  stock- 
keeping",  Mr.  Louis  Adelstein,  Montreal. 

2  . 30  P.M.  Third  Business  Session  of  the  National 
Shoe  Retailers'  Association  of  Canada. 
Address  —"Handling  Stock  and  Cash  in 
a  Retail  Store",  Mr.  L.  Lockett,  King- 
ston. 

2  .30-3  P.M.  Address  "Shoe  Store  Publicity"— 
Mr.    Albert    Lasalle,  Montreal. 

3-3 .30  P.M.  Address  -Mr.  George  D.  Wallace, 
Halifax,  N.S. 

4.00  P.M.  Report  of  Committees  on  Resolutions. 
Unfinished  business 


MONTREAL  CONVENTION  NOTES 
Monday  January  15th. 

Mr.  Howard  P.  Cobb,  Boston,  an  expert  in  shoe 
costs,  who  has  been  writing  a  series  of  interesting  articles 
for  "Hide  &  Leather",  will  address  the  Convention 
on  Monday.  Shoe  Manufacturers  have  been  much 
interested  in  Mr.  Cobb's  articles,  and  his  address  will 
be  a  feature  of  the  morning  session.  It  will  be  given 
in  English,  but  will  be  summarized  in  French  by  Mr. 
Wilfrid  Gagnon,  General  Manager  of  Aird  &  Son,  Reg., 
who  will  also  discuss  some  other  phases  in  cost  account- 
ing, dealing  with  some  of  the  special  problems  of  the 
Canadian  shoe  situation  in  this  respect. 

Mr.  A.  Belanger,  principal  of  the  Montreal  Tech- 
nical School  will  deliver  an  address  on  Technical  Ed- 
ucation for  Shoe  Workers.  It  has  been  definitely  de- 
cided that  classes  for  shoe  workers  will  be  instituted 
at  the  Montreal  Technical  School,  and  arrangements 
are  being  made  with  the  Provincial  Government  for 
the  purpose  of  defraying  the  expense  in  providing  the 
necessary  equipment. 

At  this  Session  there  will  also  be  a  discussion  re- 
garding the  Credit  situation,  and  the  desirability  of 
extending  the  present  credit  services  of  the  Association. 

At  the  afternoon  Session,  short  addresses  will  be 
delivered  by  practical  shoemen,  dealing  with  such  mat- 
ters as  "The  Style  Situation,"  the  question  of  trade 
terms,  and  the  possibilities  of  a  still  further  develop- 
ment of  the  services  of  the  Association. 
Tuesday  January  16th. 

On  Tuesday  morning  all  four  groups,  the  Man- 
ufacturers' Association,  the  Wholesalers',  the  Retailers' 
and  the  Travellers',  will  be  in  their  different  Sessions. 

At  the  Manufacturers'  Session,  addresses  will 
be  given  by  Mr.  James  Acton  and  Mr.  J.  A.  Beaudry. 
Mr.  Acton's  subject  will  be  "Some  Reminiscences  of 
the  Shoe  Trade  In  Canada",  and  Mr.  Beaudry's  address 
will  deal  with  Soviet  Russia.  On  Tuesday  Afternoon 
Mr.  Jos.  Daoust  will  address  the  meeting  on  Compro- 
mises and  Extensions.  A  discussion  on  the  Style  Sit- 
uation will  be  led  by  Mr.  A.  Lecour  of  Canadian 
Footwear  Co. 

At  the  Session  of  the  Travellers'  Association  which 
will  be  held  on  Tuesday  morning,  the  programme  is 
not  definitely  arranged,  but  there  will  be  an  election 
of  officers  and  the  transaction  of  any  business  that 
may   be   brought   before   the  meeting. 

At  12.30  o'clock  on  Tuesday,  the  Session  of  the 
Wholesalers'  Association  will  be  followed  by  a  Lun- 
cheon, to  which  all  the  registered  wholesalers  will  be 
invited,  as  guests  of  the  Shoe  Wholesalers'  Association 
of  Canada. 

On  Tuesday  afternoon  the  big  Joint  Session  of 
the  four  Associations  will  be  held. 

Big  Banquet  Tuesday  Night 

On  Tuesday  night  will  take  place  the  big  Banquet? 
one  of  the  outstanding  events  of  the  Convention.  It 
is  expected  that  this  Banquet  will  have  an  attendance 
of  at  least  five  hundred,  and  will  be  the  largest  shoe 
trade  banquet  ever  held  in  Canada.  Tickets  are  ob- 
tainable at  the  office  of  the  Convention  Secretary,  Room 
B.  9  Board  of  Trade  Bldg.,  Montreal,  the  charge  being 
$5.00,  and  this  also  includes  registration  fee  for  the 
Convention.  At  the  time  of  going  to  press  we  are  not 
able  to  announce  the  name  of  the  principal  banquet 
speaker,  but  the  Committee  is  awaiting  the  decision 
of  a  man  of  outstanding  ability.  An  unusually  attrac- 
tive entertainment  programme  will  supplement  the 
speeches.  Song  sheets  have  been  prepared,  and  the 
shoemen  will  have  a  sing  song  during  the  banquet 
The  banquet  hall  will  accommodate  850  if  necessary 
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^/acAfbrd  <^7n-Stock  Service 

Three  Leading  Staples 


'Combination  Fitting"  2 


9597— Kid  Lace    Oxford  W.  C. 
Cuban   Heel  Combination 
last  1  3  3-Co'de  Summer 
Price  $5.15 

6588— Patent  Lace  Oxford  W.C. 
Cuban    Heel  Combination 
last     13  3-Code  Sybil 
Price  $5-00 

7589— Glazed  Black  Calf  Oxford 
W.C.  Cuban  Heel  Natural 
Calf    Lining  Combination 
last      133-Code  Scarlet 
Price  $5.15 

8860 — Chippendale  Brown  Calf 
W.C.     Cuban  Heel  Natural 
Calf    Lining  Combination 
last     133-Code     Scar  row 
Price  $5.15 


Nature  Shape" 


9622—  Kid  Lace  Oxford,  Whole  Cut  Tip,  a  Neat 
Medium  Toe,  Cuban   Heel.       Code  Shapino 

Price  $5.15 


Combination  Fitting"  Bunion  last 


9589— Kid  Lace  Oxford,    Whole  Cut,  Comfort  Low  Heel 
Combination  Last  21.  Round  Toe.    Code  Sturdy. 

Price  $5.15 


{All  lines  A-B-C-D  widths,  Sizes  3  to  9) 

We  will  be  glad  to  see  you  at  the  National  Shoe  Retailers'  Convention, 
January  15-16-17.  Samples  displayed  Room  5127,  Mount  Royal  Hotel. 

MAKERS  OF 

5HO€5  for  women 

90T0  94   SHER  BOURNE  ST 

Toronto 
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Wednesday  January  17th. 

At  the  Session  of  the  Retailers'  Association  on 
Wednesday,  January  17th.,  in  addition  to  the  programme 
already  announced,  Mr.  Arthur  Bonisteel  of  the  Collis 
Leather  Co.,  Aurora,  Ont.,  will  give  an  address  on  "Shoe 
Leathers,  Their  ReLitive  Merits  And  How  To  Dis- 
tinguish Them."  This  address  will  be  of  great  interest 
and  value  to  retailers,  and  will  in  itself  make  atten- 
dance  at  the   Convention  well  worth  while. 

A  practical  Insurance  man  will  give  an  address 
on  "What  The  Retail  Shoe  Merchant  Should  Know 
About  Insurance." 

In  the  Wednesday  afternoon  Session,  in  addition 
to  the  addresses  already  announced,  there  will  be  an 
address  by  Mr.  Geo.  D.  W7allace  of  Halifax. 

The  Manufacturers'  Association  and  Wholesalers' 
Association  will  not  be  in  session  on  Wednesday,  but 
arrangements  are  being  made  for  a  big  deputation  from 
the  two  Associations,  probably  accompanied  by  re- 
presentatives from  the  National  Shoe  Retailers'  Asso- 
ciation, to  go  before  the  Canadian  Freight  Association 
to  present  arguments  in  opposition  to  the  proposed 
freight  classification  No.  17,  which  would  involve  an 
increase  in  freights  in  shipping  of  boots  and  shoes  in 
any  containers  but  wooden  boxes,  bound  with  metal 
strapping.  Special  appointment  has  been  made  for 
a  meeting  with  the  Canadian  Freight  Association  at 
10  o'clock  Wednesday  morning,  January  17th.,  at  the 
offices  of  the  Association,  Shaughnessy  Building,  Mon- 
treal, and  all  manufacturers  and  wholesalers  are  urged 
to  set  aside  that  morning  and  join  the  deputation.  The 
National  Shoe  Retailers'  Association  will  be  in  session 
then,  but  it  is  hoped  to  get  representatives  from  that 
Association   to   accompany  the  others. 

Members  of  the  Shoe  Manufacturers'  Association 
and  the  Shoe  Wholesalers'  Association  have  been  asked 
to  bring  their  records  to  support  the  Associations'  con- 
tention that  damage  and  pilfering  claims  for  shipments 
of  boots  and  shoes  in  properly  packed  fibre  containers 
have  been  very  small  during  the  past  year. 
Reservation  of  Rooms 

Reservations  of  sample  rooms  at  the  Mount  Royal 
Hotel  for  the  period  of  the  Convention  has  been  very 
extensive.  Already  between  forth  and  fifty  sample 
rooms  have  been  reserved,  and  these  will  open  on  the 
morning  of  January  15th.,  and  remain  open  until  Wed- 
nesday night.  All  of  the  regular  sample  rooms  in  the 
Hotel  have  been  taken  and  in  addition  fully  twenty  bed- 
rooms have  been  converted  into  convention  sample 
rooms.  A  number  of  the  bedrooms  in  the  sample  room 
wing  of  the  hotel  still  are  available,  and  may  be  reserved 
by  applying  to  the  office  of  the  Convention  Secretary, 
Room  B  9,  Board  of  Trade  Bldg.,  Montreal.  A  direc- 
tory of  the  firms  which  have  sample  rooms  is  being 
prepared  and  will  be  located  in  the  lobby  of  the  Hotel. 

The  Programme  Committee  is  preparing  an  elab- 
orate programme  of  one  hundred  pages,  which  will 
serve  as  a  useful  and  handy  directory  of  the  firms  of 
the  Allied  Trades  throughout   the  Dominion. 

The  Committee  on  Registration  and  Badges  has 
completed  its  arrangements,  and  urges  that  all  persons 
attending  the  Convention  should  register  promptly 
upon  their  arrival.  Special  leather  badges  are  being 
printed,  and  one  of  these  will  be  supplied  to  each  re- 
gistrant, and  will  entitle  such  registrant  to  attendance 
to  the  sessions  of  his  own  group. 

Persons  arranging  to  attend  the  Convention  are 
reminded  that  arrangements  have  been  made  for  special 
reduced  fares,  on  the  Convention  Certificate  Plan, 
but  in  order  to  take  advantage  of  this  they  must  pur- 
chase a  one-way  ticket  and  when  buying  such  ticket 
obtain  from  the  Ticket  Agent  a  Standard  Certificate 


Form  which  will  be  validated  during  the  Convention. 
Railway  Arrangements 

Notice  has  been  received  by  the  Convention 
Secretary  that  the  Western  Railway  Lines  will 
participate  in  granting  reduced  rates  to  the  Con- 
vention. Going  tickets  and  certificates  will  be 
issued  in  the  Province  of  British  Columbia  January 
5th.,  to  11th.,  inclusive,  and  in  the  Province  of 
Alberta,  Saskatchewan,  Manitoba  and  Ontario 
(west  of  Port  Arthur  and  Armstrong)  from  January 
6th.    Return  limit  January  20th. 

On  the  Eastern  Lines  Convention  Tickets 
and  Certificates  will  be  issued  from  January 
11th.,  to  the  17th.,  returning  by  January  20th. 

A  Committee  of  Retailers  has  been  organized  in 
Montreal  for  the  express  purpose  of  assuring  the  largest 
possible  attendance  of  the  local  merchants  at  the  Con- 
vention, and  it  is  expected  that  within  the  next  two 
weeks  every  retailer  in  the  city  will  be  canvassed. 


SERVING  HIS  CITY. 

The  shoe  and  leather  industry  has  contributed 
quite  a  number  of  men  to  the  service  of  the 
community  in  various  ways.  For  the  past  three  years 
Mr.  Louis  O.  Breithaupt,  Sales  Manager  of  Breithaupt 
Leather  Co.,  Ltd.,  has  been  an  Alderman  in.-  Kitchener, 
and  also  Chairman  of  the  Finance  Committee.  He 
has  been  active  in  the  promotion  of  many  projects  of 
benefit  to  the  citizens  and  to  the  city.  The  appreciation 
of  his  service  is  evidenced  by  his  having  been  elected 


Mayor  of  Kitchener,  on  New  Year's  Day.  Though 
Mr.  Breithaupt  is  young,  as  Mayors  go  these  days,  his 
ability  has  been  proven  in  municipal  as  well  as  business 
circles  and  that  the  people  have  confidence  in  him  is  shown 
by  their  action  on  election  day.  In  tendering  our  con- 
gratulations, which  we  are  seconded  by  his  many  friends 
in  the  trade,  we  express  our  pleasure  in  the  fact  that  he 
has  many  years  ahead  of  him  in  which  to  serve  in  this, 
and  in  wider  fields.  Incidentally,  Kitchener  is  extreme- 
ly fortunate  in  being  able  to  attract  its  best  citizens, 
many  of  whom  are  in  the  shoe  or  leather  business,  to 
take  an  active  share  in  municipal  affairs. 
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of  Glintz  Boot  Shop,  Niagara  Falls,  Ont.,  takes  second 
prize,  $15.00,  and  Mr.  Baxter  Hooper,  of  David  Spencer 
Co.,  Vancouver,  B.C.,  wins  third,  $10.00.  These  will 
no  doubt  have  the  congratulations  of  the  trade  as  they 
have  of  the  Shoe  and  Leather  Journal.  Their  papers 
are   reproduced  elsewhere. 

For  the  satisfaction  and  to  the  credit  of  the  rest 
of  the  competitors,  it  may  be  said  that  there  were  al- 
most a  dozen  who  gave  the  prize  winners  a  good  run 
for  their  money.  We  will  reproduce  some  of  the  other 
examination  papers  in  later  issues. 

The  following  passed  with  honors,  and  are  entitled 
to  one  year's  subscription  to  the  Shoe  and  Leather  Jour- 
nal : — 

B.  B.  Black,  34  Havelock  St.,  Amherst,  N.S.; 
Thomas  G.  Bowie,  of  M.  B.  Young,  924  Bloor  St. 
W.,  Toronto;  Harry  J.  Broome,  of  Ludlow  Bros., 
Brantford,  Ont.;  Gustave  Caron,  of  J.  P.  Vinet, 
1293  St.  Lawrence  Blvd.,  Montreal,  Que.;  M.  F.  Car- 
tier,  25  Cathcart  St.,  London,  Ont.;  W.  A.  Cochrane, 
of  Bruce  Stuart  and  Co.,  275  Bank  St.,  Ottawa,  Ont.; 
Miss  Rachel  Columbus,  611  Main  St.,  St.  John,  N.B.; 
Geo.  A.  Cowieson,  Queensville,  Ont.;  Mrs.  C.  A.  Dunk- 
ley,  Ridgetown,  Ont.;  Geo.  W.  Eades,  Shawville,  Que.; 
J.  W.  Farnden,  10  Robinson  St.,  Simcoe,  Ont.;  A.  D. 
Holland,  131  Dundas  St.,  London,  Ont.;  Fred.  W. 
Home,  531  So.  Syndicate  Avenue,  Fort  William,  Ont.; 
Fred  Laframboise,  Jr.,  50  St.  Andrew  St.,  Ottawa,  Ont.; 
G.  D.  Humphrey,  of  Wm.  A.  Marsh  Co.,  Limited, 
Quebec,  Que.;  J.  Melbourne  Lane,  Bridgetown,  N.S.; 
Clarence  Macdonald,  of  M.  B.  Young,  296  Concord 
Ave.,  Toronto;  Geo.  McVicar,  Goderich,  Ont.;  Charles 
Moscovitch,  543  Selkirk  Ave.,  Winnipeg,  Man.;  Don- 
ald W.  Robb,  26  Gloucester  St.,  Ottawa,  Ont.,  Sales- 
man for  A.  Bookman;  W.  E.  Robertson,  of  Stuarts 
Limited,  Renfrew,  Ont.;  Harry  Rhoden,  of  F.  R. 
MacMillan,  Limited,  Saskatoon,  Sask.;  Milton  F. 
Steinke,  Elmira,  Ontario;  F.  C.  Sutherst,  of  J.  S. 
Townshend,  43  Hughson  St.  Hamilton,  Ontario;  F. 
Watson,  of  James  Matthews  Shoe  Store,  89  James 
St.  N.,  Hamilton,  Ont. 

The    following    are    given    honorable    mention: — 


Some  Novelties  by  Newport  Shoe  Co: 


Salesmanship 
Examination 

Results  of  Second  Semi- Annual 
Competition  in  Shoe  Salesman- 
ship, and  Names  of  Prize  Win- 
ners and  Honor  List. 

THE  keen  interest  taken  in  the  semi-annual  sales- 
manship contest  of  the  Shoe  and  Leather  Journal 
establishes  the  fact  that  Canadian  shoe  retailers 
and  their  salesmen  are  alive  to  the  problems  that  con- 
front them  in  the  merchandising  of  shoes.  Owing  to 
the  large  number  sending  in  papers  the  Committee 
this  time  had  its  hands  full,  and  the  competition  was 
so  keen  that  the  thirteen  best  answers  had  to  be  gone 
over  the  second  time  by  the  examiners. 

The  Committee  handling  the  papers  were  as  follows: 
Mr.  Warren  T.  Fegan,  Toronto;  Mr.  Arthur  Wilson, 
Hamilton  and  Mr.  James  Acton  and  these  gentlemen 
were  each  provided  with  type  written  copies  of  the 
papers  with  numbers  only  at  the  top  so  that  none  of  them 
knew  who  the  writers  were  when  marking  the  papers. 
Ten  marks  were  allowed  for  each  question  or  a  hundred 
in  all  and  the  decision  was  made  on  the  aggregate  marks. 

This  will  explain  why  in  some  of  the  papers  receiv- 
ing a  high  aggregate,  the  answers  in  individual  questions 
may  not  seem  to  have  been  up  to  the  mark.  For  in- 
stance in  the  first  question,  the  store  was  said  to  be  an 
absolutely  cash  establishment,  and  some  of  the  answers 
that  evaded  this  point  received  on  that  particular  question 
lower  marks  than  others  that  definitely  met  the  prob- 
lem. It  may  be  noted  that  no  account  was  taken  of 
the  length  or  literary  character  of  the  answers,  the  de- 
ciding point  being  the  satisfactoriness  of  the  answer 
from   a  practical   business  standpoint. 

It  happens  that  Archie  B.  Zacks,  of  Peterboro, 
who  won  third  prize  last  spring  wins  first  this  time  and 
therefore    gets    $25.00.    A    lady,    Alice  Farebrother, 
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With  Spaulding's  Fibre  Counters  in  your  shoes 
you  can  be  sure  that  they  will  retain  a  trim,  perfect 
shaped  back  that  will  reflect  credit  on  your  line 
and  result  in  greater  all-around  buying  appeal. 

We  make  our  own  fibre 


J.  SPAULDING  &  SONS  CO.,  Inc. 


Main  Office  and  Factory 
NORTH  ROCHESTER,  N.H. 


Boston  Office 
203-B  ALBANY  BUILDING 


PHILADELPHIA           CINCINNATI  ST.  LOUIS  CHICAGO 

John  G .  Traver  &  Co .      The  Taylor-Poole  Co .  The  Taylor-Poole  Co.  J .E  .D .  McMechan  &  Co . 

141-143  No.  4th  St.          410-412  E.  8th  St.  1602  Locust  St.            217  W.  Lake  St. 
SEVEN  FACTORIES 

Tonawanda,  N.  Y.              Rochester,  N.  H.  English  Agents:  J.  Whitehead  &  Co.,  Ltd. 

No.  Rochester,  N.H.               Milton,  N.H.  Leicester,  England 
Townsend  Harbor,  Mass. 

Canadian   Agents:    International   Supply   Co.,   Kitchener,   Ontario,  and   Quebec  City 

V.  Champigny,  Montreal. 
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Miss  Susie  L.  Fitzgerald,  112  Queen  St.,  Halifax, 
N.S.;  J.  H.  Flahertey,  Cash  Shoe  Store,  Amherst, 
N.S.;  A.  E.  Jones,  Box  688,  Nelson,  B.C.;  W.  F. 
Knaack  of  Johnston's  Big  Shoe  House,  409  Hastings  St. 
W.,  Vancouver,  B.C.;  A.  E.  McEacher,  Box,  364, 
Charlottetown,  P.E.I. ;  Model  Shoe  Store,  641  Main 
St.,  St.  John,  N.B.;  G.  T.  Schuyler,  Simcoe,  Ont.; 
H.  J.  Smith,  Shoe  Repairer,  Dutton,  Ont.;  C.  A.  Ter- 
hune,  Simcoe,  Ont.;    Fred.  W.  Wigg,  Seaforth,  Ont. 

1st.  PRIZE 
Archie  B.  Zachs,  Peterboro,  Ont. 

1.  If  you  are  only  a  clerk  this  is  quite  a  simple 
problem.  You  would  say,  "I  am  very  sorry,  Sir,  but 
this  is  an  absolutely  cash  store,  and  my  orders  are  not 
to  give  credit.  I  am  sure  when  the  rule  was  made  it 
was  not  to  refuse  credit  to  people  like  you,  but,  still, 
I  have  not  the  authority  to  change  the  rule.  May  I 
put  the  shoes  away  for  you,  or  perhaps  you  would  pre- 
fer that  I  send  them  to  your  home  C.O.D."  The  customer 
cannot  be  offended,  because  he  will  realize  that  the  clerk 
must  obey  orders.  If  you  are  the  proprietor  you  will 
have  to  grant  such  a  man  credit  because  he  will  feel 
insulted  if  you  do  not,  and  will  "knock"  your  store  to 
his  friends:  As  a  result  you  will  not  only  lose  his  trade 
but  also  his  friends'.  You  might  however,  impress 
upon  him  that  your  store  does  not  give  credit  but  that 
you  are  making  a  special  exception  of  him.  This  will 
flatter  him  and  will  make  him  a  friend  of  your  store. 

2.  Try  to  keep  the  goods  away  from  the  child.  If 
you  cannot  do  this,  there  are  usually  some  blotters  or 
booklets  around  which  you  are  distributing,  which 
you  can  give  the  child  to  detract  its  attention.  Or  you 
might  give  the  child  a  couple  of  coppers  to  buy  candy. 
This  would  please  the  child  and  probably  the  mother 
also. 


3.  If  the  customer  gave  a  valid  reason  why  the  goods 
are  not  satisfactory,  and  also  a  sufficiently  good  reason 
why  she  did  not  bring  the  goods  back  sooner,  I  would 
allow  a  refund.  Otherwise,  I  certainly  would  not  because 
I  would  not  value  such  a  customer's  trade.  In  any 
case,  I  would  offer  to  exchange  the  goods  if  the  shoes 
had   not   been  soiled. 

4.  A  real  salesman  would  not  allow  a  customer  to 
wait  any  length  of  time  without  attention,  when  a  cus- 
tomer enters  and  you  are  busy  you  should  say;  "Good 
day,  will  you  please  be  seated  for  a  few  minutes,  and 
I  will  serve  you."  If  however,  a  customer  should  be 
overlooked,  you  will  apologize  for  letting  her  stand 
unserved  and  ask  her  what  she  wants.  A  good  sales- 
man should  be  able  to  wait  upon  two  and  even  three 
customers  at  the  same  time.  Your  apologies  must  be 
profuse  because  the  customer  is  in  bad  humour  and 
feels  antagonistic  towards  you.  It  will  require  tact 
to  bring  her  back  to  her  good  humour. 

5.  This  customer  is  evidently  not  in  a  hurry  so 
show  her  several  shoes,  and  give  her  all  the  time  she 
wants  to  decide.  In  the  meantime,  you  can  be  serving 
the  other  customers.  You  can  serve  the  other  customers 
first,  and  ultimately  come  back  to  the  first  one  and  close 
the  sale. 

6.  I  do  not  see  as  it  makes  any  difference  what  the 
subject  of  conversation  is  while  you  are  in  the  act  of 
fitting  the  customer.  After  she  is  fitted  however,  change 
the  subject  by  asking  her  how  she  likes  the 
fit,  and  commenting  upon  the  style  or  quality  of  the  shoe, 
that  you  are  fitting.  After  you  have  made  the  sale, 
and  the  customer  is  still  talking  excuse  yourself  and  wait 
on  some  other  customers. 

7.  What  I  do  in  a  case  where  the  customer  distrust 
me  is  to  tell  him  frankly  that  I  see  that  he  does  not  be 
lieve  me.    I  ask  him  to  tell  me  what  part  of  my  state 


"Lady  Belle"  Shoes 

at  the  Covention 


During  the  Retailers'  Convention  in  Montreal, 
January  15,  16,  and  17,  we  will  have  an  interesting 
display  of  LADY  BELLE  CREATIONS  in 
our  sample  room  in  the  Mount  Royal  Hotel. 
You  are  cordially  invited  to  visit  us  and  see  our 
lines  at  first  hand. 


The  Lady  Belle  Shoe  Co.,  Ltd. 

Kitchener  Ontario 
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Shoe  Trade  Convention 

Montreal,  January  15-16-17th. 


While  at  the  Convention  be  sure  to 
call  at  Sample  Room,  2125  Mount 
Royal  Hotel.  It  is  a  pleasure  to 
show  the  "New  Model"  Shoe, 


No  280.  Pat.  with  Buck  Trim 


W.  B.  Hamilton  Shoe  Co. 

LIMITED 

TORONTO 

Makers  of  the  "Model"  Shoe 


Hockey  Shoe  Selling 
Time  Is  Here 


It  brings  a  volume  of  profitable 
trade  to  the  merchants  who  feature 

Samson  s  Hockey  Shoes 

The  superiority  of  these  shoes  in 
improved  features  and  in  shoe- 
making  has  been  proven  by  big 
sales  everywhere.  See  that  your 
lines  are  complete  NOW. 

Our  values  in  Staple  Lines  are  the 
strongest  kind  of  a  trade  attraction. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &  Football  Boots 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 
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THE  EXAMINATION. 
WHAT  WOULD  YOU  DO? 

1.  If  you  are  running  an  absolutely  cash  store, 
and  a  well  known  customer  of  good  fin- 
ancial standing  insists  on  having  goods 
charged? 

2.  If  a  mother  with  an  ill  behaved  child  is  being 
waited  upon,  and  the  latter  insists  on  up- 
setting and  handling  the  goods  you  are 
showing? 

3.  If  a  customer  brings  back  a  pair  of  shoes 
two  or  three  weeks  after  the  sale,  and  asks 
for  the  money  back,  claiming  the  goods  not 
satisfactory? 

4.  If  you  are  waiting  on  a  customer,  and  another 
interrupts  to  say  "I've  been  standing  here 
for  over  ten  minutes  waiting  to  look  at  some 
shoes." 

5.  When  you  have  two  or  three  other  customers 
waiting  and  you  have  one  who  will  ultim- 
ately buy,  but  insists  on  seeing  every  shoe 
in  the  shop. 

6.  What  would  you  do  with  a  customer,  who 
on  a  busy  Saturday  wants  to  tell  you  all 
the  family's  history,  and  give  you  the  gossip 
of  the  town  while  you  are  fitting  her? 

7.  What  would  you  do  with  a  customer  who 
acts  as  though  he  thought  you  were  trying 
to  put  something  over  on  him? 

8.  How  would  you  treat  the  "Smart  Alec" 
customer  who  "knows  all  about  shoes", 
and  who  is  anxious  to  tell  you  all  about  the 
materials,  make,  etc.,  of  the  goods,  and  tries 
to  impress  you  with  the  idea  you  can't  fool 
him? 

9.  When  you  have  shown  a  customer  about 
a  dozen  shoes,  and  tried  half  of  them  on 
and  she  says  she  will  call  to-morrow,  what 
would    you  say? 

10.  What  do  you  do  with  customers  over  whom 
you  spend  from  half  an  hour  to  an  hour 
making  a  sale,  and  they  call  next  day  and 
wish  to  return  or  exchange  the  goods? 

THE  WINNERS. 

FIRST  PRIZE— A.  B.  Zacks,  Peterboro',  Ont. 
SECOND  PRIZE— Alice    Farebrother,  Niagara 

Falls,  Ont. 

THIRD  PRIZE— Baxter  Hooper,  Vancouver, 

B.C. 


ment  he  does  not  believe,  and  then  I  prove  to  him 
that  what  I  said  was  true.  Suppose  that  you  were  trying 
to  sell  a  customer  a  $10.00  pair  of  shoes,  and  he  thought 
that  you  were  trying  to  charge  him  too  much.  Show 
him  by  comparison  with  a  cheaper  shoe  where  the  differ- 
ence in  the  price  lies.  If  you  are  able  to  show  facts 
and  speak  intelligently  on  the  subject  the  customer  will 
have   no   reason   for  distrust. 

8.  When  a  customer  tries  to  tell  you  about  the  shoes 
you  are  showing  him,  put  on  the  expression  that  you  are 
believing  what  he  says,  and  that  you  realize  that  he  is 
a  man  of  great  knowledge.  This  is  better  than  making 
the  customer  antagonistic  by  arguing  with  you.  Often 
do  I  say  to  a  customer,  "You  probably  know  more 
about  shoes  (or  leather)  than  I  do  but  don't  you  think, 
etc,  etc."  A  person  likes  to  feel  that  you  think  he  is 
important,  and  is  willing  to  pay  for  flattery. 

9.  I  have  noticed  that  in  such  a  case  the  salesman 
usually  says,  "All  right."  Personally  that  is  when  I 
try  harder  to  sell.  I  bring  out  new  points  about  the  shoes, 
and  become  more  enthusiastic  over  them.  If  this  does 
not  help  I  ask  her  for  a  small  deposit  and  I  promise 
to  put  the  shoes  aside  for  the  customer.  Or  you  can  tell 
her  that  she  may  change  the  shoes  or  get  a  refund  if 
she  does  not  like  them  after  she  gets  home. 

10.  If  the  customer  is  reasonable,  I  give  a  refund. 
That  is  if  she  has  a  reasonable  excuse  why  she  does  not 
want  the  shoes.  In  any  case,  I  always  change  the  shoes 
for  anything  in  the  store.  If  the  customer  has  no  valid 
reason  for  returning  the  shoes,  I  would  not  allow  a  re- 
fund and  the  customer  cannot  legally  demand  it. 

*    *  * 
2nd  PRIZE 

Alice  Farebrother,  Glintz  Boot  Shop,  Niagara  Falls,  Ont. 

1.  You  cannot  show  favor  and  this  should  be  pol- 
itely explained  it  being  the  policy  of  your  store  not  to 
give   credit    to  anyone. 

2.  Secure  some  articles  of  interest  to  amuse  the 
child  thereby  taking  its  attention  from  the  merchandise. 

3.  You  should  first  find  the  reason  why  the  shoes 
are  not  satisfactory.  Try  and  suit  her  in  some  other 
lines  and  if  this  cannot  be  done  cheerfully  refund  the 
money. 

4.  Apologize  to  customer  for  your  oversight  and 
have  her  seated  diplomatically  changing  the  subject 
so  as  to  convert  her  into  a  better  frame  of  mind,  excuse 
yourself  from  the  customer  you  were  serving  and  endea- 
vour  to   give   both   customers  service. 

5.  After  properly  fitting  this  customer  leave  a 
couple  of  other  styles  for  her  inspection,  excuse  your- 
self and  wait  on  some  other  customers. 

6.  As  soon  as  possible  break  into  the  conversation 
and  change  it  being  very  careful  not  to  let  your  customer 
know  you  have  not  the  time  for  gossip. 

7.  Explain  to  him  the  reputation  of  your  past  busi- 
ness methods  in  selling  and  service  of  merchandise, 
gaining  confidence. 

8.  At  all  times  let  this  sort  of  customer  keep  on  be- 
lieving he  knows  it  all.  At  the  same  time  convince  him 
he  cannot  be  fooled  that  is  to  say  he  knows  merchandise, 
explaining  to  him,  he  is  the  kind  of  person  it  is  a  pleasure 
to  serve. 

9.  If  impossible  to  sell  such  customer  treat  her 
as  if  she  had  purchased;  making  it  very  clear  that  it  shall 
be  a  pleasure  to  serve  her  at  any  time  she  came  to  your 
store. 

10.  Serve  such  customer  with  some  attention  as 
if  it  were  her  first  purchase,  showing  it  is  a  pleasure  to 
suit  her. 


3rd  PRIZE 
Baxter  Hooper  of 
David  Spencer  Co.,  Vancouver,  B.C. 

1.  Keep  a  cool  level  head,  firmly  but  very  respect- 
fully point  out  the  rule  you  have  established,  appeal 
to  the  business  side  of  your  customer's  makeup,  tact- 
fully point  out  the  apparent  unfairness  of  his  insistence 
and  the  bad  effect  of  any  discrimination  in  his  favor 
(should  such  discrimination  become  known)  suggest 
that  your  prices  are  based  upon  a  "cash  basis"  only, 
and  finally  and  with  dignity  and  amiability  assure  him 
of  your  keen  appreciation  of  his  business,  and  express 
your  regret  that  your  inflexible  rule  does  not  permit 
of  any  deviation  from  that  rule.  Even  if  it  means  loss 
of  business  which  you  are  sorry  to  lose,  but  which  you 
must  in  this  case,  regretfully  lose  in  the  interests  of  your 
business  policy.    Reflection,  on   the   customer's  part 


50 


THE  SHOE  AND  LEATHER  JOURNAL 


January  1,  1923 


MEET  THE 

STEADY  INCREASED  DEMAND 


for  strap  effects 
by  featuring  the 
popular  styles  and 
values  offered  in 

THE  DOMINION  LINE 
OF    FINE  McKAYS 

Shoemen  visiting-  Montreal  during  the  Convention,    Jan.,    15th.,    16th.,  and 

17th.,  are  cordially  invited  to  visit  our  plant  and  prove  by  investigation  the 

superior  selling  features  of  Dominion  Shoes  for  Growing  Girls,  Misses  and 

Children,  as  well  as  Boys  Youths  and  Gents. 

DOMINION 

SHOE,  LIMITED 

2298-2302  Chabot  St.  Montreal 

To  Visit  Our  Plant  Take  Papineau  Avenue  Street  Car  Going  North  And  Get  Off  At  Belleehasse  Street 


UPPER  LEATHER 

BARK,  CHROME,  RETANNED 


SPLITS 


WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  &  SON,  LIMITED 

KINGSTON,  ONTARIO 
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will  possibly  lead  him  to  come  back,  and  the  ultimate 
result  will  be  more  and  better  business. 

2.  Smile,  and  with  good  humored  tact,  make  friends 
with  the  child,  realize  that  the  mother  is  just  as  much 
to  blame  as  the  child,  be  prepared  for  such  emergencies 
as  this  by  having  some  small  toy  or  trinket  always  on 
hand,  with  which  to  detract  the  child's  attention  from 
the  "stock."  Substitute  the  toy  or  trinket  for  your 
shoes,  and  you'll  have  no  need  to  worry  about  offending 
the  mother  or  child,  on  the  contrary  you'll  gain  your 
point,  and  add  to  your  patrons  one  more  advertising 
customer.  In  brief,  gain  your  point  by  friendly  firm- 
ness, through  tact  and  diplomacy  in  making  a  "pal" 
of  the  child. 

3.  Keep  very  cool,  think  fast,  smile  and  pull  out  your 
full  stock  of  courtesy.  Keep  in  mind  the  fact  that  this 
kind  of  customer  is  not  the  rule,  but  the  exception,  and 
maybe  your  refunding  the  cash  this  time,  will  be  the  means 
of  bringing  her  or  him  back  again  for  future  buying. 
Look  at  the  potential  possibilities  of  this  customer,  and 
unless  there  are  special  conditions  laid  down  at  the  time 
the  sale  was  made  refund  the  money  with  pleasure,  and 
suggest  that  at  some  other  time  you  may  be  able  to  have 
the  pleasure  of  customer's  business.  Above  all,  keep 
your   eye   on   the  future. 

4.  No  real  shoeman  would  allow  any  customer  to 
wait  standing  for  ten  minutes,  therefore,  the  statement 
of  this  lady,  if  true,  reflects  lack  of  courtesy  on  the  part 
of  the  salesman.  But,  assuming  the  facts  to  be  literally 
as  outlined  by  the  question,  I  would  act  as  follows; 
excuse  myself  to  the  lady  I  am  waiting  on,  express  re- 
gret that  you  happen  to  be  so  busy  at  the  time,  assure 
the  second  lady  that  you  will  give  her  every  attention 
as  soon  as  possible,  endeavor  to  get  customer  number 
one  to  permit  you  to  divide  your  attention  between  the 
two  of  them,  and  if  that  is  not  workable,  confine  your 
attention  to  number  one.  A  case  of  this  kind  is  not 
common,  and  can  usually  be  handled  very  nicely  if  the 
salesman  uses  tact  and  courtesy.  Lady  number  two  is 
of  course,  upset  by  waiting,  and  that  is  the  very  best 
evidence  that  the  service  was  not  quite  100%  right 
or  the  lady  would  not  have  had  to  wait  so  long  before 
being  approached  by  someone.  Prior  right  to  your 
services  is  due  to  first  customer,  unless  you  have  obtained 
permission  from  first  customer  to  wait  on  second  customer, 
and  in  such  cases  as  this,  a  pleasing  personality  is  a 
"trump  card." 

5.  This  question  suggests  that  the  salesman  pos- 
itively knows  that  one  customer,  the  one  he  is  waiting 
on  will  buy.  Therefore,  it  is  fair  to  assume  that  the  per- 
sonal element  enters  into  this  particular  transaction. 
In  this  case  the  personal  touch  would  warrant  your 
suggesting  to  customer  number  one,  your  desire  to  give 
her  your  undivided  attention.  Will  she  object  if  you 
attend  to  the  other  customers  while  she,  first  customer, 
is  looking  at  some  other  shoes  which  you  know  will  fit 
her,  but  which  you  want  her  especially  to  see  and  admire 
before  you  fit  them  on  her.  Hand  her  the  other  shoes. 
Capitalize  the  fact  that  her  footwear  requires  careful 
fitting,  play  up  the  personal  attention  stuff  strongly, 
because  if,  as  the  question  implies,  the  customer  is  fas- 
tidious then  it  almost  invariably  follows,  that  that 
customer  is  willing  to  wait  for  you.  To  allow  one  cus- 
tomer to  monopolize  your  time,  when  others  are  wait- 
ing of  equal  importance  is  simply  to  show  lack  of  courtesy 
to  three  customers,  and  would  be  bad  business  policy. 
If  your  customer  is  lacking  in  consideration  toward 
others  who  are  waiting,  to  the  extent  indicated,  and  would 
not  wait  for  the  undivided  attention  which  the  question 
suggests,  then  I  would  choose  the  lesser  of  two  evils 

nd  not  allow  "Mrs.  Fastidious"  to  monopolize  my 


services  at  the  expense  of  other  and  equally  good  pro- 
spects. But  this  question  suggests  that  you  need  more 
help  in  the  store,  and  such  extreme  cases  are  rare.  No 
customer  ever  wants  to  see  "all  the  shoes"  in  the  shop. 
Courtesy  always — but  volume  ever. 

6.  If  such  a  customer  is  friendly  enough  to  tell  you 
all  the  family  history  and  discuss  town  topics,  then  it 
is  safe  to  assume  that  no  diplomatic  move  would  be  in 
order.  I  would  act  "thusly"  "Miss  'Gossipee',  do  you 
know  that  it's  a  real  pleasure  to  wait  on  you.  You 
always  get  the  news  first,  and  are  so  pleasant  to  wait 
upon.  I  wish  I  wasn't  so  busy,  I'd  just  like  to  hear 
all  about  that  little  affair.  It  just  happens  that  I'm 
extra  busy  when  you  come  in.  Now  won't  you  come 
in  to-morrow  and  tell  me  all  about  it,  I'd  sure  appreciate 
it."  "Yes,  Mr.  Hurryup!  I'm  coming  right  now, 
sure,  I  won't  be  a  minute."  "You'll  pardon  me  Miss 
Gossipee,  won't  you?  Isn't  it  annoying  that  I  have 
to  leave  you,  but  Saturday  is  such  a  rush.  Won't  you 
come  in  on  Monday?  Well  that's  just  fine  of  you.  I 
only  wish  all  my  customers  were  as  amiable  as  you 

Miss    Gossipee.    Oh,    Goodbye,    Goodbye  " 

Always  have  an  arrangement  to  induce  the  "personal" 
trade  to  come  early  in  the  week,  your  "personal"  trade 
will  certainly  fall  for  your  claim  to  want  to  give  them 
your  undivided  attention. 

7.  This  kind  of  customer  is  often  produced  by 
rush  selling  methods.  Many  customers  are  slow  to 
decide,  and  a  hurried  manner  of  closing  a  sale  will  in 
some  cases  give  cause  for  suspicion  on  customer's  part. 
If  however,  the  customer  is  an  habitual  victim  of  the 
merchant's  greed,  soothe  him  by  talking  quality.  Show 
him  the  good  points  of  the  footwear,  suggest  that  possibly 
his  previous  efforts  to  get  good  footwear  have  given  him 
just  cause  to  be  suspicious.  Then  tell  him  that  your 
interest  in  his  footwear  does  not  end  with  the  sale  of 
one  pair  to  him,  that  you  are  interested  all  the  time 
in  the  satisfaction  which  you  want  to  be  his.  Avoid 
all  semblance  of  controversial  talk  and  invariably 
you'll  find  he  will  buy.  Don't  argue,  just  suggest. 
Appeal  to  his  better  nature,  show  him  that  the  fact  that 
he  came  to  you  for  shoes  is  evidence  that  he  has  some 
confidence  in  you,  and  that  you  know  your  goods  will 
do  the  rest.  Above  all,  don't  argue  with  this  species 
of  the  rare  kind,  but  one  of  the  salesman's  list  of  worries. 

8.  The  very  vanity  and  "know-all"  attitude  of  this 
kind  of  customer  can,  if  diplomatically  treated  be  made 
advantageous  in  making  a  sale.  Tell  him  that  you 
are  always  glad  to  meet  someone  who  really  does  know 
leathers,  because  your  best  customers  are  those  who 
appreciate  good  footwear  from  an  expert  point  of  view. 
Ask  him  what  he  thinks  of  the  quality  of  this  or  that  shoe, 
flatter  his  intelligence,  let  him  feel  that  you  realize  that 
he  really  does  know  good  shoes,  then  switch  the  subject 
to  something  relative  to  where  he  got  his  knowledge, 
and  make  yourself  very  agreeable  with  him.  Above 
all  don't  oppose  his  ideas,  capitalize  them  and  you'll 
find  that  his  know-it-all  manner,  and  super  conceit 
can  be  used  to  your  own  advantage  in  making  a  sale 
and  retaining  his  business  for  the  future,  as  well  as  the 
immediate  sale. 

9.  This  question  is  based  on  the  premise  that  only 
one  salesman  was  present  to  handle  the  customer;  for 
if  this  was  not  so,  the  turnover  system  would  have  been 
invoked  somewhere  between  the  sixth  and  the  twelth 
pair.  However,  if  the  lady  does  say  "I'll  call  to-morrow" 
accept  her  statement  with  all  the  courtesy  you  can 
command.  Think  of  the  future  business  possibilities 
with  this  lady,  remember  that  that  kind  of  a  customer 
is  just  the  same  in  all  the  stores,  and  that  someday, 
sometime,    she    will    buy    those    shoes.    Above  all 
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We  shall  have  a  large  and  interest- 
ing display  of  Tred-Rite  Shoes  at 
Montreal  during  the  Convention 
January  15,  16  and  17th.  We  ex- 
tend a  hearty  invitation  to  all 
retailers  to  visit  our  sample  room, 
No.  1114  in  the  Mount  Royal 
Hotel,  and  see  for  themselves  the 
many  fine  points  of  shoemaking 
found  in  Tred-Rite  Shoes. 


Our  latest  creations,  a  bal  and  a 
blucher,  are  justifying  the 
dealer's  confidence  in  Tred-Rite 
Shoes.  Retailers  everywhere 
report  increased  business  and 
satisfied  customers. 
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Otterville 


Ontario 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


January  1,  1923 


THE  SHOE  AND  LEATHER  JOURNAL 


53 


control  the  vocabulary  at  all  times,  and  you  will  find  that 
the  fastidious  pesky  call-to-morrow  individual,  will 
(if  you  once  get  her  satisfied)  be  a  real  booster  for  your 
store.  Most  important  of  all,  keep  good  humored  and 
courteous. 

10.  No  definite  line  of  action  can  be  made  an  absolute 
inflexible  rule  in  such  cases  as  this,  but  generally  speaking, 
it  is  sound  business  policy  to  exchange,  or  refund  the 
money  if  so  desired.  Refusal  to  do  so  may  mean  a  per- 
manently lost  customer,  on  the  other  hand  to  suppress 
your  indignation,  and  accede  to  your  customer's  re- 
quest will  certainly  avoid  all  possible  means  of  friction, 
and  eventually  will  bring  better  results.  Find  out, 
if  possible,  the  cause  of  the  exchange,  and  if  possible 
sell  another  pair,  but  subject  to  the  goods  returned 
being  in  selling  condition.  Take  them  back,  and  look 
upon  the  unreasonable  customer  as  a  possible  future 
client.  Only  in  special  cases  such  as  sales  or  where  goods 
are  sold  under  conditions  of  absolutely  no  exchange, 
can  the  policy  of  refusing  to  meet  the  wishes  of  the 
customer  be  considered  justifiable  or  good  business 
judgment. 

TANNERS'  REVIEW  AND  OUTLOOK 

{Continued  from  page  39) 

clined  by  the  Government  at  the  beginning  of  the  Great 
War,  might,  when  again  made,  prove  of  great  value. 

We  believe  this  must  apply  to  all  Canadian  in- 
dustries and  is  one  strong  argument  that  can  be  used 
in  favour  of  trade  within  the  Empire. 

As  tanners  we  look  forward  to  a  large  business  in 
1923  and  hope  that  the  market  will  be  such  that  a  rea- 
sonable profit  will  be  the  result  of  our  efforts,  which, 
in  many  classes  of  leather,  has  not  been  in  evidence 
for    a    long  period. 

All   of  which  is   respectfully  submitted. 

Kenneth  D.  Marlatt, 

Chairman,  Tanners'  Section. 

Officers  elected  for  1923 

Chairman,  C.  W.  Conway;  1st.  Vice-Chairman, 
L.  O.  Breithaupt;  2nd.  Vice-Chairman,  W.  G.  Parsons; 
Secretary-Treasurer,    F.    G.  Morley. 

EXECUTIVE:  A.  O.  Beardmore,  A.  O.  T.  Beard- 
more,  J.  C.  Breithaupt,  G.  B.  Clarke,  Hon.  E.  J.  Davis, 
W.  J.  Heaven,  H.  B.  Johnson,  Theo.  King,  C.  G.  Mar- 
latt, K.  D.  Marlatt,  Chas.  Robson,  C.  O.  Shaw,  John 
Sinclair,  C.   W.    Tobey,  S.    R.  Wickett. 

LEGISLATION  COMMITTEE:  A.  O.  Beardmore, 
A.  O.  T.  Beardmore,  L.  J.  Breithaupt,  G.  B.  Clarke, 
Hon.  E.  J.  Davis,  N.D.  Clarke,  T.  A.  Craig,  W.  J. 
Heaven,  H.  B.  Johnston,  C.  G.  Marlatt,  Chas.  Robson, 
C.  W.  Tobey,  S.  R.  Wickett. 

TRANSPORTATION  COMMITTEE:  S.  P.  Beale, 
F.  C.  Beale,  A.  O.  Beardmore,  H.  L.  Daville,  W.  J. 
Heaven,  Theo.  King,  Jas.  McMillan,  W.  A.  Moore, 
John   Sinclair,  S.    R.  Wickett. 


WE  HOPE  SO! 

We  don't  like  the  habit  of  boasting  about 
bouquets  that  are  handed  to  us.  But  we  can't 
resist  passing  on  the  remark  recently  made  by 
one  of  our  friends  about  the  Shoe  and  Leather 
Journal,   he  said: — 

"Every  day,  in  every  way,  it  is  getting  bet- 
ter   and  better." 

We  are  at  least  indebted  to  Dr.  Coue  for 
something. 


a  J^eto  fear'*  TOtsf) 

3ft  t*  our  sincere  totsfy  tfjat 
tfje  J?eto  gear  map  bring 
pou  tncreageb  fjapptneste  anb 
better  times  tfjan  eber  before. 

Men's  Brown  Canvas  Shoes 

Leather  trimming,  strongly 
made,  of  selected  material. 
A  steady  seller  that  pulls 
business. 

Samples  on  Request 

Jobbing  Trade  a  Specialty,  Close  Prices 

B  &  M.  SHOE  &  SLIPPER  CO.,  Ltd. 

126-128  GARDEN  AVE.     -  TORONTO. 


Opportunity 

For  high  class  salesmen  to  carry- 
line  of  Men's  High  Grade  Welts. 
Territories  open:  Northern  and 
Eastern  Ontario,  Quebec  and 
Maritime. 

Apply  Box  74 

Shoe  &  Leather  Journal 
545  King  St.,  W.,  Toronto 


United  States  Hotel 

Lincoln,  Beach  and  Kingston  Sts. 

BOSTON,  MASS. 

Near  South  Terminal  and  easily  reached  from  North 
Station  by  elevated 

European  Plan  $2.00  up 

Jas.  G.  Hickey,  Manager         G.  W.  Hanlon,  Asst.  Mgr. 
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CLAYTON  S.  W.  STONEBURG  is  Sec- 
retary-Treasurer. He  has  acted  in  this 
capacity  for  several  years.  You  will 
get  to  know  him  better  through  corres- 
pondence and  personal  contact.  He 
smokes  pretty  fair  cigars  and  usually 
has  one  or  two  to  hand  around.  Most 
of  our  business  dealings  will  be  finally 
taken  care  of  by  Clayton,  as  he  looks  after 
the  money. 


VERNE  E.  TAPLIN,  President  and 
General  Manager.  Verne  is  the  or- 
iginator and  designer  of  Taplin  Natural 
Tread  Shoes  and  has  directed  the  policy 
of  the  Company  since  its  organization 
eight  years  ago. 

He  is  recognized  as  the  most  outstand- 
ing lecturer  and  authority  on  Shoe  and 
Foot  problems  as  they  effect  the  retailer, 
and  intends  spending  much  of  his  time 
on  the  platform  and  in  conducting  de- 
monstrations in  the  interests  of  our 
Agents  in  the  various  cities  and  towns 
of  Canada.  He  is  known  to  use  methods 
which  are  entirely  original  and  100% 
effective. 


MORTON  W.  MURDOFF  who  for  a 
quarter  of  a  century  has  been  the  Can- 
adian representative  of  the  Thos.  G- 
Plant  Do.,  of  Boston — makers  of  the 
Queen  Quality  line  of  Shoes. 

Recognizing  the  outstanding  qual- 
ities in  the  perfected  line  of  Natural 
Tread  Shoes  and  our  undoubted  success- 
ful future,  he  has  recently  joined  our 
organization  as  Traveller,  Special  Demon- 
strator and  Sales  Manager.  Morton 
W.  Murdoff  requires  no  introduction 
to  the  Canadian  Shoe  Trade  where  he 
has  long  been  held  in  high  esteem. 


To  Shoe  Retailers 


Let  us  introduce  to  you  several  of  the  important  members  of  our 
firm  and  organization.    Meet  our  representatives  at  Convention, 
Montreal,  Room  1119.    We  have  something  worthwhile — 
Wishing  you  all  the  Compliments  of  the  Season, 
Yours  for  Saner  Methods, 

Natural  Tread  Shoes  of  Canada  Limited 


WM.  WHEELER,  Sup- 
erintendent, formally 
with  Minister  Myles 
Shoe  Co. — now  with  us. 

Bill  knows  the  se- 
crets of  Natural  Tread 
Construction  and  along 
with  Kimber  will  be 
responsible  in  seeing 
that  you  get  just  what 
you  buy  in  kind  and 
quality.  He  is  pro- 
ficient all  down  the 
line  and  is  said  to 
possess  at  least  two 
pair  of  eyes  when 
watching    for  defects. 

C.  B.  KIMBER  has 
been  appointed  to  the 
position  of  Manager 
of  Quality  and  Pro- 
duction. He  has  for 
many  years  been  mak- 
ing the  very  highest 
grade  shoes  for  the 
Laird  Schober  Shoe  Co. 
of  Philadelphia,  Wright 
fir  Peters,  Rochester; 
Geo.  A.  Slater  Co., 
Montreal;  Blaehford 
Shoe  Mfg.  Co.,  of 
Toronto  and  others, 
and  is  well  and  fav- 
orably known  as  a 
high  quality  man. 
He  understands  thor- 
oughly the  full  and 
important  meaning  of 
detail  in  Shoes,  and  is 
capable  of  satisfying 
all  demands  in  this 
respect. 


Belleville,  Ont. 
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ongThe  vShoeMen 

We  like  to  receive  items  for  "Among  the  Shoe  Men."    Send  'em  in  I 


Mr.  Geo.  Slater,  Jr.,  and  Mr.  Jas.  T.  Sutherland, 
of  Geo.  A.  Slater  Co.,  Ltd.,  Montreal,  have  just  returned 
from  a  visit  to  Boston  and  other  Eastern  centres.  Their 
interest  was  particularly  directed  to  men's  snappy  shoes 
for  Spring.  Their  trip  was  worth  while,  and  some  of 
the  results  will  be  in  evidence  in  their  display  at  the 
Montreal  show,  where  they  will  be  at  home  in  Room 
4119. 

Mr.  A.  W.  Bradfield,  better  known  as  "Charlie", 
who  has  for  the  past  16  years  represented  F.  J.  Weston 
&  Sons,  Toronto,  has  joined  the  selling  staff  of  the  "Re- 
liance Shoe  Co,'  Toronto,  and  will  cover  the  Eastern 
and  Northern  Territory.  His  many  friends  wish  him 
great  success  with  this  progressive  firm. 

Mr.  &  Mrs.  Stan.  H.  Bryant,  of  London,  Ont., 
spent  the  Christmas  holidays  in  Toronto  with  Mr. 
Jimmy  Bryant  of  the  Kaufman  Rubber  Co.,  Ltd.,  Tor- 
onto. 

Mr.  Len  Hutchison,  of  Kaufman  Rubber  Co.,  Ltd., 
spent  his  Christmas  holidays  in  Penetang,  this  year. 

Damage  to  the  extent  of  between  $30,000  and  $40, 
000  was  caused  recently  by  fire  which  broke  out  in  the 
shoe  manufacturing  establishment  of  Bertrand  and 
Thibeault,  at   102  Montmagny  Street,  St.  Sauveur. 

Mr.  Fred  Ahrens,  of  the  Chas.  Ahrens  Shoe  Co., 
Kitchener,  was  returned  as  Alderman  during  the  civic 
elections    at    New  Year's. 

Mr.  V.  A.  Pearsall,  formerly  with  the  Regal  con- 
cern and  for  the  past  3  years  with  Getty  and  Scott  of 
Gait,  will  cover  Toronto  and  Western  Ontario  for  Daoust, 
Lalonde  &  Co.,  Limited,  Montreal.  Mr.  Pearsall 
will  have  samples  in  the  Mount  Royal  Hotel  for  the 
benefit    of   Western    Ontario  retailers. 

Gutta  Percha  &  Rubber,  Limited,  who  have  been 
doing  an  extensive  business  in  the  Maritime  Provinces 
for  the  past  forty  years  in  their  various  products,  name- 
ly,— Rubber  Belting,  Rubber  Hose,  Packing,  Auto- 
mobile Tires  and  Tubes,  and  Rubber  Footwear,  and  who 
have  had  a  Branch  at  Halifax,  N.S.,  for  some  years, 
have  decided  to  make  a  separate  selling  Division  of 
the  Maritime  Provinces.  This  new  Division  will  be 
known  as  the  Atlantic  Division,  and  the  headquarters 
of  it  will  be  in  St.  John,  N.S.  The  new  Branch  will  be 
opened  on  January  2nd,  1923,  at  64  Prince  William  Street 
the  premises  lately  occupied  by  Waterbury  &  Rising, 
Limited,  where  a  full  stock  of  Mechanical  Rubber  Goods, 
Tires  and  Sundries,  as  well  as  Rubber  Footwear,  will 
be  carried.  Mr.  A.  E.  Doig,  who  has  been  with  the 
Company  some  eighteen  years,  an'd  who  is  a  native 
of  St.  John,  N.B.,  will  have  charge  of  this  Division, 
with* headquarters  at  St.  John.  The  Halifax  Branch 
will  be  maintained  as  at  present,  but  will  now  be  under 
the  jurisdiction  of  the  Manager  of  the  Atlantic  Division, 
Mr.  Doig.  The  location  at  this  point  of  Divisional 
headquarters  is  evidence  of  the  growing  importance 
of  St.  John,  and  it  is  also  pleasing  to  note  that  an  old 
St.  John  boy  will  have  charge  of  this  important  Div- 
ision. 

Mr.  Chas.  A.  Davies,  of  the  Davies  Footwear  Co., 
Toronto,  was  a  recent  visitor  to  Montreal  in  the  interests 
of  his  firm. 


DROP  US  A  LINE. 

If  you  were  in  the  Retail  Shoe  Trade  in  1888 
and  are  still  in  business  will  you  please  drop  us 
a  line? 

We  are  planning  in  next  number  a  couple  of 
pages  of  retail  reminiscences  and  want  to  make 
up  a  list  of  "Retail  Veterans." 

Please  help  us  to  complete  the  list.  Do  it 
to-day. 

JAMES  ACTON. 


Death  of  Mr.  W.  P.  Kennedy. 

The  death  occurred  on  Saturday  December  30th., 
in  Montreal,  of  a  man  prominent  in  the  leather  trade  in 
the  person  of  Mr.  Wm.  P.  Kennedy.  Mr.  Kennedy 
had  been  connected  for  some  time  with  the  Robson 
Leather  Co.,  Oshawa,  Ont.,  and  previous  to  his  associa- 
tion with  this  firm  had  represented  the  Collis  Leather  Co., 
of  Aurora,  Ont.  He  had  not  only  a  very  wide  connection 
in  the  trade  but  was  also  well  and  most  favorably  known 
in  sporting  and  fraternal  circles,  among  his  many  pro- 
minent positions  being  past  President  of  the  Shamrock 
Lacross  Club,  Past  Commodore  of  the  Eastern  Canada 
Canoe  Association,  and  for  three  consecutive  years 
held  the  office  of  Grand  Knight  of  the  Montreal  Council, 
Knights  of  Columbus,  and  at  the  time  of  his  death  was 
a  trustee  of  the  Association.  The  funeral,  which  was 
very  largely  attended,  took  place  on  Tuesday  morning, 
January  2nd.,  from  his  late  residence,  393  Magdalen 
Street,  to  St.  Gabriel  Church  for  service. 


Major  L.  W.  Johnston,  of  the  Talbot  Shoe  Co., 
Ltd.,  St.  Thomas,  who  has  been  travelling  from  King- 
ston East,  covering  Ottawa,  Montreal  and  the  Mari- 
time Provinces,  will  now  cover  Western  Ontario  in 
place  of  Mr.  A.  A.  OrendorfT  who  has  resigned. 
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"And  the  "Hotel  Cleveland" 

is  my  home  when  my  trip 
brings  me  to  Cleveland!" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long ! 

Hotel  Cleveland 

CLEVELAND,  OHIO. 


The  Kid  That 
Made  Fine  Shoe 
Famous 


Ask  any  of  the  Shoe  Manufacturers 
using  good  kid  and  they  will  tell 
you  that  they  can  always  rely  upon 
FAMO. 


H  e  n  w  o  o  d 

95  South  St. 


&  Nowak,  Inc. 

Boston,  Mass. 


New  York  Representative 
SEIDERMAN-SALMON,  Inc. 
95  Gold  Street  -:-  New  York  City 

GEO.  W.  NEWMAN  LEATHER  COMPANY 
Cincinnati  and  St.  Louis 
Canadian  Representee 
R.  E.  Bennett  &  Co.    Room  32,  70  Lombard  St. 
Toronto  Phone  Main  4016w 


FOR  SALE 


At  Very  Low  Prices 
Yale  Shoe  Company's 

LASTS  AND  PATTERNS 
COMPRISING 


Men's,  Boy's  Youth's  and  Little  Gent's, 
Women's,  Misses',  Child's,  and  Infant's 

McKay  Lasts  And  Followers 

These  Lasts  are  up  to  date  and  have 
been  used  only  a  short  time.  They 
would  be  sold  in  separate  lots  or  En 
Bloc. 


Apply  to: -Parker-Steel  Shoes  Limited,  of 

Preston 
for  further  information. 
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A  PROGRESSIVE  COMPANY 

Among  Montreal  Shoe  Manufacturing  concerns 
that  have  shown  steady  growth  in  their  affairs  is  the 
Dominion  Shoe,  Limited,  2298  Chabot  St.  This  firm 
was  founded  about  ten  years  ago,  with  an  original  cap- 
acity of  about  800  pairs  weekly  but  have  found  it  nec- 
essary to  steadily  enlarge  their  premises  and  equip- 
ment until  now  their  capacity  runs  well  over  5,000 
pairs.  The  management  of  the  Company  is  in  the  hands 
of  Mr.  Rosario  Cote,  President,  and  Mr.  Eugene  Cote, 


Secretary  Treasurer,  and  their  growing  patronage  and 
the  popularity  of  their  lines  speaks  for  their  efficient 
methods  in  conducting  their  business  and  carrying  on 
their  shoemaking.  Mr.  Eugene  Cote,  who  looks  after 
the  sales  of  the  Company  is  well  and  favorably  known 
throughout  the  Trade,  with  a  high  standing  as  a  keen 
business  man.  He  is  fluent  in  both  French  and  English 
languages  and  brings  to  all  his  business  affairs  a  sound 
judgment  and  long  experience.  Not  only  within  the 
trade,  but  in  social  circles  as  well,  he  enjoys  wide  associa- 
tions. 


KITCHENER  NOTES 

How  large  a  part  the  men  connected  with  the  shoe 
and  leather  industry  are  taking  in  the  civic  and  other 
affairs  of  their  native  city  is  evidenced  in  the  civic  elec- 
tions  held   on   New   Year'  Day. 

The  two  candidates  for  the  Mayorality  were  Chas. 
Greb,  President  of  the  Greb  Shoe  Company,  Ltd.,  who 
sought  re-election  for  a  third  term,  and  Louis  O.  Breith- 
aupt,  Sales  Manager  of  the  Breithaupt  Leather  Co., 
Ltd.  Mr.  Breithaupt  was  elected  by  a  substantial 
majority.  This  makes  three  generations  of  one  family 
who  have  occupied  this  high  honor.  Louis  Breithaupt, 
grandfather  of  the  present  incumbent,  was  Mayor  of 
Berlin  (now  Kitchener)  in  1879  and  1880.  Louis  J., 
his  son,  and  father  of  the  present  incumbent,  held  the 
same  office  in  the  years  1888  and  1889.  An  uncle,  J.  C. 
Breithaupt,  was  Mayor  in  1896  and  1897. 

Of  the  Aldermanic  candidates  in  yesterday's  con- 
test no  less  than  nine  are  connected  with  the  shoe  and 
leather  industry,  viz; — Fred  H.  Ahrens,  Sec.-Treas. 
Chas.  H,  Ahrens  Shoe  Company;    Addison  A.  Armburst, 


Show  Them 
JOHN  BULL 
Shoepacks 


For  your  customers  who  are  looking  for  EXTRA 
VALUE  in  shoepacks  let  them  examine  a  pair  of 
Beal's.  They  will  note  the  good  leather  used — 
our  own  tannage — the  high  class  workmanship 
and  the  real  GOODNESS  contained  in  every 
pair.  These  qualities  can  only  give  one  result 
— long  service,  comfort  and  resistance  to 
weather. 

TheR.M.BealLeatherCo. 

w  m  j        ~  Limited 

Lindsay,  Ont. 


oot 
Polish 

"Kiwi"  Polish  is  a  superior  polish  of  better  quality,  giving 
a  "different"  shine. 

The  dullest  leathers  will  take  a  patent  leather  finish  if 
"Kiwi"  is  used.    "Kiwi"  is  waterproof  and  dependable. 

Our  stain  polish  removes  stains  and  fading  from  leather, 
a  point  that  brings  repeat  orders.  "Kiwi"  is  made  in  seven 
shades.  Patent  Leather,  Black,  Tan,  Light  Tan,  Dark 
Tan,  Tan  and  Ox  Blood  Stain  Polish.  Wholesale  price  on 
application.    Order  now. 

CANADIAN  AGENTS 

J.  W.Price  ®.  Co. 

Lombard  Bldg.       Toronto,  Ont. 
Anglo  British  Corporation  Ltd. 

Mercantile  Bldg.       Vancouver,  B.C. 

MANUFACTURED  BY 

THE  "KIWI"  POLISH  CO.  PTY.  LTD.  FINCHLEY,  LONDON,  N  .3. 
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New  Castle  Kid 

Noted  for  its  excellent  Finish,  tine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

NewCastle  Leather  Co.  Inc. 

New  York 

Canadian  Branch— 335  Craig  St.  W.  Montreal 
Factory— Wilmington,  Del.,  U.  S.  A. 
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1  FINEST  ENGLISH  1 

!  CURRIED  SHOE  I 
I      LEATHERS  I 

=  ODD  = 

Every    good   quality    which  B 

upholds  the  tradition  of  | 

English   Leather    Manufac-  = 

ture   is  maintained  in  our  = 

products  = 

Ask  us  about  our  specialties  E 

I  BOX  &  WILLOW  SIDES  I 

=    Belt  and  Suspender  Leathers,  Case  E 
=   and     Bag    Leathers    and    Account  = 
Book  Leathers  = 

1  THOS.  REARDEN  &  Co.,  LTD.  I 

BROCKLEY  LEATHER  WORKS  = 

LONDON,  S,  E.  4.  ENGLAND  1 

^lllllllllll    Telegrami:  Rearden,  Brockley,  London  11111111111117 


President  of  the  Lady  Belle  Shoe  Co.,  Ltd.;  Norman 
M.  Davison,  Manager  of  the  Canadian  Consolidated 
Felt  Co.,  Ltd.;  John  Hessanaur,  retired  shoe  mer- 
chant; John  L.  Holtze,  Superintendent  Canadian  Con- 
solidated Felt  Co.,  Ltd.;  Arthur  F.  Klugman,  Trea- 
surer, Greb  Shoe  Co.,  Ltd.;  Jerome  Lang,  Superin- 
tendent, Lang  Tanning  Co.,  Ltd.;  H.  E.  Lockart, 
shoe  cutter,  Ames-Holden  Ltd.,  and  E.  Weinstean, 
shoe   cutter,   Consolidated   Felt   Co.,  Ltd. 

Ot  the  above  named  Messrs.  Armburst  and  Ahrens 
were  elected. 

Messrs.  Lang,  Holtze  and  Klugman  were  Aldermen 
last  year  and  Hessenaur  had  thus  served  the  city  for 
several  years. 

John  C.  Breithaupt,  of  the  Breithaupt  Leather  Com- 
pany, has  been  a  Chairman  of  the  City's  Water  Commiss- 
ion ever  since  its  organization  twenty  four  years  ago 
except  for  one  year  and  that  year  he  was  Mayor  of  the 
city.  He  was  re-elected  this  year  again  by  acclamation. 
August  Lang,  of  the  Lang  Tanning  Co.,  Ltd.,  is  the  Chair- 
man of  the  Light  Commission  and  has  been  a  member 
of  that  governing  body  for  many  years  and  now  gives 
the  greater  part  of  his  time  to  its  efficient  management. 

Oscar  Rumpel,  of  the  Rumpel  Felt  Shoe  Company, 
is  the  President  of  the  Kitchener  Senior  Hockey  Club. 

Eddie  Wattlaufer,  of  the  Ahrens  Shoe  Company, 
and  well  and  popularly  known  to  the  shoe  trade  from 
coast  to  coast,  and  with  an  international  reputation 
as  lawn  bowler,  curler  and  hockeyist,  took  an  active 
part  in  the  recent  organization  of  the  Ontario  Ladies' 
Hockey  League  and  the  formation  of  the  local  team.  He 
is  very  active  in  his  new  and  pleasant  duties  and  is 
hardly  ever  seen  nowadays  without  a  fair  hockey  fanette 
in  his  wake.  On  New  Year's  day  he  piloted  his  girls 
to  their  first  match  game  with  the  Aura  Lea  Ladies' 
team,  entertaining  the  two  teams  and  a  number  of 
friends  at  dinner  in  the  evening.  "Eddie"  lost  so  much 
hair  and  happiness  in  the  many  lonely  years  he  spent 
as  a  bachelor  that  he  says  he  is  now  going  to  try  and 
make  amends  since  he  has  joined  the  Benedicts. 

In  Masonic  circles,  too,  the  leather  trade  mani- 
fests its  active  interest.  Of  the  list  of  officers  of  Grand 
River  Lodge,  A.F.  &  A.M.  for  the  ensuing  year  installed 
on  Saint  John's  night,  December  27th.,  the  following 
named  are  active  in  the  shoe  and  leather  business;  R. 
J.  Wright,  of  Western  Shoe  Co.,  Ltd.,  as  Senior  Warden; 
Alex.  Inrig,  of  Lady  Belle  Shoe  Co.,  Ltd.,  as  Junior 
Deacon;  Fred  H.  Ahrens,  of  Ahrens  Shoe  Co.,  Ltd.,  as 
Senior  Stewart;  H.  J.  Tidball,  of  Ahrens  Shoe  Co., 
Ltd.,  as  Junior  Stewart;  Jake  Brandt,  of  Western  Shoe 
Co.,  Ltd.,  as  Tyler;  W.  E.  Wing,  of  the  Kaufman  Rub- 
ber Shoe  Co.,  as  Auditor,  and  J.  E.  Bilger,  of  the  Breith- 
aupt Leather  Co.,  Ltd.,  as  Chairman  of  the  Benevolent 
Committee.  A.  R.  Kaufman,  President  of  Kaufman 
Rubber  Co.,  Ltd.,  is  President  and  J.  M.  Newton,  of 
the  same  Company  is  Recording  Secretary  of  the  Y.M.C. 
A.;  L.  O.  Breithaupt  and  J.  E.  Bilger  being  on  its 
Directorate. 

Geo.  C.  H.  Lang,  President  of  the  Lang  Tanning 
Co.,  Ltd.,  returned  the  day  before  Christmas,  from  a 
business  trip  to  Europe.  He  reports  continental  Europe 
as  recovering  very  slowly  to  normal  conditions  and  does 
not  anticipate  much  improvement  for  some  time  to 
come. 


She  was  angry,  and  she  burst  into  the  boot- 
shop  unceremoniously. 

"Do  you  know,"  she  said,  "that  those  shoes  you 
sold  me  last  week  squeak  so  much  '  that  they  keep 
me  awake  at  nights?" 

"My  dear  madam,"  said  the  shoe-dealer  blandly, 
"I  did  not  know  you  wanted  to  sleep  in  them." 
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WHERE  ARE  WE  AT? 

We  are  indebted  to  Messrs.  Scheuer,  Normandin 
&  Co.,  Ltd.,  and  also  to  Mr.  R.  B.  Griffith  for  the  follow- 
ing outline  of  the  style  situation,  which  was  handed  to 
them   by   an  American   authority: — 

The  problem  of  styles  has  got  the  shoe  trade  in  the 
air,  and  one  hears  this  question  on  all  sides:  What 
are  going  to  be  the  styles  for  Women's  Wear  for  spring? 

Let  us  diagnose  the  present  condition  and  we  will 
soon  come  to  a  sane  conclusion.  Why  is  this  present 
condition?  Why  are  styles  sprung  that  do  not  stay 
in  vogue  thirty  days?  Who  is  at  fault?  Here  is  the 
answer: 

Fantastic  styles  are  always  dangerous,  short  lived 
and  money  losers.    And  who  has  created  this  condition? 

There  are  many  small  manufacturers  that  are 
playing  the  hurrah  game.  This  has  been  shown  by 
the  smaller  Brooklyn  makers,  who  have  men  drawing 
pictures,  and  then  getting  pull  overs  made,  and  go  out 
to  sell  something  different  than  they  had  out  the  week 
before.  Some  of  these  makers,  have  a  capacity  of 
from  fifty  to  a  couple  of  hundred  pair  a  day. 

To  stimulate  trade  they  get  some  orders  at  a  good 
profit  and  get  enough  to  keep  them  going  a  few  days.  In 
most  cases  the  shoes  are  not  practical  and  the  style  is 
very  short  lived.  One  can  sell  some  of  any  style  that 
is  different  from  what  is  being  shown. 

New  styles  are  always  displayed  in  show  windows, 
and  trade  is  so  skeptical  that  as  soon  as  a  new  model 
is  shown  there  is  a  rush  to  get  some,  and  styles  that  were 
shown  the  week  before  are  being  sacrificed,  and  they 
have  not  been  in  the  market  long  enough  to  give  the 
trade  a  chance  to  find  out  if  the  consumer  wants  that 
style  or  not.  Result  everybody  begins  to  unload.  Where 
have  the  profits  gone?  A  style  that  is  good  enough  to 
sell  is  good  enough  to  be  in  style  several  months. 

Some  of  these  new  styles  have  some  merit,  most 
of  them  should  never  have  been  shown.  Every  kind 
of  a  pattern  imaginable  has  been  raked  up  in  the  last 
year  or  so.  Many  that  dealers  have  not  forgotten,  and 
on  which  they  took  a  good  big  loss. 

Novelties  are  always  in  demand,  but  fantastic  styles 
are  very  costly.  Women  to-day  want  natty  footwear. 
Something  that  makes  the  foot  look  neat.  Just  look 
oyer  this  last  year's  fads  and  see  how  many  styles  that 
had  a  very  short  sale  because  they  made  the  foot  look 
ungainly.    What  merchant  got  his  money  back  on  same. 

Then  look  over  the  styles  that  made  them  money. 
One  and  Two-Straps  did  not  cost  the  merchant  any  losses 
and  for  the  last  three  years,  they  were  the  sugar  in  the 
barrel.  More  of  these  styles  are  being  worn  to-day  than 
all  other  styles  put  together.  And  for  spring  and  summer 
they  will  be  the  big  numbers. 

Oxfords  always  finds  a  place  with  the  buyer.  They 
are  the  right  number  for  many  conditions,  and  will  al- 
ways find  a  place  with  the  consumer.  But  straps  are 
more  chic,  and  will  show  the  preference  on  volume. 
The  tongue  effects,  shoes  with  the  smaller  tongues  are 
natty,  and  should  have  a  longer  run  than  some  are 
giving  them  a  credit  for.  The  pump  with  a  nice  buckle 
is  having  the  call  just  now,  and  should  run  into  the  sum- 
mer.   This  to  be  chic,  should  have  the  colonial  effect. 

Covered  and  high  heels  have  come  back  into  their 
own.  That  means  natty  and  dainty  footwear  and 
turns  will  be  big  sellers.  This  style  always  looks  neat 
and   women   like  them. 

Satin  shoes  will  be  long  lived,  they  are  easy  on  the 
feet,  always  shined,  and  as  satin  is  now  being  made  for 
footwear,  all  grades  give  fairly  good  service,  and  in 
high  heels  makes  a  very  classy  shoe. 

White  shoes  in  leather  and  fabrics,  since  light  airy 
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•styles  have  come  back,  will  have  a  big  season's  run.  They 
are  the  ideal  hot  weather  shoe.  Weather  conditions 
and  flapper  styles  hurt  the  sale  last  year,  but  one  did 
not  have  the  higher  heel  running  then,  and  with  same 
in  demand,  it  is  well  to  get  covered  for  one's  summer 
trade. 

The  merchant  that  has  an  assortment  on  these  styles 
will  be  playing  the  sure  game,  and  these  are  the  styles 
to  place  his  advance  business  on,  and  he  will  always 
be  in  shape  to  fill  in  on  any  fancy  style  that  should 
come  in  for  his  extra  sellers. 


SUCCESSFUL  BANQUET  HELD  BY 
HALL  AND  HODGES  LIMITED. 

The  Fourth  Annual  Banquet  of  Hall  and  Hodges, 
Limited,  Montreal,  was  held  at  the  Mount  Royal  Hotel 
on  Wednesday  evening,  January  3rd.,  and  in  the  opinion 
of  all  those  present  was  a  most  enjoyable  affair.  In 
addition  to  the  members  of  the  staff  there  were  a  number 
of  visitors,  including  prominent  men  in  the  trade,  who 
shared  in  the  evening's  pleasure,  making  up  an  attendance 
of  about  forty.  Among  those  from  out  of  town  were, 
Mr.  J.  B.  Kinghorne,  of  the  Hartt  Boot  &  Shoe  Co., 
Limited,  Fredericton,  N.B.;  Mr.  M.  J.  Sheehy,  of  the 
John  Ritchie  Co.,  Limited,  Quebec;  Mr.  Bert  Ansley, 
of  the  Perth  Shoe  Co.,  Limited,  Perth,  Ont.;  Mr.  N. 
L.  Knechtel,  of  Kitchener,  Ont.;  Mr.  A.  E.  Almas, 
of  Toronto  and  Mr.  E.  Blondeau,  of  Loretteville,  Que. 
Mr.  G.  G.  Hodges  occupied  the  place  of  honor  in  the 
chair  and  presided  throughout  the  evening's  proceed- 
ings. Among  the  entertainment  features  several  comic 
songs  were  given  by  Mr.  W.  Weldon,  Jr.,  and  Mr.  Jos. 
Beauchamp.  The  accompanist  was  Mr.  Keith  Milne. 
Mr.  W.  S.  Weldon,  collector  of  Customs,  entertained 
the  gathering  with  some  very  amusing  episodes  in  con- 
nection with  his  experience  in  hotel  life.  A  very  dis- 
tinguished guest  in  the  person  of  Major  General  Habab 
Singh,  attractively  attired  in  the  elaborate  costume  of 
a  Rajah,  gave  a  very  interesting  talk  on  the  trade  pos- 
sibilities for  the  shoe  industry  in  India,  going  into  de- 
tail and  explaining  what  a  splendid  market  for  Canadian 
manufactured  goods  could  be  developed.  Mr.  Singh's 
address  and  his  remarks  on  the  geographical  features 
of  India  were  so  interesting  that  he  easily  held  the  close 
attention  of  nearly  all  those  present.  Mr.  Singh  being 
a  man  of  huge  proportions  and  the  banquet  hall  being 
warm,  he  perspired  considerab'y  and  his  collar  wilted 
and  became  soiled.  This  was  called  to  the  attention 
of  a  prominent  retailer  of  Montreal,  by  remarking  that 
the  distinguished  visitor  must  be  suffering  from  the 
heat,  and  the  prominent  retailer  replied  that  "these 
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people  from  the  East  do  perspire  freely".  At  the  close 
of  the  banquet  the  thing  was  discovered  to  be  a  huge 
ioke,  and  the  distinguished  visitor  from  India  was  no 
less  a  person  than  Mr.  Jos.  Beauchamp,  a  very  prominent 
vocalist  of  Montreal,  who  played  the  part  of  the  Rajah 
so  perfectly  that  upon  his  arrival  at  the  Hotel  a  horde 
of  bell  hops  hastened  to  assist  him  with  his  luggage  and 
show  him  all  the  respect  due  an  Eastern  potentate.  The 
entertainment  was  the  most  successful  yet  given  by 
this  firm,  and  was  so  enjoyed  and  appreciated  that  many 
of  those  present  hinted  that  they  would  like  an  invit- 
ation to  a  similar  occasion  at  the  close  of  next  year 


RESERVATIONS  OF  SAMPLE  ROOMS 
FOR  THE  CONVENTION 

Sample  room  reservations  for  the  National  Shoe 
Retailers'  Association's  Annual  Meeting  at  the  Mount 
Roval  Hotel,  Montreal,  January  15th,  16th  and  17th, 
are  nearly  all  in.  Those  who  have  not  yet  made  their 
reservations  are  advised  to  get  in  touch  with  Mr.  S. 
Rov  Weaver,  the  Convention  Secretary,  Room  B  9, 
Board  of  Trade  Building,  Montreal.  The  following 
room     have   alreadv   been  reserved: 

First  floor:— No.  1130-31,  United  Last  Co.;  No. 
1129,  J.  W.  Hewetson  and  Co.,  Limited;  No.  1128, 
Theo.  "Mayer;  No.  1127,  MacFarlane  Shoe  Co.,  Ltd.; 
No.  1125,  Scheuer  Normandin  and  Co.,  Limited;  No. 
1124,  John  Ritchie  Co.,  Limited;  No.  1122,  Talbot 
Shoe  Co.,  Limited;  No.  1121,  Perth  Shoe  Co.,  Limited; 
N  .  1119,  Natural  Tread  Shoe  Co.,  Limited;  No.  1118, 
Dunbar  Pattern  Co.;  No.  1116,  The  Eureka  Shoe  Co., 
Limited;  No.  1114,  Tred  Rite  Shoe  Co.,  Limited;  No. 
1112,  Bastien  Bros.;  No.  1111,  Albert  Charron;  No. 
1110,  Canadian  Shoes  Limited;  No.  1001,  Harvey 
Graham. 

Second  floor: — No.  2128,  Canadian  Footwear  Co., 
Limited;  No.  2127,  J.  A.  McCaughan  and  Son;  No. 
2125,  W.  B.  Hamilton  Shoe  Co.,  Limited;  No.  2124, 
John  McPherson  Co.,  Limited;  No.  2122,  Smardon  Shoe 
Co.;  No.  2121,  Fix  Shoe  Co.;  No.  2119,  Nathan 
Cummings  Co. 

Third  floor:— No.  3129,  Wm.  Reynolds;  No.  3128, 
Arrow  Shoe  Co.;  No.  3127,  Eagle  Shoe  Co.;  No. 
3125,  John  McEntyre  Co.,  Limited;  No.  3124,  Hartt 
Boot  and  Shoe  Co.;  No.  3122,  Kingsbury  Footwear 
Co.;  No.  3121,  Tebbutt  Shoe  and  Leather  Co.;  No. 
3119,  La  Parisienne  Shoe  Co.;  No.  3116-18,  The  Slater 
Shoe  Co.;    No.  3115,  J.  and  T.  Bell,  Limited. 

Fourth  floor:— No.  4128,  International  Supply  Co.; 
No.  4127,  Getty  and  Scott  Limited;  No.  4125,  Till- 
sonburg  Shoe  Co.;  No.  41 24,  Charles  A.  Ahrens,  Limited; 
No.  4122,  not  available;  No.  4121  Daoust,  Lalonde 
and  Co.;    No.  4119,  Geo.  A.  Slater  Limited. 

Fifth  floor:— No.  5127,  Blachford  Shoe  Mfg.,  Co., 
No.  5125,  Armand  Bastien;  No.  5124,  Corson  Shoe 
Co.,  Limited;  No.  5122,  Corson  Shoe  Co.,  Limited; 
No.  5121,  Dupont  and  Frere;  No.  5119,  Dufresne  and 
Locke;    No.   5116,   Gagnon,   Lachapelle   and  Hebert. 


PARKER-STEEL  SHOES  LIMITED. 

Parker-Steel  Shoes  Limited  have  sent  out  the  fol- 
lowing   notice    to    the    trade: — 

"We  take  this  opportunity  to  announce  to 
the  trade  that  we  found  it  necessary  to  increase 
our  capital  from  Forty  Thousand  Dollars  to  One 
Hundred  Thousand  Dollars,  and,  we  are  now  in- 
corporated under  a  Dominion  of  Canada  Charter 
with  the  firm  style  of  "PAR KFR-STEEL  SHOES 
LIMITED''  taking  over  the  assets  and  liabilities 
of  the  Solid  Leather  Shoe  Co.,  of  Preston,  Limited, 


in  their  entirety. 

The  PARKER-STEEL  SHOES  LIMITED  is 
controlled  by  the  old  management,  having  absor- 
bed practically  all  outside  interests. 

We  intend,  as  in  the  past,  to  manufacture 
Women's  Medium  Grade  McKay  Shoes  and  sell 
to   the   wholesale   trade  only. 

In  the  past  ten  years  we  have  enjoyed  the 
confidence  of  the  trade,  and,  we  will,  in  future,  do 
our  utmost  to  merit  the  continuance  of  the  trade's 
good-will. 

Thanking  you  for  past  patronage,  and  wish- 
ing you  the  Compliments  of  the  Season,  we  are, 
PARKER-STEEL  SHOES  LIMITED. 
S.  H.  Parker,  President. 
H.  Steel,  Vice-President. 


THE  CHICAGO  CONVENTION  AND  FAIR. 

Next  week  will  be  held  in  Chicago  the  largest  and 
best  Shoe  Convention  and  Display  ever  held  in  the  his- 
tory of  the  Shoe  Industry  of  the  United  States.  It 
is  expected  that  at  least  ten  thousand  delegates  and 
visitors  will  take  part  in  the  affair,  which  will  be  staged 
as  last  year  in  the  "Auditorium'  .  The  Convention 
headquarters  will  be  at  the  "Congress"  close  by. 

The  booth  equipment  is  thoroughly  standard  this 
year  all  being  decorated  alike.  The  furniture  is  also 
standardized  although  variations  are  allowable  in  this 
respect.  The  prevailing  tints  are  sand  and  brown  and 
the  whole  interior  of  the  Auditorium  has  been  re-decor- 
ated  in    this    combination    of  shades. 

This  year  the  stage  and  dressing  rooms  are  located 
at  the  north  end  of  the  building  to  avoid  noise  and  con- 
fusion. The  entrance  from  the  stage  to  the  runway 
is  through  a  huge  proscenium  arch,  artistically  decorated 
in  gold  stipple  on  a  background  of  dark  brown,  and  the 
scenic  setting  behind  the  arch  is  of  Japanese  pagoda 
effect  with  floral  designs  in  wistaria,  the  stage  drapes 
extending  across  the  entire  building.  The  runway, 
suspended  from  the  ceiling  is  in  direct  view  of  everyone 
seated  in  the  balcony  and  will  extend  around  the  entire 
balcony  a  distance  of  approximately  700  feet.  At  a 
distance  of  about  25  feet  apart  a  pedestal  has  been  placed 
and  here  the  models  will  stand  for  a  few  moments.  Two 
1000-watt  spot  lights  and  a  1000-watt  flood  light  will 
throw  their  brilliant  lights  upon  the  shoes  being  shown 
and  give  everyone  a  clean  view  of  the  footwear  exhibit. 
The  new  lighting  effect  has  been  so  arranged  as  to  throw 
a  flood  of  light  upon  the  models  as  they  tread  the  run- 
way to  the  strains  of  orchestral  music. 


High  Praise  From  Old  Subscriber. 
The  Shoe  and  Leather  Journal  has  just  re- 
ceived a  letter  from  Mr.  W.  J.  Patterson,  of 
Perth,  Ont.,  who  is  now  in  the  milling  business. 
He  says:  "Might  I  ask  you  to  please  discon- 
tinue the  Shoe  and  Leather  Journal.  I  have 
now  been  four  years  out  of  the  leather  business 
and  see  no  immediate  prospects  of  ever  return- 
ing to  it.  We  receive  here  many  trade  journals, 
but  I  must  say  that  not  one  of  them  covers  the 
ground  in  their  line  as  does  your  Shoe  and  Leather 
Journal.  While  connected  with  the  shoe  busi- 
ness, I  found  it  very  helpful  and  educative.  Every 
issue  has  something  of  value  to  all  leather  men 
and  even  during  the  past  four  years,  I  have  en- 
joyed going  through  its  pages.  However,  I 
find  we  have  so  many  publications  in  the  line 
we  are  now  in  that  this  one  seems  a  needless 
expense." 
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Start  the  New  Year  Right 

With  Williams  Shoes,  your  Surest 
and  Safest  Line  for  Better  Business 


LAST  112 — Men's  work  boot,  made  in  box  kips,  elk  and  grain  LAST  153 — Mens  work  boot  with  exceptional  fitting  qualities, 
leather.  A  good  fitting  last  for  the  lighter  grade  of  shoe  for  the  Made  in  Mennonite,  elk  and  grain  leathers  in  standard  screw 
worker.    Standard  screw  rivets  and  welt.  rivets  and  welt. 


THE  WILLIAMS  SHOES 

Resolve  this  New  Year  to  better  your  better,  made  from  better  leathers  giving 

business  by  concentrating  on  Williams  a  better  service  to  consumers.  Williams 

Shoes.    Get  away  with  a  good  start.  Shoes  include   comfy  welts  for  boys, 

Have  a   complete  stock  of  Williams  girls,  misses  and  youths,  and  reliable 

business  builders   for  your  customers  McKays  and  S.  S.  Welts  for  men  and 

to   choose  from.    Williams   Shoes  are  women. 


100  lines  to  choose  from. 
kJlVJ^IV  Covering  every  necessary  style  and  size.    We  can  fill 
your  order,  large  or  small  and  ship  promptly.    Write  for  a  copy 
of  our  catalogue  and  price  list.    It's  yours  for  the  asking. 


The  Williams  Shoe  Means  Profit  for  you 

WILLIAMS  SHOE  LIMITED 

Brampton,  Canada 


Williams  Shoes  sell  because 
they  satisfy,  they  satisfy  be- 
cause  they  are  real  quality 
and  Value  throughout. 
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Taking  a  Rest. 

Mr.  Walter  V.  Ecclestone  for  nearly  thirty  years 
with  the  T.  Eaton  Co.,  as  head  of  the  shoe  department 
and  latterly  of  the  "Made  in  Canada"  propaganda, 
has  severed  his  connection  with  the  establishment  in 
order  to  take  needed  recuperation.  His  health,  for 
the  past  year  or  two,  has  not  been  of  the  best  and,see_ 


ing  that  his  duties  since  the  stabilization  of  the  Can- 
adian dollar  has  been  accomplished  have  eased  off  con- 
siderably^ he  thought  the  time  opportune  for  taking  his 
physician's  advice.  He  was  presented  with  an  address 
accompanied  by  a  handsome  diamond  ring  and  leaves 
with  the  good  wishes  of  his  fellow  directors  and  employees. 


Tetrault  Employees  Celebrate 

On  Saturday  evening,  December,  23rd.,  the  em- 
ployees of  the  Tetrault  Shoe  Manufacturing  Co.,  Limited, 
Montreal,  held  their  Third  Annual  Dance  in  the  Aud- 
itorium Hall,  Ontario  St.,  West.  Over  seven  hundred 
employees  and  friends  attended  and  it  was  a  very  success- 
ful event  in  every  respect.  One  of  the  features  of  the 
occasion  was  a  dancing  competition  for  a  prize  of  $20.00 
in  gold.  This  was  very  keenly  contested,  about  ten 
couples  taking  part  in  the  competition.  It  was  no 
easy  matter  for  the  judges  to  give  a  decision,  but  the 
prize  was  finally  awarded  to  Miss  Jeanne  Larotte  and 
Mr.   Henri   Courval.    Throughout  the  evening's  pro- 


ceedings Mr.  Oliver  Tetrault,  Superintendent  of  the 
Tetrault  Shoe  Mfg.,  Co.,  Ltd.,  took  a  prominent  part, 
seeing  that  all  thoroughly  enjoyed  themselves,  and 
among  his  other  duties  took  part  in  awarding  the  prizes 
to  the  dancing  contestants.  His  geniality  was  a  big 
factor  in  creating  the  spirit  of  friendliness  that  prevailed 
among  the  entire  party  throughout  the  whole  evening. 
The  good  music  was  thoroughly  enjoyed  by  all,  and  the 
extensive  dance  programme  supplemented  with  enjoy- 
able refreshment  periods  made  up  a  very  pleasant  affair. 
The  Committee  in  charge  of  the  function  was  made 
up  of  Mr.  Louis  Martin  and  Mr.  Alf.  Normandin,  who 
were  untiring  in  their  efforts  to  make  it  a  decided  success. 
Mr.  P.  Lepage  made  a  very  competent  dance  director. 

Representing  Scott-McHale  Ltd., 

Mr.  J.  J.  McHale  of  Scott-McHale  Limited,  Lon- 
don, announces  the  appointment  of  Mr.  Austin  Orend- 
orff  as  Western  Ontario  representative,  covering  ter- 
ritory from  Toronto  to  Windsor  and  selling  the  well- 
known    Scott-McHale   Astoria    and   Liberty  Shoes. 


Mr.  Orendorff  needs  no  introduction  to  the  shoe 
trade  of  Ontario.  He  has  been  engaged  in  that  line  for 
many  years  and  because  of  his  unfailing  courtesy,  his 
integrity  and  his  effort  to  please  at  all  times,  has  created 
an  enviable  connection. 

He  commences  on  his  new  duties  this  month. 

Mr.  McHale  also  announces  "a  new  and  large  con- 
sumer advertising  campaign  for  Astoria  and  Liberty 
Shoes  throughout  Canada. 
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THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 


OOZE,  FLEXIBLE  And  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


KANGAROO 

We  are  headquarters  for  all  P>ni»hes, 
Grade*  and  Kindt. 

Sheepskins    Skivers    "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.S. A. 

Branch:    54  South  Street,  BOSTON,  MASS. 
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The  Shoe  Repair  Man 


Shoe  Repair 
A  dvertising 

The  shoe  repair  man  is  a  representative  of  prob- 
ably the  least  advertised  trade  serving  the  public  in- 
terest.   You   work   quietly,   practically  unthought  of 
(until  some  economic  person  seeks  to  save  a  few  dollars 
on  his  shoe  bill  by  calling  on  your  skill)  under  the  sur- 
face, but  nevertheless  there  when  wanted.    The  aver- 
age repair  man  cannot  afford  to  spend  hard  earned  money 
on   expensive   newspaper  publicity.    Your  efforts  are 
limited    to,  in  some  cases,  a  monthly  dodger,  distrib- 
uted from  house  to  house  by  your  son,  or  by  some  in- 
dustrious youth  in  the  neighborhood  on  the  so  much 
per  hundred  basis.    We  were  recently  asked  by  a  re-* 
pair  man  to  make  suggestions  on  advertising  for  the 
trade.    To  lay  down  a  set  standard  of  advertising  rules 
to  be  used  by  repairmen  all  over  the  country,  small 
and  large  in  village  or  city  is  impossible.    It  is  our 
intention,  however,  to  touch  on  advertising  in  a  general 
way  and  let  you  apply  it  to  your  individual  business 
to  meet  your  own  field.    The  public,  from  which  you 
draw  your  trade,  buy  and  use  their  shoes  in  various 
ways.    There  are  many  who  never  have  their  shoes 
repaired,  endowed  with  a  sufficient  quantity  of  the 
world's  wealth,  their  shoes  are  just  bought,  used  and 
thrown  away.    There  is  another  class  who,  when  their 
shoes  are  worn  out,  buy  a  new  pair,  intending  to  have 
the  old  ones  repaired,  while  the  new  ones  do  duty  for 
the  best.    But  new  shoes  are  a  change  and  look  nice, 
with  the  result  that  very  often  the  old  pair  sees  the  ash 
can  instead  of  the  repair  shop.    This,  roughly,  is  the 
class  your  advertising  is  to  reach.    By  the  term  ad- 
vertising, we  mean  any  class  of  publicity  used,  whether 
it  be  newspaper  advertising,  show  cards,  circulars  or 
what  not.    You  are  not  in  business  as  a  pastime,  or  for 
your  health,  but  to  earn  your  living.    The  larger  the 
business  the  better  the  living.    Advertising  should  bring 
you  a  better  living  by  increasing  your  business.  Ad- 
vertising to  gain  this  latter  desire,  must  have  a  two- 
fold message,  namely  to  sell  prospective  customers  on 
the  idea  of  having  their  shoes  repaired,  and  to  convince 
them  that  the  advertiser  can  repair  shoes  better  than  the 
man  in  the  next  block.    But  how?    The  shoe  hospital 
idea  is  worn  down  to  thin  edge,  and  should  be  thrown 
into  discard.    Generally  speaking  there  are  three  argu- 
ments to  be  used,  together  with  a  flock  of  side  lines.  The 
chief  three,  however,  may  be  classed  as  economy,  health 
and  vanity.    On  them  you  must  swing  your  message 
in  a  forceful  and  convincing  style.    The  first  one,  econ- 
omy: under  this  head  you  might  appeal  to  the  prospect's 
desire  to  save  money.    Show  them,  that,  by  spending 
two  or  three  dollars  with  you,  they  can  save  six  or  seven 
on  a  new  pair  of  shoes,  and  still  have  a  serviceable  and 
comfortable  pair  of  shoes.    Tell  them  that  the  run  down 
heel  can  be  built  up,  that  the  worn  out  look  can  be  re- 
moved.   That  you  can  practically  give  them  a  new  pair 
of  shoes  at  a  great  saving  to  themselves.    Stress  the 
money  point.    The  second  one  health:    to  those  who 
cannot  be  influenced  on  the  economy  idea,  the  appeal 
of  health  may  start  them  thinking.    Suggest  the  health 
value  of  dry  feet.    How  a  re-soled  shoe  assures  warm 


dry  feet  during  the  winter  months.  How  colds  can 
be  prevented  by  keeping  the  feet  comfortable.  How 
Doctors'and  Druggists'bills  can  be  lowered  by  protecting 
the  feet.  Impress  upon  them  money  saved  is  money 
earned.  The  third  one,  vanity;  under  this  heading, 
you  are  more  or  less  limited,  your  chief  talking  points 
being,  well  shod  feet  and  the  satisfaction  and  improved 
health  that  goes  to  those  who  can  change  their  shoes 
every  few  days.  You  must  in  every  advertisement 
drill  in  your  store  and  your  ability  to  repair  shoes  in 
a  worthwhile  way.  It  is  of  no  use  to  you,  if  you  sell 
a  man  on  the  repair  idea  than  have  him  go  elsewhere 
to  get  the  work  done.  The  two  advertisements  shown 
on  the  following  page  are  merely  suggestions  to  illustrate 
our  arguments.  Let  us  discuss  them  just  a  little.  The 
top  one  headed  "A  Saver  of  Soles"  is  a  two  column 
advertisement  by  one  hundred  and  forty  lines  deep. 
The  heading  is  a  little  away  from  the  ordinary  and 
should  draw  attention.  Use  a  nice  light  type  face 
such  as  a  Caslon  or  Bookman,  something  not  too  heavy. 
Follow  the  layout  closely,  keep  away  from  solid  lines 
of  capitals,  and  you  will  have  an  attractive  advertise- 
ment. The  lower  one  headed  "Putting  the  Doctor  out 
of  Business,"  illustrates  our  second  selling  argument, 
Health.  This  is  a  three  column  advertisement  by 
one  hundred  lines  deep.  The  suggestions  shown  here 
need  not  necessarily  be  used  as  newspaper  displays, 
but  can  be  used  as  handbills  or  printed  stuffers. 


It's  The  Shoe  Plate  That  Is  Made 


Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows : 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 
"      "    2:      "       10     "     "  "        "  " 

"     3:       "        6     "      "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 
in  stout  paper  with  plain  markings  as  to  description 
and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  111 . 
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Advertising  Suggestions  for  the 
Shoe  Repair  Man 


A  Saver  of  Soles 

And  a  Protector  of  Health 

s  = 


Consult  Your  S/>o«  Repait 


Size  of  Ad.  for  Publication,  3  columns  by  100 
lines  or  to  be  used  as  a  circular  7  inches  square. 
Type  Face  —  Cheltenham 
Putting  the  Doctor  out  of  Business! 
Set  36  pt. 

Doctors  and  Druggists  get  a  fairly  large  share 
of  your  hard  earnings  every  winter.  Of  course, 
we  really  can't  put  them  out  of  business,  but 
we  believe  we  can  save  you  quite  a  few  dol- 
lars every  winter  by  repairing  your  old  shoes 
and  thus  protecting  your  feet  from  the  pen- 
etrating dampness  of  the  winter  season.  How 
many  colds  start  with  damp  feet,  a  goodly 
number  of  them,  and  they  don't  always  stop 
there,  but  lead  up  to  more  serious  ailments, 
calling  for  heavy  doctor's  bills  to  the  tune 
of  time  lost  from  work.  When  a  hole  appears 
in  the  sole  of  your  shoe,  why  throw  them 
away?  We  can  fix  them  up  like  new,  with 
a  real  good  oak  sole,  something  that  will 
stand  the  dampness  of  winter  weather  and 
assure  dry,  comfortable  feet,  and  protected 
health.  You  have  old  shoes  lying  around 
the  house,  comfortable  to  the  ninth  degree 
as  old  shoes  always  are,  but  you  have  dis- 
carded them  because  the  sole  is  more  holy 
than  whole.  Bring  them  to  us,  let  us  repair 
them  at  a  trifling  cost.  We  can  lower  both 
your  shoe  bills  and  doctor's  bills  by  repair- 
ing   your    half    worn    out  shoes. 

Set  copy  12  pt. 
Reduce  Your  Shoe  Bills 
Set  18  pt  Italic. 
Signature,   Address  and   Slogan   Set  to  suit. 


By  The  Advertising  Service  Department 

Size  of  Ad.  for  Publication,  2  columns  by  140  lines  or 
to  be  used  as  a  circular  5"  wide  by  10"  deep. 

Type  Face  Caslon  or  Bookman 
A  Saver  of  Soles 
Set  36  pt. 
And  a  Protector  of  the  Health 
Set  24  pt.  Italics. 

Snow,  slush,  sleet  are  now  the  order  of  the  day.  Dry 
feet  are  essential  to  winter  travel.  You  will  have  ly- 
ing around  the  several  old  pairs  of  boots  and  shoes,  the 
uppers  are  good,  but  the  soles  need  saving.  You  know 
what  a  pair  of  heavy  winter  shoes  will  cost  you.  Why 
spend  eight,  ten  or  twelve  dollars  on  new  shoes,  when 
for  two  or  three  dollars,  we  can  put  a  new,  solidly  con- 
structed sqle  on  your  old  pair,  a  rubber  heel  on  the  run 
down  leather  one  and  generally  fix  you  up  a  new  pair  of 
shoes  at  less  than  a  third  of  the  price  of  a  new  pair.  Scout 
through  your  cellar  and  attic.  Locate  all  the  old  shoes 
you  can,  bring  them  to  us  and  we  will  give  you  a  prcie 
on  them.  Protected  feet  in  winter  means  better  health. 
Repaired  shoes  give  you  the  comfort  of  the  old  with  the 
service  of  the  new  and  lowered  shoe  bills. 

Set  copy  12  pt. 
Consult  your  Shoe  Repairman 
Set  12  pt.  Italic 
Set  Signature,  Address  and  Slogan  to  suit. 


Putting  the  Doctor 

out  of  Business! 


Reduce  Your  Shoe  Bills 


January  1,  1923 


THE  SHOE  AND  LEATHER  JOURNAL 


63 


BRANTFORD  ACTIVITIES. 

The  Brantford  and  Hamilton  Shoe  Repairers' 
Associations  take  at  least  one  opportunity  a  year  of 
visiting  each  other  and  fraternizing  on  a  broader  scale 
than  is  possible  in  one's  own  town.  Recently  the  Ham- 
ilton men  descended  on  Brantford  to  the  extent  of  eighteen 
men,  and  were  given  a  royal  entertainment  in  Moffatt's 
Hall.  President  A.  Johnson  of  the  Brantford  Associa- 
tion was  in  the  chair,  and  the  fare  included  cards,  music, 
speeches    and  refreshments. 

President  Johnson  welcomed  the  visitors,  and  Mr. 
T.  Grayson,  President  of  the  Hamilton  Association, 
responded.  Addresses  were  also  made  by  Messrs. 
F.  Revell,  H.  Henderson,  and  A.  Miller,  of  Hamilton, 
and  W.  S.  Pettit,  of  Brantford,  who  is  President  of  the 
Ontario  Federation.  Mr.  Pettit  stated  that  although 
the  past  year  had  been  a  very  difficult  one,  he  was  con- 
fident that  better  times  were  coming. 

A  pleasing  event  of  the  evening  was  the  presentation 
of  a  gavel  by  Mr.  T.  Grayson  of  the  Hamilton  Asso- 
ciation to  the  President  of  the  Brantford  Association. 

At  this  meeting  the  books  and  funds  of  the  Ontario 
Federation  were  handed  over  to  the  officers  for  this 
year,  Mr.  W.  S.  Pettit,  President,  and  Mr.  J.  W.  Stevens, 
Secretary-Treasurer,    both    of  Brantford. 

Prior  to  this  time,  the  members  of  the  Brantford 
and  Brant  County  Association  had  donated  twenty- 
five   dollars   to   the  Northern   Fire  Relief. 

The  Brantford  men  are  continuing  community 
advertising,  advising  the  public  that  they  are  main- 
taining prices  in  spite  of  advancing  costs.  The  names 
of  the  repairers  subscribing  to  this  principle  are  listed 
in  the  advertisement. 

The  sentiments  of  the  Brantford  men  at  the  Christ- 
mas season  are  expressed  in  the  following,  from  the  pen 
of  Mr.  W.  J.  Roach,  of  Brantford:— 


"Here's  to  the  good  fellows  of  the  wax  and  thread 
sandpaper,  ink  and  heel  ball,  your  brother  craftsmen 
of  Brantford  and  Brant  County,  send  a  hearty  greeting 
to  all." 


ST.  CATHARINES'  ASSOCIATION. 

The  St.  Catharines  Shoe  Repairers'  Association 
had  a  large  and  enthusiastic  meeting  to  wind  up  their 
year.  It  was  decided  to  close  every  Wednesday  the 
year  round  at  12.30.  The  following  officers  were  elected, 
and  installed  by  Past  President,  Mr.  Wm.  Legg,  Sr. 

Past  President,  Mr.  Wm.  Inglis. 

President,  Mr.  Wm.  McCause. 

Vice-President,  Mr.  Alf.  Hill. 

Sec-Treasurer,  Mr.  Walter  Legg. 

Auditors,  Messrs.  J.  R.  Slanika,  J.  Lovett. 

Trustees,  Messrs,  Wm.  Legg,  Sr.,  F.  T.  Pople,  A. 
Newman. 

Committee,  J.  Lovett,  A.  Newman,  J.  Williams, 
R.  O'Reilly,  J.  R.  Slanika. 


VANCOUVER  NOTES 

This  city  has  been  in  the  grip  of  snow  and  frost 
for  ten  days,  which  has  caused  business  to  fall  away 
considerably,  and  complaints  of  small  business  were 
heard  in  all  quarters.  The  snow  and  frost,  like  all  other 
periods  of  weather,  has  its  day,  and  at  the  time  of  writing 
a  rapid  thaw  with  rain  had  set  in  which  has  turned  the 
streets  into  small  rivers  of  slush  and  ice,  causing  a  great 
rush  for  rubbers.  Every  dealer  has  his  share  of  tfhe  busi- 
ness, which  was  making  every  one  look  and  feel  happy. 

During  the  last  two  weeks  three  more  shoe  dealers 
have  had  to  place  their  businesses  and  affairs  into  the 
hands  of  the  Canadian  Credit  Men's  Association  for 


LANDIS  NO.  12 


Model  D 


OWN  YOUR  OWN 

LANDIS  Stitchers  and  Finishers  for  the 
Shoe  Repair  Trade. 

Highest  Quality. 

Prompt  Shipments. 

Canadian  Representative 

ROBERT  J.  VAN  STONE 

167  John  St.  S. 
Hamilton,  Ont.,  Can. 

Special  inducements  to  immediate  buyers. 
Write  for  particulars. 

Landis  Machine  Company 


No.  1515  25th  St., 


St.  Louis,  U.  S.  A. 
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Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


Shoes  and  Fancy  Slippers 
Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Cases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 
Etc.,  Etc. 

Edwards  &   Edwards  Limited 

Head  Office  and  Sale  Rooms  Tanneries 

27  Front  E.  Toronto  Woodbridge,  Ont. 

ONTARIO   REPRESENTATIVE;  Fred  Dufton,  Kitchener 

Quebec  and   Maritime  Provinces 


Represented  by 


JOHN  McENTYRE  LTD. 


28  St.  Alexander  St. 
MONTREAL,  QUE. 


ARCH 


"O.  K." 

SUPPORT 


SHANKS 


There  is  a  tremendous  demand  these  days  for 
arch  support  shanks. 

We  beg  to  call  your  attention  to  the  fact  that 
we  can  make  your  arch  support  shanks  for  you 
using  either  your  own  dies  and  moulds  or 
allowing  you  to  pick  your  dies  and  moulds  from 
a  large  and  varied  assortment  we  have  in  stock. 

As  you  know,  we  also  make  all  kinds  of  com- 
bination and  plain  steel  shanks. 

"0.  K."  Fibre  Counters  are  uf>  to  the 
same  high  standard  as  "0.  K."  Shanks. 

O.  K.  SHANK  COMPANY 
307  Fourth  Street  Chelsea,  Mass. 

Canadian  Agents:  Trudeau  Co.,  719  Panet   St.,    Montreal,  Que 


NEWS  FROM  THE  OLD  COUNTRY 

Send  $3  and  we  will  mail  you  regularly  every 
week  for  52  weeks  a  copy  of  any  British  Weekly 
Newspaper,  such  as:  Lloyd's,  People,  Tit  Bits, 
Pearson's,  etc.,  etc..  etc.  Hundreds  of  papers  on 
our  Big  List  mailed  free.  A  different  paper  sent 
weekly,  or  the  same  publication  for  52  weeks. 
$3  pays  for  a  year's  subscription,  including  post- 
age. Most  unique  and  up-to-date  service, 
greatly  appreciated  by  members  throughout  the 
Empire. 

Send  $3  to-day  to 

Periodical  Posting  Coy.,  Plymouth,  England 


adjustment. 

Two  sudden  deaths  occurred  recently.  Mr.  G. 
Adam,  who  for  many  years  was  city  representative  for 
Messrs.  Leckie  and  Co.  shoe  manufacturers,  passed  away 
after  a  few  days  illness  from  internal  causes.  The 
deceased  was  well  known  in  the  trade  and  highly  re- 
spected by  all  whom  he  came  in  touch  with. 

Mr.  J.  Moorey,  Shoemaker,  of  4th.  Avenue  W., 
died  suddenly  from  heart  failure.  The  deceased  was 
working  an  hour  previously  to  his  collapse.  He  was 
a  native  of  Portsmouth,  England,  and  came  to  Canada 
sixteen  years  ago,  residing  and  in  business  at  Portage 
La  Prairie  and  coming  to  Vancouver  six  years  ago.  He 
leaves  a  widow,  a  married  daughter  and  a  son.  The 
funeral  took  place  at  Mountain  View  Cemetery,  and 
Messrs.  J.  Moore,  J.  Whitelaw,  J.  Watt,  W.  Davidson, 
W.  Goddard,  G.  Booth,  fellow  craftsman  acted  as  pall 
bearers.  Mr.  W.  G.  Langdon  on  behalf  of  the  B.C. 
Leather    and    Findings    Co.,    also  attended. 

Mr.  F.  Sprule,  of  North  Vancouver,  was  success- 
fully operated  upon  for  appendicitis  in  the  General 
Hospital    and    is    progressing  favorably. 

Mr.  H.  A.  Skuse  has  reopened  in  a  new  stand  on 
Georgia  Street,  and  is  installing  a  complete  outfit  of 
machinery,  including  a  full  size  finisher  and  universal 
stitcher. 

Mr.  Ainsbury,  of  Pender  St;.,  was  a  successful  par- 
ticipant to  the  tune  of  $150.00  in  the  local  Football 
Competition. 

Many  of  the  shoe  stores  and  shoe  repairers  are  giving 
away  seasonable  and  attractive  calendars  and  almanacs. 

Owing  to  the  advanced  prices  of  leather,  the  Re- 
pairers' Association  have  issued  a  new  price  list,  raising 
the  prices  of  various  operations  5  cents,  10  cents,  15 
cents  and  20  cents  per  pair.  Others  outside  the  Associa- 
tion have  taken  upon  themselves  to  publish  a  price  list 
at  a  lower  rate,  which  has  put  the  repairers  in  a  quandary 
as  to  which  list  to  accept  generally,  and  in  other  quarters 
efforts  are  being  made  to  standardize  prices  in  each 
district. 


PRESTON  NOTES 

The  shoe  manufacturing  industry  here  contin- 
ues active  and  the  Managers  of  the  several  concerns 
all  speak  very  optimistically  of  the  outlook  for  the  New 
Year. 

Harry  Steel,  Sr.,  Vice-President  and  Manager  of 
the  Parker-Steel  Shoes,  Limited,  was  elected  as  Alder- 
man   by  acclamation. 

The  Ladies'  Hockey  Club,  of  the  Hurlbut  Shoe 
Company,  Ltd.,  played  a  match  game  on  New  Year's 
Day  with  the  Ladies'  Club,  of  North  Toronto,  and 
although  they  were  defeated  they  had  a  very  enjoyable 
time  and  say,  "there's  another  day  coming." 

The  employees  of  the  Hurlbut  Company  are  hav- 
ing much  enjoyment  and  healthful  recreation  on  the 
Company's  rink  adjoining  the  factory,  on  what  is  in 
summer  their  lawn  tennis  courts  and  which  is  so  brilliant- 
ly lighted  as  to  make  evening  skating  and  hockey  as 
attractive   as   in   the   day  time. 

Most  of  the  machinery  and  equipment  has  been 
installed  and  is  in  operation  in  the  newly  erected  por- 
tion of  the  factory;  a  photo  of  which  is  given  herewith. 
The  Company  expects  to  double  this  year  its  output 
of  1922,  itself  a  record  in  the  Company's  business. 

Mr.  A.  A.  Armbrust,  of  the  Lady  Belle  Shoe  Co., 
Kitchener,  was  elected  Alderman  at  the  recent  New 
Year's  elections. 
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SHOE  TRAVELLER  WANTED— For  Eastern  Ontario 
ground,  Capable  man  with  a  connection  to  commence  at 
once,  also  man  for  Maritime  Provinces.  Apply  D.  R. 
Feetham,  55  Bay  St.,  Toronto,  Ont. 

WANTED— Position  as  Clerk  in  Retail  Shoe  Store,  18 
years  with  one  firm.  Best  references,  window  trimmer  and 
expert  shoe  fitter.  Address,  Stanley  Robinson,  Box  112, 
Gananoque,  Ont. 

SHOE  TRAVELLER  WANTED— For  New  Brunswick  on 
Commission  Basis.  Manufacturers  and  Wholesalers.  W.  B. 
Hamilton  Shoe  Co.,  Toronto. 

MR.  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you  His  Services.  Address,  Box  75,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 

WANTED — Position  as  Manager  and  Buyer  for  Retail 
Shoe  Store  or  Department;  ten  years'  experience  in  this 
capacity,  one  store.  Keen  buyer  and  good  advertiser,  win- 
dow trimmer,  show  card  writer  and  expert  fitter.  My 
personality  and  ideas  will  increase  your  business  and  pro- 
fits. Address,  "Manager,"  Box  61,  SHOE  AND  LEATHER 
JOURNAL,  545  King  St.  W.,  Toronto. 

WANTED — Shoe  Line  on  Commission  Basis  for  Maritime 
Provinces.  Good  connection  with  many  of  the  best 
accounts.  Making  a  trip  to  Shoe  Centres  in  January. 
Write  me  now.  Address,  "Maritime,"  Box  62 
SHOE  AND  LEATHER  JOURNAL,  545  King  St.  W., 
Toronto. 

A  YOUNG  MAN,  Collegiate  Education,  Ambitious  to  Better 
Himself,  who  has  had  six  years'  experience  in  making  room 
and  as  shipper  with  manufacturer,  also  one  year  with  re- 
tailer, would  like  to  connect  with  manufacturer  or  wholesale 
house,  where  advancement  will  follow  hard  work.  Apply 
to  Box  68,  Shoe  and  Leather  Journal,  545  King  St.  West, 
Toronto,  Ont. 

WANTED — Traveller  for  Eastern  Townships,  Province  of 
Quebec.  Apply,  stating  experience,  to  Amherst  Boot  & 
Shoe  Co.,  Ltd.,  Amherst,  N.S. 

FOR  SALE — Canadian  Patent  Rights  of  Counterbalance 
Rubber  Heel,  positively  the  most  logical  heel  invented,  by 
a  shoemaker  of  25  years'  experience.  Full  particulars  and 
samples  upon  request.  Counterbalance  Rubber  Heel  Co., 
53  East  Avenue,  Elyria,  Ohio,  U.S.A. 

FOR  SALE — Leigden  Side  Unhairing  Machine  at  Bargain 
Price.  Apply,  Box  66,  Shoe  and  Leather  Journal,  545  King 
St.  West,  Toronto,  Ont. 

POSITION  WANTED—  By  an  Experienced  Shoe 
Traveller,  with  good  connection  and  living  in  the  Maritime 
Provinces,  line  for  above  territory.  Young  man  full  of 
energy.  Can  furnish  reliable  references.  Address,  Box  71, 
Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 

WANTED —  Experienced  Shoe  Traveller  for  Eastern 
Townships  of  Quebec,  to  carry  a  full  range  of  felts,  white 
canvas  goods  and  rubber  footwear.  Good  position  for 
energetic  man.    Apply,  Post  Office  Box  2663,  Montreal. 

FOR  SALE — Up-to-date  Shoe  Store,  complete  in  every 
detail.  Stock  $17,000,00  Building  lease,  2  years  to  run.  Good 
growing  city — 25,000  population.  Splendid  opportunity  for 
an  energetic  shoeman.  Box  73,  Shoe  and  Leather  Journal, 
545  King  St.  W.,  Toronto.  . 

WANTED — A  Good  Line  of  Staples  on  Commission  Basis 
for  Toronto  and  Western  Ontario.  Good  connection  with 
the  best  accounts.  Address,  Box  72,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto. 

AN  ONTARIO  STAPLE  FACTORY  is  desirous  of  getting 
in  Touch  with  a  Thoroughly  Experienced  Shoe  Traveller 
for  Quebec  Province  only  to  sell  to  Wholesale  and  Large 
Retail  Accounts.  Commission  Basis.  Must  come  highly- 
recommended  and  be  thoroughly  conversant  with  Quebec 
Accounts.  Box  76,  Shoe  and  Leather  Journal,  545  King 
St.  W.,  Toronto. 


CLARKE  &  CLARKE  Limited 

Established  1852 


Tanners  of 


SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 


Turn  Into  Money 

Your  slow  and  doubtful  book  accounts. 
Hand  them  to  the  collection  Department 
of  The  Mercantile  Agency. 

R.  G.  Dun  &  CO.,  70  Bay  St 

The  Collection  Service,  which  has  been  proved 
most  satisfactory  by  all  users  of  it,  is 

OPEN  TO  REFERENCF  BOOK  SUBSCRIBERS 
Subscription  and  Collection  Rates  on  Application 

Over  Seventy  Years'    Record  of  Efficiency 


High-Grade 

WOOD  HEELS 

All  Styles 
Prompt  Service 
Standard  Quality 
Canadian  Trade  a  Specialty 


G.  H.  MOORE  HEEL  CO. 

39  N.  Water  St.  Rochester,  N.Y. 
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ALL  ABOARD  Direct  through  Connections  from* 'HOOF  TO  BEAMHOUSE" 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS  HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy" 


INDEX  TO  ADVERTISERS 


Aird  &  Son   4 

Ahrens  Chas.  A.  Ltd   12 

Bell,  J.  &  T.  Ltd   7 

Beal,  R.  M.  Leather  Co   57 

Blachford  Shoe  Mfg.  Co.  Ltd   43 

B.  8s  M.  Slipper  Co   53 

Breithaupt  Leather  Co.  Ltd.   .  .  .  I.F.C. 

Clark  Bros.  Ltd   O.B.C. 

Clarke  8s  Clarke,  Ltd   65 

Cote,  J.  A.  &  M   9 

Condensed  Ads   65 

Davis,  A.  8s  Son    50 

Davis  Leather  Co.,  Ltd   5 

Duclos  8c  Payan    3 

Dominion  Shoes  Ltd   50 

Dun  R.  G   65 

Dupont  &  Frere    21 

Daoust,  Lalonde  8s  Co.  Ltd   17 

Dufresne  &  Locke,  Ltd   18 

Edwards  8t  Edwards   64 

Eagle  Shoe  Co.  Ltd   15 

Foerderer,  Robt.  H.  Inc   20 


Globe  Shoe,  Ltd   11 

Gagnon  Lachapelle  85  Hebert   13 

Gutta  Percha  8s  Rubber  Ltd   6 

Handelan  H.  8e  Staff   60 

Henwood  &  Nowak    56 

Hotel  Cleveland    56 

Hamilton  W.  B.  Shoe  Co   48 

Johnston,  H.  B.  8s:o   16 


King  Bros   60 

Kiwi  Polish  Co.,  Ltd   57 

Kenworthy  Bros,  of  Canada  Ltd.    .  .  15 


La  Duchesse  Shoe  Co.  Regd   23 

Lady  Belle  Shoe  Co.  Ltd   47 

Landis  Machine  Co   63 

Lane  W.  A   14 


Moore,  G.  H.  Heel  Co   65 

Marsh  W.  A.  Co.  Ltd   22 

New  Castle  Leather  Co.  Inc   58 

National  Shoe  Plate  Co   61 


Natural  Tread  Shoes  of  Canada  ....  54 

O.K.  Shank,  Co   64 

Periodical  Posting  Co.,   64 

Parker  Steel  Shoes  Ltd   56 

Robson  Leather  Co.,  Ltd   l9 

Robinson  Geo   8 

Rearden  Thos.  8s  Co.,  Ltd   58 

Samson  J.  E.  Enr   48 

Schmoll,  Fils  8s  Co   66 

Spaulding  J.  8s  Sons  Co.  Inc   46 

Slater  Geo.  A.  Ltd   26 

Tetrault  Shoe  Mfg.  Co.  Ltd   55 

Talbot  Shoe  Co.  Ltd   53-10 

Tred  Rite  Shoe  Co.  Ltd   52 

Tebbutt  Shoe  8s  Leather  Co   24 

United  Shoe  Machinery  Co.  .  .  I.B.C. 
U.S.  Hotel    53 

Williams  Shoes  Ltd   59 

Young,  Richard  Co   60 
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REPRESENTATIVES 

Will   Be  In   Attendance    Throughout  The 

CONVENTION 

OF  THE  ALLIED  SHOE  TRADES 

At  The 

NEW  MOUNT  ROYAL  HOTEL 

MONTREAL 

To  Meet  And   Welcome  Visiting  Delegates 

Convention  Delegates  wishing  to  use  this  opportunity  to  visit 
and  inspect  our  plant  under  working  conditions  should  get  in 
touch  with  our  representatives  who  will  make  all  arrangements 
and  attend  to  details 

A  CORDIAL  RECEPTION  IS  ASSURED 

UNITED  SHOE  MACHINERY  CO.  OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street  W.  88  Ontario  Street,  S.  28  Demers  Street 
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For  1923 

The  Clark  Bros.  Line 

of  Oxfords  and  Pumps  Retailing  at 

$5.00 

will  prove  the  Trade's  best  selling 
proposition 


This  One  Strap  Colonial  Pump,  made  in  all  leathers 
and  combinations,  is  an  example  of  Clark  Bros, 
popular  style  and  exceptional  value. 


CLARK  BROS.,  Limited 

St.  Stephen  N.  B. 
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The  Bonne  Entente 

CONVENTION 

Full  Reports  of  the 


"READ  IT  WHILE  IT  IS  NEWS" 


ACTON  PUBLISHING  CO.,  LIMITED 
TORONTO  MONTREAL 
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"The  Wear 


There" 


A  Great  Convention 


The  convention  of  retailers,  whole- 
salers, manufacturers  and  travellers  just 
held  in  Montreal  marks  another'  forward 
step  in  the  onward  march  of  Canadian 
Shoedom.    What  did  you  get  out  ot  it? 

You  know,  a  convention  is  very 
much  like  a  shoe.  You  get  out  of  it  just 
about  what  you  putintoit.  If  you  skimp  on 
it  in  any  way, the  results  soon  tell  the  story. 
The  men  who  are  putting  Breithaupt's 
Sole  Leather  into  their  shoes  are  getting 
satisfaction  out  of  them  right  along  the  line 
from  themselves  to  the  man  who  wears 
them 


What  more  can  we  say? 


The  Breithaupt  Leather  CoXimited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 


Kitchener 
Penetang 


SALES  OFFICES 
Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 
Hastings  Kitchener  Woodstock  Burk's  Falls 


i 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


January  15,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


1 


! 


SECRETS 

Of  Good  Counter-making 

Like  many  other  things,  counter -making  has  its  secrets, 
andjthe  long  and  constant  effort  which  we  have  devoted 
to  this  important  part  of  shoemaking  has  put  us  in 
possession  of  many  exclusive  improved  features  in  work- 
manship, and  ALL  of  the  best  and  latest  methods.  This, 
plus  the  use  of  uniform  high  quality  materials  means  that 
D.  8s  P/.FIBRE  COUNTERS  are  the  secret  of  finer  ap- 
pearance, more  perfect  fit  and  longer  wear  of  all  shoes  in 
which  they^are  used. 

Manufacturers  who  buy  D.  &  P.  Counters  KNOW  that  it  pays. 

DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse 
224  Lemoine  Street 

MONTREAL 


REPRESENTATIVES 
For  Ontario:— E.  R.  Lewis,  45  Front  St.  East,  Toronto. 
For  Quebec  City:— Richard  Frere,  St.  Valier  Street,  Quebec 
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Cutting  Gains 


Manufacturers  are  unanimous  in 
their  verdict  that  DAVIS  CALF 
is  the  most  economical  upper 
stock  used  in  their  establishments. 

This  SUPERIOR  CUTTING 
QUALITY  means  profit  not  only 
to  the  manufacturer,  but  the  re- 
tailer and  wearer.  Uniformity 
of  substance,  texture  and  finish 
means  DEPENDABLE  SHOES. 


Samples  gladly  furnished. 

A  Leather  for  Every  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 
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GUTTA  PERCHA" 

RUBBERS 


Good  Displays  Sell  Rubbers 

Every  retail  merchant  has  one  "star  sales- 
man"—-his  display  window  space.  Favor- 
able attention,  that  first  essential  of  every 
sale,  begins  with  your  window  displays.  The 
high  quality  and  excellent  selling  points  of 
the  "G  P"  line  make  it  easy  to  interest  and 
convince  the  customers  attracted  by  your 
windows.  But  the  window  is  your  first 
point  of  contact— make  it  alluring  with 
attractive  arrangements  of  "G  P"  Rubbers. 

Have  You  All  the  Sizes  and  Styles  Complete? 


Gutta  Percha  &,  Rubber,  Ltd. 

Head  Offices  and  Factories,  Toronto 

Branches  in  All  Leading  Cities  of  Canada 
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FOOT  EXERCISE 


BLOOD  CIRCUL 


(So  ©^o  ^E^LJMSMi® 


MAKERS  OF 


//  ARCH 
A  FLEX 


FOOT  CONFORM  SHOE 


Made  in  all  Leathers 
In  both  Men's  and  Women's. 


Have  You  Seen 

BELL'S 
ARCH  FLEX 
SHOE? 


The  Flexible  Arch  Idea  IMPROVED— 
and  combined  with  First  Grade  Shoemaking. 

It  is  the  outcome  of  special  study 
and  effort  in  originating  a  flexible  arch 
construction  that  will  multiply  to  the 
highest  possible  degree  all  the  ad- 
vantages of  Flexible  Arch  Footwear. 
This  shoe  is  the  walker's  delight, 
conforming  to  the  shape  of  the  foot 
in  all  movements,  and  with  the  exclus- 
ive feature  of  our  special  INSOLE  the 
arch  receives  constant  firm  support  and 
carries  the  weight  of  the  body  without 
undue  or  unnatural  pressure. 

GET  THE  ADVANTAGE  OF  THE 
IMMENSE  POPULARITY  WHICH 
THIS  NEW  IMPROVED  SHOE 
WILL  CREATE. 


J.  &  T.  BELL,  LIMITED 

Montreal,  Quebec 

..    Toronto  Sample  Rooms;  Room  206  Stair  Bldg.,No.  123  Bay  Street 
C.  E.  Fice,  Representative 


Manufacturers  for  Canada  of  Dr.  A.  Resd  Cushion  Sole  Shoes 
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Farewell  1922 


Welcome  1923 


1923 


Promises  to  be  a  real  big  year.  We  are  preparing  for  a  larger  business  by 
increasing  stock  in  our  two  warehouses — 


MONTREAL  WAREHOUSE 
153  Peel  Street 


TORONTO  WAREHOUSE 
2  Trinity  Square 


Our  in-stock  service  makes  it  possible  to  ship 
all  orders  within  24  hours  after  receiving. 

Our  1923  Catalogue  of  Shoes,  Sandals,  Slippers,  Bathing  Beach  Kicks,  Findings,  Polishes 
and  New  Novelties  will  be  ready  February  1st.  If  you  do  not  receive  it  by  February 
15th,  write  us  immediately  for  your  copy. 

NotQ '    Pr^ces  f°r  *923  are  figured  on  a  large  increased  turnover. 

We  have  many  new  up-to-the-minute  lines  that  net  you  a  handsome  margin 
of  profit. 


"BEACH  KICKS" 

Order  Samples  Now 
New  1923  Styles 


ALL  COLORS  IN 
SKINNER  SATIN  AND 
SATINE 

Prices  net'you  a  real  profit 


Insure  delivery 
by  ordering  early 


Orders  placed  before  March  1st,  special 
5  per  cent.  10  day  discount  allowed. 

"KUTEY"  Sandals  Non-Rip 

The  kind  that  do  not  hurt  the  feet 


Solid  Oak  Soles- 
best  materials. 


-Every  pair  guaranteed  of 


One  of 
Many  Styles 


Prices  Gladly  on  Application. 


We  supply  utility  envelopes,  7  x  10,  printed  with  your  ad.  free  of  charge  on  request  with 
orders  for  SI 0.00  or  more.    Write  for  details. 


THE  CANADIAN  SHOES  FINDINGS  NOVELTY  COMPANY 

2  TRINITY  SQUARE  -        -        TORONTO,  CANADA 
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These 
Staples 
Lead 
All  Over 
Canada 


ot&ples 

\forr  ; 

Value ! 


Appearance  and  Wear 


You  can  be  certain  of  the  popularity  of  Footwear 
that  has  appearance  and  wear  as  combined  in 
Yamaska  Brand  Shoes. 

They  SELL  because  in  attractiveness  they  give 
the  people  the  style  they  want,  and  in  values  enable 
them  to  do  what  they  KNOW  to  be  wise  buying. 

NOW  is  the  time  to  get  in  touch  with  us  and 
take  advantage  of  our  sure  selling  lines  when 
completing  your  stock  for  Spring. 


nmuinnmf^ 


LAComp&gnie  JA&M 

ST.HYACINTHE,  QUE. 
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Another  "something  different"  in  the  new  Lawrence  Aniline 
Dyed  Colored  Calfskins 

Beverly  Grain 

A  new  hand  boarded  figure  that  attracts 
everybody,  applied  to  our  latest  and  most 
popular  color — 

TENU-TAN 

(Duro  Calf) 

In  our  new  aniline  dyed  Now  we  have  produced  a 

calfskins  we  have  given  the  most   attractive  boarded 

trade  what  they  have  long  pattern     —  BEVERLY 

been  wanting —  GRAIN-in  our  particularly 

A      .    ,  .  .  .       popular  TENU-TAN.  All 

An  absolutely  permanent  if  i_  •,  ,      , ,  . 

J  who  have  seen  it  show  their 


finish 
An 

color.  spot 


appreciation  of  BEVERLY 
An    absolutely    beautiful       GRAIN  by  ordering  on  the 


"Lawrence  Leathers  are  Reliable  Leathers" 


Other  Popular  Colors 
are 

53  Ruskin  Red 
73  Teazel  Tan 
75  Bengal  Brown 
82  Baywood  Brown 


A.  C.  Lawrence 
Leather  Company 

161  South  St.,  Boston,  Mass. 


New  York  -  Philadelphia  -  Chicago  -  St.  Louis 
Rochester        -         Cincinnati        -  Milwaukee 
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SELL   Because   They  SATISFY 

Globe  "Pillow  Welt"  and  "Baby  Pillow  Welt"  Shoes  build 
up  dealers  sales  upon  the  firm  basis  of  customer  satisfac- 
tion. They  are  the  most  heathful,  comfortable  Children's 
Shoes  it  is  possible  to  make,  and  they  excell  in  long  wear. 


They  are  the  only  genuine  Goodyear  Welt 
Shoe    made   with   a  Pillow  Welt  Insole. 


See  NOW  that  your  lines  are  complete  for  early  Spring 
Trade.    A  Salesman  will  call  whenever  requested. 


Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  limited 

TERREBONNE      -  QUE. 

Montreal  Office—11  St.  James  St.         Representative---!.  A.  BLUTEAU 
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J.  A.  MCL  AREN  C 


OMPANY 
LIMITED 


THE 


SHOE 

REG'D 


When  the   tang  and  bite  of  January  frost  is  in 
the  air 

And  your  blood  runs  red  and  healthy  in 
your  veins; 

When  old  Mother  Earth  is  covered  with  a  mantle 
white  and  fair, 
And  the  diamonds  sparkle  on  the  window 
panes. 

Then  the  good  old  brand  "Superior"  on  Shoes 
of  Felt  assures 
Warmth  and  comfort  to  all  wearers  young 
and  old; 

And   to    these  there    should    be    added  fine 
"Imperial"  chaussures, 
Also  "Independent"  Rubbers  good  as  gold. 

White  Goods  for  Spring 

Now  is  the  time  to  order  leather  and  white  canvas  goods  for  spring  selling. 
Speed  King  Tennis  and  Outing  Shoes  need  no  introduction  to  the  trade. 
Their  quality  is  recognized  and  their  selling  future  is  as  bright  as  a  new 
dollar.    Order  now. 

For  Fall  and   Winter  1923-24 

We  have  a  very  complete  line  of  Hockey  boots  of  exceptional  value  now 
being  shown  by  our  salesmen  for  next  season's  selling.  They  are  also 
showing  up-to-date  styles  in  Men's  Everetts,  Romeo,  Black  and  Chocolate 
leather  slippers. 

Assorting  Orders  for  Prompt  Delivery 


Oil  Tan  Shoepacks 

The  popular  models  we  feature  and 
the  values  we  offer  are  pronounced 
by  dealers  everywhere  as  the  best 
obtainable. 

"Superior"  Felts 

A  glance  over  your  stock  in  January 
will  doubtless  reveal  many  needed 
styles  or  sizes  in  cold  weather  lines. 


Hockey  Boots 

for  men,  women  and  children  are  still 
selling  well.    How's  your  stock? 


Moccasins 

Every  style  for  every  kind  of  outdoor 
work  and  sport.  The  heavy  snowfalls 
should  bring  you  extra  sales. 


Independent  Rubbers 

Winter  slush  still  offers  many  sales  for  Independent  Rubbers.  We  have 
all  sizes  and  styles  in  stock  for  men,  women  and  children. 


J.  A.  McLaren  Cor 


Limited 


30  FRONT  STREET  W. 


TORONTO 
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"At  The  Hub" 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 
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IN  STOCK  LINES 

Worthwhile  Selling  Values 

Prompt  Deliveries 
ALL  GOODYEAR  WELTS 

"Packed  in  12  pair  lots  C.  and  D. 
widths,  each  regularly  sized 
from  3   to  7." 


No  6000 

Black  kid  oxford, 
imitation  straight  tip. 


No.  5004 

Brown  veal  oxford,  imitation 
straight  tip. 


ALL 

$3.85 

Terms  net  30  days 
from  April  1st. 


No.  6005 
black  kid  one  strap  two  button 
slipper,  imitation  straight  tip. 


No.  5004-1 

Brown  veal  one  strap  two  button 
slipper,  imitation  straight  tip. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of Women's  Welts  Exclusively  in  Canada 


Perth,  Ontario 
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Scott  -  McHale 


London 


Limited 

Canada 


^J^HK  smart  styles 

and  the"mascu- 

■ 

Unity' 'of  their  lines 
delight  the  eye;  the 
choice  leathers  and 
clever  shoemaking 
insure  satisfaction. 

Astoria  shoes  com- 
bine correct  style 
features  in  newest 
modes  and  latest 
leathers. 

These  are  the  things 
your  customer 
wants  in  shoes  and 
they  are  the  things 
you  want  to  sell  him 
to  bring  him  back. 

Write  for  our  latest 
style  book. 
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THE  WILLIAMS  SHOES 


LAST  153— Men  s  work  boot  with  exceptional  fitting  qualities 
Made  in  Mennontte,  elk  and  grain  leathers  in  standard  screw 
ivet  and  welts. 


I./1ST  153— Men  s  work  boot  made  in  box  kips,  elk  and  grain 
leather.  A  good  fitting  last  for  the  lighter  grade  of  shoe  for  the 
worker.    .Standard  screw,  rivet  and  wells. 


For  Safe  and  Sane 
Selling 

Play  safe.  Don't  gamble  on  your  cus- 
tomers' goodwill  by  selling  them  inferior 
shoes.  Hold  their  trade  and  custom  by 
concentrating  on  Williams  reliable  Mc- 
Kays, S.S.  and  Welts  for  men  and  wo- 
men. These  lines  include  Williams  Comfy 
Welts  for  boys,  girls,  misses  and  youths, 
and  are  well  made  of  selected  leathers. 
A  line  of  safe  and  ready  sellers. 


In-Stock  Department 


100  lines  to  choose  from.  Cov- 
ering every  necessary  style  and 
size.  We  can  fill  your  order, 
large  or  small,  and  ship  prompt- 
ly. Write  for  a  copy  of  our 
catalogue  and  price  list.  It's 
yours  for  the  asking. 


The  Williams  Shoe  Means  Profit  for  you 

WILLIAMS  SHOE  LIMITED 

Brampton,  Canada 
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Black  Beauty 

Chrome  Patent  Sides 

The  Canadian-born  Aristocrat  Among  Patent  Leathers 


The  Robson  Leather  Company 
Limited 
Oshawa,  Canada 
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NewTfear's  Hatchings 
Worth  Wting  Tor 


what  the  New  Year  has  brought! 

—Two  new  "Classic"  Winners:— Wait  for  their 
arrival  in  your  town.  Getty  &  Scott's  travel- 
lers are  now  on  their  way  featuring  them. 


CLASSIC-SPECIAL 

In  A 

CUSHION  SOLE 
GENUINE  GOODYEAR  WELT 

In 

I N  KANTS* — CHILDREN'S— GIRLS' — MISSES' 
— GROWING  GIRLS* 

This  is  an  entirely  new  line  in  a  durable 
refined  true-foot-form  shaped  comfort- 
able cushioned  sole  shoe  for  juveniles 
(girls). 

It  is  a  G.  8c  S.  Quality  line  of  goodyear 
welt  construction,  thus  making  it  re- 
pairable by  any  regular  repair  shops. 
— A  Quality  shoe — a  Durable  shoe — A 
Repairable,  shoe. 


A  New  Line  Of 

"Classic"  Women's  Shoe 

In  A  New 

Special  G.  &.  S.  Process 

While  following  in  basic  and  standard 
types  of  construction  in  shoe^manufact- 
ure,  these  shoes  have  special  ,G.  &  S. 
features  that  make  them  of  remarkable 
value.  They  provide  a  high  grade  con- 
struction along  a  new  combination  idea, 
at  alower  price. 

They  are"  Classics"  in  every  sense  of  the 
word. 

Samples  now  in  hands  of  our  travellers 
show  latest  models  from  style  centres  of 
fashion.  -\  -jj 

See  them  and  you  will  be  surprised  at 
the  wonderful  value  in  this  proposition. 


All  shoes  are  stamped  "Classic".  Your 
customers  know  Classic  Quality — and  these 
shoes  fully  measure  up  to  the  Classic  reputat- 
ion. 


Getty  &  Scott  Limited 

Makers  of  Fine  Shoes  for  Women  &  Children 

Gait,  Ontario 
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"ST.  ANDREWS"  CUSHION  SOLE  SHOE 

"It  Carpets  The  Way  With  Cushions" 


Note  the  special  improved  features  shown  in  the  illustration. 


The  quilted  Cushion  Sole  not  only  provides  a  soft  springy- 
mattress  for  the  foot,  but  because  it  is  lasted  in  when  the 
shoe  is  built,  therefore  conforming  perfectly  to  the  last, 
it  means  an  ideal  fit  as  well — never  wrinkling  or  creeping, 
retaining  its  softness  and  resiliency  until  the  shoe  is 
worn  out. 

This  feature  is  patented.  Because  no  other  shoe  can 
duplicate  it,  no  other  shoe  can  duplicate  "St.  Andrews" 
sales  record. 

Your  stock  is  not  complete  without  this  new  improved 
Tetrault  Shoe.    Get  it  pulling  trade  for  you  now. 

LEADING  WHOLESALERS  HANDLE  THIS  AND 
OTHER  TETRAULT  SPECIALTIES 

TETRAULT  SHOE  MFG.  CO.,  LIMITED 

MONTREAL  QUE. 

Largest   Makers  of  Boots  and  Shoes  in  Canada. 
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She  MINER  RUDDER  CQ^w 

Branches  and  Selling  Agents 


The  J.  Leckie  Co.,  Limited   Vancouver,  B.C. 

The  Miner  Rubber  Co.,  Limited   Calgary,  Alta. 

The  Miner  Rubber  Co.,  Limited   Edmonton,  Alta. 

Congdon,  Marsh  Limited     Regim,  Sask. 

The  Miner  Rubber  Co.,  Limited 

Congdon,  Marsh  Limited   Winnipeg,  Man. 

The  Haileybury  Wholesalers,  Limited   Haileybury,  Ont. 

Coates,  Burns  &  Wanless   London,  Ont. 

R.  B.  Griffith  &  Co   Hamilton,  Ont. 

The  Miner  Rubber  Co.,  Limited   Toronto,  Ont. 

The  Miner  Shoe  Co.,  Limited    j  Ottawa  Ont 

The  Miner  Rubber  Co.,  Limited  J 

The  Miner  Shoe  Co.,  Limited    j   Montreal,  Que. 

The  Miner  Rubber  Co.,  Limited] 

The  Miner  Rubber  Co.,  Limited   Quebec,  Que. 

H.  S.  Campbell   Fredericton,  N.B. 

The  J.  M.  Humphrey  Co.,  Limited   St.  John,  N.B. 

The  J.  M.  Humphrey  Co.,  Limited   Sydney,  C.B. 

The  Miner  Rubber  Co.,  Limited   Halifax,  N.S. 


MINER  RUBBER 

Miner  Rubber  Footwear  is  a  combination 
of  tough  rubber,  strong  fabrics  and  care- 
ful workmanship.  Satisfied  customers  all 
over  Canada  prove  that  this  combination 
can't  be  beaten. 

Send  your  orders  for  prompt  shipment  to  any  of  the  above. 
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When  Your  Customers 
Meet  Brandon  Shoes 

When  your  customers  wear  Brandon  and 
Monarch  shoes,  they  are  wearing  the  very 
best  of  quality  shoes.  Shoes  of  the  newest 
styles,  that  are  made  by  men  skilled  in  the 
art  of  shoe-making.  This  means  satisfac- 
tion to  your  customers,  and  a  greater  de- 
mand for  Brandon  and  Monarch  shoes. 
Don't  go  short,  order  them  now. 

We  regret  that  we  were  unable  to  see  all  our 
customers  before  the  New  Year,  but  our 
travellers  will  call  on  you  before  the  middle 
of  February. 

The  Brandon  Shoe  Co.,  Limited 

BRANTFORD,  ONTARIO 


m 
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The  Recent  Shoe  Trade  Convention 

/  THE\ 

/  LAST  oc 

/  &9NBTED  \ 

^  SERVICE  

Has  been  a  wonderful  opportunity  for  you  to  study 
style  for  the  coming  season.    Such  opportunity  is  al- 
ways awaiting  you  at  the  United}  Showrooms.    It  is 
the  one  place  to  visit  whenever  there  is  a  last  or  pat- 
tern problem  to  be  worked  out— where  the  most  pop- 
ular style  creations  may  be  ^adapted  to  your  needs, 
while  your  own  ideas  are  held  in  absolute  confidence. 

United   Last   Company  Limited 

Lasts  and  Upper  Patterns 
MUIN1KLAL,  QUL. 

Toronto  Sales  and  Pattern  Shop,     76  Richmond  St.  East 

Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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TWO  FEATURES 


Long  counter  on  BOTH 
sides  of  shoe.  Made  of 
solid  leather.  Found  in 
no  other  brand  of  foot- 
wear. 


Tempered  steel  shank 
built  into  the  shoe.  This 
elevates  and  holds  the 
arch  in  its  proper  place. 


THAT  DISTINGUISH 

EASE-ALL  SHOES 

Ease-All  shoes  command  the 
careful  attention  of  every  shoe 
dealer,  for  in  addition  to  their 
corrective  features,  they  main- 
tain all  the  stylish  lines  found 
in  fashionable  footwear. 

Leading  orthopedic  specialists 
endorse  Ease-All  shoes,  because 
of  the  special  construction 
which  prevents  as  well  as 
relieves  numerous  foot  troubles. 

We  are  now  advertising  Ease- 
All  shoes  in  the  national 
magazines,  and  have  perfected 
plans  for  local  advertising  in 
cities  where  dealers  stock  these 
shoes. 

Additional  information  can 
be  obtained  by  writing 

UTZ  &  DUNN  CO., 
Rochester,  New  York 


BRANCH  OFFICES 


DENVER  OFFICE 
218  Charles  Bldg  ,  Denver,  Colo. 
TIGER  8f  McNUTT 
Representatives 


NEW  YORK  OFFICE 
Bush  Terminal  Sales  Building 
130-132  West  42nd  St.,  Room  1521 
S.  A.  McOMBER,  Representative 


LOS  ANGELES  OFFICE 
709  Forrester  Bldg.,  Los  Angeles,  Cal- 
G.  C.  McATEE,  Representative 
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A  Great  Line  Up 

of  Summer  Sellers 


£~3 


BEAUTY 

 ~.»»"- 


BEAUTY 

of  <■<** 

FMeauli 

Alstons' 

KID 


THt  BEST  ON 
THE  MARKET 

fOR  Cl.e*HIH<l 
AHO  POLISHING 

/>IL  KIO  CM* 
0R  SMOOTH 


ROBTBAISTI!N*CO 


(W>R, 

Buckskin  £* 

MANufAcrwjuo  Bt 

OBT  RALSTON&G. 

HI. TON,  OhT. 


Our  Travellers  are  on  their  Way 


They  will  soon  be  calling  on 
you,  with  samples  of  the  Ralston 
Line  of  Shoe  Dressings,  the 
line  that  all  dealers  sell  and 
all  customers   buy.  Ralston 


Dressings  fill  every  need  of 
polishes  and  dressings  for  ail 
summer  shoes.  Watch  for  our 
salesman  and  place  your  order 
early  with  him. 


Slippers 

We  are  now  accept- 
ing orders  for  Fall 
Deliveries  of  our  Felt 
Boudoir  Slippers  in 
all  colors,  roll  top, 
plain  ribbon  trimm- 
ing. Also  Juliets, 
hard  and  soft  soles. 


Complete  Range  of 
Shoe  Findings 


Spats 


Our  line  of  spats  and 
overgaiters  for  men, 
women  and  children 
is  more  complete 
than  ever  for  next 
Fall  delivery. 


ROBT.  RALSTON  £&  CO.,  Limited 


HAMILTON 


ONTARIO 
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The  Vogue  for  Spring 


Putting  such  refined  snappiness  into  a  comfortable  low 
heeled  Pump  as  we  have  done  in  originating  this  new  model 
is  a  splendid  example  of  good  shoemaking,  that  provides  the 
dealer  with  a  shoe  ideally  adapted  to  the  demands  of  Spring 
and  Summer  Trade. 

The  well  formed  toe  and  vamp  are  features  of  the  very  beau- 
tiful last,  while  the  suede  quarter  overlay,  suede  vamp  bind- 
ing and  strap  add  attractiveness  to  the  patent  leather 
creation. 

When  buying  new  lines  for  Spring  you  will  find  that  this 
and  the  many  other  samples  in  our  range  will  solve  ALL 
problems  both  as  to  styles  and  value. 


DUFRESNE  &  LOCKE,  LIMITED 

MONTREAL  QUE. 
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One  of  Our  New  Models  In 
Fine  "Sno-wite"  Footwear 

The  daintiness  that  makes  White  Canvas  Footwear  so  attrac- 
tive, and  the  comfort  and  service  that  make  it  so  popular,  are 
striking  features  of  this  new  Kingsbury  Creation. 

Well  made,  of  highest  grade  materials,  two  button,  with  white 
kid  strap  and  white  kid  inlay  in  quarter,  edges  bound  with 
braid,  toe  cap  bound  with  cord. 

Dealers  should  arrange  to  see  our  complete  range  of  new  styles 
in  white  goods  without  delay.  It  is  outstanding  from  every 
standpoint— style,  extensiveness  of  selection,  and  value. 

KINGSBURY  FOOTWEAR  CO., 

Limited 

MONTREAL 


bflllllllllHllllHIIHIIIIIillllHlllllllllllllll^ 
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Serve  with  Sisman 


Sisman  Staples 

For  Outdoor  Wear 
with  Inside  Comfort 

Wholesale  Only 

The  T.  Sisman  Shoe  Company 

Limited 

Head  Office,  Aurora       Branch,  Newmarket 
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Toronto,  January  15th,  1923 


Shoe  and  Leather  J 


ourna 
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Fuhlish&d  Twice  <z  Months 


$1.50  a  Year  Single  Copies  15c.  Outside  Canada.  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only_  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  open  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 


And  Now  For  Business 


The  tumult  and  the  shouting  have  ceased,  and  the  shoe  trade  may  now  settle  down  to  the 
business  of  selling  the  public  its  shoes  for  the  coming  year. 

The  gatherings  at  Montreal  and  Chicago  have  practically  settled  the  question  of  there  be- 
ing anything  radically  new  on  the  offing,  and  thenceforth  it  ought  to  be  comparatively  safe  sail- 
ing for  both  manufacturer  and  retailer. 

As  the  SHOE  AND  LEATHER  JOURNAL  predicted  at  the  first  of  the  year,  anything 
in  the  shape  of  a  pretty  shoe  will  sell  provided  it  is  not  altogether  a  back  number.  This  will  be 
a  comfort  to  those  who  have  lines  in  stock  or  on  order  concerning  which  they  have  had  fears. 

Both  oxfords  and  straps  in  women's  shoes  will  sell  well,  provided  they  are  not  too  plain  or 
too  fantastic  in  design.  As  one  large  dealer  put  it,  "a  safe  game  will  be  to  provide  a  limited  num- 
ber of  novelties,  and  push  like  'Sam  Hill'  on  regular  lines." 

PUSH  should  be  the  word  from  now  on.  It  may  be  taken  for  granted  that,  with  the  com- 
petition there  is  at  present  in  business,  both  with  regard  to  the  number  of  stores  and  the  slashing 
of  prices,  it  is  going  to  be  a  good  sized  man's  job  to  make  a  profit  in  retailing  shoes. 

The  hit  or  miss  fellows  are  going  to  have  their  troubles  this  year  even  if  they  manage  to 
escape  the  first  three  months  of  "watchful  waiting",  but  to  the  man  who  keeps  his  eye  on  the  hor- 
izon and  takes  a  firm  hold  on  the  tiller,  the  going  will  not  be  bad. 

There  is  every  reason  for  believing  that  as  soon  as  winter  is  over  people  will  begin  to  buy 
shoes  with  better  spirit  and  more  confidence.  This  is  especially  true  of  general  trade,  and  is 
backed  by  the  knowledge  that  for  two  or  three  seasons  past  most  of  the  buying  has  been  "frenzied." 

The  retailer  should  keep  clear  of  extremes.  One  of  the  largest  shoe  buyers  on  this  contin- 
ent stated  recently  that  he  had  every  confidence  in  good  every  day  merchantable  shoes  as  volume 
and  profit  makers,  and  was  only  buying  enough  selected  novelties  to  keep  up  appearances. 

Careful  buying  and  aggressive  selling  should  be  the  watchword  for  1923. 
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A  Dangerous  JVLan 

By  Dr.  Frank  Crane 

There  is  a  young  man  in  this  town  to  whom  something  ought  to  be  done. 
He  seems  to  be  going  from  bad  to  worse. 

We  can  see  his  finish.  Some  day,  he  will  become  a  Capitalist,  one  of  those  parasites  that 
live  on  the  labors  of  the  poor. 

Worse,  he  will  be  Bourgeois.  He  has  no  sympathy  with  the  downtrodden  masses.  He 
is  too  occupied  attending  to  his  own  business. 

Instead  of  helping  to  reform  the  world  he  is  busy  reforming  himself. 

He  is  working  in  a  shop  and  doing  his  best  to  injure  his  fellow  workers,because  he  is  always 
on  hand  before  he  is  expected,  does  more  than  he  is  paid  for  doing,  and  works  after  hours  to  help 
his  cruel  employer  along. 

He  has  no  class  consciousness.  He  does  not  feel  the  proletariat.  The  fool  thinks  not 
only  that  he  is  as  good  as  anybody  else,  but  that  anybody  else  is  as  good  as  he. 

He  thinks  all  men  are  fair. 

He  is  all  wrong,  because  he  does  not  think  he  is  oppressed.  He  actually  thinks  this  is  a 
pretty  good  world,  and  anybody  can  get  along  if  he  will  play  the  game  according  to  the  rules. 

He  is  so  benighted  that  he  considers  all  this  talk  of  Capital  and  Labor,  with  a  big  C  and  a 
big  L,  is  bunk.  He  says  he  is  a  Capitalist  because  he  has  $400.00  in  Bonds,  and  he  expects 
to  be  a  Laborer  as  long  as  he  lives. 

In  fact,  the  more  Capital  he  gets  the  more  he  expects  to  Work,  because  Work  is  fun. 
The  idiot  likes  it. 

He  is  pounding  away  every  day  at  improving  himself.  He  is  not  satisfied  with  having 
graduated  from  College,  but  is  going  on  with  his  studies.  He  even  talks  about  them  when  he 
goes  to  see  his  girl. 

She  is  as  Bourgeois  as  he,  interested  in  minding  her  own  business  and  doing  her  best,  and 
they  will  probably  have  a  number  of  children,  and  thus   add  to  the  ranks  of  the  Dangerous 

Classes. 

He  likes  the  accursed  Wage  System,  and  says  all  that  is  the  matter  with  it  is  that  he  wants 

more  wages. 

He  is  considered  by  some  to  be  a  poor  fish,  as  he  will  not  play  poker  for  money,  nor  bet 
on  the  races,  nor  join  the  boys  in  the  back  room  over  a  bottle.    The  reason  he  gives  for  this 

is  irritating.    He  says  he  doesn't  like  it! 

He  is  probably  going  to  grow  up  to  be  a  Church  Member,  to  own  a  lot  of  property,  to  be 
an  Employer  of  Labor,  and  thus  a  menace  to  progress. 

Instead  of  Agitating  he  is  Producing. 

Instead  of  remaking  the  world  he  is  trying  to  make  good. 
He  is  actually  cheerful  and  good  natured. 

Why  not  take  him  out  and  hang  him  now  and  be  done  with  it? 
They  manage  these  things  better  in  Russia. 
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The  Results  of  the  Convention 


THOSE  who  attended  the  Montreal  Shoe  Trade  Congress,  for  it  was  more  than 
an  ordinary  Convention,  are  unanimously  of  the  opinion  that  it  was  the  lar- 
gest, best  and  most  effective  gathering  of  the  shoe  trade  yet  held  in  Canada. 

Perhaps  the  most  outstanding  achievement  of  the  individual  and  joint  confer- 
ences was  the  establishment  of  greater  confidence,  not  only  between  the  various 
sections  of  the  industry  as  well  as  individual  members,  but  on  the  immediate  future 
of  the  shoe  industry. 

For  a  considerable  time  past  there  has  been  present  a  feeling  of  uncertainty  al- 
most amounting  to  fear  with  regard  to  the  outlook,  which  has  practically  paralyzed 
business.  The  spirit  of  optimism  that  developed  at  Montreal  was  one  of  the  most 
encouraging  indications  that  have  appeared  for  some  months. 

The  atmosphere  has  cleared  as  far  as  the  style  problem  is  concerned,  and  re- 
tailers as  well  as  manufacturers  realize  that  they  are  no  longer  making  doubtful  guesses 
as  to  what  is  going  to  sell  for  Spring.  The  conviction  that  stability  has  to  some  ex- 
tent been  reached,  and  that  shoes  in  retailers  hands  as  well  as  those  in  process  of  man- 
ufacture, are  all  practically  saleable  has  encouraged  dealers  to  go  back  to  their  work 
with  the  feeling  that  they  have  some  chance  to  maintain  or  increase  their  turnovers. 

The  co-operation  of  manufacturers,  wholesalers  and  retailers  in  the  elimination 
or  amelioration  at  least  of  certain  trade  evils  gives  promise  of  better  things  in  all  sec- 
tions of  the  industry.  Standardization  of  cartons,  the  reduction  of  freight  and  in- 
surance tariffs  and  the  handling  of  subjects  such  as  style  changes,  costs,  fake  sales, 
"scallawag"  dealers  etc.,  is  bound  to  develop  not  only  better  relationships,  but  more 
profitable  operation  for  all  in  the  business. 

The  Congress  has  afforded  a  complete  demonstration  of  the  fact  that  it  pays 
to  get  together,  even  if  the  varied  viewpoints  and  interests  may  not  always  be  al- 
together reconciled. 

And  now  for  business.  Let  every  manufacturer,  wholesaler,  traveller  and  re- 
tailer tackle  the  problem  of  putting  the  full  complement  of  our  factories  upon  the 
feet  of  the  Canadian  people.  With  everybody  conscientiously  putting  forth  his  best 
effort,  we  ought  to  raise  the  present  production  of  two  pairs  of  shoes  per  capita  of 
our  population  to  at  least  three  per  annum. 
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amounting  $270,000,000,  an  increase  of  $27,000,000 
over  the  previous  year,  which  means  that  our  farmers 
have  been  increasing  their  business  and  this  eventually 
should  help  the  regular  trade  of  the  country.  The 
outlook  at  the  present  time  is  for  improved  business, 
but  no  great  trade  boom  can  be  expected,  without  a 
return  or  a  much  greater  expansion  of  our  foreign  trade 
and  this  unfortunately  cannot  be  expected  until  world 
conditions   become   more  settled. 

There  is  one  disquieting  feature,  however,  and 
that  is  that  our  national  debt  is  too  large  and  by  latest 
government  reports  has  increased  over  $40,000,000 
this  year.  There  is  only  one  way  to  offset  this  and  that 
is  to  attract  and  influence  immigration  to  Canada.  Un- 
less our  population  increases  more  rapidly  we  cannot 
expect  to  feel  any  freedom  from  taxation,  and  too 
much  taxation  is  hurtful  to  business  and  industry. 

While  on  the  subject  of  taxation  I  might  say  that 
since  our  last  Convention  the  Sales  Tax  has  been  in- 
creased to  43^2  per  cent,  on  home  products  and  to  6 
per  cent,  on  imports. 

This  form  of  taxation  (while  it  has  its  objections) 
is  a  great  improvement  over  the  Luxury  Tax  which 
was  such  a  worry  and  annoyance  to  the  trade.  For 
many  years  to  come  we  may  expect  to  be  heavily  tax- 
ed but  our  association  should  join  with  all  other  busi- 
ness interests  and  urge,  that  the  government  adopt 
entirely,  concealed  taxation,  even  if  the  Sales  Tax  has 
to  be  increased;  any  other  form  has  the  effect  of  antag- 
onizing the  tax  payer  and  should  be  avoided. 

Labor,  is  another  serious  problem  that  we  have 
to  face,  and  is  one  of  the  big  factors  in  the  cost  of  liv- 
ing. We  cannot  look  for  much  cheaper  shoes  as  long 
as  labor  costs  maintain  their  high  level.  There  is  only 
one  to  offset  this,  and  that  is  in  improved  machinery 
more  efficiency,  and  increased  time  for  work  or  larger 
output   per   man   and  machine. 

It  is  encouraging  to  note  the  close  relations  that 
are  now  existing  between  all  branches  of  our  trade. 
It  is  only  a  few  years  ago  that  the  retailer  was  prac- 
tically alienated  from  the  manufacturer,  but  this  con- 
dition has  disappeared,  and  to-day  we  are  on  the  closest 
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National  Shoe 
Retailers  Association 


Fourth  Annual  Convention. 
Large  and  Representative 
Gathering-Successful  Busi- 
ness Gathering--Important 
Resolutions  Passed. 


THE  fourth  regular  assembly  of  the  National  Shoe 
Retailers'  Association  of  Canada  was  called  to 
order  by  President  Stephens  at  10  o'clock  on  Wed- 
nesday January  17th  in  the  Banquet  Hall  of  the  Mount 
Royal  Hotel,  there  being  present  about  fifty  delegates. 
On  account  of  the  shoe  displays,  it  was  somewhat  diffi- 
cult to  get  all  the  members  at  the  first  session,  but  as 
the  morning  progressed,  the  room  gradually  filled. 
President  Stephens  in  his  address  said: 
In  presenting  to  you  my  report  covering  the  period 
of  the  last  eighteen  months,  it  gives  me  pleasure  to  say 
that  we  are  now  approaching  a  brighter  business  out- 
look than  we  have  had  for  the  past  four  years. 

You  are  all  still  familiar  with  the  terrible  rise  of 
prices  in  1919  and  the  sudden  drop  in  1921  and  1922 
and  it  has  been  a  hard  time  for  the  Retail  Shoe  Dealer, 
to  say  nothing  about  the  other  branches  of  the  trade. 

When  we  look  back  upon  those  days  it  seems  like 
a  "night-mare"  and  we  wonder  how  we  ever  worried 
through,  but  now  that  it  is  about  over  we  are  looking 
forward  with  every  prospect  for  good  times  immed- 
iately ahead. 

Canada,  this  great  country  of  ours,  is  gradually 
coming  out  of  the  depression  and  some  figures  in  this 
regard    may    be  interesting. 

For  the  seven  months  of  1922  up  to  October  31st. 
the  value  of  our  foreign  trade  was  $921,700,000,  being 
an   increase  of  $6/,7?X),OO0,  over  the  previous  year. 

One  of  the  most  cheering  features  of  this  increase 
has    been    the   large   export   of  agricultural  produce, 
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and  most  friendly  terms  with  each  other.  This  has 
meant  a  great  deal  in  the  development  of  our  industry 
and  is  largely   traceable   to   association  work. 

Although  some  of  our  dealers  will  perhaps  be  loath 
to  credit  it,  the  fact  remains  nevertheless,  that  our 
association  has  been  responsible  for  a  great  many  re- 
forms which  have  been  enacted  and  which  have  been 
of  benefit  to  the  shoe  dealer.    I  will  not  enlarge  on  these 


President  Stephens  calls  the  Retailers  to  order. 

here  as  this  is  a  matter  which  our  Secretary  will  go 
into  more  fully.  But  I  wish  to  say  without  hesitation, 
that  without  the  National  Shoe  Retailers'  Association 
the  retail  shoe  business  of  this  country  would  not  be 
enjoying  some  of  the  benefits  it  is  to-day. 

My  advice  to  the  trade  at  the  present  time  is  to 
be  cautious.  Buy  carefully  and  sparingly.  Keep  your 
stocks  down  to  the  lowest  possible  point.  This  is  not 
only  my  advice,  but  is  also  that  of  the  largest  busi- 
ness interests  in  the  Dominion.  There  is  only  one 
way — as  I  see  it — in  which  shoe  stocks  can  be  main- 
tained at  the  lowest  point  and  that  is  by  the  elimination 
of  the  style  craze  which  has  been  for  the  last  three  years, 
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gradually  ruining  the  shoe  business  of  this  continent. 
If  style  shows  and  mid-season  and  post-season  styles 
were  exterminated,  it  would  not  be  long  before  the  shoe 
business   would   right  itself. 

Now  a  word  about  Co-operation.  This  is  some- 
thing that  should  be  taken  up  in  every  city,  town,  and 
village  in  Canada.  Organize  local  associations,  get 
together,  and  talk  over  your  troubles  with  each  other. 
You  will  soon  find  that  the  man  you  thought  was  your 
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enemy  is  your  friend  Above  all  things  do  not  knock 
your  competitor.  If  a  customer  speaks  unkindly  of 
him  do  not  agree  with  the  customer.  Remember  your 
opposition  is  a  human  being  like  yourself  and  you  prob- 
ably have  as  many  faults  as  he  has.  There  is  too  much 
"back  biting"  amongst  the  trade  in  all  cities  and  towns 
and  this  can  be  entirely  eliminated  by  getting  together 
and  forming  local  associations.  My  advice  to  you  is 
to  try  it  and  you  will  be  convinced  how  it  will  help  you 


Howard  Blachford  comes  from  triumphs  in  Chicago  to  new  ones 
in  Montreal 

in  dozens  of  different  ways  and  the  very  men  you  were 
perhaps  not  acquainted  with  at  all,  you  will  be  calling 
by  their  first  names  before  any  time  and  telling  them 
your  troubles.  Try  it  and  you  will  see  I  am  right.  Now 
let  us  look  forward  with  optimism  to  the  business  that 
is  ahead.  Be  a  booster.  Talk  good  business.  Show 
by  your  manner  and  actions  that  you  believe  times 
are  gradually  getting  better,  and  beyond  all  this  be 
loyal  to  your  Country  and  also  to  the  shoes  which  are 
manufactured  in  your  Country.  We  should  be  very 
proud  -ndeed  of  the  efforts  which  our  manufacturers 
are  putting  forth,  and  if  we  give  them  all  the  encourage- 
ment they  deserve,  we  will,  before  very  long,  be  market- 
ing the  best  made  shoes  in  the  world.  I  say  this  in 
all  earnestness  after  having  first  seen  the  samples  of 


the  shoes  manufactured  by  the  Country  to  the  South 
of  us,  which  were  on  display  at  Chicago.  We  have 
nothing  to  be  ashamed  of  and  every  retailer  in  Canada 
should  be  a  booster  for  the  shoes  which  our  industry 
is  now  producing. 

It  is  most  gratifying  to  know  that  fully  ninety 
per  cent,  of  the  shoe  stocks  in  this  Country  to-day  are 
made  in  Canada  and  as  long  as  our  factories  turn  out 
such  satisfactory  footwear  let  us  support  them;  thus 
keeping  our  money  in  the  Country,  keeping  our  working 
men  employed  and  keeping  the  wheels  of  the  industry 
turning. 

In  closing  I  wish  to  thank  the  National  Shoe  Re- 
tailers' Association  of  Canada  and  all  its  members  for 
the  loyal  support  which  I  have  received  during  my 
term  of  office.  I  have  given  my  time  and  energy  freely 
and  if  I  and  the  members  of  the  executive  have  not  done 
all  that  was  expected  of  us,  is  was  because  our  business 
would  not  allow  it.  We  have  accomplished  a  few  things 
and  I  feel  as  time  goes  on  that  we  will  be  a  power  in  the 
future   shoe   business  of  this   great  Dominion. 

The  Secretary's  Report  and  that  of  the  Treasurer, 
backed  up  the  claims  of  the  President,  the  latter  show- 
ing a  surplus  in  all  of  about  $1,600.00  on  hand  to  be- 
gin next  year's  operations. 
Fire  Insurance  Problems 

The  first  address  on  the  programme  was  that  given 
by  Mr.  James  McCrudden,  of  Montreal,  on  "What 
the  Retail  Shoe  Merchant  should  know  about  Fire 
Insurance." 

As  the  most  interesting  problem  I  find  in  my  many 
appraisals  of  fire  losses  is  the  ignorance  of  many  mer- 
chants of  the  conditions  of  the  80%  Co-Insurance  Clause 
under  which  they  were  insured,  I  have,  taken  Co-In- 
surance as  the  basis  of  my  address.  Through  the  kind- 
ness of  Colonel  Morris,  I  was  supplied  with  a  prize 
essay  by  Mr.  Arch,  bald  Reid,  of  the  Yorkshire  Insurance 
Company,  on  this  subject  in  the  competition  instituted 
by  the  Fire  Insurance  Association  in  1918-19,  which 
covers  the  whole  ground,  and  I  think  will  be  to  the  in- 
terest of  my  confreres  in  the  shoe  business  to  know. 

When  we  consider  the  vast  amount  of  fire  insurance 
business  done  in  this  country,  and  count  up  the  thous- 
ands of  fire  insurance  policies  which  are  annually  placed 
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in  the  hands  of  property  owners  and  merchants,  when 
we  consider  the  value  of  these  contracts  on  the  strength 
of  which  unfortunate  people  who  surfer  from  fire  losses 
are  annually  indemnified  for  an  average  sum  of  over 
twenty  millions  of  dollars,  and  when  we  consider  how 
important  a  matter  it  is  to  each  individual  to  have  his 
property  and  goods  insured  against  loss  by  fire  by  some 
such  contract  of  insurance  it  is  surprising  to  find  how 
few  people  give  a  proper  attention  to  the  terms  of  the 
policy  of  insurance  which  such  an  important  document 
deserves. 

Many  merchants  and  insurers  who  fully  recognize 
the  necessity  of  insurance  and  appreciate  the  security 
which  such  insurance  affords  are  nevertheless  astonish- 
ingly ignorant  of  the  exact  terms  and  conditions  which 
govern  their  policies.  It  is  true  that  the  reading  of  an 
insurance  policy  is  less  attractive  than  the  morning 
newspaper.  The  small  print  and  legal  formulae  of 
an  insurance  contract  repel  the  eye  of  the  indifferent 
insurer.  The  friendly  agent's  word  that  everything  is 
all  right  is  thankfully  accepted,  and  the  document  is 
deposited  in  the  safe  after  merely  a  casual  perusal  or 
perhaps  entirely  unread. 

Insurance  agents  are  in  this  way  forced  into  a  posi- 
tion of  trust  and  responsibility  which  is  by  no  means 
desirable  by  either  the  agent  or  the  insurer.  While 
most  agents  accept  the  position  and  fulfill  worthily 
their  duty  to  the  assured,  there  has  been  in  recent  years 
a  growing  number  of  agents  who  are  neither  careful  enough 
-  nor  capable  enough  to  act  in  such  a  position.  There 
are  agents  canvassing  insurance  who  have  had  no  train- 
ing in  the  business  and  who  are  scarcely  instructed  in 
the  rudimental  ideas  of  insurance  policy  writing  or  of 
any  other  subject  in  connection  with  the  business  of  fire 
insurance  or  fire  prevention.  This  is  what  makes  the 
unread  policy  a  dangerous  thing.  The  badly  written 
policy  of  insurance  is  the  cause  of  many  a  disputed 
loss  adjustment.  The  agent's  incompetence  is  often 
the  source  of  a  lawsuit. 

The  employment  of  untrained  insurance  agents 
has  a  further  pernicious  influence.  When  such  an 
agent  is  questioned  upon  insurance  matters,  as  he  is 
quite  likely  to  be  by  business  men  astute  in  their  own 


lines,  who  naturally  wish  to  know  what  they  are  receiv- 
ing in  return  for  their  premiums,  the  erroneous  explan- 
ations given  by  the  amateur  agent  and  the  misconcep- 
tions thus  disseminated  are  a  discredit  to  what  should 
be  the  honourable  profession  of  the  fire  insurance  agent. 

Perhaps  no  portion  of  the  fire  insurance  contract 
has  been  subject  to  so  much  popular  misunderstanding 
as  the  Co-Insurance  Clause.  The  incorporation  of  a 
Co-Insurance  Clause  in  a  policy  permits  he  insurance 
company  to  grant  a  lower  rate  of  insurance  and  natur- 
ally shrewd  business  men  in  a  question  of  cash  outlay 
wish  to  know  the  why  and  wherefore  of  the  reduced  rate. 
A  fifteen  or  twenty  per  cent,  cash  discount  is  not  given 
in  business  for  nothing  and  a  proper  knowledge  of  this 
clause  is  a  prime  necessity  of  every  insurance  agent, 
so  that  he  may  be  able  to  clearly  and  correctly  explain 
to  his  client  just  what  a  Co-Insurance  Clause  is,  why  it 
is  the  means  of  reducing  the  rate  and  how  it  acts  in  the 
interests  of  both  parties.  Probably  more  than  half 
of  the  total  number  of  fire  insurance  policies  issued  con- 
tain a  Co-Insurance  Clause,  yet  so  variable  has  been  the 
public  understanding  of  it,  so  frequently  has  it  been 
misinterpreted  with  consequent  loss  to  the  assured,  that 
it  has  been  singled  out  for  special  legislation  by  some 
provincial  governments,  and  policies  having  a  Co-Insur- 
ance Clause  in  them  must  bear  across  their  face  consp- 
icuously in  red  ink  "This  policy  contains  a  Co-Insurance 
Clause". 

Here  is  the  Co-Insurance  Clause  usually  found  in 
a  fire    insurance  policy: 

"It  is  part  of  the  consideration  of  this  Policy,  and 
the  basis  upon  which  the  rate  of  premium  is  fixed,  that 
the  Assured  shall  maintain  insurance  concurrent  in 
form  with  this  policy,  on  each  and  every  item  of  the 
property  hereby  insured,  to  the  extent  of  at  least  80% 
of  the  actual  cash  value  thereof,  and  that  failing  so  to 
do,  the  insured  shall  be  a  Co-Insurer  to  the  extent  of  an 
amount  sufficient  to  make  the  aggregate  insurance  equal 
to  eighty  per  cent,  of  the  actual  cash  value  of  each  and 
every  item  of  the  property  insured,  and,  in  that  cap- 
acity, shal  bear  his,  her,  or  their  proportion  of  any 
loss  that  may  occur." 

The  first  part  of  the  clause  is  fairly  simple.  The 
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Insurance  Company  reduces  the  premium  on  a  certain 
condition,  which  is  that  the  Assured  will  insure  this 
property  to  at  least  eighty  per  cent,  of  its  value.  That 
is  not  difficult  to  understand,  and  if  the  assured  lives 
up  to  the  letter  of  his  agreement  no  trouble  can  ensue, 
but  if  he  does  not  there  may  be  trouble.  A  violated 
agreement  usually  does  make  trouble  anyway,  and  the 
fault  is  entirely  his  who  violates  his  agreement.  In 
lire  insurance,  however,  this  agreement  by  the  assured 
is  frequently  broken  and  insufficient  insurance  is  carried, 
resulting  in  a  loss  to  the  insurance  companies  of  a  large 
amount  of  premiums,  which  they  should  receive  year 
after  year.  It  is  only  in  the  event  of  a  fire  damage  that 
the  assured  may  find  out  the  error  of  his  ways,  and 
even  then  if  the  fire  loss  is  total  or  more  than  80  per 
cent,  the  Co-Insurance  Clause  does  not  effect  the  settle- 
ment of  an  insurance.  Only  in  the  event  of  a  partial 
loss  does  the  insurer  reap  the  sad  reward  of  non-fulfill- 
ment of  the  Co-Insurance  Clause.  It  is  sad  when  a  man 
has  a  fire  and  does  not  get  all  the  insurance  money  he 
expects,  but  in  this  case  it  is  just.  Nothing  could  be 
more  logical  or  equitable  than  the  penalty  expressed 
in  the  second  half  of  the  Co-Insurance  Clause,  which  after 
stating  that  the  premium  was  fixed  on  consideration 
that  the  Assured  would  keep  insurance  to  at  least  80 
per  cent,  of  the  value,  continues,  and  that  failing  so 
to  do  the  assured  shall  be  a  Co-Insurer  to  the  extent  of 
an  amount  sufficient  to  make  the  aggregate  insurance 
equal  to  80  per  cent,  of  the  actual  cash  value  and  in  that 
capacity,  shall  bear  his  proportion  of  any  loss  that  may 
occur.    An  example  will  best  illustrate  the  meaning. 

If  Brown  owns  a  house  valued  at  $10,000.  and  in- 
sures it  in  a  policy  containing  an  80  per  cent. Co-Insurance 
Clause  for  a  sum  of  $6,000.  only,  he  will  have  failed  to 
comply  with  the  clause  to  an  extent  of  the  $2,000.  nec- 
essary to  give  him  the  insurance  of  $8,000.  required  to 
make  80  per  cent,  of  the  value.    Incidentally  Brown 


has  saved  or  appropriated  the  premium  on  that  $2,000 
deficit  of  insurance  which  he  agreed  to  keep  but  did  not, 
and  in  the  application  of  this  clause  to  the  adjustment 
of  a  partial  loss  of  say  $400.00  Brown  is  assumed  to  have 
paid  that  premium  to  himself  issued  a  policy  for  $2,000 
for  himself  as  it  were,  and  made  himself  of  Co-Insurer 
with  the  Company  to  the  extent  of  $2,000. 

The  $400  loss  would  therefore  be  apportioned  be- 
tween the  insurers,  the  insurance  company  paying 
six  parts  to  the  assured's  two  parts.  The  insurance 
company  in  that  case  would  pay  only  $300  of  the  $400 
loss,  the  assured  making  good  the  other  $100  bearing 
in  his  capacity  as  Co-Insurer  his  proportion  of  the 
damage. 

The  wisdom  of  a  Solomon  could  not  render  a  better 
judgment  than  is  here  applied.  The  penalty  which 
is  borne  by  the  under  insurer  is  exactly  proportionate 
to  the  extent  he  is  under-insured.  Stated  in  other  words 
the  80  per  cent.  Co-Insurance  Clause  resolves  itself  into 
this,  that  the  Companies  will  only  pay  that  proportion 
of  the  loss,  which  the  amount  of  the  companies'  policies 
bear  to  80  per  cent,  of  the  value  of  the  goods  insured. 

The  reason  that  is  behind  the  insurance  company's 
attitude  to  the  Co-Insurance  Clause  is  not  difficult  to 
find  or  to  understand.  It  is  not  as  some  people  have 
hastily  concluded  to  avoid  the  payment  of  all  the  assured's 
loss,  for  this  only  happens  by  the  fault  of  the  assured 
but  to  persuade  the  insured  to  protect  his  property  for 
an   amount  consistent  with  its  value. 

The  experience  of  insurance  companies  has  shown 
that  many  insurers  insured  only  to  a  small  percentage 
of  the  value  of  their  property.  These  people  argued 
that  their  property  was  not  likely  to  suffer  more  than 
say  50  per  cent,  loss,  and  they  only  insured  it  for  50 
per  cent,  of  its  value.  It  is  needless  to  point  out  the 
fallacy  of  their  argument  since  when  a  fire  once  starts 
it  is  not  careful  to  limit  itself  to  the  views  of  the  owner. 
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Fire  is  rather  an  unreasoning  thing  and  the  only  pro- 
tection against  it  is  ample  insurance.  Total  losses 
of  first  class  buildings  are  not  infrequent.  There  is, 
however,  another  reason  which  is  of  great  considera- 
tion to  the  insurance  company  in  advocating  the  Co- 
Insurance  Clause.  When  an  insurance  company  accepts 
an  insurance  which  is  only  for  $1,000  on  a  value  of  $5,000 
it  has  many  more  chances  of  losing  all  of  that  $1,000 
than  it  would  have  of  losing  all  of  $4,000  if  the  property 
were  insured  for  that  higher  amount,  and  it  is  therefore  to 
the  advantage  of  the  insurance  company  as  well  as  to 
the  assured  that  the  property  be  adequately  covered 
by  insurance.  Small  insurances  in  relation  to  value 
result  in  the  insurance  companies  paying  losses  of  the 
full  amount  of  their  policies  for  fires  which  only  cause 
a  small  damage  to  the  risk  insured  This  is  manifestly 
unfair.  It  was  the  prevalence  of  this  state  of  affairs 
in  earlie  years  when  partial  fire  losses  usually  meant 
the  payment  of  the  full  amount  of  the  insurance  policy, 
which  brought  the  insurance  companies  to  the  necessity 
of  adopting  some  means  to  combat  an  evil,  which  in- 
directly but  finally  reacted  on  the  insured  by  making 
higher  rates  of  insurance,  and  the  introduction  of  the 
Co-Insurance  Clause  with  a  relative  decrease  in  rates  re- 
sulted 

A  clearer  knowledge  of  this  clause  by  al!  insurers, 
and  a  complete  and  comprehensive  understanding  of 
all  its  workings  by  every  agent  and  official  would  do 
much  to  lessen  the  prevalent  misconceived  idea  that 
the  public  has,  and  which  has  been  so  vastly  injurious 
to  the  constructive  work  of  insurance  companies  in 
general.  Insurance  companie;  are  operating  a  necessary 
business  fabric  which  is  woven  so  largely  on  the  machinery 
of  credit.  The  many  investigations  of  insurance  prac- 
tice in  this  country  and  in  the  United  States  of  America 
have  all  resulted  in  findings  which  recognized  the  in- 
dispensable character  of  insurance  in   the  stabilizing 


Mr.  F.  W.  McCrudden 

of  both  individual  and  national  credits.  It  should 
therefore  be  the  aim  and  effort  of  everyone  connected 
with  the  business  of  insurance  to  be  thoroughly  acquain- 
ted with  its  principles,  to  know  of  what  he  is  speaking 
and  to  aid  in  dispersing  the  misunderstandings  that  are 
all  too  common,  and  especially  in  regard  to  this  much 
maligned  Co-Insurance  Clause,  which  has  only  to  be  ex- 
plained to  be  recognized  as  a  valuable  instrument  in 
the  protection  of  insurer  and  insured. 

Now,  gentlemen,  when  you  have  a  fire  and  the 
adjuster  or  appraiser  comes  in  don't  treat  him  as  if  he 
were  going  to  rob  you,  but  open  up  and  give  all  the  ass- 
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'stance  you  can,  'Put  your  cards  on  the  table',  and  if 
you  do  I  can  assure  you  the  result  will  be  more  satis- 
factory to  yourself,  for  from,  my  experience  of  twenty 
odd  years  the  companies  are  always  willing  the  appraiser 
should  g  ve  the  benefit  of  the  doubt  to  the  assured. 
I  find  that  the  assured  can  usually  save  considerable 
by  salvaging  his  stock  before  the  arrival  of  the  adjuster, 
such  as  removing  his  shoes  from  wet  cartons,  and  look- 
ing after  his  goods  generally,  the  same  as  if  he  had  no 
insurance,  and  believe  me  when  we  find  that  that  has 
been  done,  we  take  it  into  consideration. 

Finally,  gentlemen,  in  conclusion  The  Crux  of  the 
whole   matter  is   keep  fully  insured." 

At  the  conclusion  of  Mr.  McCrudden's  address, 
there  was  a  discussion  on  the  subject  as  to  whether  a 
retailer  would  be  covered  on  improvements  made  to 
his  interior,  windows,  etc.  Mr.  McCrudden  said  he  would 
prepare  a  wording  which  would  appear  in  the  Shoe 
and  Leather  Journal.  We  append  it  as  follows 
Wording  of  Stock  and  Fixtures 

On  General  office  and  store  furniture  and  fixtures 
of  every  description,  including  safe,  desks,  chairs,  stools, 
floor  coverings,  counters,  shelving,  showcases,  wood 
and  glass  partitions,  mirrors  and  their  frames,  cash 
register,  electric  fans,  window  fixtures,  awnings,  sings 
(inside  arid  outside  or  attached  to  building)  and  all  other 
fixtures  and  furniture,  and  window  trimmings,  the 
property  of  the  assured. 

On  stock  consisting  principally  of  boots,  shoes, 
rubbers,  and  findings  and  such  other  goods  as  are  us- 
ually kept  for  sale  in  a  retail  boot  and  shoe  store,  his 
own,  held  in  trust  or  on  commission,  or  sold  but  not 
delivered  and  for  which  he  may  be  held  responsible, 
including  boots  and  shoes  left  by  customers  for  repairs. 

PERMISSION  granted  for  other  concurrent  in- 
surance; to  make  ordinary  alterations  and  repairs 
for  a  period  not  to  exceed  fifteen  (15)  days  at  any  one 
time;  to  work  overtime  and  on  Sundays  and  holidays; 
to  remain  unoccupied  for  a  period  not  to  exceed  thirty 
(30)  days  at  any  one  time  without  notice  to  and  the 
consent  of  this  Company  in  writing;  and  to  use  such 
materials  and  supplies  (excluding  benzine  or  similar 
volatile)  as  are  necessary  for  the  proper  conduct  of  the 
business  carried  on. 

Subject  to  the  Lightning  Clause  hereto  attached. 
SHOE  LEATHERS  AND  DISTINGUISHING  THEM 

The  next  speaker,  Mr.  Arthur  Bonisteel,  of  the 
Collis  leather  Company,  Aurora,  was  unavoidably 
absent,  but  had  forwarded  his  paper  to  be  read  to  the 
Meeting.  Mr.  James  W.  Jupp  then  presented  the  paper 
as  follows: 

When  your  Secretary  asked  me  to  address  you 
on  the  Subject  of,  "Shoe  Leathers,  Their  Relative  Mer- 
its, and  How  to  Distinguish  Them"  I  felt  somewhat 
dubious  about  accepting  the  invitation.  While  nat- 
urally anxious  to  do  anything  which  lies  in  my  power 
to  assist  the  Shoe  Trade,  the  subject  is  obviously  so 
extensive  that  it  would  tax  the  powers  of  any  one  in- 
dividual to  cover  the  subject  thoroughly,  particularly 
as  the  time  allowed  for  each  of  the  various  speakers 
is  only  half  an  hour.  For  instance,  if  I  were  to  deal 
only  with  the  most  important  classes  of  upper  leather 
it  would  be  necessary  to  touch  on,  calf,  kid,  patent,  side 
leather  suede. 

Each  of  these  leathers  would  require  a  consider- 
able period  of  time  in  itself  if  it  were  to  be  discussed 
at  all  thoroughly.  With  this  in  view,  and  after  con- 
sideration, I  concluded  that  this  address  would  be  most 
useful  if  I  confined  myself  to  calf  leather,  the  subject 
with  which  I  am  naturally  most  familiar.  I  trust  that 
this  plan  will  meet  with  your  approval. 


In  considering  the  merits  of  any  leather  there  are 
three  main  considerations  which  we  must  keep  in  mind. 

1.  If  the  shoe  which  is  to  be  made  out  of  the  leather 
is  to  be  reasonable  in  price,  the  leather  must  meet  the 
requirements  of  the  shoe  manufacturer.  To  do  this, 
it  must  have  two  main  qualities,  first,  it  must  be  free 
from  defects,  such  as  scars,  etc.,  so  that  it  can  be  cut 
according  to  the  shoe  manufacturers'  patterns  with 
as  little  waste  as  possible.  Second,  it  must  hold  its 
color  or  finish  well  throughout  the  process  of  manu- 
facturing shoes,  so  that  it  will  require  as  little  re-touch- 
ing as  possible. 

2.  The  leather  must  be  such  that  when  it  gets 
into  the  retailers'  hands  in  the  form  of  finished  shoes, 
such  shoes  must  be  saleable.  That  is,  so  far  as  the 
leather  in  the  shoes  is  concerned,  it  must  be  of  pleas- 
ing shade,  according  to  the  ideas  of  the  consuming 
public  at  the  time,  and,  of  course,  free  from  any  de- 
fects in  the  grain  which  would  result  in  poor  looking 
shoes. 

3.  From  the  point  of  view  of  the  general  public 
who  eventually  purchase  the  shoes,  the  leather  must 
offer  good  wearing  qualities,  and  its  finish  should  be 
such  that  the  shoes  will  so  far  as  reasonably  possible, 
retain  their  good  looks. 

Calf  leather  is  peculiarly  suited  for  the  manufacture 
of  shoes  for  the  reason  that  it  meets  the  above  require- 
ments with  a  high  degree  of  perfection.  From  the 
point  of  view  of  the  manufacturer,  calf  leather  is  high- 
ly desirable.  If  properly  finished  by  the  tanner,  it 
has  excellent  cutting  qualities.  That  is,  it  can  be  cut 
with  very  little  waste.  It  also  has  the  advantage  that 
it  has  absolutely  no  stretch  and  yet  is  flexible,  which 
makes  it  an  ideal  leather  to  handle  with  shoe  machinery. 
Also,  in  the  case  of  natural  grain  calf,  it  is  very  easily 
handled  throughout  the  entire  process  of  manufactur- 
ing shoes. 

From  the  retailer's  point  of  view,  calf  leather  is 
also  very  desirable  as  is  indicated  by  the  fact  that  it 
is  probably  the  most  popular  material  for  upper  stock. 
This  is  primarily  due  to  the  fact  that  calf  can  be  finished 
in  a  variety  of  colors  and  patterns  which  can  be  changed 
from  time  to  time  to  meet  almost  any  demand  of  the 
buying  public.  Calf  leather  also  makes  a  very  good 
looking  shoe,  of  dignified  appearance. 

From  the  point  of  view  of  the  consumer,  calf  lea- 
ther is  also  desirable  in  that  it  offers  excellent  wearing 
qualities  and  retains  its  appearance  with  use  to  a  mark- 
ed degree. 

As  already  pointed  out,  calf  leather  may  be  finished 
in  a  variety  of  shades  and  patterns.  It  may  be  inter- 
esting to  you  to  briefly  describe  these.  There  are, 
of  course,  two  main  classes,  namely  black  and  colored. 
Formerly  black  was  much  more  popular,  but  recent 
years  have  shown  a  constantly  increasing  demand  for 
colors.  This  is  only  natural,  in  view  of  the  fact  that 
the  colors  can  be  changed  from  time  to  time  thus  meet- 
ing one  of  the  essential  features  of  the  public's  taste, 
that  is,  a  desire  for  something  new.  To  provide  a 
pleasing  variety  of  finishes  and  to  have  such  colors  fast, 
is  one  of  the  constant  problems  of  the  tanner,  and  the 
more  successful  tanners  are  the  ones  who  have  best 
solved  this  problem. 

In  addition  to  the  variety  of  colors,  there  are  several 
methods  of  finishing  the  leather.  These  fall  under 
three   classes,   smooth,   boarded,  brogan. 

In  blacks  the  types  of  smooth  finished  leathers 
are  the  popular  dull  finish,  more  commonly  known  as 
gunmetal,  the  bright  or  polished  finish,  known  as  vel- 
our,  and  mat  finish,  a  very  soft  dull  finish  which  is  com- 
monly used  for  the  tops  of  patent  leather  shoes.  Mat 
leather  is  made  of  very  small  light  skins,  which  gives 
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it   its   fine  appearance. 

The  smooth  finished  colored  leathers  which  are 
known  to  the  trade  as  "Russia"  also  fall  nto  two  main 
classes,  those  having  dull  finishes  and  those  having 
bright  finishes. 

Boarded  leathers  which  are  produced  in  both  black 
and  colors  are  commonly  known  as  '  box  calf"  in  blacks 
and  "Willow"  in  colors.  Skins  may  be  boarded  from 
either  two,  three,  or  four  different  angles,  each  of  which 
methods  results  in  a  different  figure  or  pattern  in  the 
leather. 

Brogan  leathers,  which  are  made  in  both  black  and 
colors,  have  a  printed  grain  on  pattern,  made  either 
by  pressure,  boarding,  or  by  milling,  which  results  in 
a  heavy,  coarse  grain.  This  type  of  leather  is  used  for 
heavy  outing  shoes  and  similar  lines  It  is  commonly 
known  as  "Scotch  Grain." 

Outside  of  colors  and  finishes,  calf  leather  falls 
into  two  general  qualities.  The  best  quality  is  of  course 
natural  grain  leather,  but  where  it  is  impossible  to  fin- 
ish the  leather  in  natural  grain  a  lower  grade,  known  as 
corrected   grain,   is    turned  out 

In  order  to  get  a  natural  grain  leather  it  is  necessary 
for  the  tanner  to  be  able  to  purchase  the  very  best 
quality  of  raw  skins.  That  is,  the  raw  skins  must  be 
free  from  imperfections  either  in  the  grain  or  from  salt 
stains,    butcher   cuts    or   scars,  etc. 

This  class  of  raw  skin  at  the  present  time  is  very 
scarce  and  naturally  very  expensive.  In  fact,  skins 
bought  locally  will  produce  very  little  of  this  class  of 
leather,  and,  to  meet  the  demand  for  natural  grain 
leather,  it; is  necessary  for  the  tanner  to  import  high 
grade  French  skins.  In  fact,  even  in  the  case  of  the 
highest  grade  of  French  skins,  it  has  become  increas- 
ingly more  difficult  to  produce  natural  grain  leather. 
Even  in  the  case  of  such  skins  as  Paris  City,  Dijon  and 
Swiss  the  takeoff  and  selection  are  very  inferior,  as 
compared  with  the  pre-war  qualities  of  these  grades, 
thus  making  it  more  difficult  to  get  any  quantity  of 
the  better!  selections.  Under  these  circumstances,  it 
is  not  surprising  that  shoes  made  from  natural  grain 
leather  are;  much  higher  in  price  than  those  made  from 
corrected  grain.  Of  course,  the  natural  grain  leather 
has  a  bright,  lively  finish,  which  cannot  be  obtained 
in  the  corrected  grain. 

Corrected  grain  leather  is  made  from  skins  that 
have  some!  imperfections  in  the  grain,  which  necessit- 
ates correcting  the  grain  if  the  shoe  manufacturer  is 
to  obtain  a  good  cutting  surface,  which  will  cut  with 
a  minimum  of  waste.  The  methods  of  correcting  the 
grain  depend  to  some  extent  on  the  nature  of  the  im- 
perfections, but  briefly  the  methods  are  as  follows, — 
In  those  cases  where  the  imperfections  are  not  serious, 
a  pigment  finish  is  applied  on  the  grain,  while  in  some 
cases,  where  the  raw  skin  is  very  poor,  the  whole  skin 
is  slightly  buffed  off,  and  the  finish  is  then  applied. 
Corrected  grain  leather  has  a  bright  but  rather  flat 
appearance  this  making  it  somewhat  less  desirable 
than  the  natura1  grain,  although  it  is  possible  to  make 
it  into  a  very  good  looking  shoe,  possessing  excellent 
wearing  qualities. 

I  have  already  pointed  out  the  reasons  which  make 
it  almost  impossible  to  turn  out  a  popular  priced  shoe 
made  out  of  natural  grain  leather.  In  addition  to 
Canadian  experience  I  have  done  business  in  the  Ameri- 
can, English  and  French  markets,  and  I  may  say  that 
in  these  countries  the  great  majority  of  shoes  which  are 
retailed  at  popular  prices  are  made  from  corrected  grain 
leather.  I  am  quite  aware  that  there  are  a  great  num- 
ber of  shoe  retailers  who  are  prejudiced  against  buy- 
ing this  class  of  leather  in  their  shoes,  but  I  would  point 
out  that,  if  this  leather  is  properly  made  and  properly 


handled  by  the  shoe  manufacturer,  it  will  turn  out  a 
very  good  looking  shoe  at  a  very  reasonable  price.  This 
should  meet  the  large  demand  for  popular  priced  shoes. 
In  talking  with  shoe  manufacturers  I  am  in  the  habit 
of  altering  the  well  known  proverb  as  follows,  "You 
cannot  make  good  natural  grain  leather  out  of  a  pig's 
ear".  In  my  opinion  this  expresses  the  present  buying 
situation  very  well.  Keeping  these  facts  in  mind,  is 
seems  to  me  that  the  retailers  will  be  more  or  less  forcet 
to  adapt  themselves  to  existing  conditions  and  purd 
chase  a  greater  quantity  of  shoes  made  from  corrected- 
grain  leathers.  As  I  have  already  mentioned  it  is  quite 
possible  when  these  leathers  are  properly  finished  and 
properly  handled  by  the  shoe  manufacturers  to  turn  out 
a  very  good  looking  shoe  indeed. 

I  have  much  pleasure  in  thanking  you  for  the  oppor- 
tunity of  addressing  you,  and  also  thank  you  for  your 
patient  hearing.  I  also  take  this  opportunity  of  cor- 
dially wishing  the  members  of  the  Retail  Shoe  Trade  a 
prosperous  year  in  1923. 

RETAIL  SHOE  SERVICE 

Mr.  Hugh  Murray  of  Johnston  and  Murray,  Lon  - 
don  and  St.  Thomas,  who  was  to  have  given  an  address 
in  person  on  the  subject,  sent  his  regrets  at  not  being 
able  at  the  last  moment  to  leave  London,  his  paper 
was  read  by  Mr.  J.  H.  Chisholm  of  Toronto. 

Out  of  the  upheaval  of  war,  one  fact  has  demon- 
strated itself.  In  those  four  years  of  economic  and 
moral  chaos,  men  learned  to  look  the  truth  squarely 
in  the  face  and  dared  to  question  standards  and  prin- 
ciples which  had  previously  been  accepted  as  funda- 
mental. That  the  world  can  never  return  to  pre-war 
conditions  is  unthinkable,  for  after  all,  conditions  are 
but  the  reflection  of  the  general  state  of  mind.  Con- 
ditions are  made  by  public  opinion;  "as  a  man  thinketh 
in  his  heart,  so  he  is"  is  just  as  true  of  nations  as  of 
individuals. 

Civilization  has  given  the  lie  to  the  assertion  that 
he  may  take  who  dares,  and  keep  who  can.  On  the 
11th  day  of  November  1918,  the  principle  that  "might 
makes  right"  was  eternally  shattered,  and  with  it  went 
such  deceptive  reasoning  as  "Let  the  Buyer  beware" 
and  "One  man's  loss  is  another  man's  gain."  What- 
ever else  the  great  tragedy  of  war  has  brought  us,  the 
lesson  that  one  man  cannot  live  alone  seems  clear  and 
unmistakeable.  Plundering  selfishness  stripped  bare  of 
camouflage  of  cleverness  stands  uncovered  in  the  merci- 
less glare  of  an  enlightened  public  opinion.  The  quick- 
ened conscience  of  Humanity,  remembering  those  four 
awful  years  of  destruction  and  death,  is  looking  cen- 
turies old  principles  in  the  face  and  challenging  them 
to  justify  their  existence,  not  in  terms  of  sheer  brute 
strength,  but  in  terms  of  service  to  man-kind. 

The  time  has  come  when  all  men  and  all  firms  and 
all  institutions  must  stand  squarely  on  their  own  feet 
before  the  bar  of  a  motive  searching  world.  The  re- 
port that  'this  is  my  private  business,  and  I  shall  run 
it  as  I  please'  is  not  sufficient.  There  is  no  longer  such 
a  thing  as  'private  business';  the  public  has  a  share 
in  every  business,  small  and  large.  The  world  no  longer 
'owes'  any  man  a  living.  It  is  willing  to  pay,  and  pay 
liberally,  the  man  or  firm  that  is  doing  or  making  some- 
thing which  makes  the  world  a  better  place  to  live  in; 
but  it  holds  neither  gain  or  honor  for  him  whose  sole 
claim  to  material  success  lies  in  his  ability  to  turn  a 
shrewd  deal  or  drive  a  hard  bargain. 

Business  is  service:  profits  and  wages  are  pay 
for  service  rendered — they  are  not  a  tax  to  be  levied 
on  the  needs  of  humanity  by  those  who,  for  the  moment 
are  placed  in  a  position  of  advantage.  This  is  not 
merely  a  matter  of  ethics  but  is  an  inexorable  economic 
law.    The  man  or  firm  that  persists  in  operating  on 
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the  principle  that  it  is  smart  to  get  as  much  as  possible 
for  as  little  as  possible,  is  not  only  striking  a  blow  at 
the  ideal  for  which  civilization  fought,  but  is  also  in- 
viting economic  destruction. 

"Whatsoever  ye  would  that  man  should  do  unto 
you,  do  ye  even  so  to  them"  is  not  only  a  lofty  prin- 
ciple— it  is  a  so  mighty  sound  business.  Any  merchant 
who  views  with  alarm  the  success  of  the  departmental 
store  competition  may  well  stop  and  think  that  per- 
haps the  reason  for  the  department  store  success  is 
that  they  have  learned  how  to  serve  their  customers 
better  than  he  has  done. 

Business  is  service:  that  is  the  fundamental  prin- 
ciple that  will  bring  your  business  and  the  business  of 
the  country  permanent  regeneration.  If  you  men  will 
apply  this  principle  to  the  running  of  your  shoe  stores, 
you  will  find  a  very  different  public  to  deal  with.  You 
will  find  that  they  will  walk  into  your  store  with  the 
confidence  that  they  will  get  value  for  the  money  they 
have  to  spend. 

Every  dealer  in  this  country  is  giving  his  most 
serious  attention  to  planning  how  to  meet  these  new 
conditions.  It  seems  to  me  in  going  over  the  situation, 
that  there  are  six  suggestions  that  might  be  considered 
by  us  all  that  would  help  at  this  time. 

1.  It  is  necessary  to  do  business  on  a  smaller  mar- 
gin of  gross  profit. 

2.  Increase  your  turn  over  and  make  your  capital 
investment  smaller. 

3.  Cut  all  expenses  to  the  finest  edge. 

4.  Maintain  high  standards  of  quality;  any  mer- 
chant who  lowers  his  standards  of  quality  is  riding  for 
a  fall. 

5.  Study  your  advertising  appropriations;  increase 
it  if  possible,  and  see  that  you  get  the  best  for  the  money 
you  spend. 

6.  Give  service  to  your  customers,  having  in  mind 
that  every  satisfied  customer  who  leaves  your  store 
is  the  best  investment  you  can  make. 

Do  not  overlook  that  kindly  human  touch,  that 
little  bit  of  thoughtfulness,  the  smile,  the  encouraging 
word  that  makes  satisfied  and  contented  clerks,  who 
will  see  that  your  customers  get  the  service  that  you 
want  them  to  have.  Your  store  will  get  business  if 
you  give  service  coupled  with  integrity;  which  reminds 
me  of  that  mythical  story  of  an  Eastern  country  where 
dwelt  a  wise  man.  One  day  there  came  to  him  a  young 
man  who  spent  much  and  received  little.  He  asked 
the  wise  man  how  he  could  get  more  for  that  which  he 
had  to  spend.  The  wise  man  replied,  "Look  for  the 
priceless  ingredient."  "And  what  is  that?"  the  young 
man  asked,  "The  value  of  any  article  sold  on  the  market- 
place is  the  honor  and  integrity  of  the  man  who  made 
it,"  he  replied.  Gentlemen,  if  you  keep  this  in  mind 
in  your  business,  and  see  that  your  clerks  understand 
the  same  principle,  you  will  have  a  successful  business 
and  your  clerks  will  respect  and  wd*rk  for  you.  and  you 
will  have  achieved  that  success  which  is  greater  than 
material  gain— a  contented  mind,  knowing  you  are 
budding  a  business  that  will  stand  and  be  a  credit  to 
yourself,  and  the  community  in  which  you  live. 
SUCCESSFUL  STOCK  KEEPING 

The  last  address  at  the  morning  session  was  given 
by  Mr.  Louis  Adelstein  of  Montreal,  who  supplemented 
his  remarks  with  diagrams  and  forms  illustrating  his 
points.  He  was  listened  to  with  the  utmost  interest 
throughout,  a  very  full  and  explicit  explanation  of  their 
methods  of  handling  stock. 

Someone  has  said,  "Trifles  make  perfection,  but 
pcrfecnon  is  no  trifle."  To  conduct  a  business  success- 
fully, there  arc  a  number  of  things  we  must  know; 
amongst  which  one  of  the  most  important,  if  not  the 


most  important,  is  to  know  what  we  have  in  stock; 
what  is  selling;  and  what  is  not;  what  are  the  right  goods 
to  buy,  the  right  quantity  and  when  to  buy  them.  I 
was  often  confronted  with  these  questions  myself,  and 
it  was  because  of  this  that  I  eventually  put  in  the  system 
that  I  now  use,  and  later  supplemented  it  with  a  pur- 
chasing record. 

Before  going  into  the  details  and  explanation  of 
my  system,  there  are  a  few  remarks  I  would  like  to 
make.  It  has  frequently  occurred  to  me  that  a  shoe 
stock  bears  the  same  relationship  to  a  business  as  food 
does  to  the  human  body.  For  instance,  take  the  stomach: 
in  order  for  it  to  function  properly,  it  must  be  fed  with 
the  proper  kind  and  portions  of  food;  just  as  a  business 
functions  well  with  the  proper  kind  and  quantity  of 
stock  that  it  is  fed  with;  and  when  overfed  or  improperly 
fed,  they  both  suffer  with  indigestion.  The  former 
clogs  the  system  and  the  latter  clogs  the  business.  In 
the  former  case,  if  neglected,  becomes  so  aggravated 
that  medical  advice  is  sought;  a  strict  diet  is  the  only 
remedy,  which  if  not  followed,  sometimes  means  a  funeral. 
In  the  latter  case  it  takes  a  different  course,  which  is 
in  the  shape  of  falling  behind  in  payments,  frequent  re- 
newals, and  the  remedy  is;  a  strict  diet — the  installation 
of  a  good  stock  system — or  a  meeting  of  creditors. 


Mr.  Louis  Adelstein 

I  know,  for  I  will  frankly  admit  that  I  have  had 
attacks  of  both  and  practically  at  the  same  time.  I 
escaped  by  the  diet  and  the  installing  of  the  stock  systems. 
The  best  proof  is  that  I  am  here  to  tell  the  tale. 

To  those  who  think  that  they  cannot  afford  to  keep 
a  stock  system,  that  it  costs  too  much  or  takes  too  much 
time,  I  would  ask:  "What  would  it  be  worth  to  them, 
or  would  it  be  of  interest  to  them  if  they  had  this  in- 
formation of  their  business?"  Here  is  a  comparison 
of  figures  based  on  quantity  of  pairs  that  my  records 
reveal : 

From  1918  to  1922  showing  the  increases  and  de- 
creases of  the  different  periods,  I  may  say  that  I  always 
follow  quantity  of  pairs  in  preference  to  dollars  and 
cents,  for  prices  as  you  well  know  by  now,  vary,  and 
unless  we  can  increase  our  sa  es  in  quantity  of  pairs, 
our  business  really  does  not  increase  though  it  may  show 
an  increase  in  dollars  when  prices  are  rising. 

In  1919  our  increase  over  1918  for  12  months  was 
30.6.  The  largest  increase  came  in  the  first  four  months 
(January  to  April  30th),  was  44.8.    For  the  remaining 
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8  months — May  to  December, — the  increase  was  smal- 
ler, 26.3.  You  will  remember  this  was  right  in  the  height 
of  the  boom  and  when  prices  started  jumping  skywards 
and  when  everybody  had  money  to  spend.  Where- 
as the  year  1920  shows  a  decrease  in  total  of  25.5;  note 
that  the  decrease  for  the  first  four  months  (January  to 
April)  was  only  10.2  The  biggest  decrease  began  in 
May,  when  conditions  started  to  change,  and  when  the 
famous  luxury  tax  came  into  force.  From  then  to 
December,  8  months,  the  decrease  was  31.1. 

The  year  1921  still  showed  a  decrease  for  the  first 
4  months  of  8.3,  for  the  latter  8  months  of  5.6,  and  for 
the  year  7.13.  This  decrease  continued  until  April 
1922,  for  the  first  4  months  still  shows  a  decrease  of 
20  per  cent.  This  was  a  critical  period.  From  May 
of  1922  business  gradually  started  to  improve  and  though 
it  did  not  show  so  much  in  dollars,  due  to  the  decrease 
in  prices  and  changed  conditions,  our  figures  show  that 
the  sales  of  pairs  increased  28  per  cent,  in  the  last  eight 
months,  and  that  for  the  12  months  ending  December 
31st  1922,  the  total  increase  for  the  year  was  12.7  over 
1921.  If  this  improvement  continues,  and  I  hope  it 
will  continue,  we  should  do  the  same  business  in  1923 
in  quantity  of  pairs  as  we  did  in  1918. 

This  information  alone,  I  believe,  is  worth  the  time 
and  effort  spent  in  keeping  a  stock  system,  but  this  is 
not  all  that  it  has  done  for  me  or  that  it  will  do  for  you. 
My  system  has  helped  me  to  increase  my  turn-over 
from  considerably  less  than  one  turn-over  per  year. 
Some  few  years  ago  (and  that  was  also  the  time  we  both 
suffered  from  indigestion),  to  a  little  over  two  turns 
in  the  last  year. 

Right  here  I  would  like  to  correct  an  error  that 
is  frequently  made  by  some  retailers.  Do  not  com- 
pare your  stock  to  your  total  volume  of  sales  to  obtain 
your  turn-over,  for  your  volume  of  sales  also  includes 
your  profits,  for  example,  if  you  have  done  $20,000.00 
business  during  the  year  and  you  carried  a  stock  of$10, 
000.00,  and  you  made  a  gross  profit  of  25  per  cent,  which 
represents  $5,000.00,  you  have  sold  only  $15,000.00 
in  merchandise.  You  have  turned  your  stock  over 
one  and  a  half  times,  and  not  twice  as  is  frequently 
supposed.  My  system  has  helped  me  to  condense  my 
lines  and  with  the  addition  of  the  purchasing  records, 
have  been  able  to  reduce  the  buying  of  duplicate  lines 
considerably. 

A  few  years  ago  it  was  a  common  occurrence  to  find 
out  after  a  season's  buying  was  finished,  when  the  goods 
started  to  come  in,  that  we  had  bought  two  or  three 
lines  of  shoes  where  one  would  have  served  the  pur- 
pose. I  do  not  doubt  that  the  same  thing  has  happened 
to  some  of  you  too.    This  does  not  happen  nearly  as 
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often  now  and  it  is  saving  us  many  dollars,  besides 
worry. 

My  records  show  the  quantity  that  is  selling  of 
each  line,  weekly,  monthly,  or  for  the  season.  They 
help  to  keep  the  good  sellers  well  sorted;  keeps  me  posted 
on  the  slow  sellers  and  odd  lines.  As  soon  as  I  find 
a  line  is  not  selling  fast  enough — unless  it  be  a  staple — 
the  price  is  reduced,  frequently  the  location  of  the  line 
is  changed  to  a  more  convenient  place,  and  it  is  given 
prominent  place  in  the  window  so  that  it  does  move, 
and  I  believe  the  fact  of  changing  the  location  of  the 
line  along  with  the  change  in  price,  acts  very  often  as 
a  reminder  to  myself  and  my  staff.  We  all  think  of 
the  line  more  frequently  when  making  a  sale.  Should 
the  line  still  remain  unsold  after  a  period,  the  price  is 
further  reduced  down  to  cost,  if  neces  ary,  so  that  it 
must  sell.  I  also  use  P.M 's;  this  I  call  a  stimulant, 
for  it  acts  as  such  with  the  salesmen.  The  larger  the 
dose,  the  better  the  action.  While  I  am  on  this  subject, 
I  would  add,  that  all  the  new  lines  that  come  in  at  the 
beginning  of  the  season,  are  put  on  top  of  the  shelves, 
the  older  lines  are  brought  down  to  where  they  will  be 
more  convenient  to  get  at.  And  not  vice  versa  as  is 
done  in  some  stores.  I  have  found  that  the  salesman 
will  climb  up  the  step-ladder — if  necessary — to  get  a 
fresh  pair  to  show  to  the  customer  and  that  he  is  not 
so  apt  to  do  so  to  bring  down  an  old  pair.  Everytime 
I  have  gone  into  a  store  and  noticed  all  the  new  stock 
right  in  front  and  always  within'  reach  and  the  old  ones 
away  up  on  top  of  the  shelves,  the  old  saying  has  often 
occurred  to  me:  "Out  of  sight,  out  of  mind."  How 
well  that  applies  to  goods  as  it  does  to  human  beings. 

When  I  first  started  to  use  a  stock  book,  I  began 
with  a  sheet  that  was  then  generally  used  by  shoe  stores, 
where  the  date  and  quantity  was  entered  and  the  quantity 
of  pairs  of  each  line  was  represented  by  so  many  strokes. 
After  using  this  system  for  a  few  years  I  found  that  it 
did  not  give  me  all  the  information  that  I  required.  I 
then  added  to  it  a  part  of  the  system  issued  by  Harvard 
University,  Department  of  Business  Research,  by  adding 
the  last  column  called  stock  record,  as  you  will  notice 
by  this  sheet,  and  a  special  sheet  issued  by  them — ■ 
called  the  Sales  Summary  Sheet — . 

I  am  now  going  to  explain  to  you  how  the  whole 
is  worked.  Before  doing  so,  however,  I  would  add  that 
the  most  convenient  time  to  install  a  system  is  at  in- 
ventory, when  a  count  of  all  shoes  can  be  taken  includ- 
ing sizes.  In  my  business  the  numbers  range  as  follows: 
Men's  white  canvas  boots  start  from  60  to  79;  all 
Men's  felt  boots  80  to  99.  I  have  put  these  lines  in 
front  for  the  reason  that  they  are  short  lines  with  me. 
All  men's  black  boots  from  100  to  299;  they  are  of 
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This  illustrates  section  of^  page  from  stock  book.  The.  size  of  this  form  is  approximately  16  inches  wide  by  9  inches  in  depth.  When  a  line  of  shoes  is  purchased,  il  is 
entered  in  column  marked  "A"  after  a  number  has  been  given  it,  noting  the  date  of  purchase,  quantity,  sizes  and  date  of  promised  delivery.  The  number  alloted  to  the  line 
is  marked  either  on  the  copy  or  the  purchasing  book  if  one  is  used.  Note  that  the  totals  are  all  entered  in  the  last  column  (stock  record)  as  goods  on  hand  and  as  receipts. 
In  column  ''B"  the  line  is  entered  when  it  comes  in  after  having  been  checked  and  examined.  Note  the  date  of  delivery,  quantity  received  and  serial  number  for  the  season, 
which  is  in  this  instance  "J".  Column  C"  not  used  by  Mr.  Adclslcin  at  present — but  may  be  used  as  a  double  check  on  what  is  left  in  stock-against  the  last  column  "D" 
(stock  record).  The  entries  in  column  "D"  are  taken  from  the  goods  received  column  for  the  top  section,  while  the  sales'  summary  sheet  furnishes  the  entries  for  the  lower 
section,  and  the  two  are  balanced  every  month. 
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course  grouped  in  these  numbers  according  to  grade, 
for  instance,  all  patents  in  one  group,  black  kids  in 
another,  all  light  calf  in  another.  Men's  tan  boots 
300  to  399  grouped  the  same  wav  as  the  blacks.  Men's 
black  oxfords  400  to  459,  tan  oxfords  460  to  499. 

The  same  thing  applies  to  the  women's  and  can  be 
continued  with  the  misses'  and  children's.  In  my 
store  the  women's  business  is  the  small  end  of  the  busi- 
ness, men's  being  my  principal  line. 

The  system  consists  principally  of  two  sheets. 
The  stock  sheet  which  has  four  sections.  First  section, 
goods  bought,  second  section,  goods  received,  third 
section,  goods  in  stock,  fourth  section,  stock  record. 
The  Sales  Summary  Sheet  is  ruled  in  double  width, 
each  width  has  four  sections,  one  week  for  each  section, 
there  are  50  lines  in  each  width  providing  for  100  numbers 
to  a  sheet.  When  a  line  of  shoes  is  purchased,  a  number 
is  allotted  to  it  and  entered  in  the  first  section,  date  or- 
dered, quantity,  width,  sizes,  and  date  of  promised 
delivery.  When  the  line  comes  in,  it  is  examined,  checked, 
numbered,  and  entered  in  the  second  section,  date  of 
receipt,  quantity  received,  sizes,  and  width.  On  the 
top,  at  left,  the  makers'  number,  name,  cost,  and  selling 
price,  and  to  the  right,  description  and  our  number, 
the  number  serves  also  as  the  page  number.  I  use  a 
serial  number  which  is  changed  each  season,  this  when 
stamped,  on  the  carton,  tells  us  at  a  glance  how  long 
the  shoes  have  been  in  stock.  The  shoes  are  then  put 
in  stock.  When  a  sale  is  made,  the  stock  and  serial 
number,  size,  and  price,  is  marked  on  sales  slips.  These 
sales  slips  are  gathered  in  the  morning  and  sorted  accord- 
ing to  number,  the  quantity  of  each  number  sold  is 
entered  in  the  Sales  Summary  Sheet.  At  the  end  of 
each  week,  the  total  for  the  week  is  entered  in  the  lower 
section  of  stock  record,  called  weekly  sales.  I  forgot 
to  mention  that  in  the  upper  section,  on  hand  and  re- 
ceipts are  entered  the  quantity  received  at  the  time  the 
shoes  are  entered  as  received.  Every  month  the  quantity 
sold  is  deducted  from  total  of  receipts  and  the  balance 
carried  forward  to  the  "On  Hand  Column"  for  the  next 
month.  If  a  count  is  made,  this  is  the  quantity  you 
should  find  in  stock  of  that  particular  number. 

At  least  four  times  a  year  an  actual  count  should 
be  made,  quantities  checked  with  the  stock  sheet,  and 
sizes  then  on  hand  can  be  entered  in  the  third  column, 
which  has  so  far  remained  unused.  This  gives  you  the 
sizes  on  hand  at  the  end  of  each  season,  and  when  com- 
pared with  sizes  received,  you  can  tell  the  sizes  that 
have  been  sold. 

The  biggest  difficulty  that  I  had  to  contend  with 
for  a  time,  was  exchanges.  The  sales-staff  sometimes 
forgot  to  make  a  slip  when  an  exchange  was  made; 
at  other  times  they  would  get  mixed  in  making  out  the 
slip.  Instead  of  treating  the  pair  that  was  taken  by 
the  customer  as  the  sale  and  mark  exchanged  for,  pair 
so  and  so  that  was  returned,  they  would  reverse  it. 
This,  however,  we  eventually  overcame.  You  can 
see  how  well  the  system  works,  for  at  our  last  quarter- 
ly count,  there  were  23  pairs  short  of  some  lines  and  the 
same  quantity  over  in  some  other  lines. 
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I  have  a  special  sheet  ruled  like  this,  with  12  spaces, 
one  space  for  each  month  and  divided  into  as  many 
sections  as  are  necessary,  in  my  case  they  are:  Men's 
black  boots,  men's  tan  boots,  men's  oxfords,  women's 
boots  (not  needed  now),  women's  oxfords  and  pumps. 
The  total  for  all  shoes,  then  a  column  for  slippers  and 
another  for  rubbers. 

At  the  end  of  each  month  the  totals  for  each  section 
are  taken  from  the  Sales  Summary  Sheets  and  entered 
here;  this  gives  me  the  total  quantity  sold  each  month, 
season,  or  year,  and  is  compared  with  the  month  pre- 
ceding or  the  same  month  of  the  year  preceding,  to  show 
what  increase  or  decrease  has  been  made.  It  serves 
as  a  valuable  guide  for  future  buying. 
Buying  Records 

I  use  a  sheet  like  this  for  every  line  I  buy,  especially 
for  placing  orders.  Here  I  enter  my  own  description 
of  the  shoes,  the  makers'  sample  number,  and  last  number, 
price  and  terms;  this  I  do  in  the  Sample  Room.  After 
I  have  made  my  rounds  of  the  houses  I  buy  from,  the 
sheets  are  carefully  gone  over  and  compared,  then  I 
go  over  my  stock  again  as  well  as  check  up  what  was 
sold  the  season  before  or  the  season  corresponding  to 
the  season  I  am  placing  for,  then  the  sizes  are  made 
up  based  on  the  records  of  past  sales  and  what  we  have 
in  stock.  Since  I  adopted  this  system  of  buying,  we 
have  had  practically  no  duplicate  lines  and  very  little 
overbuying. 


When  Mr.  Frank  Stockdale  was  here  a  few  years 
ago,  while  talking  on  how  some  retailers  buy,  he  said, 
"Some  retailers  buy  with  enthusiasm  and  sell  in  cold 
blood.  It  would  be  better  if  they  reversed  it  and  buy 
in  cold  blood  and  sell  with  enthusiasm." 


SHOE  STYLE jREVUEj 

For  two  evenings  during  the  Convention,  a  Shoe  Style 
Revue  was  put  on  in  Hall.  D  on  the  Mezzanine  floor  of 
the  Mount  Royal  Hotel  by  Nathan  Cummings.  Four 
handsome  mannequins  displayed  shoes  of  various  types 
suited  for  spring  and  summer  wear,  while  a  first  clas  s 
orchestra  provided  suitable  music.  The  proceedings 
were  varied  by  solos  and  other  attractions. 
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AFTERNOON  SESSION 

At  the  afternoon  session,  which  began  in  the  Ban- 
quet Hall  about  2.30  p.m.,  there  was  a  fair  attendance 
although  not  so  large  as  in  the  morning.  The  first  address 
of  the  afternoon  was  delivered  by  Mr.  L.  Lockett  of 
Kingston,  on  "Handling  Stock  and  Cash  in  a  Retail 
Store."  The  address  was  most  practical  and  thorough, 
and  we   quote  it   as  follows: 

HANDLING  STOCK  AND  CASH  IN  A  RETAIL  STORE 

The  question  on  which  I  am  to  speak  to  you  to- 
day is  stock-keeping,  combined  with  an  efficient  cash 
system. 

I  realize  that  in  this  group  of  business  men  who 
are  before  me,  there  are  very  few,  if  any,  who  have  not 
a  stock  and  cash  system  of  some  kind  or  other.  The 
question  is,  "How  much  system  should  a  merchant  have?" 
for  there  is  the  evil  of  having  too  much  and  we  all  know 
that  it  takes  more  than  system  to  run  a  business  to- 
day, hard  work  and  brains  will  still  do  a  lot  for  any 
business.  A  college  education  is  a  very  fine  thing  to  have, 
we  will  all  admit,  but  lots  of  men  have  made  names 
for  themselves  and  built  up  large  business  interests 
who  never  had  a  university  training,  but  take  the  college 
man  and  give  him  the  same  chance  and  advantage 
that  the  other  man  has,  and  the  former  will  win  out 
every  time,  likewise  the  man  who  runs  his  business  on 
systematic  lines  will  have  a  distinct  advantage  over 
the  man  that  is  slipshod  in  his  methods.  My  attention 
to  the  necessity  of  having  a  system  of  some  kind  in 
both  buying  and  selling  was  very  forceably  brought 
to  my  notice  some  time  ago  when  in  conducting  a  sale 
of  odds  and  ends  which  accumulate  in  even  the  best 
managed  stores,  I  found  that  all  we  had  to  sell  were 
the  following  sizes,  2  to  4  and  hundreds  of  pairs  of  each 
of  these  sizes.  Now  as  we  all  know  it  costs  money 
to  advertise  a  sale,  in  fact  it  costs  more  to  sell  goods 
on  which  you  lose  money  than  on  goods  on  which  you 
make,  therefore,  it  seemed  to  me  that  when  after  getting 
customers  to  your  store  you  were  only  able  to  fit  half 
of  them  or  less,  that  there  was  something  wrong  with 
the  buying  and  the  sooner  that  was  rectified  the  better, 
also,  if  this  buying  the  wrong  sizes  becomes  apparent 
to  you  in  a  clean  up  sale,  you  can  rest  assured  that  you 
are  losing  sales  all  through  the  year  by  being  out  of 
the  best  selling  sizes  with  your  money  locked  up  in  the 
poor  ones.  I  immediately  set  to  work  to  systematize 
my  business  and  adopted  a  very  simple  plan,  which  has 
been  in  use  ever  since,  and  which  I  have  not  had  to  make 
any  change  in  and  I  would  not  give  it  up  under  any  con- 
sideration. Stock  systems  are  all  more  or  less  alike 
and  only  differ  one  from  another  in  the  amount  of  work 
that  they  involve,  they  all  arrive  at  the  same  end,  and 
tell  you  what  every  man  ought  to  know  about  his  stock 
and  sales,  viz,  the  shoes  sold,  the  sizes  and  widths,  but 
more  particularly  what  are  left.  Gentlemen,  you  cannot 
know  too  much  about  your  business,  and  you  cannot 
overestimate  the  value  to  any  business  man  who  can 
tell  what  sizes,  widths  and  shoes  were  sold  the  previous 
day.  I  make  it  a  rule  to  go  through  the  sales  sheet 
myself  every  morning,  and  in  that  way  keep  in  touch 
with  what  is  selling  from  day  to  day.  We  have  had 
in  the  past  considerable  trouble  in  getting  an  efficient 
and  safe  method  of  handling  cash,  and  by  efficient  I 
mean  one  that  is  accurate  so  that  at  night  you  will  find 
you  registers  total  agree  with  the  amount  in  the  till. 
I  am  assuming  that  a  register  is  used.  By  safe,  I  mean 
a  system  that  will  protect  you  from  loss  by  dishonest 
clerks  and  also  one  that  will  make  it  so  hard  for  a  clerk 
to  be  dishonest  that  they  will  never  think  of' it.  I  think 
it  only  right  that  we  as  merchants  should  take  away 
the  temptation  that  is  before  every  one  in  the  hand- 


ling of  money  and  make  it  hard  to  steal,  instead  of  mak- 
ing so  easy  as  it  is  in  a  great  many  stores  to-day.  The 
majority  of  clerks  are  honest  as  the  day  is  long,  and  we 
want  to  keep  them  so.  Mistakes  will  happen  and  we 
have  all  been  guilty  of  making  wrong  change  and  I 
do  not  think  that  when  your  cash  is  short  at  night  that 
we  should  come  to  the  conclusion  that  you  are  being 
short  circuited  but  at  the  same  time,  it  is  a  good  feel- 
ing to  know  that  all  that  you  should  have  is  there  for 
you.  If  your  store  was  broken  into  some  night,  and 
you  knew  that  several  pairs  of  shoes  were  missing  most 
of  us  would  see  to  it  that  it  did  not  happen  again  the 
same  place;  but  what  about  our  cash,  are  we  not  a  little 
careless  about  it,  what  systems  are  in  use  to-day,  and 
what  is  the  best  one. 

We  have  several  to  choose  from,  the  cash  railway. 
The  tube  or  compressed  air,  the  electric  railway,  the 
parcel  carrier,  and  the  national  cash  register  in  its  diff- 
erent styles.  We  must  not  forget  the  best  one  of  all 
though  and  that  is  where  the  husband  does  the  selling, 
the  wife  takes  the  cash.  The  first  two  or  three  systems 
I  think  we  can  eliminate  from  this  discussion  except 
to  point  out  a  few  disadvantages  of  the  cash  carrier, 
the  principal  one  being  that  the  office  is  a  long  way  from 
the  selling  end,  and  the  cashier  does  not  know  what 
has  been  sold  for  the  money  sent  up,  the  combined 
parcel  carrier  and  railway  is  better  but  it  is  slow,  un- 
sightly and  again  too  far  away  from  the  customer.  The 
system  of  handling  cash  which  is  almost  universally 
adopted  throughout  all  retail  stores  is  the  cash  register 
in  one  of  its  many  forms.  Time  will  not  allow  us  to  dis- 
cuss all  the  different  styles  that  are  in  use  nor  all  the 
points  in  favor  or  against.  The  ones  in  general  use 
are  of  course,  the  single  drawer  machine  and  the  mul- 
tiple drawer.  These  machines  are  very  fine  looking  and 
cost  a  lot  of  hard  earned  cash,  but  the  way  in  which  they 
are  used  in  the  majority  of  stores  the  proprietor  might 
as  well  have  saved  this  expense,  and  just  made  use  of 
an  ordinary  cash  drawer  with  a  bell  to  ring  when  opened. 
It  is  an  interesting  study  and  if  you  gentlemen  will 
take  the  trouble  to  notice  the  different  methods  and  in 
some  cases;  the  slipshod  way  in  which  these  cash  re- 
gisters are  being  used,  you  will  understand  what  I  mean 
when  I  say  that  in  a  good  many  cases  we  are  indifferent 
to  one  of  the  easiest  ways  of  losing  our  profits.  The 
single  drawer  register,  I  maintain  is  a  useless  piece  of 
furniture  except  as  a  quick  way  of  making  change  and 
as  an  ornament  to  your  store.  It  adds  up  the  cash  for 
you  at  night,  or  at  least  it  tells  you  what  you  should 
have  in  the  drawer,  and  which  very  often  is  not  there 
and  causes  you  a  lot  of  worry.  The  multiple  drawer 
machine  with  a  total  and  a  total  for  each  drawer  is 
now  very  much  in  evidence  in  retail  stores,  it  tells  at 
a  glance  just  what  your  sales  are  for  the  day,  what  each 
clerk  took  in,  the  number  of  sales  each  one  made,  and 
also  if  the  cash  is  over  or  short,  just  which  till  the  mis- 
takes occurred  in.  This  register  looks  like  a  pretty 
good  system  to  the  man  that  has  been  using  the  single 
drawer  machine  and  having  trouble,  but  it  is  not  the 
best  yet,  as  it  takes  a  whole  lot  of  change  to  keep  six 
or  eight  drawers  going,  and  you  cannot  hold  a  clerk 
responsible  for  the  cash  if  you  allow  another  clerk  to 
open  any  drawer  to  make  change  and  it's  pretty  hard 
to  always  be  there  yourself.  Another  disadvantage 
to  cash  registers  as  a  safe  method  of  handling  your  money 
is  the  fact  that  a  clerk  can  ring  up  any  amount  as  a 
sale  and  the  only  check  on  it  is  when  a  check  is  given 
to  the  customer  or  put  in  the  parcel.  Their  whole  system 
hangs  on  that  one  point,  the  check  which  the  register 
throws  out  must  get  to  the  customer,  the  N.C.R.  Co. 
claim  that  this  is  easily  done,  and  gives  several  examples 
the  principal  one  being  that  you  print  on  your  stub  that 
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you  will  redeem  these  for  shoes, etc., or  give  a  $5.00  gold 
piece  it  the  customer  can  get  out  without  a  check,  but 
having  tried  these  methods,  I  tell  you  it  is  very  hard 
to  get  clerks  to  adopt  any  system  that  you  put  in  force 
and"  you  must  have  checks  issued  if  you  use  cash  re- 
gisters, and  want  to  be  absolutely  sure  you  are  getting 
all  your  money.  In  closing  I  want  to  tell  you  about  the 
system  that  we  have,  and  which  has  so  far  been  a  success 
in  every  way  for  it  is  quick,  has  been  found  accurate 
and  works  well  with  our  system  of  keeping  track  of  goods 
sold.  We  have  a  wrapping  office  at  one  end  of  the 
store,  and  we  have  a  register  with  numbers  for  seven 
clerks  each  with  a  total  adder  for  sales  and  cash  taken 
in,  but  nstead  of  seven  cash  drawers  we  have  only  one 
and  it  opens  at  the  back  so  when  a  sale  is  made  the 
clerk  brings  the  shoes  to  the  wrapping  counter  rings 
up  the  amount  of  the  sale  and  hands  over  the  money 
to  the  cashier  who  makes  the  change,  then  takes  the 
check  which  is  thrown  out,  tears  it  in  half  puts  one  half 
in  the  parcel,  and  on  the  other  writes  the  stock  number, 
size,  width,  etc., of  the  shoe  sold  and  whilst  this  is  being 
done,  the  cashier  is  wrapping  up  the  parcel.  In  this 
method  two  handle  the  cash  in  every  case,  and  the 
chances  of  giving  the  wrong  change  to  a  customer  is 
very  remote.  Both  parts  of  the  check  have  stamped 
on  it  the  date,  salesman's  number  and  the  amount  of 
the  sale,  but  only  the  part  kept  in  the  office  has  the  stock 
number  of  the  shoe,  size,  etc.,  written  on  it.  Goods 
going  out  on  approval,  or  to  be  charged  or  exchanged 
are  all  brought  to  the  cash  desk  and  the  stock  numbers, 
size,  etc.  are  marked  "out"  on  a  board  for  that  purpose 
or  "in"  as  the  case  may  be.  In  the  morning  the  cashier 
goes  through  the  cash  register  tickets  and  on  a  paper 
called  the  daily  sale  sheet  marks  out  the  shoes  sold 
that  day  starting  at  the  smallest  number  and  working 
to  the  highest.  This  sheet  is  then  taken  to  my  office, 
and  I  mark  off  from  the  stock  books,  which  are  of  loose 
leaf  form,  the  different  numbers  and  it  is  this  procedure 
every  morning  which  only  takes  from  ten  minutes  to 
perhaps  half  an  hour,  that  gives  a  man  practically  all 
the  information  he  wants  to  know  except  the  name  of 
the  customer.  The  advantages  of  knowing  what  goods 
are  sold  and  if  you  want  to  know,  at  how  much,  why 
you  have  the  salesman'  check  before  you  and  can  tell 
i  f  he  has  sold  the  goods  at  the  right  price  or  now.  In 
all  systems  you  have  to  rely  to  a  great  extent  on  your 
help,  as  they  can  make  or  mar  your  system  and  in  fact 
your  business;  but  you  have  in  this  combined  stock 
and  cash  system  a  means  of  getting  as  much  knowledge 
of  your  business  as  anything  I  know  of  and  although 
it  takes  a  little  time  and  some  patience  as  everything 
else  does  that  is  worth  while,  yet  I  have  never  been  sorry 
that  I  adopted  it  and  I  feel  sure  it  is  worth  all  its  trouble. 

I  have  with  me  sample  sheets  of  the  stock  system 
which  I  use  and  also  the  cash  register  check  and  if  any- 
one would  like  to  see  these,  or  if  anyone  is  interested 
in  a  stock  system  and  would  like  more  information, 
I  would  be  only  too  pleased  to  go  into  more  details 
with  him. 

SHOE  STORE  PUBLICITY 

Mr.  Albert  Lasalle  followed  with  a  most  interest- 
ing and  helpful  talk  on  "Shoe  Store  Publicity"  in  which 
he  handled  the  subject  from  a  practical  every  day  stand- 
point. 

J'ai  accept^  avec  un  peu  trop  d'empressement, 
je  crois,  l'invitation  de  dire  quelques  mots  sur  la 
publicite.  Hans  le  temps,  j'ai  cru  qu'il  etait  difficile, 
pour  ne  pas  dire  impossible,  de  ne  pas  faire  ma  petite 
part ;  mais  je  vous  avouerai  franchement  qu'apres 
avoir  reflechi,  j'ai  trouve  le  sujet  complique  et  telle- 
mcnt  yaste,  que  je  me  suis  aperqu  que  malgre  toute 


ma  bonne  volonte  et  le  desir  de  contribuer  at: 
succces  des  conferences  qui  devront  se  donner,  je 
suis  oblige  de  vous  avouer  a  mon  grand  regret  que  le 
sujet  "La  Publicite",  pour  etre  traite  convenable, 
ment  demande  des  connaissances  et  de  l'experience 
acquises  par  des  etudes  speciales,  ce  que  je  n'ai 
jamais  fait. 

Mais  enfin,  chacun  a  son  experience  personnelle, 
et  je  suis  bien  pret  a  vous  dire  ce  que  j'en  pense 
personnellement,  au  point  de  vue  d'un  magasin  de 
detail  de  la  chaussure.  Je  vous  dirai  meme  que  je 
crois  avoir  essaye  tous  les  genres  d'annonce  qui  se 
pratiquent  generalement :  annonces  dans  les  jour- 
naux,  annonces  par  circulaires  de  porte  en  porte,  ou 
lettres  circulaires  par  poste ;  aussi  primes  aux  clients 
ou  cadeaux  appropries  donnes  avec  certains  achats, 
aussi  calendriers,  etc. 

Vous  pourriez  certainement  me  repondre  a  ceci 
que  si  je  me  suis  servi  d'autant  de  mediums  pour 
annoncer  mon  commerce,  je  devrais  au  moins  pou- 
voir  vous  dire  quel  genre  d'annonce  est  le  plus  pro- 
fitable. C'est  justement  la  ou  la  difficulte  surgit. 
II  y  a  une  chose  que  je  puis  vous  assurer  sans  crainte, 
c'est  que  l'annonce  est  tres  payante,  excessivement 
payante,  je  dirai  meme  enormement  payante  pour 
quelqu'un,  mais  pas  toujours,  et  pas  souvent  est-elle 
payante  et  profitable  pour  celui  qui  annonce,  et  je 
crois  surtout  pour  les  grandes  annonces  dans  nos 
grands  quotidiens,  elles  sont  surtout  tres  payantes 
pour  le  journal  d'abord  pour  les  clients  quelquefois,  et 
pour  l'annoncer,  ma  foi,  s'il  en  reste.  Cela  ne  veut 
pas  dire  cependant  que  les  annonces  dans  les  jour- 
naux  soient  de  l'argent  perdu,  mais  je  ne  crois  pas 
qu'elles  rapportent  autant  que  si  elles  sont  placees 
sur  l'embellissement  de  l'interieur  ou  de  l'exterieur 
du  magasin,  ou  meme,  soit  en  decorations  ou  fix- 
tures; et  voici  la  principale  raison  pour  laquelle  je 
ne  suis  pas  en  faveur  des  annonces  dans  les  grands 
journaux ;  d'abord,  au  taux  actuel  de  19c.  ou  20.  la 
ligne,  il  est  impossible  de  mettre  une  annonce  con- 
venable a  moins  de  payer  une  cinquantaine  de 
piastres.  Les  agents  de  publicite  vous  diront  bien 
que  cette  annonce  est  publiee  a  100,000  copies,  plus 
ou  moins.  Quelle  circulation  a  tel  ou  tel  journal 
dans  notre  district  bien  entendu  et  combien  de  cli- 
ents lisent  notre  annonce,  et  ensuite  combien  sont 
interesses  a  ce  que  nous  annongons,  le  jour  meme  ou 
notre  annonce  parait,  car  il  est  evident  que  notre 
annonce  est  pour  cette  journee-la  seulement.  Je  ne 
crois  pas  que  personne  ne  garde  un  journal  pour  y 
referer  quant  aux  annonces.  Vous  voyez  par  la  que 
singulierement  diminuee  quant  a  ce  qui  nous,  inte- 
resse  directement.  Ensuite,  pour  que  l'annonce  ait 
reellement  de  la  valeur,  pour  qu'elle  soit  une  sug- 
gestion qui  fasse  agir  immediatement  le  client  qui 
puisse  avoir  besoin  de  notre  marchandise,  il  faut 
qu'elle  soit  redigee,  non  d'une  maniere  quelconque, 
mais  bien  avec  des  arguments  serieux,  et  que  vous 
etes  en  mesure  de  prouver  a  votre  client  a  son 
arrivee  chez  vous  ;  d'abord  que  vous  avez  exactement 
ce  que  vous  annoncez,  surtout  la  qualite,  car  il  est 
de  mode,  n'est-ce  pas  chez  tous  les  grands  annon- 
ceurs,  et  les  petits  annonceurs  copient  sur  les  grands, 
d'annoncer  une  marchandise,  une  paire  de  chaussures 
par  exemple,  ou  plutot  500  paires  de  chaussures  en 
dormant  des  details  sur  les  qualites,  les  formes,  etc.; 
une  valeur  speciale  tant  qu'il  y  en  aura  pour  $3.99  a 
telle  heure.  Je  ne  dis  pas  que  ce  genre  d'annonce  ne 
prend  pas ;  il  y  a  toujours  une  certaine  clientele  qui 
court  ce  qu'on  appelle  les  "bargains"  mais,  veuillez 
m'en  croire,  ce  n'est  pas  la  clientele  la  plus  payante, 
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et  a  mon  point  de  vue,  cette  clientele  la  est  la  plus 
exigeante,  c'est  en  meme  temps  la  moins  recon- 
naissante ;  tres  souvent,  apres  avoir  choisi  la  meil- 
leure  paire  du  lot  annonce,  ils  reviennent  4  ou  5  jours 
apres,  et  s'ils  ne  trouvent  pas  leur  avantage,  se  font 
remettre  leur  argent.  J'etablirai  ici  une  parenthese, 
et  je  ferai  une  distinction  entre  un  magasin  qui  fait 
par  exemple,  un  chiffre  d'affaires  de  $50,000.  et  un 
autre  de  $100,000.  ou  plus.  Je  vous  avouerai  que  je 
ne  suis  pas  pret  a  donner  des  conseils  aux  detaillants 
de  chaussures  qui  font  $100,000.  ou  plus ;  je  serais 
plutot  en  position  de  recevoir  leurs  avis,  et  a  la  pro- 
chaine  conference,  si  j'etais  le  seul  a  ne  pas  faire  ce 
$100,000.  la,  je  vous  demanderai  bien  humblement 
de  me  donner  les  moyens  d'y  parvenir.  Je  com- 
prends  que  les  maisons  qui  font  un  chiffre  d'affaires 
au-dessus  de  $100,000.  sont  obliges,  de  par  ce  chiffre 
d'affaires,  le  stock  considerable  qu'ils  ont  en  main, 
et  le  capital  engage,  de  subir  la  necessite  d'annoncer 
dans  les  journaux,  quoi  qu'il  en  coute.  Mais  pour 
ceux  dont  le  chiffre  d'affaires  est  limite,  disons 
$50,000.,  je  suis  d'opinion  que  l'annonce  personnelle 
et  directe  aux  clients,  est  beaucoup  plus  sure  et  pro- 
fitable. 

II  est  tres  facile  de  se  faire  un  directoire  d'une 
grosse  partie  de  sa  clientele,  soit  locale  ou  eloignee, 
et  j'ai  toujours  constate  qu'un  client  qui  regoit  une 
lettre  personnelle  ,se  trouve  toujours  flatte  d'une 
certaine  consideration,  et  bien  entendu,  si  la  circula- 
tion est  limitee,  elle  va  du  moins  surement  aux 
clients  que  vous  voulez  interesser;  il  va  sans  dire 
que  c'est  ce  qui  donne  le  plus  de  travail  et  qui  de- 
mande  un  systeme  suivi,  mais  en  fin  de  compte,  ce 
qui  coute  le  moins  d'argent.  Une  annonce  qui  est 
toujours  tres  appreciee  et  tres  recherchee  meme, 
c'est  le  calendrier  au  temps  des  fetes;  sur  ce  point, 
je  sais  que  je  n'ai  pas  besoin  d'insister. 

En  resume,  pour  moi,  la  meilleure  annonce  d'un 
magasin  de  chaussjttres ;  de  jolies  vitrines,  attray 
antes,,  au  moins  renouvelees  toutes  les  semaines.avec 
prix  sur  les  marchandises,  ou  descriptions  appro- 
priees,  un  magasin  bien  tenu,  propre,  des  vendeurs 
experimentes,  cela  revient  a  des  clients  satisfaits, 
et  au  found,  c'est  la  toute  l'annonce. 

SYNOPSIS  IN  ENGLISH. 

Mr.  Lasalle,  after  expressing  his  regret  at  not 
having  the  knowledge  and  experience  acquired  by 
special  study,  said  he  was  ready  to  give  his  personal 
views  on  "Publicity"  from  the  standpoint  of  a  retail 
shoe  store.  He  said,  that  he  had  attempted  every- 
thing in  advertising  from  the  daily  newspapers  to 
hand  bills  and  circulars,  as  well  as  premiums ;  as 
to  saying  which  method  was  best,  is  was  a  different 
matter. 

Advertising  paid  and  paid  enormously  in  some 
cases.  The  daily  papers  paid  well,  for  the  journal 
first,  for  the  advertiser  sometimes.  He  often  won- 
dered if  some  of  the  money  spent  in  this  way  might 
not  bring  better  results  spent  in  improving  the  in- 
terior or  exterior  decorations,  fixtures,  etc.,  of  the 
store. 

The  principal  reason  against  the  shoe  retailer 
using  the  large  daily  papers  is  the  cost  which  often 
brings  an  advertisement  up  to  fifty  dollars  or  more 
an  issue.  In  the  first  place,  how  many  readers  in  the 
district  ,take  the  paper,  and  then  how  many  read  it, 
and  how  many  are  interested  in  the  announcement? 
You  will  find  thus  that  the  circulation  of  the  daily 
paper,  large  as  it  may  be,  when  thus  analyzed  is  con- 
siderably diminished  as  far  as  those  who  are  in- 
terested in  the  store  are  concerned. 


Then  it  is  necessary  that  the  announcement  be 
carefully  prepared  with  serious  arguments  showing 
that  you  have  the  exact  goods,  styles,  etc.,  and  the 
small  advertiser  follows  the  larger  in  advertising  say 
one  pair  of  shoes  or  five  hundred,  giving  the  quality, 
last,  etc — special  value  at  $3.99  to  be  sold  at  such  an 
hour. 

I  do  not  say  that  this  kind  of  advertising  does 
not  bring  trade  as  there  are  always  bargain  hunters, 
but  I  do  not  believe  this  clientelle  is  a  paying  one.  It 
is  the  most  exacting,  as  it  is  the  most  ignorant. 
After  selecting  the  best  out  of  a  lot,  this  kind  of  cus- 
tomer is  likely  to  come  back  in  four  or  five  days  and 
ask  for  a  return  of  the  money. 

A  distinction  must  be  made  between  the  store 
with  $50,000.  annual  sales  and  one  of  $100,000.  The 
latter  is  obliged  by  its  large  output  and  the  heavy 
stocks  carried  to  advertise  liberally,  but  for  those 
with  a  limited  turnover,  I  think  that  personal  direct 
advertising  to  customers  is  more  certain  and  profit- 
able. 

It  is  easy  to  make  a  list  of  the  large  part  of  the 
customers,  local  or  at  a  distance.  I  have  always 
found  a  customer  who  receives  a  personal  letter  is 
flattered  by  the  attention.  It  involves  work  and  a 
system  must  be  adopted  but  it  costs  much  less.  A 
calendar  is  always  appreciated  as  you  know. 

To  me  the  best  advertisement  for  a  shoe  store  is 
a  bright,  attractively  dressed  window,  renewed  at 
least  every  week  with  prices  on  the  goods,  and  ap- 
propriate descriptions.  A  well  managed  store  with 
experienced  salesmen  gives  satisfaction  to  its  cus- 
tomers, and  that  is  the  best  kind  of  advertisement. 

Report  of  Nominations  Committee 

The  Nominations  Committee  reported  the  follow- 
ing list  of  Officers  and  Executive  for  the  current  year, 
and  on  motion  they  were  declared  duly  elected. 
Officers  and  Executive 

President,  Howard  C.  Blachford,  Toronto,  Ont.; 
1st  Vice-President,  C.  R.  Lasalle,  Montreal,  Que.; 
2nd  Vice-President,  C.  F.  Rannard,  Winnipeg,  Man.; 
3rd  Vice-President,  Hugh  Murray,  London,  Ont.; 
Honorary  Secretary,  J.  L.  Chisholm,  Toronto,  Ont.; 
Honorary  Treasurer,  J.  W.  Jupp,  Toronto,  Ont. 
Executive  Council 

British  Columbia,  James  Maynard,  Victoria,  B.C.; 
Saskatchewan,  Alberta,  Wm.  Marshall,  Moose  Jaw,  Sask.; 
Manitoba,  John  Affleck,  Winnipeg,  Man.;  Ontario, 
Geo.  St.  Leger,  Toronto,  Ont.;  Quebec,  H.  Gibbins, 
Montreal,  Que.;  Maritime  Provinces,  H.  W.  Rising, 
St.  John,  N.  B. 

Mr.  S.  E.  Wygant  on  behalf  of  the  Committee 
presented  the  resolutions  prepared  and  presented  to 
the  committee  for  consideration,  and  they  were  adopted 
seriatim. 

President  Elect  Blachford  then  said  that  he  thought 
they  ought  to  have  a  few  words  from  Mr.  James  Acton 
who  was  present,  and  who  was  the  father  of  the  organ- 
ization. They  had  to  thank  him  for  much  of  the  success 
they  had  attained  so  far. 

Mr.  Acton  replied  in  a  humorous  vein  giving  a  brief 
outline  of  the  formation  of  the  present  Association, 
and  going  back  thirty  years  to  the  time  when  the  shoe 
retailers  had  first  taken  up  the  question  in  the  Shoe 
and  Leather  Journal.  He  had  watched  the  Association 
grow,  and  it  had  now  attained  the  position  where  it 
had  attained  responsibility  and  ability  to  do  for  itself 
what  it  thought  right  and  wise.  Whatever  they  did 
he  assured  them  they  would  have  his  fatherly  blessing, 
and  he  would  do  his  utmost  in  the  way  of  co-operation 
both  personally  and  through  the  Journal. 
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THE  JOINT  SESSION 

Probably  the  most  important  meeting  of  the  con- 
vention was  the  joint  meeting  of  manufacturers,  whole- 
salers, retailers  and  travellers,  held  on  Tuesday  after- 
noon, following  the  big  luncheon.  Spokesmen  for 
the  four  branches  addressed  the  meeting  in  the  per- 
sons of  Messrs.  C.  F.  Rannard,  for  the  retailers;  Jos. 
Daoust,  for  the  manufacturers;  J.  A.  McLaren,  for 
the  wholesalers;  and  Peter  A.  Doig  for  the  travellers. 
Mr.  Rannard's  address  is  quoted  on  another  page. 
Mr.  Joseph  Daoust's  Address 

The  address  of  Mr.  Joseph  Daoust,  President  of 
the  Shoe  Manufacturers'  Association,  dealt  with  the 
problem  of  failures  in  a  comprehensive  and  interesting 
way. 


Mr.  Jos.  Daoust 

Considering  the  question,  he  divided  failures  in- 
to two  groups— honest  failures  and  dishonest  failures, 
— remarking  that  while  some  failures  were  dishonest, 
certain  circumstances  forced  a  man  to  assign.  Each 
of  these  two  groups  were  divided  into  five  classes, 
first  Group    Honest  Failures 

1.  Those  caused   through   accidental  fires. 

2.  Those  caused  through  depreciation  on  values 
of  merchandise  or  through  change  of  styles. 

3.  Those  caused  through  loss  from   bad  debts. 

4.  Those  caused  through  illness,  preventing  the 
dealer  carrying  on  business. 

5.  Those  caused  through   unfair  competition  on 
the    part    of  neighbors. 

Second  Group    Dishonest  Failures 

1.  When    a   man    lives   beyond    his  means. 

2.  When  he  gambles  or  speculates  in  stocks  or 
real  estate  with  creditors'  money. 

3.  When  he  is  an  immoral  dealer,  or  one  who 
drinks. 

4.  When  a  man  is  inexperienced — when  he  creates 
unfair   competition   by   selling   below  cost. 

5.  The  crook. 

I  it  pointed  out  that  these  two  different  groups 
had  to  be  handled  according  to  one  of  three  methods: — 

1 .  For  a  dealer  to  ask  for  extension  of  time  from 

creditors. 

2.  For  dealer  and  creditors  to  come  to  a  com- 
promse. 


3.    Liquidation — to  assign  and  dispose  of  stock. 

With  regard  to  the  first  method,  it  had  been  the 
experience  of  the  speaker  that  the  granting  of  exten- 
sions of  time  had  usually  not  been  a  success.  It  is  a 
method  that  seriously  interferes  with  credit  in  the  trade. 
No  man  wants  to  sell  goods  to  a  dealer  to  pay  previous 
creditors.  The  arrangement  has  the  effect  of  placing 
a  man  in  a  position  where  it  is  impossible  to  meet  pay- 
ments. He  said  that  statistics  showed  that  not  five 
per  cent  of  the  cases  in  which  extensions  were  allowed 
came  to  a  successful  issue. 

In  speaking  of  compromises  he  said  that  the  honest 
man  had  to  have  the  sympathy  of  creditors,  and  de- 
plored the  fact  that  while  the  honest  man  often  suffered, 
the  crook  escapes.  He  gave  as  an  instance  the  case 
of  a  man  coming  to  his  creditors  and  saying,  "if  you 
sell  me  out  you  will  get  10c.  on  the  dollar.  If  you  will 
compromise  I  will  give  you  25c.  on  the  dollar."  The 
duty  of  the  creditors  is  to  say  to  the  crook,  "You  have 
gone  the  limit.  Irrespective  of  10%  or  25%  you  have 
got  to  step  out.    You  are  a  curse  to  your  business." 

In  speaking  of  assignments  he  referred  to  the  blame 
which  was  placed  by  many  on  the  Bankruptcy  Act.  He 
announced  that  arrangements  were  being  made  for 
a  meeting  of  the  different  Associations  to  try  at  the 
next  session  of  parliament  to  have  the  law  amended 
with  a  view  to  stopping  the  great  number  of  failures. 
A  man  should  be  able  to  stand  a  certain  amount  of  loss 
or  he  should  not  be  in  business.  If  a  man  loses  $5,000.00 
in  a  fire,  why  should  he  come  to  his  creditors  and  say 
I  want  you  to  give  me  $5,000.00.  If  he  offers  60c. 
on  the  dollar  why  should  he  ask  his  creditors  to  accept 
a  loss  of  $2,000.00  when  it  was  not  the  creditors'  fault 
that  he  was  not  covered  with  insurance.  A  man  should 
have  a  certain  amount  in  the  nature  of  a  bank  roll  be- 
fore he  assumes  the  responsibility  of  carrying  on  busi- 
ness. It  is  too  easy  for  a  man  to  go  before  his  cred- 
itors and  say  "I  will  pay  you  so  much  on  the  dollar." 
As  long  as  creditors  representing  66  2/3%  of  the  amount 
involved  and  51%  of  the  number  of  creditors  will  accept, 
the  man  is  all  right,  the  rest  usually  do  not  care. 

Mr.  Daoust  closed  by  calling  for  suggestions  on  the 
matter.  He  explained  that  on  Thursday  he  was  one 
of  the  representatives  to  go  before  the  credit  association, 
and  he  was  desirous  of  having  ready  as  many  practical 
suggestions    as  possible. 

In  the  discussion  which  followed  Mr.  C.  F.  Rannard, 
of  Winnipeg,  said  that  the  four  Associations  should 
co-operate  to  combat  the  evil  of  under-selling,  which 
was  one  of  the  main  causes  of  bringing  about  conditions 
which  forced  failures.  The  man  who  is  under-selling 
should  be  reported  to  the  Association,  and  steps  be 
taken  to  see  that  he  is  not  allowed  to  secure  his  goods. 
He  expressed  the  belief  that  if  the  Associations  got  to- 
gether they  could  clean  up  Canada  and  the  unfair 
dealer  be  put  out  of  business. 

Mr.  J.  E.  Warrington  stated  that  there  has  been 
in  operation  for  some  time  a  service  which  reported 
on  all  dealers  found  guilty  of  unfair  practices.  This 
service  was  operated  in  connection  with  the  Shoe  Man- 
ufacturers' Association.  If  any  manufacturers  had  rea- 
son to  believe  that  any  customers  were  taking  any  Un- 
fair advantages  or  doing  anything  detrimental  to  trade 
a  full  report  was  sent  to  the  Secretary,  and  the  case 
is  investigated.  The  outcome  is  that  in  time  this  method 
will  probably  solve  much  of  the  trouble.  When  a  new 
account  comes,  manufacturers  will  have  a  complete 
record  of  the  purchaser  to  refer  to.  The  service  can- 
not be  built  up  in  a  day,  but  in  time,  with  the  co-oper- 
ation of  all  it  will  be  fully  completed,  and  will  have  the 
effect  of  improving  conditions  and  giving  greater  con- 
fidence all  round. 
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THE  FUNCTIONS  OF  A  SHOE  WHOLESALER 

Mr.  J.  A.  McLaren  then  dealt  with  "The  Functions 
of  the  Wholesaler,"  He  said: — 

"When  I  look  around  upon  this  great  assemblage 
of  trained  shoe  experts,  I  feel  more  than  I  can  tell  you 
how  inadequate  I  am  for  the  task  that  has  been  assigned 
to  me  by  some  well-meaning  but  misguided  person, 
of  addressing  you  even  for  the  few  minutes  that  has  been 
allotted  me  on  the  "Functions  of  a  Shoe  Wholesaler". 

"After  listening  to  the  statesmanlike  address  of 
Mr.  Daoust,  I  feel  that  an  apology  is  due  from  some- 
one for  not  having  provided  a  speaker  who  could  pre- 
sent the  case  of  the  Wholesaler,  as  Mr.  Daoust  has  for 
the  Manufacturer,  but  fortunately  for  me,  Mr.  Daoust's 
ability,  as  a  speaker,  is  such  that  I  am  sure  you  will 
all  be  still  under  the  spell  of  his  great  effort  for  the  few 
minutes  that  I  will  be  on  my  feet,  and  so  I  am  hoping 
to  run  the  gauntlet  before  you  have  fully  recovered 
from  the  effect  of  his  oratorical  champagne. 

"In  casting  around  in  my  mind  for  a  parallel  case 
to  that  of  the  relation  of  the  Shoe  Wholesaler  to  the 
Manufacturer  and  Retailer,  nothing  occurs  to  me  that 
better  serves  the  situation  than  the  illustration  of  the 
fender  used  by  ships  to  receive  the  impact  of  the  coming 
together  of  the  ship  and  the  wharf,  and  so  on  the  one 
hand,  to  prevent  damage  to  the  ship,  and  on  the  other 
hand,  to  the  wharf,  the  fender  being  the  buffer  or  the 
shock  absorber  and  taking  all  the  hard  knocks,  that  would 
otherwise  come  to  both  boat  and  wharf,  and  at  the  same 
time    keeping    both  harmless. 

"In  the  same  way,  the  Wholesaler  is  the  shock 
absorber  between  the  Manufacturer  and  Retailer.  And 
possibly  because  of  these  much  abused  and  much  mis- 
understood "Middleman,"  who  takes  all  the  squeez- 
ing from  both  sides,  with  a  smile,  and  arrange  all  the 
complaints  that  come  to  them  with  the  minimum  of  fric- 
tion, the  manufacturer  may  have  the  mistaken  idea 
that  his  goods  are  so  far  above  criticism  that  there 
are  no  complaints,  or  at  least  only  such  odd  cases  as 
may  _  filter  through  to  him.  But  any  manufacturer 
who  is  under  this  delusion  would  be  greatly  enlightened 
by  a  look  through  the  wholesaler's  mail.  These  com- 
plaints may  not,  in  all  cases,  be  justified,  but  whether 
they  are  real  or  not,  they  have  to  be  dealt  with,  and  often 
with  as  much  finesse  and  diplomacy  as  was  ever  dis- 
played by  a  Lloyd  George  or  even  by  our  Chairman 
himself,  and  that  would  be  saying  a  whole  lot. 

"I  am  not  going  to  endeavor  to  bring  before  you 
a  mass  of  facts  and  figures  to  show  the  good  work  done 
by  the  Wholesaler,  because  I  don't  think  it  necessary 
with  this  audience  to  try  to  prove  what  is  such  a  firmly 
established  fact  that  no  one  seriously  suggests  that  he 
can  be  eliminated,  although  occasionally  he  may  be 
referred  to  as  'the  unnecessary  Middleman'.  But 
that  is  not  the  serious  thought  of  the  man  of  experience. 

"We  can  start,  therefore,  on  the  assumption  that 
the  wholesaler  is  an  essential  part  of  the  shoe  trade  of 
Canada,  for  the  purpose  of  clothing  the  feet  of  the  Can- 
adian people,  and  of  doing  their  part  in  making  Canada 
known  to  the  world  as  a  country  in  which  the  people 
are  most  efficiently  and  artistically  shod. 

"To  those  who  ask  the  question  of  what  use  is 
the  wholesaler,  I  would  like  in  return  to  ask  a  question: 
"Who  would  have  stood  between  the  other  two  sec- 
tions of  the  trade  and  performed  the  same  services 
so  satisfactorily  as  the  wholesaler?"  During  the  past 
few  years,  who  not  only  kept  the  wheels  in  the  factories 
turning,  but  also  provided,  when  they  were  wanted, 
the  necessary  goods  for  late  buyers,  and  in  many  cases 
to  the  Wholesalers  own  disadvantage  and  serious  loss? 
Because  although  a  man  may  be  an  optimist  and  may 
use  the  best  judgment  he  has,  he  cannot  always  make 


a  "bull's  eye",  and  mistakes  have  been  known  to  occur 
which  meant  the  eventual  disposal  of  goods  at  a  loss, 
as  very  many  Wholesalers  know  to  their  sorrow. 

"Of  course,  the  chief  function  of  the  wholesaler 
is  as  a  distributor  of  goods  for  the  manufacturer,  or 
at  least  for  such  a  portion  of  the  manufacturer's  goods 
as  he  does  not  distribute  himself,  so  that  these  goods 
will  reach  points,  both  large  and  small.  And  there 
are  many  places  throughout  the  country  that  are  reached 
by  the  wholesalers'  salesmen  only  at  considerable  effort 
and  expense.  My  idea  of  the  chief  function  of  a  real 
wholesaler  is  one  who  covers  his  territory  thoroughly, 
taking  in  places,  both  large  and  small,  and  who  gives 
the  same  careful  attention  to  the  wants  of  the  small 
dealer  in  the  country  hamlet  and  village,  as  he  does 
to  those  in  the  larger  towns  and  cities.  And  I  think 
it  will  be  a  bad  day  for  Canada  when  the  small  store- 
keeper is  put  in  the  disadvantageous  position  into  which 
there  is,  at  the  present  time,  some  evidence  of  his  being 
put,  of  not  being  able  to  compete  with  larger  concerns 
selling  direct  to  the  consumer  and  who  are  given  such 
preferences  by  the  manufacturer  as  to  enable  them  to 
undersell  these  smaller  dealers  who,  while  handling 
goods  in  a  more  limited  way,  are  doing  a  real  work  in 
the  upbuilding  of  the  country  by  supplying  the  needs 
of  their  community,  but  who  will  not  long  be  able  to 
survive  the  difficult  task  that  is  being  put  upon  them. 

"That,  however,  is  a  little  digression.  But  I  thought 
I  would  throw  it  in  for  the  consideration  of  my  friends, 
the  manufacturers,  who  have  their  hands  on  the  lever, 
and  who  have  all  power  to  do  as  they  please  in  such 
matters.  What  I  do  want  to  emphasize  is  this,  that 
if  it  had  not  been  that  the  shoe  wholesaler  had  per- 
formed a  national  service  by  seeing  that  these  small 
dealers  were  put  on  a  nearer  basis  of  equality  with  the 
larger  buyers,  many  of  the  former  would  have  found 
the  unequal  competition  too  great  and  would  have  dis- 
appeared. And  it  will  be  a  bad  day  for  Canada  when 
the  small  merchant  who,  with  the  farmer,  is  the  back- 
bone of  the  country,  and  without  whom  the  smaller 
business  centres  which  are  the  life  of  a  country,  could 
not   exist,  disappears. 

"Besides  being  a  distributor  of  goods,  the  whole- 
saler must  above  all  other  things  be  an  optimist.  Who 
else  could  have  dealt  with  such  a  situation  as  has  con- 
fronted us  during  the  past  few  years?  Our  friends,  the 
retailers,  were  not  taking  many  chances  by  buying 
in  advance  of  their  requirements,  and  wisely  so,  but 
the  wholesaler  was  in  the  position  of  having  to  place 
his  orders  with  the  manufacturers  sufficiently  in  advance 
so  as  to  have  the  goods  on  hand  when  the  season  opened 
up,  and  the  demand  came  for  them.  In  doing  this  he 
performed  two  good  services,  the  one  by  keeping  the 
manufacturer  busy  during  what  would  otherwise  have 
been  a  quiet  time  for  him,  and  the  other,  by  thus  pro- 
viding goods  for  the  retailer  to  get  'right  off  the  bat', 
just  when  and  in  what  quantities  they  were  wanted. 

"Then  the  wholesaler  has  to  be  an  expert  credit 
dispenser.  In  this  way  he  is,  I  can  assure  you,  a  real 
shock  absorber,  to  an  extent  that  if  he  knew,  would 
undoubtedly  change  the  point  of  view  of  the  manu- 
facturer who  thinks  that  all  a  wholesaler  has  to  do  is 
to  receive  the  goods  from  the  factory,  pay  for  them, 
ship  them  out,  and  immediately  get  his  money  in  with 
which  to  buy  more  goods.  If  that  were  all,  then  the 
wholesaler's  life  would  be  a  reasonably  happy  one, 
but  unfortunately  it  isn't  so. 

"In  short,  I  think  the  statement  will  not  be  ser- 
iously contradicted  when  I  say  that  the  shoe  whole- 
saler as,  first,  an  economical  distributor  of  goods  to 
the  trade;  second,  the  credit  man  of  the  trade;  third, 
the  optimist  of  the  trade,  and  fourth,   the  shock  ab- 
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sorber  of  the" trade,  is  a  public  benefactor  and  relieves 
the  manufacturer  of  a  burden  that,  were  he  to  assume 
and  properly  carry  out,  would  mean  so  great  an  added 
expense  in  the  distribution  of  goods  as  to  make  the  per- 
centage of  expense  for  distribution^much  greater  than 
it  is  at  present. 

"1  am  afraid  that  I  have  done  scant  justice  to 
this  important  question  and  have  left  unsaid  many 
things  that  should  have  been  said  on  behalf  of  the  shoe 
wholesaler  were  I  to  do  him  full  justice.  But  I  leave 
to  the  consideration  of  this  critical  audience  the  matter 
of  giving  a  little  more  thought  than  perhaps  has  ordin- 
arily been  accorded,  to  the  responsible  and  important 
position  occupied  by  the  shoe  wholesaler  as  an  indis- 
pensable and  necessary  part  of  the  great  boot  and  shoe 
industry  of  the  Dominion  of  Canada." 

MR.  PETER  DOIG'S  ADDRESS 

Mr.  P.  A.  Doig,  representing  the  Shoe  and  Lea- 
ther Travellers'  Association  then  addressed  the  Joint 
Meeting. 

He  opened  his  remarks  by  referring  to  the  import- 
ance ot  the  part  which  the  travellers  played  in  the  Trade, 
and  in  expressing  the  opinion  that  many  manufacturers, 
had  been  "put  on  the  map"  by  its  travellers,  said  that 
in  such  cases  the  travellers  were  the  tail  that  wags  the 
dog. 

In  pointing  out  that  the  travellers  were  the  link 
between  the  shoe  retailers  and  the  shoe  manufacturers 
Mr.  Doig  made  a  strong  and  stirring  appeal  for  high 


Mr.  Peter  Doig  is  the  offlcal  receiver 

ideals  among  all  business  men.  They  not  only  brought 
success  to  the  man  himself,  but  by  living  true  we  in- 
spire the  best  in  others.  He  commented  on  how  some 
men  immediately  let  down  their  principles  in  the  pre- 
sence of  other  men,  and  suggested  that  we  size  ourselves 
according  to  the  suggestions  and  proposals  that  other 
men  made  to  us.  That  salesman  could  feel  proud  who 
could  say  that  it  had  never  been  suggested  to  him  to 
take  any  "grease".  He  deplored  the  fact  that  there 
were  men  who,  if  you  wanted  their  business  you  had 
to  buy  it.  No  buyer  should  expect  that  kind  of  thing,  and 
in  humorously  referring  to  the  remarks  of  a  previous 
speaker  who  had  said  that  there  were  "scalawag"  man- 
ufacturers, wholesalers  and  retailers,  he  was  glad  the 
speaker  had  not  been  able  to  say  there  were  any  "scala- 
wag" travellers. 

In  impressive  terms,  Mr.  Doig  urged  that  each 
should  possess  the  three  great  virtues,  loyalty,  integrity 
and  magnaminity.  Loyalty  contributes  character  to 
business  as  well  as  to  citizenship.  Integrity  in  business 
is  probably  one  of  the  most  important  things  at  which 

hould  aim.  Magnaminity  we  should  have  for  the 
i,nc  who  has  fallen,  ready  to  offer  any  help  that  will 
make  for  the  better. 

The  speaker  continued  by  pointing  out  to  travellers 


the  responsibility  they  assumed  by  the  way  their  con- 
duct and  personality  reflected  on  the  house.  The  re- 
tailer looks  upon  the  firm  according  to  the  traveller 
who  calls.  "Do  you  conduct  yourself  in  such  a  way 
that  the  retailer  will  give  your  firm  a  high  standing? 
Do  you  forget  yourself  as  soon  as  you  leave  your  home 
town"?  he  asked.  Those  calling  on  the  trade  must 
work  according  to  the  houses'  principals.  They  are 
the  living  policy  of  the  firm  they  represent. 

In  speaking  of  co-operation  he  suggested  that  each 
group  should  strive  to  do  one  thing  which  would  work 
toward  solidifying  the  groups, — strive  to  relieve  the 
greatest  abuse  which,  if  corrected,  would  be  the  greatest 
good. 

As  a  phase  of  this  question  of  co-operation,  he  closed 
his  address  by  making  a  plea  on  the  part  of  the  travellers 
to  retailers  to  be  more  careful  and  considerate  in  co- 
operating with  salesmen  in  the  matter  of  appointments. 
He  instanced  cases  of  where  travellers  had  been  forced 
to  wait  one,  two  or  three  days  to  get  their  appointments 
fulfilled.  All  the  travellers  asked  of  retailers  is  that 
they  be  given  a  square  deal.  The  traveller  is  in  every 
way  as  capable  a  man  as  the  man  in  the  store,  and  his 
time  just  as  valuable.  "Match  your  time  against  his" 
he  urged  retailers, "and  your  account  will  be  more  valuable 
and  he  will  consequently  be  able  to  give  you  better  ser- 
vice. It  is  not  a  sign  of  bigness  for  the  retailer  to  ig- 
nore the  traveller,  and  when  you  make  an  appointment, 
keep  it." 

MR.  C.  F.  RANNARDS'  ADDRESS 

I  have  attended  many  Conventions.  I  think 
this  is  one  of  the  best  things  a  merchant  can  do,  whether 
he  has  a  large  or  a  small  business.  Many  years  ago  I 
asked  myself,  "Can  I  afford  to  go?".  The  answer 
came  to  me,  "Can  this  business  afford  to  take  the  loss 
that  will  be  entailed  through  my  absenting  myself  from 
this  Convention,  Exposition  and  Style  Review?  Do 
I  know  enough  about  forth-coming  styles  of  shoes  and 
hosiery,  enough  about  shoe  and  leather  prices,  enough 
about  advanced  methods  of  stock-keeping,  book-keep- 
ing and  business  administration,  enough  about  how  the 
other  fellow  is  doing  it,  or  should  I  learn  more? 

The  necessary  thing  to-day  is  to  study  business 
from  the  viewpoint  of  charting  of  business  "Cycles"; 
the  peaks  of  prosperity  and  the  valleys  of  depression 
have  stimulated  the  curiosity  of  merchants  and  man- 
ufacturers as  to  their  being  put  into  usable  form.  The 
law  of  supply  and  demand  has  some  relationship  to  the 
shoe  business,  the  same  as  to  the  pig  iron  industry,  the 
building  trades,  and  any  other  big  payroll  industry. 
Whatever  kind  of  business  we  are  in,  it  is  necessary  to 
study  the  'Cycle'  theory  to  see  if  it  proves  'Buying 
Demand'.  The  best  advice  we  can  get  is  to  keep  our 
minds  on  'Cycles'  of  business;  for  there  is  more  under- 
standing of  your  own  business  from  acquaintance  with 
the   other   fellow's  business. 

Keep  Them  Moving 

To  'Sell  the  Sales  People'  on  the  principles,  policies 
and  merchandise  of  the  house,  should  be  one  of  the  nec- 
essary objects  of  your  store.  Shoes  bought  must  be 
sold,  and  while  it  is  necessary  to  buy  right,  it  is  also 
necessary  to  sell,  so  that  the  two  points,  buying  and 
selling  will  have  the  co-operation  and  co-ordination 
of  each  individual.  That  is  the  policy  that  is  estab- 
lished   in    the    Rannard  stores. 

Regardless  of  the  size  of  the  store,  the  man  who 
does  the  buying  has  seen  the  possibility  of  profit  in 
every  shoe  on  the  shelves.  Otherwise  they  would  never 
have  been  in  the  house.  But  what  percentage  of  them 
will  bring  the  full  market  price,  and  what  percentage 
of  them  has  been,  or  will  be  marked  down  in  order  to 
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convert  them  into  cash?  There  is  no  possible  chance 
for  profit  as  long  as  they  stay  on  the  shelves.. 

Even  in  the  smaller  stores,  where  the  proprietor 
does  the  buying,  as  well  as  a  portion  of  the  selling,  he 
takes  it  for  granted  that  the  sales  people  can  see  for 
themselves  all  that  he  saw  in  the  shoes  when  he  bought 
them,  and  he  does  not  take  the  pains  to  sell  them  to 
his  employees. 

If  there  was  ever  a  time  when  the  sales  people 
should  know  the  'Reason  why'  for  every  shoe  that  comes 
into  the  house,  it  is  right  now.  At  a  time  like  this, 
when  nobody  is  sure  of  his  ground  on  styles,  when 
patterns  and  lasts  are  constantly  changing,  the  buy- 
ing and  sales  people  must  keep  in  very  close  touch  with 
each  other  if  stocks  are  to  be  kept  moving  fast  enough 
to  keep  mark-ups   ahead  of  mark-downs. 

It  is  only  natural  that  sales  people  should  follow 
the  lines  of  least  resistance  and  show  and  sell  the  easiest. 
The  attractive  new  patterns,  or  new  sto'ck  will  always 
sell  themselves,  but  who  is  going  to  put  the  'Skids' 
under   the  old  shelf-warmers,  off-colors,  and  O.  &  E.'s? 

Maybe  all  of  last  season's  profits  are  tied  up  in 
left-overs.  Maybe  over  due  bills  are  unpaid  because 
these  undesirables  are  still  on  the  shelves.  Better  call 
the  bunch  together  and  talk  it  over.  You  cannot  afford 
to  neglect  such  an  important  thing  in  your  store. 
Narrow  Widths  and  Small  Sizes 

There  is  no  question  in  my  mind  but  that  half 
at  least  of  the  money  lost  in  the  shoe  business  is  due 
to  the  matter  of  wrongly  bought  sizes,  which  are  allow- 
ed to  become  unsold  because  the  new  shoes  are  grabbed 
first.  I  believe  that  an  examination  of  shoe  stocks 
generally  will  reveal  the  fact  that  there  are  more  sizes 
2}/2  to  4  shoes  on  hand  in  nine  stores  out  of  ten,  than  all 
the  other  sizes  put  together, — but  they  do  not  sell  that 
way. 

Do  you  know  that  a4A,  a  3  B,  a  2  C  and  a  1  D  are 
exactly  the  same  ball  measure?  If  you  will  realize 
this  you  will  put  on  the  brakes  on  the  short  sizes  and 
narrow  widths. 

You  will  remember  that  when  we  took  inventory 
December  31,  1919  and  our  Spring  stocks  for  1920  came 
in,  we  were  loaded  with  high  priced  merchandise.  Every- 
one then  immediately  stopped  buying.  Someone  at 
that  time  thought  it  necessary  or  wise, — I  do  not  know 
whether  it  was  the  manufacturer,  or  the  style  maker, — 
to  bring  about  new  styles  .to  create  business,  and  the 
excuse  was  made  that  it  would  mean  that  the  customers, 
particularly  the  women,  would  buy  more  shoes,  and 
make  business  for  the  retailer.  We  not  only  had  to  take 
our  heavy  depreciation  on  our  high  priced  stocks,  but 
we  had  to  turn  around  and  buy  new  style  merchan- 
dise. 

•  Another  problem  that  I  would  like  to  speak  to  you 
about,  which  is  most  critical,  and  which  is  undermining 
the  retailer  from  coast  to  coast  to-day,  is  the  strenuous 
period  of  style  and  style  changes  so  radical,  and  which 
followed  so  quickly  on  the  depreciation  on  high  priced 
merchandise  that  we  had,  and  which  we  have  all  to 
take  since  1920,  when  merchandise  was  at  its  peak. 

Before  the  new  merchandise  was  received  and  checked 
off  in  our  stores  the  manufacturer's  representative 
called  with  something  newer  and  better,  which  he  told 
us  we  ought  to  have.  We  were  so  anxious  to  keep 
in  the  running  that  we  bought  more,  and  this  has  con- 
tinued, and  some  of  us  have  become  so  accustomed  to 
taking  our  depreciation  and  mark-down  that  some  of 
us  think  that  it  is  good  business.  But  I  am  satisfied 
that  when  each  one  of  you  has  taken  his  inventory  and 
figured  out  the  standing  of  his  business  at  the  end  of 
1922,  you  will  begin  to  realize  that  the  style-changing 
hat    was  brought  on  to  stimulate  business  has  brought 


a  down  fall  in  our  business,  and  if  the  man  does  not 
realize  it  the  Chartered  Accountant,  or  his  Banker  will 
point  the  fact  out  when  he  puts  his  finger  on  the  weak- 
ness of  his  financial  statement. 

I  wish  to  say  right  here,  as  one  who  has  had  twenty 
years  of  successful  retailing,  and  who  has  followed  the 
game  very  closely,  that  quick  style  changes  should  be 
tabooed,  or  frowned  upon  by  all  the  retail  trade,  and  that 
any  style  changes  should  be  in  moderation  and  kept 
within  the  season  at  least,  and  in  my  opinion  should  be 
confined  to  slippers,  pumps  or  footwear  that  is  created 
and  worn  at  the  dansante,  or  for  dress  or  special  occas- 
ions; that  footwear  for  men,  women  and  children 
for  the  street  and  every  day  wear  should  be  kept  to 
staple  lines,  so  that  we  can  buy  and  sell  on  a  reasonable 
mark-up  and  work  them  out  with  practically  no  de- 
preciation, further  than  that  which  is  customary  and 
necessary  on   regularly   semi-annual   clean-up  sales. 

I  would  urge  that  the  retail  trade  put  themselves 
on  record  at  this  meeting,  and  either  persuade  or  demand 
that  the  manufacturers  see  to  it  that  sane  style  policy 
be  adopted  to  eliminate  the  suicidal  depreciation  that 
we  have  gone  through.  Unless  this  is  done,  and  done 
immediately,  not  only  will  the  retailer  take  his  loss, 
as  he  is  doing,  but  so  many  will  go  out  of  business  that 
the  manufacturer  and  wholesaler  will  have  to  take  the 
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balance  of  the  loss  when  he  sits  around  the  assignment 
table,  and  finally  the  manufacturer  or  wholesaler  will 
be    forced   into    assignment  himself. 
Buying  for  the  Future 

The  wise  merchant  will  only  buy  what  he  needs, 
not  what  he  wants,  or  what  the  other  fellow  wants  to 
sell  him.  I  would  say  to  the  retailer,  have  no  fear  as 
regards  higher  prices.  The  manufacturer,  wholesaler 
or  supply  house  will  have  to  absorb  any  increase  in  costs, 
just  the  same  as  the  retailer  is  absorbing  his  increased 
costs  and  increased  over-head.  This  is  necessary  be- 
cause the  buying  public  are  not  in  the  mood  to  pay  higher 
prices.  They  are  willing  to  seek  a  cheaper  grade  or  go 
where  prices  are  lowest.  In  fact  the  public  to-day  frowns 
on  anything  that  they  think  is  high  in  price. 

I  read  that  America  will  soon  feel  the  competition 
of  the  German  tanner  in  calfskins  as  well  as  other  lea- 
thers and  that  the  tanner  fears  German  competition 
far  more  than  that  of  any  other  country,  because  of 
the  progressive  methods  adopted  by  the  Germans,  and 
because  of  the  low  wages  paid  in  German  tanneries.  The 
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highest  paid  labor  in  German  tanneries  is  equal  to  40c. 
a  day  and  the  accomplishment  is  equal  to  about  60% 
of  the  same  class  of  labor  in  American  tanneries.  There- 
fore the  German  tanner  is  getting  for  60c.  a  day  a  class 
of  labor  that  is  costing  American  tanners  from  $35.00 
to  J75.00  a  week,  and  I  can  say  that  this  can  be  supplied 
to  a  certain  extent  to  the  manufacturer  of  boots  and 
shoes. 

To-day  with  the  transportation  facilities,  etc., 
the  world  is  much  smaller  than  at  any  time  in  our  history. 

Factories  as  a  rule  are  running  on  short  time.  I 
am  told  there  are  too  many  manufacturers  to  supply 
the  demand,  just  the  same  as  there  are  too  many  re- 
tailers in  the  business,  and  it  seems  to  me  that  if  this 
is  so  it  will  be  a  survival  of  the  fittest. 
The  Living  Wage 

When  the  war  was  on,  the  everlasting  topic  was 
"The  Living  Wage".  Money  became  plentiful,  every- 
thing got  so  high,  before  the  crash  came. 

When  money  was  plentiful  everybody  wanted  to 
spend  money  freely  and  without  thought.  This  craze 
to  spend  money  on  luxuries  has  not  abated.  The  busi- 
ness and  the  business  man  to-day  is  struggling  to  make 
enough  money  to  take  care  of  the  wants,  not  the  needs, 
of  the  sales  force,  and  with  the  buying  public  making 
a  strike  against  buying,  he  is  left  in  a  sad  plight. 

What  we  require  to-day  is  to  get  back  in  expenses, 
get  back  into  making  a  reasonable  profit,  and  get  back 
to  making  a  reasonable  profit  for  money  invested.  How 
are  we  going  to  do  this? 

Only  by  being  able  to  set  the  standard  or  policy 
of  paying  for  what  a  thing  is  worth,  paying  only  for' 
service  that  is  given,  and  each  individual,  rich  or  poor 
seeing  to  it  that  he  or  she  lives  according  to  their  means. 
Skalawags  in  the  Retail  Trade 

I  am  not  conversant  with  the  details  of  the  trade 
in  other  parts  of  the  country,  but  I  think  that  what 
applies  to  the  West  would  apply  to  any  part  of  the  East. 
What  my  thoughts  are  centering  upon  and  what  I  would 
like  you  to  think  of  is  the  class  of  merchant  who  is  creep- 
ing into  the  trade,  who  is  largely  responsible  for  demor- 
alizing the  trade.  That  man  I  would  term  the  "Skala- 
wag," — or  you  can  call  him  the  "Wildcatter"  if  you 
like. 

Years  ago  the  retail  shoe  trade  was  looked  upon 
as  one  of  the  best  of  the  mercantile  professions,  although 
in  those  days  they  possibly  had  their  problems.  But 
during  the  last  few  years  there  has  been  an  unscrupul- 
ous  group   enter   the  field. 

Now  you  all  know  there  is  only  one  way  to  gain 
success  and  that  is  the  upright,  straight-forward,  sound 
methods  that  will  stand  the  test  from  time  to  time, 
and  while  we  are  all  in  the  profession  to  make  money 
at  the  same  time  we  should  set  our  eye  on  the  Star  of 
Character. 

This  policy  and  ideals  do  not  interest  the  Skalawag 
His  purpose  is  to  make  money  by  hook  or  crook.  In 
advertising  he  does  not  care  what  words  are  put  in  his 
advertisements,  as  long  as  they  will  bring  the  people 
in  so  he  can  gold  brick  them. 

In  buying  from  the  manufacturers  or  wholesalers, 
any  excuse  or  story  that  he  can  put  across  in  order  to 
get  his  goods  to  help  gain  his  ends  is  his  sole  idea.  In 
dealing  with  the  customer,  his  one  idea  is  to  look  out 
for  himself  and  do  his  customer  once  at  least,  and  that 
once  good  and  plenty. 

After  the  business  is  run  as  long  as  it  can  run  he 
thinks  it  is  time  to  get  a  settlement  on  the  best  terms 
possible  and  let  the  manufacturers  or  wholesalers 
take  the  loss.  He  thinks  it  is  good  business,  and  natur- 
ally he  has  the  right  to  say  he  is  a  good  business  man. 


Then  the  thing  is  repeated  until  someone  else  of  his 
own  family,  or  relations  buys  the  stock  in  at  a  low  price, 
and  then  it  is  again  dumped  on  the  public  with  the  idea 
of  making  more  money,  and  this  is  repeated  from  time 
to  time. 

You  know  what  I  am  getting  at.  You  know  how 
impossible  it  is  for  a  square  business  to  compete  with 
these  tactics. 

Not  so  long  ago  buying  used  to  be  done  on  the  basis 
of  sentiment.  But  as  time  went  on  we  became  more 
efficient  and  bought  on  values.  But  the  most  recent 
development,  which  I  follow,  is  to  buy  on  character 
and  value.  I  look  at  the  character  not  only  of  the 
merchandise  but  of  the  manufacturer  and  his  repre- 
sentative. Then  I  look  at  his  merchandise  on  the  basis 
of  value.  And  if  the  character  of  all  three  factors  is 
high,  and  the  value  good,  I  buy  the  goods.  This  prin- 
ciple should  be  of  value  to  the  retail  shoe  man  under 
present  circumstances.  Moreover,  it  should  apply  to 
the  running  of  his  store,  as  the  public  are  in  the  mood 
to  follow  similar  lines.  If  the  retailer  follows  it  him- 
self, and  educates  his  customers  to  do  the  same,  he 
will  have  done  much  to  remove  one  of  the  pressing 
evils   of  the  trade. 

But  for  the  present  situation  who  is  to  blame? 
The  manufacturer,  the  wholesaler  or  the  supply  man 
is  to  be  blamed  for  assisting  and  supporting  the  Skala- 
wags and  the  nuisance  has  been  so  prevalent  that  every 
time  the  supply  man  sits  in  with  the  other  creditors, 
and  has  to  take  his  loss,  he  gets  very  little  sympathy 
from  the  staid  and  reliable  business  people  that  are 
carrying  on  year  in  and  year  out  paying  100  cents  on 
the  dollar  for  their  merchandise. 

I  say  this,  that  it  is  up  to  you  that  when  you  find 
out  that  any  supply  man,  whether  they  be  manufacturers, 
wholesalers,  jobbers,  travellers,  that  supply  these  Skala- 
wags without  discretion  that  it  is  up  to  you  to  refuse 
to  patronize  such  firms  or  persons.  Let  them  go  else- 
where to  sell  their  merchandise  and  in  this  way  you 
will  assist  in  stamping  this  out  of  the  trade.  I  would 
say  to  the  supply  house  that  the  banker  is  seeing  to  it 
that  he  does  not  take  the  loss.  These  failures  are  keep- 
ing the  credit  and  assignee  firms  working  overtime 
because  their  numbers  are  increasing  from  year  to  year. 

I  think  this  get-together  of  manufacturers  and  re- 
tailers is  a  splendid  idea.  I  would  be  in  favor  of  having 
a  similar  affair  once  a  year,  because  if  we  get  started 
right,  and  with  the  right  ideas  of  looking  at  things  as 
we  find  them,  trying  to  overcome  difficulties  in  the  busi- 
ness, and  handling  the  big  problems,  great  things  could 
be  accomplished  of  mutual  benefit  to  all  concerned. 

The  manufacturer  has  his  problems,  both  sides 
of  him,  that  is, — buying  his  materials  and  selling  them 
to  his  customers.  The  retailer  has  his  similiar  prob- 
lems, each  of  a  different  nature, — buying  his  mer- 
chandise and  selling  to  his  customers. 

Both  branches  of  the  trade,  with  the  keen  com- 
petition and  high  cost  of  doing  business,  together  with 
the  depreciation  we  find  it  necessary  to  make  from  time 
to  time,  and  the  fact  that  it  takes  a  lot  of  capital  to  run 
a  business,  must  work  together,  and  the  idea  all  round 
should   be  one  of  good-will   and  co-operation. 

We  have  gone  through  a  serious  period  since  1920 
in  our  history,  and  the  results  as  you  find  them  to-day 
as  regards  the  footwear  trade  is  that  most  retailers  are 
in  the  bankruptcy  stage.  The  wholesalers  are  worse 
off,  and  only  a  few  of  the  manufacturers  have  been  able 
to  withstand  the  pressure  up  to  the  present  time. 
About  Failures 

There  are  two  classes  of  failures  that  I  want  to 
discuss.  First,  what  might  be  called  the  "staid"  busi- 
ness man,  doing  business  along  straight  legitimate  lines. 
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He  has  years  of  experience  back  of  him,  but  for  various 
reasons  calamity  comes  over  him  and  he  fails.  In 
looking  over  his  position,  his  creditors  should  not  fail 
to  consider  that  his  assets  include  character,  shoe  ex- 
perience, dependability,  and  reliability.  True,  he  may 
have  no  money,  but  if  at  all  possible,  he  is  entitled  to 
a  new  start. 

Then  we  have  the  "Skalawag."  He  has  not  be- 
hind him  years  of  honest  dealing  in  business.  When 
the  time  comes,  he  fails — dishonestly  and  profitably. 
He  has  no  assets  worth  considering.  He  should  not 
be  given  either  sympathy  or  a  fresh  start.  For  these 
fresh  starts  mean  trouble  to  the  legitimate  trade  and 
every  possibility  that  the  net  result  will  be  failure  of 
the  creditors. 

The  Retailers  Working  With  The  Manufacturers 

Owing  to  the  conditions  during  the  last  few  seasons 
the  retail  trade  in  general  has  been  adverse  to  buying 
next  season's  requirements.  I  want  to  say  right  here 
that  it  is  just  as  bad  to  stop  as  to  go  to  the  limit  in  buy- 
ing our  full  requirements.  We  owe  it  to  the  manu- 
facturer to  help  him  so  that  he  can  have  part  of  our 
requirements  and  these  can  be  made  up  and  cleared 
away,  and  then  we  can  give  him  something  more  as 
regards  styles  for  the  coming  season,  that  unfortunately 
cannot  be  seen,  or  ordered  so  far  in  advance. 


The  JBig  Banquet 

Great  Reunion  of  Manufacturers, 
Wholesalers,  Retailers  and  Travel- 
lers. Witty  Speeches  by  Public 
Men.    All  Wax  Merry. 

THE  great  feature  of  the  Convention  and  Shoe 
Shoe  at  Montreal  was  the  big  banquet  of  the 
shoe  men  at  the  Mount  Royal  Hotel  at  which 
over  seven  hundred  sat  down.  The  joint  Chairmen 
were  Mr.  J.  E.  Warrington,  President  of  the  Shoe  Man- 
ufacturers' Association  and  Mr.  Ed.  Stephens,  President 
of  the  National  Shoe  Retailers'  Association,  and  the 
affair  was  tremendously  successful  from  start  to  finish. 
Apart  from  the  head  table  at  which  were  seated  officers 
and  guests  the  room  was  completely  filled  with  round 
tables  accommodating  groups  of  animated  banqueteers. 
The  process  of  serving  the  recherche  repast  was  enlivened 
by  community-singing,  led  by  a  fine  orchestra.  After 
singing  "O  Canada"  the  toast  of  "The  King"  was  pro- 
posed  and   honored  enthusiastically. 

The  speakers  of  the  evening  were  Hon.  A.  David, 
Provincial  Secretary  and  Professor  B.  K.  Sandwell  of 
McGill  University. 

Hon.  Mr.  David  made  a  forceful  and  witty  speech 
in  English  which  he  summarized  in  French. 

"You  have  had  to-night  a  very  great  idea,  namely 
to  inspire  and  increase  in  Canada  the  use  and  necessity 
of  advertising.  You  have  made  joined  in  one,  the 
manufacturers,  the  wholesalers,  the  retailers  and  the 
travellers — the  four  sections  of  the  industry  which 
you  represent.  But  in  this  Province  there  is  room 
for   all  creeds   and   all  races. 

"Quebec  is  progressing,  some  say  slowly,  but  I 
say  quickly,  in  industry,  in  education,  in  legislation 
and  finance.  In  this  province  we  have  always  respec- 
ted individual  liberty;  and  we  do  not  want  to  take  from 
the  people  that  which  the  people  want.  Go  to  the  crim- 
inal courts  and  look  at  the  number  of  those  brought 
up  for  being  under  the  influence  of  liquor.  They  are 
very  few. 


I  would  advocate  that  the  retailers  make  a  prac- 
tice, as  I  have  done,  of  ordering  50%  of  their  require- 
ments for  the  next  season  ahead,  and  then  order  the 
balance  as  soon  after  as  good  judgment  will  permit. 
If  they  do  this,  or  for  those  who  do  it,  the  manufacturer 
should  show  his  appreciation  by  taking  care  of  their 
immediate  requirements.  Some  manufacturers  do  this 
and  some  do  not,  but  I  am  satisfied  this  can  be  equal- 
ized to  mutual  benefit  with  the  spirit  of  co-operation. 

The  most  urgent  need  to-day  is  one  to  which  every 
man,  whether  he  represents  what  is  commonly  known 
as  Labor  or  Capital,  must  be  willing  to  offer  his  con- 
tribution. It  is  the  need  for  a  great  creative  effort 
to  establish  right  relations  between  man  and  man. 
It  is  manifest  that  unless  some  unity  of  purpose  can  be 
achieved  in  the  world,  some  mutual  understanding  of 
each  other's  problems,  some  appreciation  of  the  fact 
that  no  one  man  is  a  whole  man,  that  there  is  some- 
thing lacking  in  each  of  us  that  makes  society  necessary 
to  our  development.  Unless  this  is  realized,  we  can 
only  hope  for  a  continuance  of  chaotic  social  and  in- 
dustrial conditions. 

Not  until  we  are  able  to  cultivate  "Soul"  in  our  re- 
lations can  we  expect  to  see  conditions  that  will  bring 
about  the  dream  of  the  ages  and  for  which  our  great 
Leader  came, — "Peace  on  earth  and  good-will  among  men". 


"When  you  return  to  your  provinces,  let  us  put 
our  foot  in.  the  shoe  that  will  cover  the  ground  to  keep 
together  the  two  great  races  of  this  country.  Do  not 
look  at  the  faults;  look  at  the  quality.  Quebec  has 
always  been  handing  out  its  hand  to  the  Provinces  of 
Canada,  wishing  to  meet  them  on  the  pinnacle  of  equal- 
ity,  harmony   and  peace. 

"Quebec  is  the  only  Province  in  Canada  to-day 
which  can  show,  in  the  fiscal  year,  a  surplus  of  five  mil- 
lions. And  we  show  it  with  pleasure  because  we  are 
using  every  cent  of  that  surplus  on  the  people.  We 
are  putting  money,  without  the  least  anxiety,  into  edu- 
cation. Quebec  is  proud  to-day,  and  without  discrim- 
ination we  are  striving  and  doing  our  utmost  to  give 
the  children  of  the  workingman  a  technical  education, 
and  this,  in  the  years  to  come,  will  stop  us  from  being 
obliged  to  import  skilled  labor  into  the  Province.  We 
want  to  have  our  own  young  men  efficient,  whether  they 
be  French,  English  or  Irish,  Jewish  or  Scotch.  We 
will  place  them  all  on  the  same  level  and  give  an  equal 
amount  to  enable  them  to  be  educated." 

At  the  conclusion  of  Hon.  Mr.  David's  speech  a 
gentleman  of  powerful  physique  and  resonant  voice 
at  an  adjacent  table  sought  to  catch  the  President's 
eye  and  began  a  speech,  but  he  was  vigorously  howled 
down  by  the  audience.  For  ten  minutes,  however, 
he  held  his  ground  and  finally  was  heard  to  say  that 
he  was  a  retailer  and  having  paid  his  five  dollars  to 
the  Association  was  going  to  be  heard.  He  launched 
an  attack  in  broken  English  upon  shoe  manufacturers 
who  he  said  were  riding  in  their  Studebaker  while  the 
retailer  went  on  foot  or  his'  Ford.  He  characterized 
the  statements  of  tanners  about  the  necessity  for  higher 
prices  as  "bull",  and  saying  that  he  came  from  Sniders 
Creek,  near  St.  Anne  de  Pocotiere  and  the  butchers 
were  only  getting  four  cents  a  pound  for  hides.  As 
the  talk  developed  in  a  humorous  as  well  as  caustic 
vein  with  hits  at  well  known  men  present  it  transpired 
that  the  speaker  was  a  well  known  local  entertainer 
named  Joe  Beauchamp  and  the  whole  thing  was  a  frame- 
up,  which  was  at  one  time  near  precipitating  a  riot. 
Mr.  Beauchamp  afterwards  gave  the  celebrated  French 
Canadian  baseball  story  and  sang  a  song. 
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Professor  Sandwell  who  followed,  gave  a  short 
humorous  speech  in  which  he  made  a  number  of  hits 
in  connection  with  the  shoe  trade.  He  considered  his 
listeners  were  the  basis  of  the  greatest  existing  industry 
in  the  province.  "For,"  asked  Professor  Sandwell, 
"how  could  there  be  any  bootleggers  without  boots?" 

He  pointed  out  that  the  shoe  output  was  equal 
to  three  pairs  for  each  two  pairs  of  feet  per  annum.  He 
informed  the  shoemen  that  to  increase  their  output 
it  was  necessary  to  increase  the  population  of  the  country. 
This  could  be  done  in  different  ways,  he  said.  But 


Hon  Athanase  David 

the  most  discussed  method  was  immigration.  He  was 
not  one  of  those  who  believed  that  this  country  could 
not  stand  any  more  than  a  population  of  ten  millions 
or  so.  It  was  vast  and  great — a  land  of  opportunity 
in   which  all  could  share. 

Those  contributing  to  the  musical  programme  were: 
Armand  Gauthier,  Miss  M.  Lane,  of  the  Ziegfeld  Fol- 
lies;   Mrs.   Lariviere   and   Miss   Allard,  accompanist. 

On  behalf  of  the  shoemen,  Alec  McLaren,  Toronto, 
proposed  a  vote  of  thanks  to  the  Hon.  Athanase  David, 
and  Prof.  Sandwell  for  their  addresses,  and  to  those 
who   had    contributed    to    their  entertainment. 

The  gathering  adjourned  after  the  singing  of  "God 
Save  the  King." 


Illl  MEN  BEHIND  THE  BIG  SHOE  CONGRESS 

Many  of  the  shoe  men  who  attended  the  Canadian 
Shoe  Trade  Convention  in  Montreal  last  week  were 
good  enough  to  express  appreciation  of  the  arrangements 
which  were  made,  but  certain  of  those  to  whom  much 
of  the  credit  is  due  are  so  modest  that  few  of  the  vis- 
itors know  how  much  of  the  success  of  the  Convention 
is  attributed  to  their  efforts.  There  is  danger,  per- 
haps, in  singling  out  individuals  for  special  mention 
in  this  connection,  that  some  equally  deserving  may 
be  overlooked,  but  reference  should  be  made  to  the 
work  of  Messrs.  Joseph  Daoust,  George  G.  Gales,  Ralph 
Locke,  and  C.  E.  W.  Lessard  who  constituted  the  Gen- 
eral Convention  Executive  and  Finance  Committee. 
It  was  at  no  small  personal  inconvenience  that  they 
met  many  evenings  to  work  out  convention  details. 
Mr.  C.  K.  LaSalle  was  an  indefatigable  worker  and 
sacrificed  a  great  deal  of  his  time  during  a  busy  season, 


in  connection  with  programme  advertising,  entertain- 
ment arrangements,  and  sale  of  tickets.  Mr.  D.  F. 
Desmarais  accompanied  Mr.  LaSalle  on  a  special  trip 
to  Quebec  to  call  on  the  manufacturers  there. 

One  of  the  most  pleasing  features  of  the  Conven- 
tion was  the  large  attendance  of  Montreal  retailers, 
many  French-speaking  merchants  being  included.  This 
happy  result  was  due  largely  to  the  effort  of  the  Special 
Committee  of  Montreal  retailers  who  made  a  thorough 
canvass  of  their  fellow  tradesmen.  Messrs.  A.  Daoust 
and  Aime  DeMontigny  constituted  the  team  which 
led  in  respect  of  number  of  tickets  sold,  but  all  the  mem- 
bers of  the  Committee  covered  their  districts  thorough- 
ly and  several  other  teams  finished  close  to  the  leaders. 
Mr.  Wilfrid  Gagnon,  who  never  yet  failed  to  accept 
any  responsibility  placed  upon  him  and  to  do  his  appoin- 
ted work  well,  is  deserving  of  special  mention  as  also 
Messrs.  Jean  Normandin,  H.  V.  Shaw,  Peter  Doig, 
Norman  Morrison,  and  Geo.  E.  Fortin.  Members 
of  the  Reception  Committee  and  those  gentlemen  who 
assisted  them  also  are  deserving  of  the  thanks  of  the 
visitors,  Mr.  S.  E.  Wygant,  Mr.  W.  H.  Stewart,  Mr. 
J.  Normandin,  Mr.  R.  Brosseau,  Mr.  R.  L.  Savage,  Mr. 
J.  A.  Lavoie,  Mr.  Paul  Lambert,  Mr.  L.  Scheuer  and 
Mr.  A.  Daoust,  having  been  especially  active. 

Never  in  the  history  of  the  shoe  trade  in  Canada 
has  there  been  more  zealous  co-operation  of  all  commit- 
tees in  bringing  about  a  function  such  as  the  joint  con- 
vention which  closed  on  Wednesday  night  January 
17th  1923. 


ECHOES  OF  THE  CONVENTION 

The  Banquet  was  a  great  affair  in  more  ways  than 
one.  Hon.  A.  David  proved  himself  an  expert  at  catch- 
ing the  ball,  and  handing  it  back  with  a  swift  left  hand 
curve. 

When  Bro.  Wright  of  Strathroy  speaks,  he  always 
takes  the  platform. 

Harvey  Graham  of  Snider's  Creek  backed  the  gen- 
eral storekeeper  and  butcher  of  Ste  Anne  de  Pocotiere 
to  the  limit  if  one  is  to  judge  from  the  debris  after  the 
latter's  speech. 

Jimmie  Scott  gave  "Alouette"  with  highland  honors, 
even  if  he  did  not  have  on  his  kilt. 

Wm.  Maynard  of  Victoria,  says  you  have  to  come 
West  to  find  that  the  East  is  by  no  means  effete. 

Fred  Marois  did  not  lose  his  hat  this  year.  He 
had  it  tagged. 

But  Al  Wallace  lost  his. 

C.  F.  Rannard  says  that  Winnipeg  may  be  cold, 
but  has  its  compensation  in  the  "dry"  atmosphere. 

Where  were  the  retailers  on  Wednesday?  They 
were  not  in  the  Convention  hall  and  the  sample  rooms 
were   empty.    Echo  answers,  where? 

Bert  Ansley  was  just  preparing  to  eject  the  noisy 
retailer  from  Ste  Anne  de  Pocotiere  when  the  latter 
started  his  baseball  story.  Tiens! 

Dick  Griffith  of  the  White  House,  Hamilton,  did 
the  honors  of  his  town  during  the  Congress.  He  says 
Hamilton  should  be  the  next  place  of  meeting. 

Peter  Doig's  chorus  "Out  of  the  Window  He  Must 
Go"  in  which  the  Tetrault  table  had  apparently  been 
well  rehearsed,  was  unavailing  as  far  as  the  doughty 
retailer  from  Ste.  Anne'  de  Pocotiere  was  concerned. 
He  had  his  say  on  shoes  and  hides. 

The  "scallawag"  dealer  must  go  and  with  him  the 
manufacturer  who  supplies  him  with  the  gas  to  asphyx- 
iate the  legitimate  trade. 

Clayton  Corson,  of  the  Corson  Shoe  Co.,  was  one 
of  those  missed  at  the  great  gathering.  He  was  laid 
up  at  Toronto  with  a  bad  cold.    Tough  luck! 

Harvey  Graham  says,  "I'll  lend  you  the  money." 
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Retailers'  Association  Resolutions 

WHEREAS  incalculable  embarrassment  and  loss  to  the  legitimate  retail  trade  results  from 
the  indiscriminate  placing  upon  the  market  of  Manufacturers'  floor  stocks,  and  so  called  samples 
or  returns,  and  whereas  this  procedure  seems  to  grow  more  menacing  each  year  to  the  retail  shoe 
trade  of  Canada, 

RESOLVED  that  the  Executive  be  instructed  to  confer  with  shoe  manufacturers'  or  others 
interested  for  the  purpose  of  evolving  some  means  for  the  elimination  of  this  evil  through  the  dis- 
tribution of  these  goods  through  regular  channels  by  means  of  clearing  house  or  such  other  methods 
as  may  best  accomplish  the  purpose. 

WHEREAS  the  various  Associations  connected  with  the  shoe  and  leather  industries  of  Canada 
are  now  in  such  practical  co-operation  in  many  ways, 

RESOLVED  that  this  Association  again  suggest  the  desirability  of  the  formation  of  a  General 
Allied  Trades'  Council  to  meet  in  the  interval  of  the  Annual  Meetings  of  the  various  organizations 
to  deal  with  such  matters  as  affect  the  general  welfare  of  the  various  sections  of  the  trade  and  to  take 
action  thereon  or  report  as  the  case  may  require  to  these  various  organizations. 

WHEREAS  the  increase  in  insurance  rates  on  retail  shoe  store  stocks  involves  a  heavy  burden 
on  retail  merchants;  and 

WHEREAS  we  are  convinced  that  such  increase  is  not  justified  by  the  fire  record  of  established 
merchants  of  recognized  standing,  but  that  it  was  prompted  by  abnormal  fire  losses,  under  conditions 
of  sharp  trade  depression,  in  respect  of  stocks  of  merchants  lacking  such  standing; 

THEREFORE  be  it  resolved  that  this  Association  make  the  strongest  possible  representations 
to  the  Dominion  Department  of  Insurance,  urging  that  some  means  be  found  to  protect  the  better 
element  in  the  retail  trade  against  excessive  insurance  rates  and  to  obtain  withdrawal  of  the  last  in- 
crease  made   by   the  underwriters. 

BE  IT  RESOLVED  that  this  Association  declare  the  strongest  possible  protest  against  the 
proposal  of  the  Railway  Company  to  increase  the  rating  on  boots  and  shoes  when  shipped  in  containers 
other  than  wooden  boxes  with  specified  metal  strappings:    and  further 

That  we  express  our  general  satisfaction  with  shipments  of  boots  and  shoes  in  fibre  cases  when 
the  latter  are  packed  properly  at  the  factory,  and  our  decided  preference  for  fibre  cases  instead  of 
wooden  boxes  for  shipment  of  fine  and  medium  lines:  and  further, 

That  we  approve  the  memorandum  in  this  connection  which  has  been  prepared  by  our  acting 
Secretary  and  appoint  him  to  represent  the  National  Shoe  Retailers'  Association  at  the  meeting  with 
the  classification  Committee. 

WHEREAS  the  multiplicity  of  styles  and  the  frequent  introduction  of  variations  of  same,  es- 
pecially between  seasons,  are  alike  inimical  to  the  interests  of  both  shoe  manufacturer  and  distri- 
butor as  involving  on  the  one  hand  large  and  increasing  costs  of  production,  and  on  the  other  hand, 
abnormal  increases  in  retail  stocks  and  consequent  losses  from  this  as  well  as  depreciation  of  goods. 

Be  it  RESOLVED  that  the  Executive  of  this  Association  be  instructed  to  further  take  up  this 
question  with  the  Shoe  Manufacturers'  Association,  with  a  view  to  complete  co-operation  of  the  two 
organizations  for  the  amelioration  of  conditions  that  are  menacing  and  costly  to  the  whole  trade. 

WHEREAS  retail  shoe  conditions  have  been  made  practically  intolerable  by  the  large  number 
of  more  or  less  temporary  stores  that  have  been  opening  for  the  sale  of  boots  and  shoes  at  what  are 
represented  as  low  prices:  and  whereas  many  of  these  establishments  announce  their  stocks  as 
having  been  purchased  from  manufacturers  direct;  and 

WHEREAS  this  continued  state  of  affairs  not  only  makes  it  difficult  for  the  legitimate  retailer 
to  do  business,  but  also  contributes  largely  to  create  and  maintain  the  impression  that  profiteering 
exists  in  the  shoe  trade  of  Canada,  both  wholesale  and  retail: 

Be  it  RESOLVED  that  this  Association  condemns  this  tendency  to  encourage  irresponsible 
concerns  and  especially  those  that  are  known  to  do  business  by  what  may  be  considered  unfair  methods, 
and  that  the  Executive  be  instructed  to  take  up  this  matter  with  the  Shoe  Manufacturers'  Associa- 
tion with  a  view  to  arriving  at  a  definite  plan  of  procedure  by  which  this  evil  may  be  eradicated. 

WHEREAS  we  recognize  the  necessity  for  Government  taxation  in  order  to  meet  the  extra- 
ordinary conditions  brought  on  in  Canada  as  well  as  other  countries  by  the  late  war:  and 

WHEREAS  the  retail  shoe  trade  has  been  and  is  prepared  to  bear  its  full  share  of  the  enormous 
burdens  brought  about  by  abnormal  conditions  arising  from  the  war: 

Be  it  RESOLVED  that  this  Association  place  upon  record  its  conviction  that  the  receipt  tax, 
as  recently  applied  by  the  Dominion  Government  is  in  its  opinion  both  unnecessary  and  hurtful 
to  retail  interests,  as  involving  procedure  both  vexatious,  and  likely  to  severely  affect  retail  business 
as  well  as  promote  evasion. 

Be  it  RESOLVED  further  that  the  Dominion  Government  be  petitioned  to  have  said  regulation 
abrogated,  and  such  increase  made  in  the  Sales  Tax  as  will  meet  any  necessity  for  further  revenue. 

WHEREAS  it  seems  that  the  income  from  the  present  annual  fees  are  not  sufficient  to  retain 
the  exclusive  services  of  a  competent  paid  Secretary,  as  well  as  pay  for  the  general  office  and  execu- 
tive expenses  of  the  Association,  and  also  as  the  work  of  the  N.S.R.A.  seems  to  be  in  a  more  or  less 
degree  a  duplication  of  the  work  of  the  R.M.A.  where  a  shoe  section  is  already  formed,  and  as  many 
retail  shoe  merchants  refuse,  and  are  refusing,  to  join  the  N.S.R.A.,  not  because  it  is  not  a  good  organ- 
ization, but  because  they  already  pay  fees  to  the  R.M.A.  and  will  not  pay  to  a  second  organization. 

RESOLVED  that  authority  be  given  the  Executive  of  this  Association  to  proceed  if  they  deem 
it  advisable  at  once  with  steps  which  will  lead  to  an  amalgamation  with  the  R.M.A.  with  the  best 
possible  interests  and  arrangements  for  the  good  of  this  Association,  and  if  possible,  a  plan  by  which 
this  N.S.R.A.  will  not  lose  its  identification. 
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Shoe  Manufacturers 
Association  of  Canada 


Annual  Meeting  a  great  Suc- 
cess. All  Provinces  Well 
Represented-Important  Bus- 
iness Transacted. 


THE  Fourth  Annual  Convention  of  the  Shoe  Man- 
ufacturers' Association  was  held  in  Hall  "D" 
of  the  Mount  Royal  Hotel,  on  Tuesday,  January 
16th.  There  was  a  large  representation  from  various 
parts  of  Canada  and  the  room  was  comfortably  filled 
when  the  meeting  was  called  to  order  by  President 
Daoust. 

President  Daoust  congratulated  the  members  upon 
the  representative  attendance  and  welcomed  them 
most  cordially  on  behalf  of  the  Montreal  trade.  He 


President  Daoust  opens  the  session 


outlined  very  briefly  the  work  of  the  past  year  stating 
that  the  manager,  Mr.  Weaver,  would  cover  it  more 
fully  and  he  did  not  wish  to  anticipate  what  he  might 


say.  He  referred  however  to  some  of  the  salient  fea- 
tures of  the  work  of  the  Shoe  Manufacturers'  Association 
during  the  past  year.  The  increase  in  membership 
he  attributed  to  the  activities  of  the  manager,  Mr. 
Weaver.  During  the  year,  the  heac1  office  had  been 
moved  to  Montreal,  where  it  was  functioning  success- 
fully. The  tariff  had  been  a  source  of  some  anxiety, 
following  the  election,  but  the  strong  representations 
made  by  the  Trade,  had  resulted  in  the  change  made 
being  virtually  nominal.  A  credit  service  for  Manu- 
facturers had  been  instituted,  to  considerable  advan- 
tage. The  question  of  technical  instruction  in  shoe- 
making  had  been  investigated,  and  progress  was  being 
made.  The  manager  of  the  Association,  Mr.  Weaver, 
had  been  sent  to  the  meeting  of  the  Styles  Committee 
of  the  United  States  with  good  results. 

Mr.  Daoust  expressed  satisfaction  at  the  prospects 
for  this  Convention.  Nearly  seventy  sample  rooms 
were  taken,  and  he  hoped  good  business  would  result 
from  the  efforts. 

The  President  then  repeated  the  substance  of  his 
remarks  in  French. 

The  reports  of  the  Secretary  and  Treasurer  were 
then  adopted  the  latter  showing  a  surplus  of  about 
$4,000  on  hand  to  the  credit  of  the  Association. 
Manager's  Report 

The  manager,  Mr.  S.  Roy  Weaver  then  presented 
a  summary  of  activities  of  the  Association  for  the  year 
1922  as  follows: 

Credit  Service  on  wholesale  accounts  instituted 
with  results  which  we  believe  are  very  satisfactory. 
We  have  on  file  valuable  information  regarding  every 
wholesale  account  in  Canada.  In  this  service  we  have 
secured  the  co-operation  of  many  wholesalers  who  re- 
cognize that  our  credit  service  is  a  protection  and  of 
decided  advantage  to  wholesalers  whose  credit  position 
is  beyond  question. 

The  Association  has  not  attempted  to  develop  a 
complete  service  of  credit  reports  on  retail  accounts 
but  has  issued  a  very  considerable  amount  of  credit 
information,  serving  as  clearing  house  of  credit  infor- 
mation. 

The  Association  organized  last  Spring  the  largest 
and  most  representative  deputation  of  any  single  Can- 
adian industry  which  ever  waited  on  the  Federal  Govern- 
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ment  to  urge  maintenance  of  tariff  protection  for  the 
Canadian  shoe  manufacturing  industry.  We  have  rea- 
son to  be  satisfied  that  the  Government  was  impressed 
with   the  representations  which  were  made. 

Standardization  of  shoe  cartons  and  shipping  cases 
has  been  well  advanced.  A  special  report  on  the  stand- 
ardization of  shipping  cases  will  be  presented  by  Mr. 
Louis  Daoust. 

Arrangements  have  been  made  for  techn'cal  classes 
for  shoe  workers  at  the  Montreal  Technical  School 
and  if  the  experiment  here  is  as  successful  as  we  expect 
it  will  be  the  Association  will  endeavor  to  have  similar 
classes  opened  by  other  shoe  manufacturing  districts. 

The  Association  has  served  as  a  clearing  house  for 
members'  experience  with  customers  who  deal  unfairly 
with  their  supply  houses  by  returning  goods  or  cancelling 
orders  without  justification  or  making  unreasonable 
claims. 

We  have  conducted  a  machinery  and  equipment 
exchange  and  have  been  instrumental  in  bringing  buyers 
and  sellers  together  to  their  mutual  advantage. 

The  Association  has  investigated  a  number  of  cases 
of  alleged  dumping  and  in  a  number  of  cases  has  brought 
to  the  attention  of  the  Government  evidence  which 
has  resulted  in  strict  enforcement  of  the  law.  During 
the  present  Convention  a  special  Committee  will  meet 
to  consider  representations  to  the  Government  in  re- 
gard to  valuation  of  imported  boots  and  shoes  for  duty 
purposes. 

We  have  issued  to  our  members  a  very  consider- 
able amount  of  trade  information  of  various  kinds, 
including  several  summaries  of  court  rulings  which  con- 
stitute  valuable  precedents. 

The  Manager  attended  the  meeting  of  the  Joint 
Styles  Committees  of  the  Shoe  Trade  in  the  United 
States  and  made  a  report  to  the  membership. 

Publicity  work  of  considerable  importance  has  been 
done.  Amongst  other  activities  we  combatted  the  crit- 
icism of  the  industry  on  the  ground  that  shoe  prices 
were  excessive  in  consideration  of  the  price  of  hides. 
In  this  connection  we  issued  50,000  copies  of  Shoe  In- 
dustry Facts  No.  4. 

Following  adoption  of  an  Association  emblem  copies 
were  made  available  to  our  members  at  a  nominal  charge 
and  are  being  employed  to  a  steadily  increasing  extent 
on  member's  stationery. 

The  Association  organized  the  Shoe  Style  Show  at 
the  Canadian  National  Exhibition  at  very  moderate 
expense  to  the  members  which  participated  and  we 


have  reason  to  believe  that  the  Show  had  very  definite 
beneficial  results  as  a  demonstration  to  the  public  of 
the  range,  quality  and  merits  of  Canadian-made  foot- 
wear. 

We  have  completed  very  strong  representations  in 
opposition  to  the  proposed  increase  of  50  per  cent,  in 
freight  rates  on  boots  and  shoes  when  shipped  in  fibre 
containers  or  unstrapped  wooden  boxes  and  are  organiz- 
ing a  deputation  to  meet  with  the  Freight  Classifica- 
tion Committee  at  10  o'clock  on  the  morning  of  Wed- 
nesday, January  27th. 

We  have  urged  upon  the  Government  application 
of  the  present  Marking  Law  to  imports  of  boots  and 
shoes  and  we  are  hopeful  of  action  at  an  early  date. 

The  Association  has  been  partly  instrumental  in 
effecting  a  better  understanding  between  the  several 
branches  of  the  shoe  trade  and  this  splendid  Conven- 


Mr.  Weaverjwas  a  busy  man. 

tion  is  one  of  the  results  of  such  co-operation. 

There  have  been  a  great  many  minor  activities 
and  we  have  served  our  members  in  various  ways  which 
we    believe    have    been  appreciated. 
Standardizing  Shipping  Cases 

Mr.  Louis  Daoust  then  made  his  report  with  re- 
gard to  cartons  and  containers.  He  said  it  was  to  be 
regretted  that  the  adoption  of  the  standard  sizes  of 
cartons  had  not  been  unanimous.    Some  slight  changes 
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had  been  made  so  as  to  ensure  not  only  greater  uni- 
formity but  adaptability  to  the  various  classes  of  shoes. 
He  announced  and  distributed  the  committees  new 
schedule  of  sizes  in  containers  and  explained  that  they 
were  using  outside  measurements  in  cartons  and  inside 
measurements  in  containers  with  the  latter  so  arranged 
that  the  cartons  were  packed  with  the  fronts  up.  The 
advantages  to  the  manufacturer,  wholesaler  and  retailer 
included  uniformity  in  appearance  of  shelves,  quicker 
deliveries,  lower  overhead  and  insurance,  better  shipping 
conditions  and  a  five  per  cent,  decrease  in  cost.  The 
sizes  were  carefully  worked  out  to  suit  manufacturers, 
retailers   and  carriers. 

FIGURING  COSTS  TO  SAFEGUARD  PROFITS" 
By  Howard  P.  Cobb,  CP. A.  and  Industrial 
Engineer,  Boston,  Mass. 
Mr.  Chairman  and  Gentlemen: 

In  accepting  the  invitation  of  your  Secretary  to 
speak  at  this  session  or  your  meetings,  I  was  assured 
by  him  that  should  I  be  able  to  show  you  gentlemen 
how  to  make  money  in  the  manufacture  of  shoes,  I 
would  indeed  be  popular.  I  hope  that  I  have  a  mess- 
age which  will  assist  you  in  the  right  direction. 

And  to  that  end  have  selected  as  the  basis  of  my 
talk  the  subject  of  "The  Application  of  Manufactur- 
ing Expense  to  the  Cost  of  the  Product",  and  coupled 
with  that  a  discussion  of  certain  cost  elements  often 
overlooked  in  figuring  shoes. 

The  manufacturer  who  can  produce  economically, 
should  and  does  get  the  business  and  make  the  pro- 
fits even  in  an  industry  so  highly  competitive  as  is  the 
shoe  industry. 

The  story  is  told  of  a  certain  manufacturer  who 
offered  to  pay  out  of  his  own  pocket  to  have  a  cost  sys- 
tem installed  in  the  plant  of  all  his  local  competitors, 
claiming  that  such  an  outlay  would  save  him  money. 
His  basis  of  reasoning  was  that  his  competitors  did 
not  know  their  cost  to  manufacture  and  therefore  were 
under-bidding  him,  who  did  know  his  costs,  and  were 
interfering  with  his  legitimate  business,  even  while 
they  were  in  the  process  of  going  broke. 

There  are  many  small  manufacturers  in  the  United 
States  who  conduct  their  business  by  rule  or  thumb 
methods,  or  no  method  at  all.  In  other  words,  they 
sell  their  shoes  at  whatever  price  they  can  and  trust  to 
luck  that  they  will  come  out  whole. 

It  is  true  in  the  shoe  centers  of  the  United  States, 
and  I  assume  the  same  applies  to  Canada,  that  the  cost 
of  the  major  elements  entering  into  the  production  of 
shoes  are  practically  the  same  to  all  manufacturers. 
By  that,  I  mean  that  upper  leather  costs  each  man- 
ufacturer the  same,  except  that  possibly  one  man  can 
buy  a  little  cheaper  than  another  if  cash  is  available, 
that  labor  is  about  the  same  in  different  localities  and 
that  the  cost  of  a  plant  in  which  to  manufacture  the 
shoes  would  be  about  the  same,  that  is,  for  concerns 
of  the  same  size.  Therefore,  the  difference  in  price 
as  between  one  manufacturer  and  another  of  the  same 
size  resolves  itself  into  more  efficient  shoe-making  and 
a  smaller  manufacturing  cost  per  pair.  How  is  the 
smaller  manufacturing  expense  obtained?  It  is  obtain- 
ed by  a  closer  supervision  over  the  many  details  enter- 
ing into  it  and  is  reduced  by  the  increased  volume  of 
sales  which  come  by  reason  of  lower  prices. 

The  application  of  manufacturing  expense  to  cost 
is  probably  one  of  the  hardest  problems  which  the  man- 
ufacturer has  to  face.  First  to  obtain  what  the  man- 
ufacturing expenses  really  amount  to,  and  then  how 
should  they  be  applied  to  cost.  Some  manufacturers 
use  a  percentage  basis;  that  is,  they  figure  their  man- 
ufacturing expenses  say  at  10  or  15%  of  the  selling 


price.  But  they  are  putting  the  cart  before  the  horse 
because  the  selling  price  should  be  based  on  the  total 
cost,  plus  a  profit,  and  by  this  method  they  first  have 
to  know  what  the  selling  price  is  before  they  can  com- 
plete the  figuring  of  cost.  It  is  an  easy  method,  but 
it  doesn't  mean  anything,  and  the  only  possible  argu- 
ment in  favor  of  it  is,  that  it  distributes  the  manufactur- 
ing expense  among  the  shoes  in  proportion  to  what  is 
supposed  to  be  their  value.  For  example;  supposing 
that  you  are  making  one  shoe  for  $3.00,  and  another 
shoe  for  $3.50  on  a  percentage  basis  of  10%  for  man- 
ufacturing expenses,  we  charge  30c.  into  the  cheaper 
shoe  and  35c.  into  the  more  expensive  shoe,  but  the 
proper  absorption  of  the  manufacturing  expenses  de- 
pend wholly  on  your  selling  a  sufficient  proportion  of 
the  more  expensive  shoes  as  compared  with  the  cheaper 
shoes,  so  that  in  total  you  account  for  all  of  the  man- 
ufacturing expenses.  This  method  is  not  logical.  Man- 
ufacturing expenses  should  be  figured  in  costs  on  the 
basis  of  the  average  per  pair;  that  is,  the  average  cost 
per  pair  for  last  season  adjusted  by  the  number  of  pairs 
that  is  expected  to  produce  this  season.  This  sounds 
complicated,   let   me   illustrate  it. 

For  example,  assuming  that  a  manufacturer  knows 
that  his  approximate  manufacturing  expenses  for  twelve 
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months  will  amount  to  $50,000.  If  he  manufacturers 
but  one  pair  of  shoes,  then  his  manufacturing  expense 
per  pair  will  be  $50,000.  If  he  manufactures  50,000 
pairs,  it  will  be  $1.00,  and  if  he  manufactures  200,000 
pairs  it  will  be  25c,  and  that  is  about  what  it  should 
be.  Let  us  then  look  at  the  question  of  manufacturing 
expense  from  that  angle  that  is,  not  how  much  our  man- 
ufacturing expenses  have  been  per  pair  after  the  year 
is  finished,  but  let  us  consider  in  advance  how  many 
pair  of  shoes  we  have  got  to  make  to  get  our  manufactur- 
ing expense  down  to  the  point  at  which  it  ought  to  be, 
and  figuring  from  that  angle  we  have  a  better^  oppor- 
tunity to  figure  our  selling  price  down.  In  using  the 
word  cost  here,  I  am  speaking  of  the  estimated  cost. 
Shoe  manufacturing  is  a  great  deal  like  the  contracting 
business  in  that  the  product  is  usually  sold  at  a  price 
before  its  manufacture  is  commenced  and  it  is1  only  by 
effecting  economy  and  efficiency  in  its  production  that 
the  article  can  be  manufactured  at  the  price  at  which 
it  was  sold.  You  gentlemen  who  have  been^  reading 
the  articles  in  "Hide  &  Leather"  will  note  that  in  "Man- 
ufacturing Expenses",  I  have  classified  only  elements 
that  are  fairly  constant.  In  other  words,  expenses 
that  do  not  vary  with  volume.  This  is  done  principally 
so  that  problems  such  as  we  are  discussing  can  be  worked 
out.    Let  each  manufacturer  work  this  for  himself. 

First:  What  is  the  capacity  of  the  plant?  How 
many  pairs  of  shoes  could  you  make  in  twelve  months, 
if  you  had  the  order?    Second:    How  much  will  it 
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cost  for  manufacturing  expenses  in  that  time?  That 
is,  what  will  it  cost,  no  matter  whether  you  make  800 
pairs  or  1000  pairs  a  day?  You  have  got  to  have  an 
organization,  you  must  pay  for  rent  and  heat,  light  and 
power,  etc.  Third:  Having  arrived  at  your  total 
manufacturing  expense  estimate  for  a  year  and  the  total 
maximum  production  which  your  plant  can  turn  out, 
what  then  is  the  maximum  manufacturing  expense 
per  pair  that  your  plant  is  capable  of  doing?  Admit- 
ting again  for  the  moment,  that  the  cost  of  the  major 
elements  are  the  same  to  all  manufacturers  per  pair, 
what  would  be  your  cost  per  pair  at  maximum  pro- 
duction, and  would  that  cost  permit  you  to  sell  your 
products  at  a  price  low  enough  to  obtain  maximum 
production? 

Maximum  production  would  be  an  ideal,  but  ideals 
are  seldom  realized.  Let  us  then  figure  not  on  maxi- 
mum production,  but  on  a  production  as  near  the  maxi- 
mum as  general  business  conditions  and  the  selling  prices 
which  we  have  arrived  at  will  permit.  We  will  assume 
that  maximum  production  is  200,000  pairs  a  year,  and 
at  that  rate  overhead  expense  would  be  25c.  a  pair. 
But  assume  that  the  best  that  we  could  hope  for  would 
be  150,000  pairs,  then  theoretically  our  manufacturing 
expense  would  be  373^c.  per  pair,  but  as  efficiency  de- 
creases as  volume  decreases  let  us  assume  40c.  per  pair. 
Then  40c.  a  pair  is  what  we  should  figure  for  manu- 
facturing expenses  in  our  shoes.  If  we  do  *not  make 
150,000  pairs,  we  lose,  or  if  we  let  our  actual  expenses 
get  ahead  of  our  estimated  expenses,  we  lose,  but  we 
lose  with  our  eyes  open.  Let  us  carry  the  example 
further.  Let  us  assume  that  for  the  previous  year  our 
average  manufacturing  expense  was  60c.  per  pair,  I 
mean  that  is  what  it  actually  figured  to  after  the  year 
was  finished.  Probably  the  principal  reason  why  it 
worked  out  to  60c.  per  pair  was  because  the  factory 
did  not  make  shoes  enough  and  the  principal  reason 
why  a  factory  does  not  make  shoes  enough  is  that  their 
prices  are  too  high. 

Think  this  over  carefully  and  I  think  you  will  agree 
with  me,  that  is,  if  your  costs  are  higher  than  they  should 
be,  due  to  the  fact  that  your  production  is  not  great 
enough  for  your  plant,  that  you  cannot  expect  the  cus- 
tomer to  pay  for  it.  Therefore,  if  you  want  to  sell 
shoes,  you  must  work  your  prices  down  to  the  point, 
not  where  you  will  lose  money  under  any  circumstances, 
but  where  you  will  gain  money  if  you  make  sales  enough. 

This  is  a  theory,  but  a  theory  that  has  been  worked 
out  time  and  time  again.  I  know  of  a  manufacturer 
whose  expenses  are  $50,000  each  season,  that  is,  approx- 
imately six  months.  For  the  first  four  months  in  each 
run,  he  figures  his  shoes  at  a  price  that  covers  the  actual 
material  and  labor,  plus  a  sum  which  will  net  him  50,000 
in  four  months.  That  is,  he  is  leaving  out  any  element 
of  profits  but  he  is  selling  at  a  price  that  will  pay  him 
for  his  entire  six  months'  manufacturing  expense  in  four 
months.  For  the  other  two  months  of  the  run  he  sells 
at  any  price  he  pleases  above  actual  labor  and  material 
cost  and  all  that  he  makes  above  that  is  profit,  because 
he  had  paid  for  his  entire  manufacturing  expense  in 
four  months. 

Of  course,  anything  tending  toward  maximum 
production  has  other  benefits  besides  a  reduction  in 
manufacturing  expenses  per  pair.  With  a  large  volume, 
upper  leather  should  be  used  up  more  economically, 
buying  in  larger  volumes  has  its  advantages.  The 
whole  thing  is  a  gamble — shoe  manufacturing  is  a  gamble 
anyway — but  a  gamble  that  should  be  based  upon  logic, 
a  thorough  understanding  of  the  industry,  and  trade 
conditions. 

Let  us  think  now  of  the  necessity  for  detail  costs 
in  the  small  plant.    They  say  that  a  man  with  a  very 


little  of  the  world's  goods  has  more  need  to  leave  a  will 
than  a  millionaire.  Because  his  heirs  probably  need 
the  money  immediately,  whereas  the  heirs  of  a  millionaire 
probably  have  resources  of  their  own  and  the  need  is 
not  so  imperative.  The  same  is  true  of  the  small  shoe 
manufacturer.  He  has  got  to  know  where  he  stands, 
what  he  is  doing  from  day  to  day,  from  month  to  month, 
because  it  may  make  all  the  difference  to  him  between 
success  and  absolute  failure;  where  with  the  manufacturer 
it  is  more  likely  to  result  only  in  reduced  profits.  The 
trouble  with  most  small  manufacturers  is  that  they  have 
been  so  accustomed  to  carrying  all  of  the  detail  of  the 
business  in  their  heads  and  think  they  know  just  how 
they  stand,  and  probably  for  a  time  they  do,  but  it  is 
when  the  business  has  grown  a  little  bit  and  got  out  of 
their  grasp  but  they  don't  realize  it,  that  the  trouble 
comes.  I  do  not  think  that  it  is  necessary  to  endeavor 
to  impress  you  gentlemen  with  the  need  of  knowing  your 
costs,  but  I  do  want  to  take  up  the  remainder  of  the 
time  at  my  disposal  in  telling  you  of  some  things  that 
are  a  part  of  cost,  but  very  often  overlooked,  and  in  do- 
ing that,  I  hope  in  a  small  measure  to  assist  you  to  make 
some  money,  or  at  least  show  you  how  to  safeguard 
yourselves  against  losing  it.  The  tangible  things  for 
which  you  spend  your  money  every  day  are  noticeable 
and  likely  to  find,  and  probably  do  find  their  way  into 
your  costs.  It  is  the  intangible  things,  things  that  are 
not  known  until  the  end  of  the  year  that  hurt;  among 
them  are  depreciation  on  the  plant,  depreciation  on 
lasts,  dies  and  patterns,  losses  on  returned  shoes,  and 
factory  damage,  and  cancellations,  the  loss  on  samples, 
whether  you  figured  sufficiently  in  your  cost  for  com- 
pensation for  your  own  services,  whether  you  make 
ample  provision  for  bad  accounts  and  whether  you 
turn  your  capital  a  sufficient  number  of  times  each  year 
to  insure  sufficient  profit.  These  are  the  things  that 
make  or  break  you.  They  are  mighty  hard  things  to 
find  out  unless  you  fully  realize  their  importance  and 
keep  your  records  accordingly. 

Depreciation  of  plant  and  equipment  is  intangible, 
in  that  no  one  sends  you  a  bill  for  it,  but  as  a  strict  mat- 
ter of  fact,  it  is  a  very  tangible  thing.  Buildings  and 
machinery  wear  out  every  day  they  are  used,  some- 
times they  wear  out  faster  when  they  are  not  used. 
Therefore,  depreciation  is  one  of  the  elements  of  costs 
and  should  be  figured  at  a  fair  rate  in  the  shoes;  if  not 
figured,  then  the  manufacturer  is  only  fooling  himself. 
The  thing  that  is  of  even  more  importance  is  the  de- 
preciation of  lasts,  dies  and  patterns.  As  a  rule  these 
items  do  not  wear  out,  they  go  out  of  style  and  become 
obsolete.  In  most  factories  a  new  style  of  last,  or  possibly 
two  or  three  styles  have  to  be  introduced  each  year. 
It  may  be  justifiable  to  capitalize  the  purchases  of  lasts, 
dies  and  patterns  for  the  first  year  that  the  concern  is 
in  business.  For  each  year  thereafter,  all  of  the  lasts, 
dies  and  patterns  purchased  in  any  one  year  should  be 
charged  off  in  that  year  and  this  charge  should  be  figured 
in  costs.  Otherwise,  there  is  being  carried  on  the  books 
and  on  the  statements  an  asset  which  is  not  an  asset 
in  that  nothing  could  be  realized  from  the  sale  of  it. 
Five  cents  (5c.)  a  pair  is  a  fair  figure  to  charge  in  costs. 

I  have  known  shoe  factories  to  go  into  bankruptcy 
because  of  the  losses  which  they  sustained  from  returned 
shoes.  Losses  on  returned  shoes  will  average  a;  high 
as  8c.  per  pair  of  shoes  manufactured,  that  means  the 
cost  of  every  pair  of  shoes  that  the  Company  manufactures 
in  a  year  must  bear  a  charge  of  8c.  to  compensate  for 
what  they  lose  through  returned  shoes.  This  is  a  very 
important  element  of  cost,  and  the  same  is  true  of  fac- 
tory damaged  shoes  and  cancellations.  In  some  fac- 
tories, the  cost  of  samples  made  is  a  considerable  item, 
and  after  their  usefulness  is  over  they  sell  for  less  than 


60 


i'HE  SHOE  AND  LEATHER  JOURNAL 


January  15,  1923. 


20%  of  their  cost.  Sample  losses  then  is  one  of  the  ele- 
ments of  costs  and  should  be  figured  in  the  shoes. 

While  some  manufacturers  take  such  a  salary  out 
of  their  business  that  it  handicaps  them  by  making 
their  costs  excessive,  in  the  majority  of  cases,  particularly 
in  the  smaller  concerns,  manufacturers  do  not  take  enough 
for  proper  compensation.  It  is  true  that  a  man  goes 
into  the  business  because  he  thinks  he  can  make  more 
money  in  business  for  himself  than  he  can  working 
for  somebody  else.  It  that  is  so,  then  his  business  should 
pay  him  at  least  the  salary  that  he  could  earn  working 
for  somebody  else,  and  a  profit  on  top  of  that. 

One  of  the  principal  losses  in  shoe  manufacturing 
is  that  of  bad  debts.  If  a  man  is  doing  business  with 
jobbers,  he  had  a  fair  opportunity  to  keep  tabs  on  the 
financial  condition  of  that  concern  and  while  he  may 
extend  them  considerable  credit,  and  his  loss,  when  he 
has  one  amounts  to  a  considerable  sum,  yet  the  concern 
doing  business  with  the  small  dealers  has  his  receivables 
more  widely  distributed  but  is  working  in  the  dark  more 
or  less  as  to  the  financial  responsibility  of  these  dealers 
and  the  losses  although  smaller  for  each  failure,  amount 
to  considerable.  It  is  good  business  policy  to  anticipate 
the  losses  of  this  nature  by  setting  up  reserves  for  bad 
debts  and  at  the  same  time  figuring  something  in  costs 
to  take  care  of  this  misfortune.  One-half  of  1%  of  the 
total  sales  is  considered  a  fair  figure  to  set  up  for  this 
purpose.  The  result  of  handling  a  reserve  in  this  way 
is  that  if  at  some  later  date  losses  are  suffered  for  shoes 
shipped  in  a  prior  year,  you  have  already  made  allowances 
for  such  losses  in  that  year  and  are  not  confronted  with 
the  necessity  of  charging  these  to  the  current  year. 

Of  all  the  business  failures  in  the  United  States, 
the  highest  percentage  are  due  to  lack  of  capital,  that 
is  brought  about  through  the  expenses  of  the  busi- 
ness eating  up  the  capital  before  the  business  has  reached 
the  volume  that  it  should  reach  to  take  care  of  the  ex- 
penses under  which  it  is  working.  A  manufacturer 
starts  in  business  with  a  certain  amount  of  capital  of 
his  own  and  he  expects  that  if  his  business  is  in  a  growing 
condition  that  he  can  borrow  additional  capital  sufficient 
to  carry  him  along.  This  is  good  business  and  he  has 
every  reason  to  expect  that  it  will  work  that  way,  but 
he  often  fails  to  consider  the  type  of  business  that  he 
is  in  and  how  often  he  will  be  able  to  turn  his  capital 
in  a  year.  Under  ordinary  conditions  he  should  be 
able  to  turn  it  at  least  four  times  a  year  and  sometimes 
six,  and  by  capital,  I  refer  not  only  to  capital  invested, 
but  also  whatever  capital  is  borrowed.  But  if  he  ex- 
tends long  time  credits  or  takes  on  slow-paying  accounts, 
he  can  very  easily  work  himself  into  a  position  where 
he  cannot  continue  in  business  even  though  he  is  sol- 
vent. 

In  closing,  I  want  to  speak  somewhat  about  the  per- 
centage of  profits  which  a  shoe  manufacturer  should 
expect  to  realize  from  his  business.  Percentage  of  pro- 
fits is  figured  in  the  first  instance  on  the  volume  of  busi- 
ness done,  not  on  the  capital  invested.  With  this  in 
mind,  then  a  concern  that  can  earn  10%  net  on  its  sales 
in  any  year  is  considered  as  doing  a  good  business,  pro- 
vided that  the  relation  of  sales  to  capital  invested  is 
such  that  the  manufacturer  finally  realizes  20%  on  his 
capital. 

Mr.  A.  Belangcr,  Principal  of  the  Montreal  Tech- 
nical School  then  gave  an  address  on  Technical 
Education  and  its  application  to  shoe  workers.  Mr. 
Belanger's  address  which  was  in  French  explained  in 
detail  the  work  done  by  the  school  for  the  iron,  wood, 
electrical,  chemical  and  other  industries.  He  said, 
the  Montreal  Technical  School,  was  already  teaching 
some  branches  of  the  mechanical  work  of  ;shoemaking. 
He  emphasized  that  it  was  not  practicable  at  this  stage 


to  have  separate  schools  for  shoemaking,  but  that  it 
was  necessary  for  the  present  to  have  shoemaking  taught 
as  one  of  the  activities  of  general  technical  schools. 

He  had  no  doubt  that  in  the  near  future  an  extension 
of  the  work  would  be  undertaken  in  the  Montreal  and 
other  institutions  of  its  kind  that  would  embrace  spheres 
not  already  on  the  curriculum. 
Factors  in  Cost 

At  the  afternoon  session,  Mr.  Wilfrid  Gagnon  took 
up  the  question  of  "Factors  in  Shoe  Costs".  He  re- 
ferred to  the  very  able  address  given  by  Mr.  Cobb, 
which  he  said  covered  the  ground  most  thoroughly. 
He  said  that  any  manufacturer  who  had  broken  even 
during  the  past  couple  of  years  should  be  satisfied. 

QUELQUES  CONSIDERATION  SUR  LES  PRIX 
COUTANTS. 
Par  M.  Wilfrid  Gagnon  (Aird  &  Son). 

M.  le  President,  Messieurs : — 

Vous  venez  d'entendre  l'expose  si  clair  et  si 
bien  developpe  que  Mr.  Cobb  vous  a  presente  sur  les 
prix  coutants. 

Je  suis  heureux  de  me  joindre  a  vous,  M.  le 
President,  et  d'exprimer  a.  notre  invite  d'aujourd'hui 
mes  sinceres  felicitations. 

J'espere  que  son  travail  sera  imprime  et  re- 
pondu  %  profusion  parmi  les  membres  de  notre  In- 
dustrie et  si  j'avais  un  regret  a  exprimer,  ce  serait 
celui  de  constater,  que  ceux  qui  ont  le  plus  besoin,  de 
renseignements  sur  cette  question,  sont  probable- 
ment  ceux  qu'un  sujet  comme  celui-ci  n'interessera 
pas. 

Je  tiens  aussi  a  remercier  publiquement  Mr. 
Cobb,  qui  a  eu  l'aimabilite  de  me  faire  parvenir  sa 
conference  il  y  a  quelques  jours  et  de  vous  eviter 
ainsi,  au  moins,  quelques  repetitions.  Notre  associa- 
tion a  voulu  que  cette  premiere  session  soit  presque 
totalement  employee  a  l'etude  du  probleme  le  plus 
serieux  que  nous  ayions  a  resoudre. 

Le  question  des  prix  coutants  est  aussi  vieille 
que  celle  de  la  fabrication;  le  calcul  du  prix  coutant 
d'une  chaussure  est  aussi  important  que  la  fabrica- 
tion elle-meme ;  c'est  la  base  de  toutes  nos  organi- 
sations ;  la  raison  du  succes  de  ceux  qui  reussisent 
et  presque  inevitablement  la  cause  predominante  de 
la  faillite. 

Je  suis  fier  de  dire,  que  d'une  fagon  generale,  les 
manufacturiers  de  chaussures  du  Canada  represen- 
ted un  groupe  d'hommes  travaillants  et  honnetes. 

Les  faillites  et  les  insucces  dont  nous  avons 
soufferts,  sauf  dans  quelques  rares  exceptions,  ne 
sont  dus  ni  a.  la  malhonnetete  ni  a  l'apathie. 

Si  nous  cherchons  a  la  source  des  choses,  nous 
verrons  bien  plutot  que  le  tres  grand  nombre  de 
ceux  qui  sont  tombes  ou  qui  n'ont  jamais  progresse, 
ne  savaient  pas  calculer  leurs  prix. 

Quel  est  celui  d'entre  nous  qui  n'a  pas  eu  plu- 
sieurs  preuves  evidentes  de  cette  erreur? 

Nous  comprenons  tous  que  nos  prix  ne  peuvent 
pas  et  ne  doivent  pas  etre  exactement  les  memes ; 
la  competition  la  plus  serree  existe  dans  notre  in- 
dustrie ;  mais  lorsque  Ton  presente  des  echantillons 
exactement  semblables  de  deux  maisons  egalement 
placees  a  presque  tous  les  points  de  vue,  ayec  des 
cotations  differentes  de  20  a  30%,  il  y  a  evidemment 
erreur  quelque  part. 

Voila  l'erreur  que  nous  voulons  corriger. 

Le  danger  de  mal  etablir  un  prix  coutant  est 
double. 

La  chaussure  mal  calculee  sera  trop  chere  ou 
trop  bon  marche;  dans  le  premier  cas  elle  ne  se 
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vendra  pas  du  tout,  dans  le  deuxieme,  elle  se  vendra 
trop. 

II  semble,  par  ailleurs,  inutile  d'insister  sur  les 
avantages  et  la  necessite  d'un  systeme  de  prix  cou- 
tants  bien  etabli. 

Je  ne  pretends  pas  que  parceque  vous  aurez  bien 
calcule  vos  prix,  vous  serez  inevitablement  pros- 
peres,  mais  je  puis  vous  assurer,  que  si  vous  ne 
l'etes  pas,  vous  toucherez  au  moins  du  doigt  la  rai- 
son  de  votre  insucces. 

Vous  verrez,  par  exemple,  que  vos  depenses  sont 
trop  elevees,  que  votre  materiel  vous  cout  trop  cher 
ou  que  votre  main  d'oeuvre  est  trop  payee:  en  un 
mot,  vous  verrez  claire  dans  vos  affaires,  et  c'est  la 
le  point  important. 

On  dit  que  la  medicine  guerirait  tous  les  maux, 
si  dans  chaque  cas  le  docteur  pouvait  infailliblement 
diagnostiquer  la  cause  de  la  maladie. 

II  est  un  peu  de  la  medicine  comme  de  l'in- 
dustrie  de  la  chaussure. 

II  est  d'importance  primordiale  que  plusieurs 
d'entre  nous  cessent  de  marcher  dans  la  vague ; 
notre  production,  peut  etre  de  100  paires  ou  de  3000 
paires  par  jour,  peu  importe,  cette  necessite  est  la 
meme  et  la  regie  s'applique  a  tout  le  monde. 

Avez-vous,  parfois,  considere  la  somme  de  profit 
net  que  vous  avez  realise  dans  une  annee  normale 
par  paire  de  chaussures? 

Dans  les  manufactures  de  chaussures  de  moy- 
enne  qualite,  je  doute  forte  que  le  profit  net  soit  de 
plus  de  10c.  a  15c.  de  la  paire. 

Inutile  de  vous  dire,  que  sur  une  marge  de  pro- 
fit net  a  10c.  de  la  paire,  il  n'existe  pas  beaucoup 
d'espace  pour  faire  de  grandes  concessions. 

Nous  allons  maintenant  considerer  ensemble, 
comment  certains  manufacturiers  calculent  au'jour- 
d'hui  leurs  prix  coutants ;  j'essaierrai  de  vous  ex- 
pliquer  ensuite,  brievement,  comment,  dans  mon 
humble  opinion,  les  prix  devraient  etre  figures ;  nous 
passerons  en  revue  les  elements  les  plus  importants 
de  leur  calcul,  et  je  terminerai  par  quelques  re- 
marques  sur  les  erreurs  les  plus  communes. 

Un  grand  nombre  de  manufacturiers  se  conten- 
tent  de  figurer  les  quantites  de  materiel,  les  prix  de 
la  main  d'oeuvres  puis  d'ajouter  ensuite  une  avance 
de  supposons  25%. 

Ce  pourcentage  doit  comprendre  les  charges 
fixes,  les  salaires  de  bureau,  de  contremaitres,  etc., 
etc. 

Je  ne  suis  pas  pret  a  condamner  cette  methode 
en  autant  que  l'avance  ajoutee  est  basee  sur  des 
chiffres ;  je  reviendrai  d'ailleurs  sur  ce  point  dans  un 
instant. 

Mais  ce  qui  est  condamnable,  c'est  que  dans  la 
tres  grande  majorite  des  cas,  ce  pourcentage  n'est 
base  sur  rien  du  tout. 

Une  avance  de  25%  peut  etre  trop  forte  pour 
certains  manufacturiers  et  trop  faibles  pour  un 
nombre  d'autres. 

II  faut  de  toute  necessite  etablir  le  rapport  entre 
vos  depenses  et  le  chiffre  de  vos  affaires  pour  de- 
terminer le  pourcentage  a  ajouter. 

Une  objection  assez  repandue  vient  de  ceux  qui 
ont  peur  d'avoir  a  tenir  une  comptabilite  specials. 

Rien  n'est  plus  faux. 

Avec  un  systeme  tres  simple,  vous  pouvez  etre 
en  mesure  de  determiner  justement  combien  votre 
administration  vous  coute.  La  tenue  de  livre  la  plus 
simple  au  monde  suffit  pour  vous  donner  en  quel- 
ques minutes  le  chiffre  exact  des  depenses  que  je 
vous  enumererai  dans  un  instant.    II  vous  suffira  en 


effet  d'ouvrir  un  compte  separe  pour  chacun  de  ces 
items,  au  lieu  de  les    comprendre    dans    un  seul 
compte.  Voyons  d'abord,  quels  sont  les  elements  du 
calcul  d'un  prix  coutant? 
J'en  trouve  quatre : 

1"    LE  MATERIEL. 
2"    LA  MAIN  D'OEUVRE. 
3"    LE  COUT  DE  LA  FABRICATION. 
4"    LE  POURCENTAGE  DE  PROFIT. 
Les  erreurs  commises   par   les  manufacturiers 
portent  assez  rarement  sur  ces  deux  premiers  points. 

Le  materiel  est  une  chose  toujours  assez  facile 
a  determiner. 

On  peut  faire  un  essai  sur  la  quantite  des  pieds 
de  cuir,  de  doublure,  de  "findings"  employes  par 
caisse  d'une  certaine  chaussure. 

Le  point  le  plus  delicat  peut-etre,  est  celui  des 
"findings." 

Une  pratique  en  vogue  semble  de  faire  une  re- 
vue a.  tous  les  six  mois  ou  a.  tous  les  ans  de  la  quan- 
tite de  findings  employes  et  d'en  repartir  ensuite  le 
cout  total  sur  la  quantite  de  paires  fabriquees. 


Mr.  WilfritTGagnon 

Ceci  peut  alors  servir  de  base  pour  la  periode 
suivante  sans  crainte  d'erreur. 

La  main  d'oeuvre  est  aussi  chose  aisee  a  cal- 
culer;  je  veux  parler  ici  de  la  main  d'oeuvre  produc- 
tive. Nos  employes  sont  la  plus  part  payes  a  la  piece 
et  la  tache  est  de  beaucoup  simplified. 

Dans  le  cas  des  employes  payes  a  la  semaine ; 
seul  un  examen  serieux  du  temps  employe  dans 
chaque  operation  peut  determiner  le  cout  de  cette 
operation. 

La  main  d'oeuvre  non  productive  comprend  les 
contremaitres,  le  bureau,  les  vendeurs,  l'ensemble  en- 
fin  de  tous  ceux  dont  le  role  n'est  pas  de  produire 
mais  bien  plutot  de  faire  produire. 

La  main  d'oeuvre  non  productive  entre  dans  la 
troisieme  partie  du  calcul  d'un  prix  coutant,  elle  est 
une  depense,  elle  est  le  premier  facteur  du  cout  de 
votre  fabrication  et  non  le  moins  important. 

Je  ne  contenterai  ici  de  vous  enumerer  les  dif- 
ferentes  depenses  qui  pesent  sur  les  epaules  de 
chaque  manufacturier. 

J'en  trouve  16: 
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enumeration  1"  salaires  non  productifs, 
enumeration  2"  frais  de  banque  (environ  x/s  de 

enumeration  3"  lovers  (Batisse.  Machmene). 
enumeration    4"  depreciation    et  depenses  sur 
edifice, 

enumeration  5"  depreciation  sur  forms  et  pa- 
trons, 

enumeration  6"  depreciation  sur  marchandises 
retournees, 

enumeration  7"  depreciation  sur  chaussures  en- 
dommagees  dans  la  fabrication. 

enumeration  8"  taxes  federates,  municipales  et 
provinciales. 

enumeration  9"  pourcentage  de  mauvaises 
dettes. 

enumeration    10"   depenses   de   bureaux  (pape- 
terie.  timbres,  telephone,  telegrammes), 
enumeration  11"  fret  et  charvoyage, 
enumeration  12"  lumiere  et  pouvoir, 
enumeration  13"  depenses  de  voyage, 
enumeration  14"  depenses  d'annonces, 
enumeration  15"  assurances, 
enumeration  16"  escompte. 

Plusieurs  de  ces  frais  generaux  one  ete  ana- 
lyses dans  la  conference  de  Mr.  Cobb. 

Je  lui  suis  gre  de  vous  avoir  deja  suggere  le 
moyen  le  plus  pratique  d'appliquer  ces  depenses  a 
votre  rfrix  coutant. 

Ce  moyen  consiste  a  determiner  d'avance  la 
quantite  de  paires  que  vous  esperez  raisonnable- 
ment  fabriquer  dans  le  cour  de  l'annee  et  de  repartir 
ensuite  le  cout  total  de  ces  depenses  sur  chaque  unite 
de  paire. 

Ce  moyen  est  evidemment  le  plus  logique  et  le 
plus  facile  a  mettre  en  execution. 

Malheureusement  dans  un  pays  comme  le  notre 
ou  la  specialisation  est  presque  impossible,  ce  moyen 
n'est  pas  toujours  praticable. 

Supposons  un  instant  que  le  total  de  vos  de- 
penses soit  de  $50,000  pour  une  production  de  200 
mille  pairs  de  chaussures. 

Votre  moyenne  de  depenses  sera  de  25c.  par 
paire.  Vous  pouvez  l'inclure  dans  votre  prix  coutant 
sans  crainte  de  vous  tromper. 

Cette  methode  que  j'appellerais  volontaire  "La 
methode  parfaite"  devrait  etre  employee  par  tous 
ceux  qui  fabriquent  un  article  a  peu  pres  uniforme. 

Mais  encore  une  fois  nous  sommes  un  pays 
jeune  oil  la  specialisation  est  rare. 

Je  connais  certain  manufacturier  dont  la  pro- 
duction est  composee  de  chaussures  d'enfants  de 
90c.  et  qui  fabrique  en  meme  temps  un  tres  grande 
nombre  de  lignes  de  2.50  et  3.00. 

Dans  le  cas  de  ce  manufacturier,  c'est  le  chiffre 
d'affaires  qui  importe  plus  que  la  quantite  de  paires. 

Comment  espereriez-vous  satisfaire  a  son  cas  en 
ajoutant.  disons.  25c.  par  paire  pour  les  depenses. 

Nul  doute  que  la  chaussure  de  2.50  ou  3.00  sup- 
portera  aisement  cette  repartition,  mais  la  chaussure 
de  90c.  ou  d'un  dollar  la  supportera-t-elle  ? 

U  ne  nous  reste  done  qu'une  issue  possible,  celle 
du  pourcentage. 

II  sera  necessaire  de  determiner  d'avance  le 
chiffre  moyen  d'affaires  que  nous  ferez  dans  l'annee 
qui  va  suivre. 

Si  ce  chiffre  est  de  $500,000.00  et  que  les  de- 
penses sont  de  $100,000.00,  le  pourcentage  de  vos 
depenses  sera  de  20%  de  votre  chiffre  d'affaires. 

De  grace  remarquons  20%  de  votre  chiffre  d'af- 
faires, ne  veut  pas  dire  qui!  suffit  d'ajouter  20% 


pour  couvrir  vos  depenses.  • 

Un  tres  grand  nombre  de  gens  commettent 
l'erreur  grossiere  de  croire  que  20%  sur  le  prix  cou- 
tant representent  20%  sur  le  prix  vendant. 

Ceci  est  absolument  faux. 

Pour  obtenir  20%  sur  votre  prix  vendant,  vous 
devez  ajouter  25%  sur  votre  prix  coutant. 

On  vous  a  parle  tout  a  l'heure  du  profit  net  que 
nous  sommes  appeles  a  obtenir. 

Mr.  Cobb  a  fixe  tres  justement  ce  profit  a  10% 
du  chiffre  d'affaires. 

Messieurs,  il  y  aurait  lieu  ici,  de  deplorer  amere- 
ment  les  conditions  qui  existent  dans  notre  industrie. 

Je  vous  demande  en  verite,  combien  d'entre 
nous  pouvent  affirmer  avoir  jamais  realise  10%  net 
de  leur  chiffre  d'affaires. 

Nous  sommes  150  manufacturiers  dans  ce  pays, 
et  il  y  en  a-t-il  10  qui  meme  dans  les  annees  nor- 
males,  pourraient  montrer  ce  benefice. 

N'est-il  pas  vrai  que  les  manufacturiers  de 
chaussures  se  satisfont  plutot  d'un  profit  net  varient 
de  1  a  3%  de  leur  chiffre  d'affaires  et  meritent  le  re- 
proche  que  j'entendais  une  personne  desinteressee 
leur  adresser: 

"Vos  prix  sont  trop  bas". 

Remarquez  bien,  que  ceci  n'est  pas  une  invita- 
tion aux  manufacturiers  a  devenir  des  profiteurs. 

Je  crois  a  la  competition  bonne  et  honnete  mais 
je  crois  aussi  que  la  majorite  de  ceux  qui  sont  en- 
gages dans  notre  industrie,  ne  recoivent  un  juste  re- 
tour  de  leur  capital. 

Comparons  un  instant  notre  industrie  avec  les 
autres  du  pays,  avec  l'industrie  du  caoutchouc,  du 
coton,  des  cuirs,  avec  les  industries  du  bois,  d/u 
papier,  du  fer,  de  la  laine ;  nulle  part,  vous/  trouverez 
une  competition  aussi  serree,  une  marge  de  profit 
aussi  faible. 

Vous  verrez  d'apres  les  statistiques  que  50%  de 
ceux  qui  se  sont  etablis  dans  la  chaussure  les  5  der- 
nieres  annees  ont  disparu. 

La  cause  presque  invariable  de  leur  defaillance, 
reside  dans  leur  ignorance  du  cout  exact  de  leurs  de- 
penses. A  cote  de  ces  nombreuses  maisons  qui  sont 
faillies,  parmi  ceux  de  nous  qui  restent,  vous  en 
trouverez  un  tres  grand  nombre  qui  sont  en  affaires 
depuis  15  ou  20  ans  et  dont  le  capital  n'a  presque  pas 
augmente. 

Messieurs,  je  vous  disais  il  y  a  un  instant,  je 
crois  a  la  competition  honnete,  mais  j'ajouterai 
aussi,  que  je  crois  aussi  a.  la  co-operation. 

Si  nous  devons  subsister  et  grandir,  il  est  de  ne- 
cessity absolue  que  notre  travail  soit  plus  remunere, 
que  nos  efforts  soient  plus  unis. 

Nous  devons  attendre  aussi  de  nos  fournisseurs 
de  materiaux  et  de  machineries  un  traitement  plus 
equitable.  Avant  de  terminer  ce  modeste  travail,  je 
voudrais  vous  mettre  en  garde  contre  une  ou  deux 
des  erreurs  les  plus  frequentes  que  commettent  cer- 
tains vendeurs. 

II  arrive  assez  souvent,  que  l'acheteur  prenne 
comme  base  une  chaussure  de  prix  moyen  pour  en 
faire  une  chaussure  de  qualite  superieure. 

Permettez-moi  d'illustrer  par  un  example: 

Je  suppose  que  vous  ayez  en  main  une  chaus- 
sure de  cuir  uni  dont  le  prix  vendant  est  2.00. 

On  vous  demande  d'y  ajouter  quelques  fan- 
taisies,  puis  on  change  le  talon  de  cuir  pour  un  talon 
de  caoutchouc,  on  vous  fait  augmenter  la  qualite  du 
materiel,  changer  la  semelle,  etc.,  etc. 

Vous  figurez  le  prix  coutant  de  ces  ameliora- 
tions mais  vous  n'ajoutez  aucun  pourcentage  pour 
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depenses.  Si  bien  qu'a  la  fin  vous  avez  ajoute  15.00 
a  20.00  par  caisse  de  materiel  et  de  main  d'oeuvre, 
sans  avoir  figure  en  aucune  fagon  vos  depenses  ex- 
traordinaires. 

En  d'autres  mots ;  vous  avez  vendu  une  chaus- 
sure  a  3.00  sur  laquelle  vous  n'avez  ajoute  que  l'a- 
vance  d'une  chaussure  de  2.00  sans  vous  en  aperce- 
voir.  • 

Les  manufacturers  devraient  prendre  la  resolu- 
tion de  ne  plus  coter  de  prix  sans  avoir  serieuse- 
ment  calcule  le  pour  et  le  contre  de  l'echantillon  qui 
leur  est  soumis. 

Rien  n'est  plus  dangereux,  que  de  figurer  a  peu 
pres  l'augmentation  des  profits  et  la  repartition  des 
depenses. 

Un  argument  assez  pueril,  et  qui  a  encore  sa 
vogue  est  celui-ci :  Un  tel  peut  fabriquer  cette  chaus- 
sure a  2.00,  j'ai  moins  de  depenses  que  lui,  je  ne  paie 
pas  10,000.00  par  annee  pour  un  gerant,  15,000.00 
pour  mes  vendeurs,  etc.,  moi,  je  peux  la  vendre  a  1.90. 

Un  examen  approfondi  vous  fera  voir  que  les 
depenses  du  manufacturier  qui  paie  25,000.00  en 
comparaison  sont  moindres  que  celles  du  second  qui 
ne  paie  que  5,000.00  pour  ces  deux  fonctions.  II 
serait  a  souhaiter  que  cette  compagne  d'education 
que  l'association  a  entreprise,  porte  ses  fruits.  II  y 
va  de  l'interet  de  tous,  fournisseurs,  manufacturiers 
ou  acheteurs.  Le  jour  viendra  tot  ou  tard  ou  chacun 
aura  a  regretter  d'avoir  encourage  ceux  qui  n'ont 
pas  a  la  base  de  leur  organisation  un  systeme  de  prix 
coutant  bien  etabli. 
Synopsis  in  English 

After  complimenting  Mr.  Cobb  on  his  able  address 
on  this  subject,  Mr.  Gagnon  said  that  lack  of  know- 
ledge of  costs  was  the  principal  reason  for  lack  of  suc- 
cess of  the  shoe  manufacturer.  When  we  see  two  sets 
of  samples  that  are  exactly  the  same  with  a  difference 
in  price  of  from  twenty  to  thirty  per  cent.,  there  must 
be  something  wrong.  It  is  usually  the  result  of  not 
properly  figuring  costs. 

A  great  many  are  content  to  figure  quantities  of 
materials,  cost  of  labor  and  then  add  about  25%,  which 
is  supposed  to  cover  fixed  charges,  office  salaries,  fore- 
men, etc.  No  fault  is  to  be  found  with  this  method 
except  that  it  is  often  based  on  nothing  at  all.  An 
advance  of  this  kind  may  be  too  high  for  some,  and  too 
low  for  others.  The  percentage  should  be  based  on 
actual  figures.  A  simple  system  ought  to  determine 
correctly  what  your  cost  of  administration  is.  It  will 
be  necessary  to  open  an  account  for  each  of  the  follow- 
ing items,  instead  of  one  single  account.  The  four 
elements  which  enter  into  costs  are:  materials,  labor, 
cost  of  production  and  percentage  of  profit.  Mistakes 
are  rarely  committed  with  regard  to  the  two  first  items. 
In  the  first  the  point  often  overlooked  is  findings,  and 
in  the  second  the  non-productive  labor  such  as  fore- 
men,  office   help   and  salesmen. 

There  are  sixteen  separate  items  of  expense  that 
manufacturers  must  bear  in  producing  their  product, 
that  must  not  be  overlooked:  (1)  non-productive  sal- 
aries, (2)  bank  costs  (about  1/8  of  1%),  (3)  rentals 
(building,  machinery,  etc.)  (4)  depreciation  and  repairs, 
(5)  depreciation  of  lasts  and  patterns,  (6)  depreciation 
on  returned  goods,  (7)  depreciation  of  goods  damaged 
in  manufacture,  (8)  taxes  (federal,  municipal,  etc.), 
(9)  bad  debts,  (10)  office  expenses,  (11)  freight  and 
cartage,  (12)  light  and  power,  (13)  selling,  (14)  adver- 
tising,  (15)   insurance,   (16)  discounts. 

The  best  means  of  applying  these  costs  is  to  deter- 
mine in  advance  the  quality  of  pairs  which  it  is  reason- 
ably expected  to  be  produced  in  the  course  of  the  year, 


and  to  divide  the  total  expenses  on  each  pair  unit.  This 
seems  the  logical  and  easy  way,  but  is  not  always  prac- 
ticable. Supposing  the  total  expenses  are  $50,000.00 
for  a  production  of  200,000  pairs  of  shoes,  this  would 
mean  25  cents  per  pair  which  should  be  included  in  the 
cost  of  the  shoes.  In  the  case  of  a  manufacturer  who 
makes  children's  shoes  at  90c,  and  a  large  number  of 
other  lines  at  from  $2.50  to  $3.00  a  pair,  this  division 
would    not    be  equitable. 

In  the  latter  case  it  would  perhaps  be  more  desir- 
able to  take  a  percentage  upon  the  turnover.  If  the 
output  is  $500,000.  and  the  expenses  are  $100,000.  the 
percentage  would  be  20%  of  the  turnover. 

A  great  many  figure, however,  that  20%  on  the  selling 
price  means  20%  on  the  turnover,  which  is  a  mistake. 
It  is  necessary  to  add  25%  to  the  cost  price  to  realize 
20%  of  the  turnover. 

Mr.  Cobb  has  stated  that  the  shoe  manufacturer 
should  realize  at  least  10%  of  his  turnover.  There 
are  one  hundred  and  fifty  shoe  manufacturers  in  Canada, 
and  I  venture  to  say  that  there  are  not  ten  who  realize 
this  standard  even  in  normal  times.  It  is  more  nearly 
1  to  3%  and  it  is  not  astonishing  that  the  charge  is 
often  made:  "Your  prices  are  too  low."  I  believe  in 
good  honest  competition,  but  do  not  think  that  the  major- 
ity of  those  in  the  industry  receive  a  just  return  on 
their  capital.  As  a  result  50%  of  those  in  the  business 
during  the  past  five  years  have  dropped  out,  and  those 
who  have  been  in  the  business  for  fifteen  or  twenty 
ears  have  hardly  increased  their  capital. 

Mr.  Gagnon  referred  at  length  to  the  cost  of  changes 
in  shoes  to  meet  demands  of  travellers  and  retailers, 
and  the  common  habit  of  meeting  a  competitor's  price 
as  very  dangerous  and  hurtful  to  the  trade.  A  small 
manufacturer  argues  that  because  a  large  concern  sells 
a  certain  shoe  at  $2.00,  he  can  sell  it  at  $1.90  because 
his  expenses  are  lower.  He  forgets  that  the  expenses 
of  a  manufacturer  whose  management  and  selling  ex- 
penses are  $25,000  a  year  are  much  less  in  comparison 
than  those  of  the  man  whose  cost  is  only  $5,000  for 
these  two  heads. 

Mr.  Gagnon  hoped  that  the  work  of  the  Association 
along  this  line  would  bear  fruit.  The  day  will  come 
sooner  or  later  when  those  who  have  not  as  a  basis  of 
their  organization  a  well  established  system  of  costing, 
will  regret  it. 

THE  OUTLOOK  FOR  1923 

Mr.  John  A.  Walker  covered  briefly  the  question 
of  "The  Outlook  for  Nineteen  Twenty  Three." 

I  have  been  asked  to  say  something  regarding  the 
outlook  of  the  shoe  trade  for  1923,  and  as  the  general 
conditions  of  trade  throughout  the  country  effects  the 
shoe  industry,  I  have  taken  some  figures  from  the  statis- 
tical records  of  Canada's  year  1922,  in  comparison  with 
1921. 

In  the  year  1922  Canada's  total  trade  for  twelve 
months,  ending  November  30th.,  amounted  to  one 
billion  six  hundred  and  sixteen  millions  of  dollars,  be- 
ing seventy-four  millions  of  dollars  less  than  1921.  The 
bank  clearings  for  1922  were  sixteen  billions,  two  hundred 
and  forty  millions  of  dollars  or  more  than  a  billion  of 
dollars  less  than  1921.  However,  it  is  gratifying  to 
know  that  Canada  has  been  highly  favored  by  production 
from  the  fields  and  mines  of  our  country,  as  the  Western 
Province's  gave  us  the  enormous  crop  of  eight  hundred 
millions  of  bushels  of  grain,  which,  with  the  value  of 
the  Ontario  field  crop  total  six  hundred  and  eighty- 
eight  millions  of  dollars,  or  approximately  twenty-two 
per  cent,  more  in  dollars  than  1921.  The  total  produc- 
tion of  minerals  in  Canada  for  1922  is  valued  at  one 
hundred  and  eighty-one  millions  of  dollars  or  an  in- 
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crease  of  six  millions  of  dollars  over  that  of  1921. 

Although  the  total  trade  and  bank  clearings  show 
a  decrease,  the  outlook  is  brighter  for  1923  than  1922 
for  many  reasons,  and  one  of  particular  interest,  is  the 
wonderful  harvest  in  the  West.  While  we  may  not 
benefit  immediately,  we  will  indirectly  get  the  bene- 
fit, as  the  Western  farmer  will  pay  his  indebtedness 
to  the  merchant  and  the  merchant  will  be  able  to  give 
wholesalers  and  manufacturers  their  share,  but  this 
does  not  mean  the  East  is  going  to  get  one  hundred  per 
cent,  of  past  due  accounts  immediately,  as  the  farmer 
has  suffered  as  much  or  more  than  any  class  of  industry 
by  the  reduction  in  the  valuation  of  his  products  and 
it  will  take  longer  than  this  year  for  him  to  get  back 
to  normal  trade  conditions,  and,  until  the  financial 
position  of  the  West  has  improved,  the  Westerner  will 
have  to  get  outside  financial  assistance.  I  believe  it 
is  a  harder  proposition  to-day,  to  judge  credits  satis- 
factorily, than  at  any  period  in  the  past  twenty  years. 


Mr.  John  A.  Walker. 

Mr.  Walker  then  read  an  extract  from  the  Gazette 
giving  a  review  of  shoe  and  leather  conditions  as  follows: — 

Canada's  export  trade  in  boots  and  shoes  almost 
has  reached  the  vanishing  point.  For  the  first  half 
of  the  current  fiscal  year,  such  exports  amounted  in 
value  only  to  $60,8 1 2,  which  is  less  than  one-twentieth 
of  the  figures  for  the  corresponding  period  two  years 
ago.  So  far  as  Canadian  leather  footwear  is  concerned, 
export  opportunities  are  not  encouraging,  partly  be- 
cause shoe  manufacturing  is  one  of  the  first  industries 
developed  in  new  countries,  while  competition  for  mar- 
kets is  exceedingly  keen  and  exchange  and  tariffs  combine 
to  offer  almost  insurmountable  handicaps  to  export 
business  from  this  Dominion.  There  is  comfort,  how- 
ever in  the  knowledge  that  our  exports  of  footwear  can- 
not go  much  lower  and  that  even  to-day  a  number  of 
the  Canadian  manufacturers  are  doing  a  little  business 
in  the  selected  export  fields  and  expect  to  be  able  to 
develop  such  trade  to  profitable  proportions. 

Fortunately  the  criticism  of  the  shoe  industry 
in  respect  of  prices  of  footwear  in  relation  to  the  prices 
of  hides  has  been  dropped.  It  is  to  be  hoped  that  such 
cessation  is  due  to  a  better  understanding  of  the  facts 
and  to  recognition  of  the  difficult  and  trying  conditions 
from  which  this  industry  only  now  is  emerging.  In 
no  other   Canadian  industry  do  conditions  of  keener 


competition  obtain  than  in  shoe  manufacturing,  and 
the  manufacturers  have  been  compelled  to  do  every- 
thing in  their  power  to  reduce  the  costs  of  production 
and  marketing.  Manufacturers'  prices  to-day  for  foot- 
wear are  so  low  that  in  1922  few  firms  made  even  bank 
interest  on  their  invested  capital.  The  heavy  casualty 
list  among  shoe  manufacturing  concerns  during  the  past 
two  and  a  half  years  has  not  involved  any  easing  of  com- 
petition, because  new  plants  have  been  established  in 
almost  equal  number  as  those  which  have  disappeared. 

In  spite  of  adverse  conditions  the  shoe  trade  accord- 
ing to  authentic  information  has  shown  some  develop- 
ment, there  being  an  increase  on  production  last  year 
of  about  thirteen  per  cent,  on  1921.  The  figures  stand 
about  as  follows: — 1920  sixteen  million  pairs,  1921 
fourteen  and  a  half  million  pairs  and  1922  sixteen  and  a 
half  million  pairs. 

So  far  as  I  can  learn  the  stocks  on  the  shelves  of 
the  retailers  are  almost  depleted  in  the  popular  selling 
lines  and  as  the  retailer,  generally  speaking,  has  not 
placed  advanced  orders  for  spring  delivery,  I  am  of  the 
impression,  that  there  will  be  a  shortage  of  saleable 
shoes  when  the  early  spring  trade  opens,  particularly 
so,  if  we  have  an  early  spring  or  warm  weather  for  Easter 
which  is  1st  of  April. 

Throughout  the  country  in  general,  perhaps  there 
is  nothing  more  noticeable,  than  the  difference  in  the 
number  of  unemployed,  in  comparison  with  a  year 
ago,  as  the  change  is  very  marked,  which  is  an  indication 
that  conditions  have  changed  for  the  better. 

In  conclusion  I  wish  you  to  give  some  consideration 
to  the  Government  Stamp  Receipt  Tax,  imposed  by  the 
Federal  Government,  and  which  has  been  in  operation 
since  the  first  of  this  month.  We,  no  doubt,  agree 
that  it  is  necessary  for  the  Government  to  raise  money, 
and  it  must  raise  money,  but  I  am  of  the  opinion  that 
the  Government  would  realize  more  money,  the  public 
be  better  pleased,and  business  less  disturbed  if  the  Govern- 
ment would  discontinue  the  Stamp  Receipt  Tax  and  in- 
crease the  present  Sales  Tax  at  least  one  half  of  one  per 
cent.,  or  to  an  amount  to  be  decided  upon  by  the  Govern- 
ment at  Ottawa.  I  would,  therefore,  suggest  that  this 
association,  as  well  as  the  wholesalers  and  retailers, 
will  at  the  proper  time,  during,  this  convention,  approve 
of  a  change  in  the  Revenue  Tax,  by  discontinuing  the 
Stamp  Tax,  and  increasing  the  amount  on  Sales  Tax. 
The  Retail  Situation 

Mr.  Fred  Ahrens,  on  the  "Retail  Shoe  Situation' 
Said  that  the  subject  interested  all  manufacturers.  The 
commercial  reports  showed  3,200  retail  failures  last 
year.  He  thought,  however,  it  was  a  good  time  for 
greater  optimism  and  especially  for  co-operation.  He 
instanced  the  present  Convention  as  indicating  the 
growth  of  this  spirit.  He  thought  that  the  wholesale  and 
retail  trade  could  work  together  for  the  solution  of 
the  style  problem.  There  was  no  doubt  that  a  great 
deal  of"  the  hesitation  and  uncertainty  in  the  shoe  busi- 
ness arose  from  perplexity  on  this  point  not  only  so 
but  stocks  were  increased  and  losses  sustained  by  this 
unnecessary  ^multiplicity  of  shoes.  He  thought,  how- 
ever, that  the  future  was  more  promising  and  that  from 
now  on  there  would  be  an  acceptable  change  in  the  sit- 
uation. Canada  with  its  wonderful  resources  was 
better  situated  than  any  other  country  and  they  would 
the  sooner  feel  the  effects  of  recuperation. 
Wholesale  Shoe  Conditions 

Mr.  John  Tebbutt,  dealing  with  wholesale  con- 
ditions, suggested  some  changes  that  he  thought  would 
work  benefit  to  all  concerned.  He  proposed  an  invoice 
which  would  give  the  factory  case  number,  the  buyer's 
order  number,  and  the  factory  and   buyer's  sample 
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number.  He  proposed  better  uniformity  of  terms 
and  suggested  that  net  60  days,  one  per  cent,  thirty 
days  and  two  per  cent,  for  cash  should  prevail. 

Mr.  Tebbutt  said  he  was  not  an  orator  but  a  shoe- 
maker, possibly  the  only  one  in  the  room  but  never- 
theless he  made  a  rattling  good  practical,  optimistic 
speech. 

STYLES 

Mr.  A.  Lecours  covered  the  shoe  style  problem 
briefly  and  showed  how  the  present  method  of  getting 
out  new  styles  every  week  or  month  militated  against 
the   interests   of  both   Wholesaler   and  Retailer. 

The  convention's  programme  mentions  my  name 
as  speaker  on  "Styles".  Do  not  believe  that  I  am  com- 
ing to  you  as  a  prophet  to  point  out  the  styles  that  you 
should  be  making,  or  the  styles  that  are  going  to  pre- 
vail for  next  season.  On  the  contrary,  I  just  want  to 
make  suggestion,  as  to  the  possible  way  of  limiting  this 
production  of  new  styles,  which  is  an  obstacle  to  our 
trade. 

Your  experience,  has  no  doubt,  proved  to  you  that 
the  fact  that  making  and  offering  new  styles  every  week 
to  the  retailers,  has  been  detrimental  to  yourself,  as 
you  were  putting  the  retail  merchant  in  a  position  where 
he  would  not  know  what  lines  to  buy.  You  have  very 
often  heard,  or  have  had  the  following  remark  made 
to  you  by  your  travellers,  in  regard  to  this  style's  problem, 
where  the  customer  would  say:  "How  do  you  expect 
me  to  order  shoes  from  these  samples?  Before  this 
order  is  made  up  and  shipped,  you  will  call  on  me  again 
to  offer  me  other  novelties.  We  are  accumulating  too 
much  bad  stock,  following  that  policy,  we  shall  buy 
later  on." 

I  believe,  Gentlemen,  that  the  retail  merchants 
are  right  in  complaining,  and  I  would  further  state, 
that  by  doing  this,  we  are  working  against  our  own 
interest,  and  that  we  contribute  towards  stopping  the 
merchant  from  buying,  or  we  delay  the  placing  of  his 
orders.  We  do  not  do  justice  to  our  lines,  and  help 
to  kill  them  by  the  fact  of  producing  new  ones  every 
month  or  every  week.  I  feel  convinced,  Gentlemen, 
that  there  is  a  way  to  overcome  this  trouble,  which  is 
what  I  intend  to  suggest.  I  would  not  say  that  this 
proposition  will  solve  the  problem,  but  I  think  that  if 
we  were  to  adopt  it,  it  would  mean  quite  an  improvement. 

Allow  me,  at  first,  to  put  this  question  to  you:  Do 
you  believe  that  the  old  way  of  placing  orders  will  ever 
come  back?  I  mean  the  placing  of  orders  in  September 
and  October  for  Spring,  and  April  and  May  for  Fall. 
My  opinion  is  that  we  shall  never  see  those  conditions 
prevail  again,  and  this  is  where  my  suggestion  comes 
in.  I  would  suggest  three  placing  dates  per  year:  Jan- 
uary 1st.,  May  1st.,  and  September  1st.  At  those 
dates  only,  we  would  have  the  privilege  of  showing 
new  styles,  and  we  would  bind  ourselves  not  to  offer 
any  novelties  between  those  dates,  but  any  manufacturer 
could  copy  the  lines  already  on  the  market,  offered  by 
another  Canadian  concern. 

With  this  policy,  we  would  have  three  seasons  of 
four  months  each.  The  retailer  would  then  be  assured 
of  a  period  of  four  months,  during  which  there  would 
not  be  any  novelties  offered.  He  could  then  place 
orders  without  hesitation,  knowing  he  would  have  time 
to  dispose  of  his  goods  in  the  course  of  the  four  months. 
This  is  all  my  suggestion,  Gentlemen,  it  is  simple,  easy 
of  execution,  and  if  with  your  co-operation,  we  can  im- 
prove it,  so  much  the  better,  because  I  feel,  as  though 
we  should  take  steps  to  stabilize  our  trade,  and  re-establish 
our  industry  on  a  solid  and  secure  basis. 

Mr.  J.  E.  Warrington  then  spoke  upon  the  better- 
ment of  the  Association  services  for  1923.    He  referred 


to  what  had  already  been  accomplished  by  the  Associa- 
tion since  its  formation,  and  suggested  that  members 
send  in  suggestions  to  the  executive.  He  also  thought 
the  time  was  coming  for  sub-divisions  of  the  Associa- 
tion, so  as  to  allow  manufacturers  in  similar  lines  to 
get  more  closely  together.  He  also  suggested  uniform 
terms  and  conditions  in  selling,  and  also  on  the  policy 
with  regard  to  returns.  He  suggested  that  an  attempt 
be  made  to  establish  uniform  method  of  costing,  also 
inspection  of  plants,  to  increase  efficiency  and  save  risk. 
He  advocated  more  definite  credit  reports  and  touched 
on  the  necessity  for  increasing  or  bringing  back  to  the 
former    position    the    British  preference. 

At  the  close  of  the  session,  a  resolution  was  moved 
by  Mr.  N.  MacFarlane,  seconded  by  Mr.  L.  T.  Des- 
longchamps,  that  the  Association  extend  its  Credit 
Service  to  cover  retail  stores,  providing  the  Whole- 
salers were  willing  to  co-operate. 


Mr.  Fred  Ahrens 

TUESDAY  MORNING  JANUARY  16TH. 

It  was  eleven  o'clock  before  the  Third  Session  of 
the  Shoe  Manufacturers'  Association  got  under  way 
on  account  of  the  fact  of  other  attractions,  principally 
the  Wholesalers'  Annual  Meeting  elsewhere  in  the  build- 
ing. Mr.  Daoust  then  called  upon  Mr.  James  Acton, 
of  the  Shoe  and  Leather  Journal  for  an  address  on  "Rem- 
iniscences of  the  Shoe  Trade".  Mr.  Acton  said: 
Messieurs : — 

Je  regrette  de  ne  pouvoir  parler  frangais  assez 
bien  pour  vous  adresser  la  parole  en  votre  langue 
maternelle  sur  mes  reminiscences  du  commerce  des 
chaussures  et  du  cuir. 

Pour  plus  de  trente  cinq  ans  j'ai  ete  en  contact 
intime  avec  les  deux  races  et  je  compte  parmi  mes 
meilleurs  amis  autant  de  compatriotes  frangais  que 
d'anglais  qui  ont  tous  travailler  ensemble  pour  le 
progres  de  l'industrie  et  le  developpement  de  ce 
grand  Dominion  de  Canada.  C'a  ete  pour  moi  vine 
grande  inspiration  d'avoir  rencontre  par  le  passe 
des  hommes  tels  que  Cote,  Boivin,  Bresse,  Migner, 
Seguin,  Lalime,  Lapierre,  Hemond  et  autres  qui 
etaient  sur  le  front  de  bataille  il  y  a  une  generation, 
comme  ce  l'a  ete  les  annees  dernieres  de  co-operer 
avec  votre  president  et  tous    les    autres    qui  au- 
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jourd'hui  contribuent  a  faire  du  Canada  une  pre- 
miere nation  dans  le  monde  des  chanssures  et  du 
cuir. 

Je  respecte  trop  votre  langue,  que  je  lis  du  reste 
aussi  bien  que  l'anglais.  pour  tenter  de  faire  justice 
a  mon  sujet  avec  quelques  remarques  eparses  en 
franqais  et  j'ose  eroire  que  vous  m'excuserez  si  je  me 
sers  de  l'anglais  pour  vous  parler  plus  en  detail  de 
mon  experience.  Ma  premiere  experience  a  Quebec 
il  y  a  trente  cinq  ans  m'a  rendu  quelque  peu  timide. 
En  descendant  la  cote  d'Abraham  js  rencontre  un 
ouvrier  et  lui  demande  en  mon  meilleur  f  ranqais : 
'*Ou  est  la  rue  St.  Valier?"  II  enleve  de  sa  bouche  un 
courte  pipe  et  me  repond  avec  un  fort  accent  irlan- 
dais:  "If  yez  kape  on  down  the  hill,  vez  will  be  on 
St.  Valier  St." 

Ce  bonhomme  avait  devine  que  je  n'etais 
franqais. 

Mr.  President  and  Gentlemen: 

I  need  hardly  say  that  I  appreciate  very  highly  the 
compliment  you  have  paid  me  in  asking  me  to  say  a 
tew  words  to  you  of  a  reminiscent  nature  with  regard 
to  the  shoe  industry  and  its  history,  and  although  the 
invitation  involves  perhaps  the  faint  suggestion  of  the 
accumulating  years,  it  also  carries  with  it  the  honor 
of  being  identified  with  the  "old  brigade"  of  the  shoe 
trade  that  laid  so  well  the  foundations  of  the  industry 
in  the  past  generation. 

I  shall  be  careful  not  to  arrogate  to  myself  of  the 
prerogative  of  age,  and  inflict  upon  you  a  long  aimless 
talk  upon  the  past  but  in  as  brief  a  way  as  possible  re- 
fer to  the  men  of  a  generation  ago,  the  conditions  that 
surrounded  them,  and  the  wonderful  developments 
that  have  taken  place  in  the  shoe  industry  during  the 
past  three  decades. 
Industrial  Conditions 

hen  we  consider  that  the  factory  system  as  we 
know  it  in  the  shoe  trade  to-day  was  practically  non- 
existent thirty  or  forty  years  ago,  we  begin  to  realize 
what  the  pioneers  in  the  industry  had  to  contend  against 
in  laying  the  foundations.  The  machinery  and  equip- 
ment found  in  the  smallest  shop  to-day  were  largely 
unknown  and  many  of  the  shoes  were  made  outside 
the  shop,  particularly  in  the  case  of  fine  lines  which 
were  mostly  hand  made.  It  was  quite  a  common  sight 
even  thirty  years  ago  to  see  a  room  full  of  hand  sewn 
shoemakers  in  a  factory.  The  goodyear  welt  was  only 
introduced  here  about  thirty-five  years  ago,  and  the 
inventor,  Mr.  Charles  Goodyear,  Junior,  who  came  to 
Canada  to  introduce  the  process,  had  the  utmost  diffi- 
culty in  persuading  manufacturers  to  adopt  it,  although 
they  had  been  using  McKay  machines  for  a  consider- 
able time.  We  had  the  pleasure  of  a  visit  from  Mr. 
Goodyear  on  more  than  one  occasion  when  he  spoke 
of  the  difficulty  he  and  his  representatives  had  to  per- 
suade shoe  men  that  the  machine  would  turn  out  as  good 
work  as  a  skilled  shoemaker.  There  was  no  such  thing 
as  the  U.S.M.  System  of  to-day.  Manufacturers  did 
their  own  engineering  and  there  were  two  shops  in  Mon- 
treal that  made  or  rebuilt  machines  packed  up  on  the 
other  side  of  the  line,  either  by  their  customers  or  them- 
selves. Old  timers  will  remember  the  late  B.  J.  Pet- 
tener  and  Thos.  Hocking  quite  easily. 

All  the  finer  lines  of  men's  and  women's  shoes  prior 
to  that  period  were  made  by  hand,  and  many  manu- 
facturers continued  to  employ  hand  workmen  even  after 
they  had  installed  welt  machines,  which  were  at  that 
time  crude  in  comparison  with  what  they  are  to-day. 
There  were  no  lasting  machines,  and  there  was  no  such 
thing  as  friction  burnishing,  all  the  edges  and  soles  hav- 
ing to  be  finished  with  heated  burnishers. 


In  fine  shoe  materials  all  our  best  leathers  were 
imported.  French  Grison  Kid  and  French  Calf  were 
supreme  for  fine  shoes,  and  were  not  rivalled  by  any- 
thing made  in  the  United  States  or  England.  Patent 
leather  was  imported  principally  from  France  and  Ger- 
many for  the  same  reason  although  some  fairly  good 
leathers  of  this  class  were  being  turned  out  across  the 
line.  Fortunes  were  spent  in  the  endeavour  to  pro- 
duce Dongola  or  calf  that  would  equal  the  fore  gn  pro- 
duct, and  it  was  not  until  some  years  later  when  chrome 
tannage  was  perfected  that  Canada  began  to  produce 
her  own  fine  shoe  leathers  in  which  she  equals  any  country 
in  the  world  to-day  as  to  quality  and  finish. 

The  same  might  be  said  of  shoes.  The  large  ma- 
jority of  the  fine  lines  thirty-five  years  ago  were  imported 
and  our  manufacturers  looked  upon  the  fact  with  equan- 
imity, as  they  were  not  equipped  to  compete  with  the 
foreign  product.  In  a  large  sparsely  settled  country 
it  was  necessary  at  that  time  to  make  a  great  many 
lines,  and  this  involved  such  a  diversity  of  materials 
and  operations  that  specialization  was  out  of  the  ques- 
tion. I  remember  one  prominent  shoe  manufacturer 
of  Quebec  who  considered  his  product  as  amongst  the 
best  in  Canada,  and  boasted  that  he  had  only  slightly 
over  eight  hundred  lines.  But  as  time  passed,  adverse 
conditions  changed  and  specialization  has  to  a  con- 
siderable extent  enabled  Canadian  shoe  manufacturers 
to  place  their  lines  side  by  side  with  those  produced 
by  the  best  competitive  houses  outside  of  the  country. 
When  even  twenty  or  twenty-five  years  ago  it  was  im- 
possible to  get  up-to-date  equipment,  our  factories 
are  now  furnished  with  everything  from  lasting  to  tree- 
ing machines  as  complete'y  as  any  similar  industry 
in  the  world. 

In  styles  it  was  taken  as  a  matter  of  course  that 
Canada  should  be  at  least  a  year  behind  the  United 
States  and  manufacturers  would  saunter  leisurely  over 
to  Boston,  New  York  or  Philadelphia  and  come  back 
with  models  that  had  already  run  their  course  in  the 
American  market.  This  is  in  marked  contrast  with 
what  may  be  found  in  some  of  the  samples  being  shown 
this  week  hot  from  the  Chicago  griddle.  By  the  way, 
a  shoe  style  show  in  Chicago  instead  of  Boston  is  but 
another  illustration  that  the  world  moves. 
Business  Conditions 

Prices  may  change  from  one  generation  to  another, 
but  after  all  general  conditions  remain  about  the  same. 
I  was  reading  a  hide  report  in  the  Shoe  and  Leather 
Journal  of  1888  recently  that  illustrates  this  fact.  Buff 
hides  at  that  time  were  quoted  at  43^  cents,  and  one 
tanner  was  bemoaning  the  fact  that  they  had  gone  up 
to  4%  cents,  and  were  likely  to  go  higher.  He  said 
in  the  interview  that  money  could  not  be  made  in  the 
tanning  business  when  hides  rose  to  over  5  cents  a  pound. 
Calf-skins  were  selling  at  this  time  at  about  six  cents. 
Buff,  pebble  and  splits  were  selling  at  9  cents  to  12 
cents  according  to  quality,  hemlock  sole  at  18  cents 
and  slaughter  sole  at  23  cents.  Some  of  the  shoe  prices 
taken  from  the  Journal  pages  are  interesting.  J.  D. 
King  and  Co.  advertised  a  men's  calf  balmoral,  good- 
year  welt  with  slip  sole  for  $2.50  with  the  retail'  price 
on  it  of  $3.25.  The  popular  price  for  a  woman's  Dongola 
kid  buttoned  boot,  McKay  Sewn,  was  $2.00  wholesale 
and  $3.00  was  the  price  of  French  Kid  Buttoned  welt 
shoes  of  the  best  type. 

In  staple  lines  men's  grain  bals  machine  sewn  were 
quoted  at  $1.90,  oxfords  $1.45  to  sell  at  $2.50  and  $2.00 
respectively.  Women's  pebble  bals  were  quoted  in 
.twelve  pair  cases  at  $1.35  to  sell  at  $1.75.  Men's  fancy 
Christmas  slippers  were  freely  advertised  at  from  55 
cents  to  65  cents  wholesale.  But  the  popular  lines  for 
country  trade  were  those  in  women's  to  sell  at  a  dollar 
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^/acA/o2d  <i7n-Stock  Service 

Three  Leading  Staples 


'Combination  Fitting" 


9597— Kid  Lace    Oxford  W.  C. 
Cuban   Heel  Combination 
last  133-Code  Summer 
Price  $5.15 

6588— Patent  Lace  Oxford  W.C. 
Cuban   Heel  Combination 
last     133-Code  Sybil 
Price  $5.00 

7589— Glazed  Black  Calf  Oxford 
W.C.  Cuban  Heel  Natural 
Calf    Lining  Combination 
last     133-Code  Scarlet 
Price  $5.15 

8860 — Chippendale  Brown  Calf 
W.C.    Cuban  Heel  Natural 
Calf    Lining  Combination 
last     133-Code    Scar  row 
Price  $5.15 


Nature  Shape' 


9622 —  Kid  Lace  Oxford,  Whole  Cut  Tip,  a  Neat 
Medium  Toe,  Cuban   Heel.       Code  Shapino 

Price  $5.15 


"Combination  Fitting"  Bunion  last 

9589— Kid  Lace  Oxford,    Whole  Cut,  Comfort  Low  Heel 
Combination  Last  21.  Round  Toe.    Code  Sturdy. 

Price  $5.15 


{All  lines  A-B-C-D  widths,  Sizes  3  to  9) 
Terms:  Net  30  days 

MAKERS  OF 

49nj/x  ^jtfrchgrip — 9eor<pna 
5HOC5  FOR  UIOITien 

90TO  94  SHER  BOURNE  ST 

Toronto 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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A  Popular  Model 


No.  506.  Smooth  tan  Mennonite  Plain 
Toe,  Half  Bellow  Tongue,  Standard 
Screw.  Munson  Army  Last,  Chrome 
Waterproof  BulldogSole,  Lock  Stitch, 
No.  1  quality  throughout.  Our  most 
popular  boot  $3.90. 


B.  F.  Ackerman,  Son  &  Co.,  Limited 


Peterboro 


Ontario 


Attractive  Colors  in 


QOLLIS  QALF 


Collis  Calf  is  a  full  grained  upper 
leather  produced  in  clear  finishes, 
showing  many  brilliant  and  at- 
tractive colors. 


Shoes  for  men  and  women  made  of  this  tan- 
nage show  a  character  and  personality,  that 
assures  immediate  sales. 

Collis  Calf  is  made  in  all  weights  and  grades. 
Have   you   tried  our  staple  lines  of  black  in 

Smooth,  Box,    Eye-Buck,  Scotch  Grain 


The  Collis  Leather  Co.,  Ltd. 

Aurora  Ontario 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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and  men's  at  a  dollar  and  a  half.  These  were  the  bread 
and  butter  of  the  trade,  and  jobbers  made  their  trips 
East  to  see  how  close  they  could  buy  these  lines  which 
run  from  65  cents  to  85  cents  in  price.  At  that  time 
shoes  were  sold  at  round  figures  and  it  was  impossible 
to  convince  a  retailer  that  he  could  split  the  quarter 
dollar  and  sell  at  $1.15  or  $1.65. 
Men  of  the  Trade 

It  would  be  impossible  to  devote  time  to  half  of 
the  men  who  figured  at  all  largely  in  the  shoe  trade  of 
a  generation  ago.  I  shall  touch  lightly  upon  a  few  of 
these  early  captains  of  the  industry.  The  most  out- 
standing personality  in  the  trade  thirty-five  years  ago 
was  the  late  Charles  F.  Smith  of  James  McCready 
and  Co.,  whose  factory  was  then  on  St.  Peter  St.  corner 
of  Youville.  Mr.  McCready  himself  did  not  take  a  very 
active  part  for  two  or  three  years  before  his  death  in 
December  1890.  Mr.  Smith  was  known  to  everyone 
as  a  broadminded,  kindly  but  keen  business  man,  whose 
openness  was  proverbial,  He  had  no  business  secrets 
and  was  as  frank  about  his  affairs  as  he  was  about  his 
opinions.  He  admitted  he  was  not  a  shoemaker  and 
said  he  was  often  thankful  for  that  as  the  shoemaker 
was  too  often  carried  away  by  fads.  He  said  he  was 
in  business  to  make  good  shoes  but  to  make  them  at 
a  profit.  He  was  a  man  beloved  as  well  as  respected 
by  all  who  knew  him,  and  especially  by  those  who  work- 
ed for  him. 

Mr.  Wm.  Ames  was  a  fine  type  of  man  who  knew 
the  shoe  business  from  start  to  finish.  He  was  well 
up  in  years  when  I  knew  him  first,  and  left  much  of 
the  details  of  the  business  to  his  partner  the  late  J.  C. 
Holden.  Mr.  Herbert  B.  Ames,  now  Sir  Herbert,  was 
at  that  time  a  young  man  in  charge  of  the  factory  pro- 
duction, and  was  highly  esteemed  by  all  who  came  in 
contact  with  him,  and  by  none  more  than  the  youth- 
ful editor  of  the  Shoe  and  Leather  Journal,  who  pro- 
fited by  his  practical  experience.  Mr.  G.  Boivin  was 
a  merchant  of  the  old  school  who  came  down  to  business 
in  frock  coat  and  silk  hat.  He  was  a  thorough  shoeman, 
however,  and  his  concern  turned  out  a  one  piece  boot 
that  was  extremely  popular  for  years.  He  wore  a  long 
beard,  to  his  waist  in  fact,  and  it  was  a  pleasure  to  sit 
down  for  a  chat  with  him  in  his  office  on  St.  Paul  Street. 

There  were  so  many  others  at  that  time  in  Mon- 
treal, that  there  would  not  be  time  to  refer  to  them 
individually  Most  of  them,  almost  all,  we  might  say 
have  passed  to  the  great  beyond.  Amongst  these  was 
James  Leggat,  at  that  time  the  largest  jobber  in  Canada, 
James  Robinson  who  afterwards  attained  this  eminence 
began  with  the  basement  under  his  residence  on  Park 
Avenue. 

In  Quebec,  J.  H.  Botterell  was  perhaps  the  most 
outstanding  figure  in  the  "eighties."  He  was  a  fine 
polished  gentleman  who  spent  a  good  deal  of  his  time 
travelling  especially  towards  the  close  of  his  business 
career,  and  was  always  ready  to  recount  his  foreign  ex- 
periences particularly  with  regard  to  shoes  He  had 
an  able  lieutenant  in  the  person  of  Mr.  Payne,  a  pat- 
riarchal gentleman  with  long  white  beard  who  became 
as  well  known  as  Mr.  Botterell  in  the  bus.ness. 

John  Ritchie  has  outlasted  all  his  confreres  in 
Quebec  in  years  and  experience.  Firms  have  come 
and  gone  and  he  has  gone  on,  seemingly,  forever.  Mr. 
Ritchie's  factory  is  practically  in  the  same  place  to- 
day as  in  1888  but  the  offices  have  been  removed  from 
St.  Helene  St.  to  St.  Valier  St.  No  one  in  all  the  years 
has  stood  higher  as  a  man  or  a  shoemaker  than  John 
Ritchie  who  has  in  the  city  of  Quebec  often  in  trade 
and  labor  disputes  been  called  the  peacemaker.  Al- 
though not  active  in  business  he  still  comes  down  from 


day  to  day  to  the  office,  and  the  same  array  of  com" 
fortable  looking  pipes  surround  him. 

The  French  end  of  the  business  in  Quebec  was  re- 
presented principally  at  the  time  referred  to  by  G.  Bresse 
and  O.  Migner.  Mr.  Bresse  was  a  man  who  was  act- 
ually a  self  made  man.  From  very  small  beginnings 
he  built  up  a  large  business  which  extended  all  over 
Canada  He  had  until  towards  the  end  of  his  career 
most  primitive  ways  of  running  his  establishment,  which 
as  far  as  buying  was  concerned  was  on  a  cash  basis.  He 
was  a  bachelor  and  latterly  left  his  business  quite  largely 
to  a  competent  staff  although  he  never  took  his  hand 
quite  off  the  tiller.  He  was  made  a  Senator  of  the  local 
legislature,  and  rather  enjoyed  being  addressed  as  "Sen- 
ator." 

If  I  had  time  I  might  give  some  interesting  and 
amusing  stories  of  other  men  of  the  trade  such  as  the 
late  Henry  Griffith  the  genial  Irishman,  W.  A.  Marsh, 
the  shrewd,  far-seeing  shoeman,  W.  H.  Polley  the  Yankee 
Canadian  who  did  not  seem  to  lose  heart  under  the 
most  adverse  circumstances.  He  once  said  to  me  that 
he  left  Marsh  because  he  being  the  practical  man  did 
not  see  the  sense  of  making  money  for  a  bookkeeper. 
In  the  West  the  most  outstanding  men  of  the  period 
were  W.  B.  Hamilton,  J.  D.  King,  James  Cooper  and 
James  McPherson.  These  were  at  the  head  of  the  lar- 
gest shoe  establishments  west  of  Montreal.  W.  B. 
Hamilton  took  seniority  because  his  concern  dated 
back  to  the  fifties.  He  was  a  man,  who  like  Mr.  C.  F. 
Smith  of  James  McCready  and  Company,  Montreal, 
was  a  thorough  business  man  rather  than  a  shoemaker 
and  the  long  successful  career  of  his  concern  attests  the 
value  of  good  business  management  added  to  practical 
knowledge  of  a  business.  No  man  has  stood  higher  in 
the  trade  or  in  the  community  than  the  late  W  B.  Ham- 
ilton. 

J.  D.  King  and  his  partner  Charles  Brown  were 
originally  cigar  travellers,  and  made  a  success  of  the 
business  after  Wm.  Darner  the  head  of  the  Darner, 
King  and  Brown  and  the  practical  man,  withdrew. 
"King"  shoes  for  many  years  had  a  reputation  second 
to  none  in  the  country.  J.  D.  King  himself  was  a  quiet 
but  gential  man  whose  merchandizing  ability  was  at- 
tested by  the  large  business  which  he  built  up  before 
he  died.  He  was  always  ready  to  sit  down  and  dis- 
cuss shoe  or  public  matters  over  a  good  cigar  for  which 
he  never  lost  a  relish. 

James  Cooper  was  a  practical  shoemaker  and  never 
lost  the  habit  of  addressing  a  friend  as  "shopmate." 
He  was  on  the  job  at  the  factory  at  seven  o'clock  in  the 
morning,  and  superintended  the  large  establishment 
of  Cooper  and  Smith  personally.  When  the  firm  failed 
he  went  to  Buffalo  and  has  since  died.  The  firm  made 
a  line  of  staple  goods  that  were  in  great  demand  in 
Ontario. 

Mr.  James  A.  McPherson,  of  John  McPherson  Co. 
Hamilton,  was  a  thorough  practical  shoeman,  and  was 
regarded  as  one  of  the  best  in  Canada.  He  gave  his 
whole  time  to  the  practical  end  of  the  business,  and  left 
the  office  department  to  those  who  did  not  seem  to 
properly  take  care  .of  it.  When  the  concern  was  re- 
organized some  years  ago,  he  withdrew  and  has  lived 
since  in  California.  He  was  a  great  sport  and  an  authority 
in  this  line  as  well  as  shoes.  He  had  the  finest  shoe 
factory  in  Ontario  in  1888. 

There  are  other  Ontario  manufacturers  worthy 
of  mention  some  of  them  still  in  the  game  but  most  of 
them  have  left  the  scenes  of  their  earthly  endeavours. 
All  these  men  of  faith  have  had  their  part  in  the  great 
march  of  progress  that  the  passing  years  have  witnessed. 
The  development  has  been  so  gradual  and  so  steadily 
forward  that  we  hardly  realize  the  progress  made  or 
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the  difficulties  surmounted.  With  the  most  complete 
equipment  the  improved  transportation  facilities  and 
our  closer  contact  with  world  conditions,  the  business 
of  shoe  manufacturing  has  been  made  considerably 
simpler  On  the  other  hand,  competition,  the  incessant 
demand  for  change  and  other  factors  of  which  our  pre- 
decessors knew  so  little,  constitute  problems  that  seem 
to  militate  against  the  possibility  of  millionaires  being 
developed  in  the  process  of  shoe  manufacturing. 

What  the  next  quarter  of  a  century  in  the  industry 
may  reveal  is  problematic.  There  is  no  doubt  that 
distribution  is  the  great  factor  in  the  present  cost  of 
shoes.  Whether  some  plan  may  be  evolved  that  will 
minimize  this  item  of  expense  is  the  great  challenge  to 
the  coming  generation  of  shoe  producers. 

Mr.  J.  A.  Beaudry,  of  Le  Prix  Courant  and  La 
Chaussure,  gave  an  interesting  description  talk  with 
regard  to  his  visit  last  year  to  Russia.  He  gave  a  com- 
plete historical  sketch  of  the  development  of  conditions 
as  they  obtain  to-day  in  Russia,  from  prior  to  the  war, 
outlining  the  civil  war  which  followed.  He  traced 
the  growth  of  bolshevism  and  its  connection  with  the 
autocratic  conditions  that  prevailed  prior  to  1914.  He 
said  there  were  only  two  sources  from  which  an  over- 
throw might  be  expected  of  present  soviet  rule,  namely 
from  outside  or  from  within.  It  was  not  likely  that 
outside  powers  would  embroil  themselves  with  the  sit- 
uation and  the  minority  soviet  regime  had  such  power 
over  the  uneducated  helpless  majority,  that  there  was 
little  to  hope  for  a  counter  revolution.  He  referred 
to  the  seeds  of  unrest  being  sown  by  the  bolshevist 
propaganda  and  said  that  undoubtedly  outside  countries 
would  sooner  or  later  have  to  deal  with  the  menace. 
He  said  prospects  from  social  and  financial  conditions 
of  trade  with  Russia  just  now,  were  hopeless.  The 
difficulty  was  getting  into  Russia  and  then  of  getting 
payment  for  goods.  The  only  chance  was  to  take  a 
ship  load  of  goods  over  and  exact  payment  in  kind. 

(We  hope  to  give  Mr.  Beaudry's  interesting  address 
more  fully  in  a  later  number.) 
Bankruptcy  Act 

The  following  resolution  re  the  Bankruptcy  Act 
was    then    read    and  adopted: 

"Whereas  the  Federal  Bankruptcy  Law  has  oper- 
ated to  the  great  disadvantage  of  creditors  and,  in  effect, 
has  provided  and  advertised  an  easy  way  for  debtors 
to  evade  their  rightful  obligations;  and 

"Whereas  it  deprives  unfairly  the  party  granting 
credit  of  the  right  to  curtail  or  withdraw  such  credits, 
thus  contravening  a  principle  which  should  be  recog- 
nized  in   all    commercial    relations;  and 

"Whereas  operation  of  the  new  Act  has  afforded 
an  opportunity  for  easy-principled  persons,  obtaining 
appointment  as  trustees,  to  encourage  failures  or  com- 
promises at   the  expense  of  the  creditors; 

"Therefore  be  it  resolved  that  this  Association  ur- 
gently request  the  Government  repeal  the  Act  without 
unnecessary  delay,  or  at  least  so  to  amend  it  as  adequate- 
ly to  protect  the  interests  of  creditors,  and  to  reduce 
the  list  of  trustees  to  a  small  number  in  each  district, 
who  should  be  appointed  only  after  thorough  investiga- 
tion a.s  to  their  qualifications  and  standing; 

"And  that  a  copy  of  this  resolution  be  forwarded 
to  every  member  of  the  Dominion  Cabinet." 
British  Competition 

A  second  resolution  regarding  imported  shoes  was 
presented   and   adopted,    ft  follows: 

"Whereas  importations  of  footwear  of  British 
manufacture  under  the  low  rates  of  the  British  Pre- 
ferential Tariff  are  causing  uneasiness  amongst  Can- 
adian  manufacturers;  and 


"Whereas  special  efforts  are  being  made  by  man- 
ufacturers in  the  United  Kingdom  to  market  their  pro- 
ducts in  Canada; 

"Therefore  be  it  resolved,  that  this  Association 
make  the  strongest  possible  representations  to  the  Govern- 
ment relative  to  the  threat  of  increased  importations 
of  British  leather  and  felt  footwear,  and  urge  that  ade- 
quate protection  be  provided  for  Canadian  boots  and 
shoes  against  such  importations." 
Made  in  Canada 

It  was  also  urged  that  imported  boots  and  shoes 
be  marked  with  the  name  of  the  country  of  origin,  and 
the  meeting  resolved  to  urgently  request  the  Govern- 
ment to  apply  the  present  marking  law  to  all  imported 


Jules  Payan  was  on  the  job  as  usual 

boots  and  shoes.    It  was  further  resolved  that  members 
of  the   Shoe   Manufacturers'    Association   of  Canada 
mark  all  shoes  made  in  their  factory  with  the  Cana- 
dian trade  mark. 
Election  of  Officers 

The  officers  of  the  Shoe  Manufacturers'  Associa- 
tion for  the  year  as  recommended  by  the  Nominating  Com- 
mittee,   are   as   follows: — 

President,  J.  E.  Warrington,  Quebec;  1st.  Vice- 
President,  L.  P.  Deslongchamps,  Montreal;  2nd.  Vice- 
President,  J.  A.  Walker,  Toronto. 

District  representatives:  Western,  R.  J.  Leckie; 
Ontario,  G.  W.  McFarlane,  F.  H.  Ahrens,  W.  H.  Duffield, 
S.  H.  Parker,  G.  H.  Ansley,  L.  C.  VanGeel,  Geo.  A. 
Blachford;  Montreal  District,  Raoul  Lanthier,  A.  Le- 
cours,  J.  T.  Tebbutt,  A.  Tetrault,  N.  MacFarlane, 
Wilfrid  Gagnon;  Quebec,  J.  E.  Samson,  J.  M.  Stobo, 
D.  Marsh,  G.  B.  Goulet;  Past  Presidents,  S.  Scott, 
Jos.  Daoust;    Maritimes,  A.  Reid. 

A  Resolution  was  passed  asking  the  Rubber  and 
Felt  Manufacturers'  Associations  to  appoint  repre- 
sentatives to  the  Executive  Committee  for  co-operation 
in  the  matter  of  the  new  Credit  Service. 


"WHILE  IT  IS  NEWS" 

The  Shoe  and  Leather  Journal  has  held  back  its  regul- 
ar issue  in  order  to  provide  its  readers  with  a  full  re- 
port of  the  proceedings  at  Montreal,  as  well  as  an  outline 
of  the  Chicago  Show.  We  believe  our  subscribers  will 
appreciate  this  effort  to  give  them  the  news  "hot  from 
the  griddle,"  as  in  keeping  with  the  usual  policy  of  the 
Journal  to  place  SERVICE  above  convenience  and 
expense.  In  our  next  issue,  we  will  have  a  further  review 
of  the  styles  shown  at  Montreal  together  with  the  cream 
of  the  Chicago  Retailers'  Convention  which  we  have  had 
to  hold  over. 
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The  MARYON  Shoe 


Spring  Specials 
For  Wholesalers 


Maryon  popular  styles  will  be  wel- 
comed by  all  dealers  who  are  looking 
for  shoes  with  exceptional  attractive- 
ness both  in  style  and  value  to  create 
big  trade  for  Spring. 

In  our  extensive  range  are  featured 
the  newest  ideas  in  strap  effects,  But- 
ton or  Buckle — and  also  the  most  pop- 
ular productions  in  Colonial  and  Ton- 
gue models — all  offered  in  a  complete 
choice  of  leathers  and  combinations. 

Snappy  style  and  moderate  price 
make  our  Turn  Slippers  highly  pop- 
ular everywhere. 

Complete  your  Spring  Lines  NOW 
by  taking  advantage  of  the  trade  pull- 
ing features  of  Maryon  Styles  and 
Values. 


Lachance  &Tanguay 


70  BIGAOUETTE  AVE. 


QUEBEC 


P.Q. 
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The  Style  Situation 

Chicago  and  Montreal  Shows 
Indicated  Satisfactory  Measure 
of  Stability — Straps,  Oxfords 
and  Tongues. 

THOI  GH  he  felt  in  his  bones  it  was  highly  im- 
probable, and  almost  impossible,  there  was  hard- 
ly a  retailer  who  visited  Chicago  or  Montreal, 
who  did  not  have  a  fear  that  the  style  situation  was 
likely  to  be  upset,  and  his  programme  shot  to  pieces. 
If  these  shows  have  done  nothing  else  this  year,  they 
have  served  to  show  retailers  and  manufacturers  that 
for  a  few  months  they  can  play  the  game  with  com- 
parative safety.  And  in  that  measure  they  have  ser- 
ved their  purpose. 

Those  who  were  on  hand  have  gone  home  feeling 
that  they  had  many  shoes  in  stock  that  would  sell, 
and  that  they  could  buy  plenty  of  pretty  shoes  with 
which  to  brighten  up  their  stocks  and  help  move  the 
ones  on  hand,  always  taking  it  for  granted  that  present 
stocks  do  not  include  quantities  of  high  boots  with 
pointed  toes  and  Louis  heels.  Nearly  anything  that 
sold  last  year  will  sell  this  year  if  pressure  is  put  behind 
it. 

A  general  survey  of  the  situation  shows  straps  still 
in  the  majority,  though  for  early  spring  oxfords  will 
sell  in  greater  quantities  in  some  localities,  while  of 
course,  sport  oxfords  will  be  quite  to  the  fore  again. 
The  oxford  is  to  be  looked  for  more  in  welts,  and  is 
worked  out  on  fairly  sensible  lines.  Browns  lead  in 
calf  and  kid.  The  apron  is  still  with  us,  though  generally 
shown  with  a  cutout  effect.  Two  tones  of  brown  are 
seen  and  fancied  to  quite  an  extent.    Patent  is  used 


Mr.  George  Gales  says  "Give  them  what  they  want." 

to  quite  an  extent  either  as  a  basic  leather  or  as  trim- 
ming. Sport  oxfords  will  run  to  white  with  black  trims, 
or  in  some  cases  red  or  green  trimmings.  The  elk  shoe 
for  sport  wear  will  be  sold,  though  it  is  not  expected 
to  have  as  wide  a  vogue  as  last  year.  Quite  a  number 
of  samples  are  shown  with  soles  and  heels  of  heavy  raw 
rubber.  Most  authorities  predict  an  unprecedented 
demand  for  sports  shoes.  Heels  on  welts  remain  fairly 
low.  Some  flapper  types  are  seen,  but  the  general  range 
runs  from  12/8  up. 


If  Your  Hockey  Shoes  Are 

SAMSON'S 

The  Hockey  Shoe  Trade  Is 

YOURS 


These  shoes  produce  greater  sales 
because  they  give  greater  satisfac- 
tion in  wear  through  their  exclu- 
sive improved  fitting  features  and 
their  reliable  workmanship. 

By  taking  advantage  of  our  ex- 
ceptional values  in  Staple  Lines 
you  can  boost  your  steady  turn- 
over and  profit. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &  Football  Boots 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 
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THE"RITCHIE"ARCH  SUPPORT  SHOE 


Made  on  a  last  designed  by  a 
specialist  in  the  correction  of  foot 
troubles. 


Specially  hollowed  out  in  the 
shank  and  under  the  transverse 
arch. 


Double  trussed  steel  shank  se- 
curely riveted  to  insole  secures 
pressure  against  arch  in  walking. 


Rubber  orthopaedic  heel,  extra 
long  on  the  inside,  supports  the 
shank,  and  carries  the  weight  of 
the  body,  thus  relieving  the  arch. 


Made  in  black  kid  and  black 
and  colored  calf,  dressy  in  appear- 
ance, with  medium  round  toe. 


Carried  In  Stock 

THE  JOHN  RITCHIE  Company 

QUEBEC  LIMITED 
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Routier  Lines  for  the  coming  Sea- 
son, holding  first  place  for  Value, 
sustain  their  unusual  popularity 
with  the  Trade. 

You  will  find  them  safest  to  buy 
because  they  are  easiest  to  sell. 
Ask  to  see  the  complete  line. 

McKAYS  and  S.  SCREW 
For  MEN,  BOYS  and  YOUTHS 
LUC  ROUTIER 

56  Colomb,  QUEBEC 


mm 


New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cahrettas,  as  well  aa 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch— 335  Craig  St.  W.  Montreal 
Factory— Wilmington,  Del.,  U.  S.  A. 


Strap  welts,  which  should  supersede  the  oxford 
with  the  arrival  of  Easter  cover  a  wide  range  of  patterns 
and  combinations.  Buttons  were  shown  almost  ex- 
clusively, but  there  are  some  who  believe  the  buckle 
will  come  back  strong,  particularly  with  sport  effects. 
Greys,  particularly  suede,  are  in  pronounced  favor, 
but  for  ordinary  wear  brown  or  black  calf  or  kid  shoes 
will  sell  in  large  numbers,  while  patent  shoes  and  shoes 
with  patent  trimming  should  move  well.  The  patterns 
are  worked  out  in  sufficient  variety  to  suit  any  trade. 
Combinations  of  grey  and  black,  grey  and  brown,  brown 
and  black,  beige  and  black,  beige  and  brown,  white 
and  black,  white  and  red,  white  and  green,  embody 
apron  effects,  cutouts,  underlays,  collars,  and  fancy 
stitching    in    contrasting  colors. 

Tongues,  chiefly  of  the  smaller  variety  were  shown 
with  and  without  straps.  There  will  be  many  smart 
tongue  welts  sold  and  worn,  in  black,  brown,  and  other 
colors,  with  stitching  or  underlays  on  many  of  the  tongues. 

Heels  on  the  strap  and  tongue  welts  are  higher 
in  the  average  than  on  oxfords,  while  toes  have  a  ten- 
dency to  be  less  rounded  than  on  oxfords. 

Turn  shoes  lend  themselves  more  to  the  production 
of  novelties,  and  as  their  chief  purpose  is  for  afternoon 
or  evening  wear,  more  novelty  is  to  be  expected.  Straps, 
mostly  one  strap,  lead  in  the  turn  samples  shown.  And 
these  straps  carry  one  or  two  buttons.  Small  tongues 
are  shown  in  large  numbers,  while  one,  two  three  or 
four  eyelet  ties,  gradually  shade  into  oxfords  which  may 
or  may  not  carry  a  tongue.  Many  patterns  are  worked 
out  with  cutouts  or  underlays  on  vamp  or  quarter, 
and  some  of  the  patterns  come  fairly  close  to  the  sandal 
of  last  summer.  The  strap  and  tongue  are  combined 
in  some  models,  in  others  the  tongue  is  merely  indicated 
by  the  pattern.  This  type  combines  the  appearance 
of  the  tongue  pump  with  the  fitting  quality  of  the  strap 
shoe.  In  some  cases  the  strap  effect  is  retained,  but 
the  strap  replaced  by  a  ribbon  tie.  The  cutout  ox- 
ford, and  the  tie,  aside  from  the  tongue  pump,  is  prob- 
ably the  most  noticeable  development  in  the  turn  shoe 
for  spring. 

Black  satin,  grey  suede,  beige  suede,  combined 
with  patent,  brown  or  black  kid,  or  other  suitable  trimm- 
ings are  leaders.  Brocades,  silver  and  gold  cloth  are 
distinctively  dress  materials. 

For  sport  wear,  the  turn  shoe  is  being  worked  out 
in  many  combinations  and  effects,  so  that  the  dealer 
should  have  no  difficulty  in  covering  his  requirements 
and  brightening  his  stock  to  the  desired  point.  If  he 
wants  real  novelty  shoes,  he  can  even  get  them  worked 
out  with  sharkskin,  or  alligator. 

Men's  shoes  do  not  show  more  than  the  natural 
season  to  season  development.  The  attempt  to  "jazz 
up"  shoes  with  a  multiplicity  of  perforations  and  pink- 
ings  has  given  way  to  plainer  'effects,  where  the  patterns, 
which  are  varied,  are  worked  out  in  double,  triple,  or 
quadruple  rows  of  stitches.  Toes  remain  fairly  wide 
and  the  tendency  is  towards  sensible,  comfortable  lasts. 
Sole  extension  is  fairly  generous,  heels  are  low,  flanged, 
and  in  many  cases  stitched  around.  Colored  stitching, 
two  tone  effects,  trimmings  of  pig  skin  or  fleece  calf 
are  among  the  devices  whereby  novelty  is  produced. 
But  the  man  on  the  street  will  wear  an  inconspicuous 
comfortable  shoe,  more  often  an  oxford  than  a  high  shoe, 
in  brown  or  black  calf.  Sport  shoes  for  men  are  of  brown 
calf  or  elk,  with  brown  apron  saddle.  The  raw  rubber 
sole  and  heel  are  being  widely  shown  in  men's  sport 
shoes,  and  as  their  effect  is  sporty,  though  somewhat 
heavy,  should  sell  to  quite  an  extent. 
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SHOE  WHOLESALERS'  ASSOCIATION  OF 
CANADA. 

The  annual  meeting-  of  the  Shoe  Wholesalers' 
Association  of  Canada  was  held  at  10  a.m.  on  Tues- 
day, January  16th,  with  President  Ralph  Locke  in 
the  chair,  and  a  fairly  good  attendance  of  members. 
The  President's  address  welcomed  those  present  and 
outlined  the  activities  and  conditions   of  the  past 


Mr.  J.  A.  McLaren,  President 
Shoe  Wholesalers'  Association 

year.  Mr.  S.  Roy  Weaver  was  again  appointed 
Manager  of  the  Association. 

The  minutes  of  the  previous  annual  meeting  were 
taken  as  read,  and  the  Manager  presented  a  brief  out- 
line of  what  had  been  accomplished  by  the  organization. 

Resolutions  were  presented  and  adopted  concurr- 
ing with  the  Shoe  Manufacturers'  Association  in  the 
establishment  of  an  Association  Credit  Bureau  and  in 
the  protest  to  the  Railway  Freight  Association  with 
regard  to  the  proposed  increase  in  freight  rates  and  to 
the  government  with  regard  to   the  Bankruptcy  Act. 


The  following  Officers  and  Executive  were  at  the 
close  of  the  meeting  elected  for  the  current  year:  Officers: 
J.  A.  McLaren,  President;  A.  Congdon,  1st  Vice- 
President;  Geo.  Brown,  2nd  Vice-President. 
Executive  Council:  British  Columbia,  John  Darner; 
Alberta,  J.  D.  Dover;  Saskatchewan  H.  Henry;  Man- 
itoba, J.  J.  Kilgour;  Ontario,  R.  B.  Griffith,  R.  B. 
Wanless,  H.  White;  Montreal,  W.  Gironard,  H.  V. 
Shaw,  J.  Normandin;    Quebec,  E.  Darveau. 


VISITORS  TO  CHICAGO. 

Amongst  the  visitors  to  the  Windy  City  during 
the  Convention  and  Shoe  Style  Show  were:  Chas. 
A.  Ahrens,  Kitchener;  R.  D.  Ayling,  Toronto;  W. 
S.  Ashplant,  London;  G.  H.  Ansley,  Perth;  James 
Acton,  Toronto;  W.  H.  Belleveau,  Kitchener;  Arthur 
Bonisteel,  Aurora;  Howard  Blachford,  Toronto;  Alex. 
Brandon,  Brantford;  G.  A.  Blachford,  Toronto;  S.  A. 
Bell,  Toronto;  J.  Bauslough,  Brantford;  F.  Bauslough, 
Brantford;  Mr.  Cummings,  (R.  Locke,  Montreal); 
J.  H.  Chisholm,  Toronto;  J.  A.  Connor,  Dominion 
Rubber  System,  Montreal;  R.  Clark,  Winnipeg;  Mr. 
De  Lancy,  Montreal;  N.  Davison,  C.  C.  R.  Co.,  Mon- 
treal; W.  G.  Downing,  Vancouver;  J.  Dunbar,  Quebec; 
D.  F.  Desmarais,  Montreal;  Mr.  Deguise,  Montreal; 
Aubrey  Davis,  Newmarket;  Peter  Doig,  Montreal; 
Alf.  Fox,  Winnipeg;  Geo.  G.  Gales,  Montreal;  Har- 
vey Graham,  Quebec;  C.  F.  Hoyt,  Montreal;  Mr. 
Hawkes,  Victoria;  W.  D.  Harris,  Regina;  Jno.  Hatch, 
Quebec;  W.  A.  Hamilton,  Toronto;  Murray  Ham- 
ilton, Toronto;  A.  M.  Jarvis,  London;  Fred  Jenner, 
Toronto;  A.  B.  Knowlton,  Brandon;  Gus.  Lausmann, 
Toronto;  M.  Liss,  Winnipeg;  Mr.  H.  E.  Moles, 
Montreal;  J.  D.  McDiarmid,  Toronto;  A.  E.  Marois, 
Toronto;  F.  Marois,  Toronto;  K.  Murray,  London; 
D.  McDonald,  London;  Wm.  Marsh,  Quebec;  Jack 
Merner,  Toronto;  Chas.  Newton,  Winnipeg;  A.  A. 
Orendorff,  London;  Chas.  Owens,  Toronto;  C.  F. 
Rannard,  Winnipeg;  Ed.  Stevens,  Ottawa;  Mr.  Stur- 
gess,  Montreal;  Mr.  M.  V.  Sheehee,  Quebec;  F. 
Smarden,  Montreal;  G.  St.  Leger,  Toronto;  Mr.  Stuart, 
United  Last  Co.,  Jack  Tilt,  Toronto;  A.  Tetrault, 
Montreal;  Mr.  Vaillaincourt,  Montreal;  S.  Wilson. 
Vancouver;  J.  A.  Walker,  and  Mr.  W.  Waller,  Toronto, 


Mr.  Ralph  Locke  of  Montreal 

Past  President 
Shoe  Wholesalers'  Association 


Mr.  A.  Congdon  of  Winnipeg 

1st  Vice-President 
Shoe  Wholesalers'  Association 


Mr.  Geo.  Brown  of  Quebec 
2nd  Vice-President 
Shoe  Wholesalers'  Association 
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The  Kid  That 
Made  Fine  Shoes 
Famous 

Ask  any  of  the  Shoe  Manufacturers 
using  good  kid  and  they  will  tell 
you  that  they  can  always  rely  upon 
FAMO. 

Henwood   &  Nowak,  Inc. 

95  South  St.  Boston,  Mass. 

New  York  Representative 
SEIDERMAN-SALMON,  Inc. 
95  Gold  Street  -:-  New  York  City 

GEO.  W.  NEWMAN  LEATHER  COMPANY 
Cincinnati  and  St.  Louis 
Canadian  Representive 
R.  E.  Bennett  &  Co.    Room  32,  70  Lombard  St. 
Toronto  Phone  Main  4016w 
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1          FINEST  ENGLISH  1 

I  CURRIED  SHOE  I 

I      LEATHERS  I 

=            000  = 

=          Every    good   quality    which  | 

upholds  the  tradition  of  = 

English   Leather    Manufac-  E 

a          ture   is  maintained  in  our  = 

=                          products  = 

Ask  us  about  our  specialties  = 

I  BOX  &  WILLOW  SIDES  [ 

I   Belt  and  Suspender  Leathers,  Case  = 

=   and     Bag    Leathers    and    Account  = 

Book  Leathers  = 

1  THOS.  REARDEN  &  Co.,  LTD.  1 

S                   BROCKLEY  LEATHER  WORKS  = 

LONDON,  S,  E.  4.  ENGLAND  | 


CHEAP  MATERIAL 

IN  THE  FINISHING  ROOM  IS 

FALSE  ECONOMY 

THE  BEST  IS  CHEAPEST  IN  THE  LONG  RUN 

BOSTON  LEATHER  STAIN  CO. 

Makes  only  the  HIGHEST  GRADEof  FINISHES 
We  are 

EXCLUSIVE  CANADIAN  AGENTS. 

We  carry  large  stocks  of  B.L.S.  goods  at 

MONTREAL  KITCHENER-QUEBEC 

ready  to  give  you  real  service. 


CYCLONE  BLEACH,  THE  ONLY  REAL  SOLE  BLEACH. 
MAGIC  STAIN,  PARAGON  STAIN,  ALL  SHADES; 
KING  and  ULTRA  EDGE  INKS  BLACK  and  COLORS. 
BLACK  DIAMOND  HEEL  and  SHANK  INKS. 
DYES,  BLACK  and  COLORS  FOR  ALL  PURPOSES. 
DRESSING  and  POLISHES 

FOR  ALL  KINDS  OF  LEATHER,  BLACK  and  COLORS. 
BOTTOM  POLISHES,  WAXES,  etc. 


You  can't  go  wrong  on  this  line.  Every 
Item  is  guaranteed  twice ;  by  Boston  Leather 
Stain  Co.,  and  by  us.  If  anything  goes 
wrong  we  make  it  right  quick. 

Don't  place  your  WINTER  ORDER  until 
you  KNOW  what  we  have  to  offer  YOU. 


INTERNATIONAL  SUPPLYC« 

Main  Office 
154  Notre  Dame  St.,  W.  Montreal 
BRANCHES 


37  Foundry  St.,  W. 
KITCHENER,  ONT. 


566  St.  Valier  St. 
QUEBEC 


Established  1915 
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Chicago  Convention 
and  Shoe  Style  Revue 

THE  attendance  at  the  Chicago  Retailers'  Con- 
vention and  Shoe  Fair,  January  8th.  to  11th. 
was  large,  but  not  nearly  what  was  expected  al- 
though some  five  or  six  thousand  dealers,  manufacturers 
and  salesmen  were  present.  The  Colosseum  in  which 
the  Convention  and  Fair  were  held  was  better  arranged 
than  last  year,  both  for  the  convenience  and  comfort 
of  delegates  and  visitors.  The  interior  decorations 
were  all  in  white  and  sand  color  and  uniform  throughout 
giving  not  only  a  pleasing  but  artistic  effect.  This 
year  the  runway  for  the  models  began  at  a  proscenium 
at  the  north  end  where  the  orchestra  was  situated,  and 
ran  clear  around  the  gallery  with  stands  at  intervals. 
The  Convention  Hall  was  thus  far  away  from  the  dressing 
rooms  of  the  models  which  did  away  with  the  noise  and 
confusion  of  last  year. 
First  Day's  Session 

The  Convention  was  opened  at  2.30  p.m.  by  Pre- 
sident Chisholm  who  gave  a  very  forceful  address  in 
which  he  referred  to  the  experiences  of  the  past  year. 
He  said  that  they  had  successfully  passed  through  the 
most  trying  period  in  the  history  of  the  shoe  trade.  He 
referred  to  what  the  Association  had  accomplished  in 
various  ways,  and  said  amongst  them  was  the  defeat 
of  the  proposed  sales  tax.  He  said  that  the 
Association  had  been  able  to  kill  the  profiteering 
propaganda  by  submitting  definite  information  to  the 
government  on  the  cost  of  doing  business,  turnover, 
and  profit,  which  they  had  definitely  established  over 
a  period  of  seven  years  as  follows:  Cost  of  doing  business 
24.68  per  cent;  average  turnover  1.76  per  cent,  and  net 
profit  6.17  per  cent.  He  also  referred  to  the  defeat 
of  the  proposed  hide  tariff  as  largely  due  to  the  work 
of  the  Executive. 
Colors  and  Styles 

This  seems  to  be  the  time  when  colors  are  coming 
into  their  own,  said  the  President.  The  retailer  must 
have  acceptable  information  as  to  colors,  thus  elimin- 
ating as  far  as  practical  any  possible  losses  and  mark- 
downs  through  wrong  selections.  Our  semi-annual  official 
color  cards  are  now  issued  through  joint  co-operation, 
not  only  of  the  various  branches  of  our  own  shoe  and 
leather  industry,  but  also  of  the  hosiery  interests  and 
the  women's  wear  manufacturers. 

During  the  year  1922  great  attention  has  been  paid 
also  to  the  method  of  procedure  in  handling  style-re- 
commendations for  shoe  retailers.  It  has  been  our  aim 
to  take  this  out  of  the  indefinite  method  and  to  form- 
ulate a  plan  which  will  finally  bring  to  every  retailer, 
at  least  four  times  a  year,  a  recommendation  not  as  to 
what  he  should  buy,  but  a  recommendation  which  the 
leaders  in  our  retail  shoe  industry  feel  will  be  the  live- 
liest sellers  for  the  period  under  consideration. 

We  have  worked  our  plan  whereby  a  great  deal 
of  thought  is  given  to  the  preparation  of  this  service 
and  whereby  participation  in  these  helpful  suggestions 
is  had  from  tanner,  manufacturer  and  shoe  salesman. 
These,  jointly  with  the  N.S.R.A.  Styles  Committee, 
drafted  what  we  honestly  believe  to  be  the  best  recom- 
mendations which  it  is  humanly  possible  for  men  to 
make.  This  means  safer,  saner  retailing  than  ever 
through  cleaner  stocks  and  less  hazardous  style  specula- 
tion! We  believe  we  have  all  successfully  run  the 
gauntlet  of  difficult  problems  and  uncertain  or  high 
markets. 


Our  stocks  are  reduced  and  we  again  have  a  broader 
and  clearer  view  to  go  right  ahead  and  safely  buy  for 
the  future  in  present  markets.  We  can  now  proceed 
to  merchandise  our  business  under  more  promising 
auspices. 

Canadians  Present 

A  larger  number  of  Canadians  than  usual  visited 
the  Chicago  Shoe  Convention  and  Style  Show,  and  were 
everywhere  in  evidence  with  their  Canadian  badge  as 
well  as  the  official  emblem  of  the  Convention.  The 
Canadian  badge  was  the  Canadian  National  Shoe  Re- 
tailers' button  with  a  little  silk  Union  Jack  attached  and 
it  attracted  a  good  deal  of  attention  on  the  part  of  many 
who  were  not  accustomed  to  seeing  it. 

At  the  first  session  of  the  Convention,  the  Canadians 
were  welcomed  by  President  Chisholm,  who  by  the 
way  is  Canadian  born,  and  the  whole  delegation  being 
asked  to  stand  got  a  great  salvo  of  welcome.  Unfor- 
tunately just  before  this  reception  Congressman  Britten 
who  spoke  on  "Association  and  National  Affairs," 
followed  the  old  tradition  of  "twisting  the  lion's  tail 
in  his  introductory  talk  on  international  affairs,  and 
referred  to  some  controversial  matters  to  say  the  least 
injudiciously.  Some  of  the  Canadians  withdrew  dur- 
ing these  remarks. 

Capt.  Howard  Blachford  of  Toronto,  Secretary 
of  the  National  Shoe  Retailers'  Association  of  Canada 
spoke  on  behalf  of  the  Canadians  and  made  a  sane  tell- 
ing address  that  was  listened  to  with  interest  and  apprec- 
iation. He  stated  that  the  world  to-day  needed  more 
than  anything  else  conscientious  upright  business  men 
and  dwelt  upon  the  example  that  the  United  States 
and  Canada  was  setting  to  the  nations  of  the  world 
of  two  countries  living  not  only  in  peace  and  harmony, 
but  in  actual  co-operation  in  many  ways.  He  thought 
one  of  the  ways  in  which  the  shoe  industry  could  best 
co-operate  was  the  attainment  of  greater  stability  in 
styles,  which  would  undoubtedly  minimize  the  number 
of  failures  in  business. 

The  Shoe  Style  Revue  I 

The  management  is  to  be  congratulated  upon  the 
arrangements  and  particularly  those  connected  with 
the  Shoe  Style  Revue.  The  entire  scheme  of  last  year 
was  changed.  The  decorations  were  unique  and  par- 
ticularly pleasing.  The  proscenium  as  already  stated 
was  at  the  north  end  and  the  runway  ran  completely 
around  the  building  with  stands  every  few  feet  apart. 
This  gave  a  splendid  opportunity  for  seeing  and  noting 
the  shoes  displayed  very  minutely  by  all  who  attended. 
A  marked  feature  was  the  splendid  fitting  of  the  shoes 
which  had  been  prepared  in  advance. 

The  monotony  was  relieved  by  some  very  attractive 
"revue"  scenes  in  which  two  teams  of  eight  or  ten  pretty 
girls  hitched  tandem  and  with  jockeys  driving  them  care- 
ened and  pirouetted  the  entire  round  of  the  runway 
from  each  side.  They  looked  like  butterflies  driven  by 
cupids.  Superior  lighting  effects  lent  a  charm  to  the 
whole  scene,  and  made  the  whole  thing  one  of  the  most 
perfect  of  its  kind  yet  attempted.  Other  dance  special- 
ties were  introduced  on  the  proscenium  and  the  runway 
but  this  year  the  tail  was  not  allowed  to  wag  the  dog 
as  far  as  entertainment  was  concerned. 
Shoe  Style  Notes 

The  shoes  shown  comprised  the  widest  possible 
range  including  evening,  street,  walking,  hiking,  eques- 
trian and  rubber  specialties,  as  well  as  striking  leather 
costumes   showing   combinations   of  colors. 

There  was  an  absence  of  anything  that  might  be 
considered  absolutely  new  in  style.  There  was  not  any- 
thing of  which  it  might  be  said  that  it  was  a  departure 


78 


THE  SHOE  AND  LEATHER  JOURNAL 


January  15,  1923. 


"Andthe"Hote\  Cleveland" 

is  my  home  when  my  trip 
brings  me  to  Cleveland 7" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long ! 

Hotel  Cleveland 

CLEVELAND,  OHIO. 


SHOE 
SHANKS 

ALL  STEEL 
LEATHER  BOARD 
TURN  SHANKS 

Leather  Board  and  Steel 
Leather  Board  and  Wood 
McKays  and  Welts 

MADE  IN  CANADA 

The  H.  W.  Steel  Shank  &  Specialty  Co. 

LIMITED 

PRESTON  ONT. 
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HAT  you  war 
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with  VAN  SCHA 
stocks  at  Chicago  an 


SOLUBLE  COTTON 
PATENT  LEATHER  SOLUTIONS 
AMYL  ACETATE 
COTTON  SOLUTIONS 

ETHYL  ACETATE 
REFINED  FUSEL  OIL 
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in  form  or  design.  The  thing  that  struck  everybody 
was  the  predominance  of  cutouts  and  overlays,  and  the 
tendancy  towards  contrasts  in  combinations  and  trim- 
mings. Another  striking  feature  was  the  presence  of 
grey  in  plain  and  combinations  which  in  spite  of  all 
predictions  to  the  contrary  persists  very  manifestly. 

Color  combinations  were  abundant  and  while  pat- 
ents were  strong  they  did  not  give  endorsement  to  the 
promise  that  spring  is  going  to  be  a  patent  season,  there 
was  a  goodly  sprinkling  of  black  satin,  calf,  kid  and  also 
the  favorite  shades  of  tan.  The  outstanding  feature 
was  the  combinations  of  black  with  grey  and  tan.  While 
kid  was  strong  in  summer  shoes  and  buck  seemed  to  be 
to  say  the  least  uncertain.  But  from  the  samples  shown 
the  coming  season  promises  an  unusual  sale  of  sports 
shoes.  Heels  in  walking  shoes  and  sports  continue 
low. 

In  evening  wear  of  course,  the  high  heel  maintains 
its  popularity  and  the  display  of  lines  in  this  department 
was  profuse  from  the  ordinary  pump  to  the  elaborate 
brocade,  gold  and  silver  cloth.  A  new  thing  that  pro- 
mises to  have  quite  a  run  is  "utella"  kid  and  calf  a  sort 
of  cross  between  alligator  and  shark-skin 

There  was  a  good  sprinkling  of  colonials  and  of 
these  the  small  tongue  variety  was  very  considerably 
in  the  lead.  The  strap  shoe  was  however,  supreme,  the 
most  popular  being  the  one  strap  with  cutouts  or  over- 
lays and  some  pretty  combinations  of  white  with  black, 
red  and  green  ornamentation  were  shown.  Some  of 
them  had  colored  heels  and  fancy  trimmed  heels  to 
match.  Overlays  in  contrasting  leathers  were  also  a 
feature. 

Oxfords  were  another  feature  and  were  present 
in  varied  interpretations  from  the  plain  black  to  the 
more  ornate  two  tie  effects  with  cutouts  and  fancy 
quarters.  Oxfords  are  a  good  bet  for  spring  especially 
in  sports  all  the  dealer  has  to  do  is  to  make  a  wise  choice 
to  suit  his  trade. 

In  men's  good  there  was  little  change.  While 
perforations  were  still  in  evidence  the  tendency  per- 
sists towards  fancy  stitching.  In  spite  of  predictions 
plain  effects  do  not  seem  to  make  much  headway,  es- 
pecially plain  toes.  The  lasts  are  about  the  same  and 
colors  ditto.  Tony  reds  and  medium  tans  seem  to  be 
most  popular. 

Of  the  whole  show  it  may  be  said  that  there  are  no 
startling  innovations.  The  retailer  may  feel  perfectly 
safe  both  with  regard  to  lines  he  has  in  stock  where 
they  are  at  all  up-to-date,  and  those  he  has  ordered.  If 
the  show  had  taken  place  three  months  ago  it  would 
have  meant  hundreds  of  thousands  of  dollars  to  both 
manufacturer  and  retailer.  As  one  prominent  retailer 
put  it,  "You  can  sell  almost  any  kind  of  a  shoe  if  it  is 
pretty  and  not  too  outre." 

The  Open  Forum  discussions  were  the  big  feature 
of  the  Convention,  which  opened  on  Tuesday  morn- 
ing with  A.  H.  Geuting  of  Philadelphia  in  charge.  From 
this  session  developed  the  general  opinion  that  straps 
will  predominate  over  tongue  effect's  in  the  ratio  of  75 
per  cent,  to  25  per  cent,  after  April  1st  in  women's  shoes, 
that  the  tongue  effects  worn  will  be  small  tongue,  pre- 
ferably with  goring,  and  that  men's  style  shoes  will  be 
80  per  cent,  oxfords  in  50  or  60  per  cent,  tans,  20  per 
cent,  blacks,  the  remainder  being  made  up  of  vici  kids 
and  patents,  the  favorite  lasts  being  the  French  last, 
the   brogue   and  the  English. 

President  Geuting  said:  "One  of  the  chief  reasons 
for  the  wide  spread  between  the  cost  of  production  and 
the  retail  price  to  the  consumer  in  the  case  of  footwear 
is  that  the  rapid  style  changes  do  not  give  the  manu- 
facturer a  chance  to  settle  down  to  certain  staple  lasts 


and  patterns.  One  of  the  greatest  wastes  in  doing  busi- 
ness to-day  is  the  fact  that  the  shoe  merchants  are 
doing  an  annual  business  of  two  billions  of  dollars  and 
that  almost  one  billion  dollars'  investment  is  required 
to  carry  their  stocks.  We  ought  to  be  able  to  reduce 
the  investment  to  half  a  billion.  If  colonials  are  good} 
we  should  pick  out  one  or  two  patterns  that  we  think 
will  sell  and  then  stick  by  our  guns.  The  same  thing 
applies  to  straps.  Style  is  important  and  necessary, 
but  style  means  nothing  unless  we  have  the  sizes.  In- 
stead of  buying  many  patterns  in  the  full  range  of  sizes, 
we  should  confine  ourselves  to  a  few  of  the  best  styles 
and  buy  them  in  the  sizes  that  are  going  to  sell." 


VANCOUVER  NOTES 

Business  with  the  opening  of  the  new  year  has  shown 
a  decided  improvement.  The  weather  was  open  and 
mild,  but  with  continual  rains,  keeping  the  sales  of 
rubbers  above  normal. 

The  J.  Leckie  Company  report  that  1922  has  shown 
a  record  year,  being  the  most  successful  in  the  history 
of  the  firm,  the  output  showing  an  increase  of  44,000 
pairs  over  that  of  1921.  The  growth  of  the  firm  has 
been  phenomenal.  It  started  operations  in  1904  in 
a  small  building  on  Granville  Street,  where  the  out- 
put was  thirty  five  pairs  daily.  Owing  to  the  ever 
increasing  demand  for  their  "All  Leather  Standard 
Shoes"  which  is  their  slogan,  they  had  to  continually 
enlarge  their  factory  until  the  year  1909,  when  they 
settled  down  comfortably  into  their  present  up-to-date 
factory  of  seven  stories,  stone  and  brick  building,  cover- 
ing a  space  of  66  feet  by  143  feet.  An  extra  story  was 
added  in  1914.  Much  of  the  success  of  this  firm  is  due 
to  Mr.  J.  A.  Thurston,  their  capable  factory  superin- 
tendent, who  has  been  with  them  from  the  inception. 

Many  of  the  firms  are  putting  on  the  usual  January 
sales,  and  several  bankrupt  stocks  have  been  offered 
to  the  public  at  low  prices. 

Mr.  J.  Rea  was  successful  in  bidding  for  the  stock 
of  the  American  Shoe  Company,  which  was  purchased 
at  thirty  cents  on  the  dollar. 

Mr.  J.  Scoton  purchased  the  stock  and  machinery 
of  the  Champion  Repair  Store  on  Granville  Street. 

Mr.  H.  A.  Skuce  who  has  just  opened  a  new  re- 
pair stand  on  Georgia  Street,  has  installed  a  modern 
12  foot  finisher  and  sole  stitcher. 

A  large  plate  glass  window  and  part  of  the  front  was 
demolished  by  an  automobile,  the  driver  losing  control 
of  his  car  in  trying  to  avoid  another  and  striking  a  tele- 
phone post,  gliding  into  the  shop  front  of  Mr.  E.  B. 
Wilson's  store  on  Granville  Street.  Mr.  Wilson  narrow- 
ly escaped  serious  injury  by  moving  away  in  the  nick 
of  time. 


A  CORRECTION. 

In  the  article  which  appeared  in  last  issue  en- 
titled "Across  the  Years,"  a  reference  was  made  to 
the  old  firm  of  Geo.  T.  Slater  and  Sons,  which,  from 
its  brevity,  may  have  conveyed  a  wrong  impression. 
Geo.  T.  Slater  and  Sons,  after  the  withdrawal  of 
Geo.  A.  Slater,  was  continued  by  the  late  Chas.  E. 
Slater,  who  was  in  his  day  one  of  the  best  known 
progressive  shoemen  of  Canada.  A  company  was 
organized  which  took  over  the  business  as  the  Slater 
Shoe  Co.  Limited,  adopting  the  famous  "Slate"  as 
its  trade  mark  for  Slater  shoes,  and  which  has  since 
become  so  well  known  in  the  United  States  as  well 
as  Canada.  This  company  should,  therefore,  have 
been  listed  amongst  those  still  in  business  under  a 
different  management. 
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Shanks 


WE  have  an  up-to- 
date  plant  devoted 
to  the  production  of 
McKay,  Turn  and  Welt 
Shanks  made  up  in  fibre, 
steel   and  combination. 

Any  inquiries  regarding 
your  shank  problems 
will  be  gladly  ans- 
wered. 

Write  us  for  prices 
MADE  IN  CANADA 
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Company   -  Limited 
'  PRESTON  


n.nANDELANa,dSTAFFQtARTISTS 


SHOE  jft 
ILLUSTRATION  1 
TEL.CENT.8292 
WOODS  BLDG. 
CHICAGO 


YOU.  WJANT 
THE  BEST!/ 


Large  s  t  Ma  nufact  urers 
in  the  World  of 
Black  Glazed  Kid 


Surpass  Leather  Co. 

FACTORY  FACTORY 
Philadelphia,  Pa.  Gloversville,  N.Y. 

BALKS  OFFICES 
New  York  Philadelphia 
Cincinnati  Chicago  St.  Loui»  London 

Mf  PASS  LhATMKR  CORPORATION,  Bonton,  Man. 
WX)  I  H  Ar  COMPANY  'London;   Ltd.,  London,  Ens. 
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A  NEW  SLIDE  BUCKLE 
FOR  STYLISH  FOOTWEAR 


NO.  147S 

(Composition) 


NO.  1475!/2 

(Iron  Cast) 


Sizes  %-Vi-s/b-%-%  Inch 
Standard  Finishes 


A  light  pattern  slide  buckle  suitable  to  the 
present  needs  of  shoe  manufacturers,  is  a  brief 
description  of  No.  1475-1475^ 

It  is  designed  to  fill  a  pressing  want  —  a 
buckle  similar  to  the  popular  No.  1375  -  1375^ 
but  improved  in  construction  and  more  attractive 
in  the  eyes  of  those  who  prefer  lighter  lines. 

This  new  buckle  eclipses  all  others  of  this 
type  in  appearance  and  utility.  Send  for  free 
samples  now. 


EXCLUSIVE  DESIGNS 
RIVET  TYPE  BUCKLES 


1379 

Composition 
Size  10  line  (£f  Inch) 

STANDARD  FINISHES 


1419 

LAKE PATTERN 
Patent  Pending 
Composition  or  Iron  Cast 
Sizes  Vs—M—Va  Inch 

STANDARD  FINISHES 


There's  a  steady  demand  for  buckles  which 
can  be  attached  to  straps  by  riveting.  Two  popular 
designs  made  by  us  are  shown  above.  They 
have  the  advantage  of  being  assembled  to  the 
footwear  quickly  and  at  minimum  cost.  Send 
for  free  samples  now. 

Send  for  Bulletin  135  illustrating 
the  "Anchor  Brand"  line  of  Buckles 
for  footwear.  It's  free. 


ALL  LEADING  JOBBERS  SELL 
"ANCHOR  BRAND"  BUCKLES 

NORTH  8c  JUDD  MFG.  COMPANY 
NEW  BRITAIN,  CONN.,  U.  S.  A. 

BRANCH  SALES  OFFICES 

ST.  LOUIS  NEW  YORK 

6O8  VICTORIA  BLDG.  127  DUANE  STREET 

SAN  FRANCISCO  CHICAGO 
POSTAL  TEL.  BLDG.  326  W.  MADISON  ST. 
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Show  Cards  for 
February 

Feature  St.  Valentine's  Day  and 
Make  Final  Clearing  of  Odds  and 
Ends  So  You  May  Boost  Spring 
Goods. 

FROM  a  retail  shoe  dealer's  point  of  view,  February 
is  a  peculiarly  placed  month  in  the  yearly  calen- 
dar. It  certainly  has  a  between-season  location 
that  keeps  some  merchants  guessing  as  to  what  is  hap- 
pening and  where  the  expense  money  is  coming  from 
to  run  the  business.  But  with  a  little  selling  effort 
this  condition  of  mind  can  be  turned  into  pleasant  chan- 
nels of  thinking  how  to  get  rid  of  goods.  It  is  true 
it  is  a  little  early  to  sell  spring  lines  but  that  will  afford 
opportunity  to  dispose  of  any  stock  that  may  be  hang- 
ing that  will  be  better  off  the  shelves  and  turned  into 
cash.  For  this  clearing  it  may  be  well  to  arrange  an 
Odds  and  Ends  Sale  which  is  everything  the  term  im- 
plies. There  may  be  hockey  boots,  children's  shoes 
especially  for  winter  wearing,  men's  heavy  boots,  in- 
cluding heavy  rubber  working  boots  and  others,  all 
of  which  may  be  worked  into  this  sale  and  be  sold  dur- 
ing the  month  of  February.  It  is  worth  trying  at  any 
rate.  Of  course  to  make  it  a  success  the  prices  must 
be  made  attractive.  Price  tickets  should  be  used  on 
all  the  various  lines  offered. 

For  a  window  display  of  these  goods  we  have  made 
a  card  that  will  assist  materially  in  the  selling  of  the 
various  lines  you  may  include  in  the  sale.  The  card 
is  panel  shaped  and  may  be  half  sheet  size  or  11  x  17 
will  make  a  nice  size  for  an  ordinary  window.  The 
card  bears  the  words  "Odd  Lots"  which  covers  the  idea 
nicely.  If  the  display  is  made  in  lots  the  card  will  be 
very  suitable.  The  wording  we  have  suggested  may  be 
changed  from  "Clearing  at  Cost,"  to  what  ever  reduc- 
tion you  may  make.  You  may  say  "Greatly  Reduced" 
or  a  similar  expression  indicating  a  reduction.  But 
do  not  say  "Selling  at  Cost"  unless  you  are  actually 
doing  it  for  it  is  to  say  the  least  unwise  to  misrepresent 
in  any  kind  of  advertising. 

The  large  letters  should  be  in  red  and  shaded  with 


grey  and  topped  with  black  and  the  small  letters  should 
be  in  black  and  the  border  in  the  same  shade  as  the 
shading   of   the  letters. 

St.  Valentine's  Day  coming  in  February  will  give 
you  a  day  in  which  you  may  feature  your  displays  and 
advertising.  It  will  be  well  to  show  slippers  and  fine 
goods  for  the  Valentine's  Party.  The  card  we  have 
prepared  for  this  display  is  easily  made  and  will  attract 
attention.  The  heart  is  made  of  some  red  material 
either  paper  or  card  and  pasted  on  to  the  white  card. 
To  cut  a  heart,  fold  a  piece  of  paper  and  draw  the  half 
of  a  heart  on  it,  with  the  fold  for  the  centre,  and  hold 
it  firmly  together  and  cut  with  knife  or  shears  around 
the  mark.  Then  open  the  paper  and  the  two  sides  will 
make  the  heart  exactly  the  same  shape  on  each  side. 
It  may  be  necessary  to  trim  it  to  a  little  better  shape 
or  proportions  but  this  will  be  found  to  be  the  easiest  way 
to  make  it.  Cut  the  card  easel  shaped  as  shown  and 
letter  the  red  heart  in  white  and  the  white  card  in  red 
or  black.  White  shows  clearly  on  the  red  card  and  if 
shaded  with  black  will  look  well. 

The  "New  Ideas  for  Women"  card  is  for  a  display 
of  regular  lines  for  women's  wearing  on  which  of  course 
the  price  is  not  reduced.  The  expression  "Not  Ex- 
cessively Priced"  is  a  good  one  and  the  price  should 
be  shown  on  each  pair.  If  the  small  letters  are  made 
in  black  and  the  large  ones  in  red  or  blue  the  contrast 
will  be  good.  The  shading  may  be  in  grey  or  green  if 
the  letters  are  in  red  and  in  pale  blue  if  they  are  in  dark 
blue,  the  border  will  look  well  the  same  tint  as  the 
shading  of  the  letters. 

The  card  for  the  men's  shoe  is  for  some  line  of 
special  make  that  is  sold  under  a  trade  name.  This 
will  mean  that  the  entire  display  will  be  of  this  partic- 
ular shoe  and  of  course  the  price  should  be  given.  This 
may  be  on  the  card  or  on  separate  tickets  attached  to 
the  shoes.  This  card  is  the  same  shape  as  the  women's 
shoe  card.  The  border  it  will  be  noticed  is  in  a  straight 
ribbon  running  off  at  the  ends  of  the  card.  The  name 
of  the  shoe  "Pratt"  is  merely  suggestive.  However 
it  shows  that  the  trade  name  can  be  featured.  If  the 
large  letters  are  done  in  some  bright  color  like  red  or 
blue  and  shaded  with  a  subdued  color  and  the  small 
letters  in  black  it  will  be  a  very  effective  card. 
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THE  ARCH 
PRESERVER  SHOE 


It  was  a  pleasure  to  meet  the  large  number 
of  satisfied  customers  who  called  on  us  at 
the  Montreal  Convention  and  who  exchang- 
ed with  us  ideas  which  we  believe  will  be  of 
mutual  benefit. 


We  can  assure  the  trade  of  renewed  interest 
on  their  behalf  and  a  more  than  ever  deter- 
mined effort  to  keep  Talbot  Shoes  in  the 
front  rank  of  the  finest  shoes  made  in  America. 


The  Arch  Preserver  Shoe  is  made  by  us  under  special  license  from 
E.  T.  Wright  &  Co.  Inc.,  Rockland,  Mass. 


'Keeps  Good  Feet  Good.' 


The  Talbot  Shoe  Co.,  Limited 


St.  Thomas 


Ontario 
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EmongThe  vShoe  Men 

We  like  to  receive  items  for  "Among  the  Shoe  Men."    Send  'em  in  I 


Mr.  W.  P.  Kennedy,  prominent  athlete,  and  re- 
presentative of  the  Robinson  Leather  Co.,  of  Ottawa, 
died  recently  after  a  lengthy  illness.  Mr.  Kennedy 
was  formerly  with  the  Collis  Leather  Co. 

The  Boot  and  Shoe  warehouse  of  J.  A.  Pelletier 
on  Notre  Dame  St.,  Montreal,  recently  suffered  a  fire 
loss  of  $75,000. 

Mr.  George  S.  May,  President  of  the  firm  of  George 
May  &  Sons,  leather  manufacturers  of  Ottawa,  died 
suddenly   of   heart    failure  recently. 

Mr.  Duncan  Grant,  one  of  Amherstburg's  most 
progressive  merchants,  died  at  midnight  on  Christmas 
eve  after  a  week's  illness  of  cold  and  quinsy.  Mr.  Grant 
who  was  37  years  of  age,  leaves  his  wife  and  two  children 
to   mourn   his  loss. 

After  forcing  ah  entrance  into  the  shoe  repair  shop 
of  Stubbs  Bros.,  Queen  St.,  E.,  Toronto,  recently,  thieves 
secured  $3  in  cash  and  a  pair  of  skates  and  boots  for 
their  trouble. 

Mr.  Gabel,  well  known  shoe  repair  man  of  Bervie, 
Ont.,  died  recently.  Mr.  Gabel  had  conducted  a  shoe 
repair  shop  at  Bervie  for  over  40  years  and  was  one  of 
the  few  left  in  this  country  who  could  repair  boots  and 
shoes  by  hand. 

Another  up-to-date  shoe  store  has  been  opened  up 
in  St.  John,  N.B.  Mr.  Louis  Urdang  who  has  conducted 
a  shoe  and  clothing  store  decided  during  the  summer 
to  go  out  of  the  clothing  business  and  give  all  his  atten- 
tion and  time  to  the  shoe  game.  He  has  two  stores 
situated  on  221-223  Union  Street.  Formerly  one  store 
was  used  for  shoes  and  the  other  for  clothing.  He  has 
remodelled  the  two  stores.  In  one  store  he  has  women's 
and  children's  shoes  and  in  the  other  men's  and  boys' 
shoes.  The  store  has  a  large  frontage  with  four  attrac- 
tive show  windows  which  are  always  kept  trimmed  with 
up-to-the-minute  shoes,  for  Mr.  Urdang  is  a  firm  believer 
in  displaying  the  goods  he  has  to  sell.  The  store  is 
well  lit  up  inside  and  heated  by  a  pipeless  furnace.  Mr. 
Urdang  through  his  courteous  and  pleasing  manner 
has  worked  up  a  big  trade  and  all  his  friends  will  wish 
him  the  very  best  of  success  in  his  new  venture  of  con- 
fining all  his  efforts  to  the  shoe  trade. 

John  Henley,  Shoe  Repairer,  of  Belleville,  Ontario, 
has  moved  his  shop  back  to  his  old  stand.  Mr.  Henley 
reports  he  is  doing  very  good  business  for  this  time  of 
the  year. 

W.  C.  Ives,  of  Bowmanville,  who  took  over  Mr. 
Fred  R.  Foley's  Shoe  Store  about  a  year  back,  reports 
business  very  good  and  claims  he  had  a  good  year  in 
1922. 

The  Shoe  Repair  Shop  of  Mr.  W.  H.  King,  Toronto, 
recently  suffered  a  heavy  loss  by  fire. 

Mr.  E.  LaForest,  well  known  and  popular  shoe 
traveller  of  Montreal,  has  joined  the  selling  staff  of  La 
Maison  Girouard  Limitee,  and  will  represent  this  firm 
in  Montreal. 

Mr.  J.  B.  Goulet,  of  O.  Goulet  &  Sons,  Ltd.,  Quebec, 
was  a  visitor  at  the  Chicago  Shoe  Show  in  January, 
returning  in  time  for  the  Montreal  Convention. 

Mr.  J.  A.  McLaren,  of  J.  A.  McLaren  Co.,  Ltd., 
of  Toronto,  was  in  Montreal  for  the  Shoemen's  Con- 
vention. 


The  Colonial  Mfg.,  Co.,  of  Toronto,  manufacturers 
of  spats  and  overgaiters  is  now  a  Limited  Compan 
with  a  capitalization  of  $100,000. 

Mr.  Thomas  Robinson  has  recently  been  appointed 
Superintendant  of  the  Eagle  Shoe  Company's  factory. 
Mr.  Robinson  is  well  known  to  the  trade  in  the  Province 
of  Quebec.  He  is  an  experienced  shoeman,  and  the 
many  who  know  of  his  abilities  will  agree  that  the  Com- 
pany have  made  a  good  choice  in  filling  this  position 
in  their  staff. 

Mr.  J.  A.  McLaren,  of  J.  A.  McLaren,  Co.,  Ltd., 
of  Toronto,  who  was  elected  President  of  the  Shoe  Whole- 
salers' Association,  during  the  National  Shoe  Retailers' 
Convention,  at  Montreal  last  week  will  be  delighted 
to  hear  that  he  is  now  known  as  "Dr.  J.  A.  McLaren, 
of  Winnipeg."  The  "Dr."  was  also  recently  elected 
President  of  the  Huron  Old  Boys'  Association.  Truly 
the  paths  of  popularity  lead  only  to  President's  chair, 
as  Mr.  Hugh  White  would  say. 

Unknown  thieves  entered  the  shoe  store  of  Mr. 
Robert  Northgraves  in  St.  Marys,  last  week. 

The  shoe  store  of  Messrs.  Garber  &  Sons,  of  Mid- 
land, was  almost  destroyed  by  fire  recently.  No  in- 
surance was  carried. 


SHOE  TRAVELLERS  BOOST  SPATS. 

The  spat  vogue  for  men  has  spread  to  some 
sections  of  the  shoe  travellers,  and  is  being  boosted 
as  a  means  of  spreading  Christmas  cheer.  One  of 
the  latest  ideas,  made  to  order  for  particular  cus- 
tomers is  a  line  with  special  trimming  with  a  touch 
of  the  Emerald  Isle.  Santa  Qaus  recognized  its 
possibilities  and  it  is  said  that  he  was  so  impressed 
with  the  line  that  he  gave  a  pair  to  the  Toronto  re- 
presentative of  a  Montreal  house,  noted  for  its 
stylish  turn  shoes  for  ladies.  Old  Santa  must  have 
taken  quite  a  fancy  to  the  gentleman  in  question, 
as  accompanying  the  spats  there  was  a  wrist  watch 
tastefully  decorated,  and  a  portrait  of  himself  (the 
gentleman,  not  Santa  Claus)  with  a  friend  who  sells 
large  quantities  of  Hartt  Shoes.  The  cold  weather 
prevailing  in  Ontario  should  make  these  gifts  parti- 
cularly appropriate  and  acceptable. 


JOURNALISTIC  ENTERPRISE 

The  talk  of  the  Montreal  Convention  was  the  six  page 
daily  in  English  and  French  issued  jointly  by  the  Shoe 
and  Leather  Journal  and  La  Chaussure  of  Le  Prix  Cour- 
ant.  In  addition  to  giving  a  synopsis  of  each  day's 
proceedings  of  the  big  Shoe  Congress,  it  contained 
amusing  and  interesting  skits  on  prominent  wholesalers, 
retailers  and  travellers.  Prominent  additional  features 
were  historic  sketches  of  the  industry  and  a  review  of 
shoe  styles  fresh  from  the  Chicago  show,  giving  both 
manufacturers  and  retailers  a  birdseye  view  of  the 
trend  of  shoe  fashions  for  the  coming  season.  Delegates 
were  also  provided  by  the  Shoe  and  Leather  Journal 
with  artistic  buttons  containing  the  insignia  of  the  Nat- 
ional Shoe  Retailers'  Association  of  Canada. 
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NATIONAL  SHOE  AND  LEATHER 
TRAVELLERS'  ASSOCIATION  OF  CANADA 

A  meeting  of  the  Association  was  called  for  Tues- 
day morning  January  16th  but  the  attendance  was 
small  on  account  of  the  fact  that  the  travellers  were 
all  busy  at  their  sample  rooms. 

The  principal  business  done  was  the  adjustment 
of  some  financial  and  other  matters  as  between  the 
Quebec  and  Ontario  sections  in  connection  with  the 
last    annual  meeting. 

The  following  officers  were  elected  for  the  Que- 
bec section: 

National   President,   C.   E.   Fice,  Toronto. 
President,  C.  E.  W.  Lessard,  Montreal. 
Vice-President,   Geo.   E.   Fortin,  Montreal 
Secretary-Treasurer,  Norman  Morrison,  Montreal.' 

Executive  Council: 

R.  Wadey,  Montreal;  H.  Martineau,  Montreal; 
R.  Brosseau,  Montreal;  M.  Trudel,  Montreal;  J.  E. 
Dupuis,  Montreal. 


C.  E  W.  Lessard 
President  Quebec  Section 


Mr.  N.  Morrison,  Sec.-Treas.  Quebec  Section 

W.  B.  HAMILTON  CO.,  BROADENS  OUT. 

Known  for  many  years  as  producers  of  medium 
priced  McKay  and  welt  shoes,  along  fairly  conserva- 
tive lines,  W.  B.  Hamilton  Co.,  Ltd.,  have  made  some 
changes  of  a  more  or  less  radical  nature,  whereby  they 
step  into  the  field  of  production  of  women's  welts,  still 
of  medium  price,  but  with  style  that  makes  them  mer- 
chantable in  any  locality.  The  factory  is  under  the 
direct  charge  of  Mr.  Murray  Hamilton,  the  son  of  Mr. 
W.  A.  Hamilton.  Mr.  T.  Bennett,  well  known  to  the 
shoe  trade  of  Canada  is  particularly  interested  in  the 
distribution  of  the  new  lines  developed.  The  samples 
they  showed  in  Montreal  covered  the  full  range  of  welts, 
from  conservative  oxfords  to  snappy  sport  shoes.  Straps 
and  tongues  in  kid,  calf,  patent  and  combinations,  cut- 
outs, and  fancy  colored  stitching  were  shown,  also  some 
attractive  brogue  oxfords.  From  Chicago  they  brought 
the  new  "Ltella"  calf,  and  showed  it  as  trimming  in 
sport    shoes,    to    good  advantage. 


W.  B.  Hamilton  Co  Ltd  Sample  Room  at  the  Montreal  Convention 
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The  Shoe  Repair  Man 
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THE  HAMILTON  SHOEMAKERS'  AND 
REPAIRERS'  ASSOCIATION. 

The  following  report  of  The  Hamilton  Shoemakers' 
and  Repairers'  Association  has  been  sent  from  Mr.  Arthur 
R.  Wilton,  Secretary-Treasurer. 

On  Tuesday  evening  last,  January  9th.,  this  associa- 
tion met  in  general  meeting  to  conduct  the  annual  elec- 
tion of  officers  for  the  ensuing  year. 

Meeting  opened  in  the  A.O.F.  Hall,  1263^  James 
St.,  N.,  at  8  p.m.  with  President  Grayson  in  the  chair 
and  a  very  good  turnout  of  the  members. 

After  the  reading  of  the  minutes  of  the  previous 
meeting  and  all  items  of  business  for  1922  finished  up, 
the  President  called  for  the  reading  of  the  Secretary's 
report.  After  this  the  President  read  his  own  report 
and  the  auditors  also  gave  their  report,  all  of  which 
proved  satisfactory. 

The  election  of  officers  was  next  in  order,  but 
Mr.  Blowers  moved,  seconded  by  Mr.  Wilman, 
that  the  officers  of  the  Association  for  1922,  be  retained 
in  their  present  offices  for  1923. 

Three  more  members  were  added  to  the  Entertain- 
ment Committee. 

The  Officers  for  1923. 

President,  Mr.  T.  Grayson;  Vice-President,  Mr. 
A.  Chaileswcrth;  Secretary-Treasurer,  Mr.  A.  R. 
Wilton;  Executive  Committee,  Messrs.  F.  H.  Revell, 
A.  Miller,  H.  Henderson,  W.  Clifford,  A.  Tocher;  Sick 
Visitor,  Mr.  S.  Blowers;  Auditors,  Messers  H.  Hender- 
son and  W.  Clifford;  Entertainment  Committee,  F. 
Wilman,  S.  Blowers,  W.  Clifford,  F.  Tebbs,  G.  Llewellin, 
J.  Jarvis. 

Secretary-Treasurer's  Report 

Gentlemen: 

In  presenting  this  report  for  the  year  1922,  I  would 
first  of  all  remark  that  the  activities  of  our  Association 
have  been  progressive  and  that  each  meeting  has  been 
a  little  better  than  the  preceding  one,  although  we  have 
done  with  a  much  reduced  membership  and  I  am  sorry 
to  say  many  members  are  in  arrears. 

At  the  commencement  of  the  year  there  were  75 
names  on  our  mailing  list,  six  new  men  have  come  in 
making  eighty-one. 

Two  of  our  members  have  died  during  the  year. 
Fifteen  men  have  ceased  doing  business  and  sixteen 
have  been  dropped  from  the  mailing  list,  making  a 
total  on  our  books  of  fifty  members. 

Finances  were  very  satisfactory,  $376.71  being 
received  and  $371.94  being  spent,  leaving  a  balance  of 
$5.77. 

Several  special  letters  have  been  sent  out  to  those 
who  have  apparently  lost  interest,  in  the  hope  that  they 
would  again  take  their  place  in  our  meetings,  but  the 
results  so  far  have  not  been  up  to  expectations. 

Let  me  ask  you  to  join  me  in  thanking  our  President 
Mr.  Grayson,  for  the  very  efficient  manner  in  which 
he  has  conducted  the  affairs  of  the  Association  and  for 
the  help  given  me  in  conducting  the  clerical  work  and 
also  I  wish  thanks  extended  to  those  other  members  who 
have  taken  an  active  part  in  the  affairs  of  the  Association. 

I  thank  you  for  your  co-operation  and  ask  for  your 
support   for   the   in-coming  Secretary. 


Trusting   you   will   find   this   report  satisfactory. 
Yours  truly, 
Arthur  R.  Wilton. — Secretary-Treasurer. 
President's  Address 
Gentlemen: — 

It  is  with  pleasure  that  I  present  to  you  a  summary 
of  the   past   year's  proceedings. 

The  Secretary-Treasurer's  Report  which  has  just 
been  read  is  satisfactory  and  we  should  feel  thankful, 
as  it  will  compare  favorably  with  any  preceding  year. 

During  the  year  we  have  had  twenty-three  meetings 
all  of  which  have  been  fairly  attended,  also  eight  Ex- 
ecutive Meetings  which  have  been  well  attended  and  a 
fair  amount  of  business  done,  and  they  have  been  of  a 
very  enjoyable  nature. 

On  Wednesday,  January  18th.,  some  eighteen 
of  our  members  journeyed  to  Brantford  and  were  the 
guests  of  the  Brantford  Shoe  Repairing  Association, 
and  spent  a  very  pleasant  evening  and  every  one  of  us 
thoroughly  enjoyed  ourselves.  On  March  the  22nd., 
quite  a  number  of  our  members  accepted  the  invitation 
of  the  Toronto  Shoe  Repairers'  Association  to  their 
Annual  Banquet. 

On  March  the  29th.,  we  held  our  Annual  Banquet 
when  we  had  with  us  a  good  turnout  of  members  from 
Toronto  and  Brantford  Associations,  also  a  number  of 
representatives  from  the  Wholesale  Houses,  and  the 


It's  The  Shoe  Plate  That  Is  Made 
Right  and  Packed  Right! 


"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 
»    2:      "       10     "     "  "        "  " 

"      "     3:       "        6     "      "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 
in  stout  paper  with  plain  markings  as  to  description 
and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  111. 


86 


THE  SHOE  AND  LEATHER  JOURNAL 


January  15,  1923. 


Mr.  A  R.  Wilton 
Sec.-Tres.  Hamilton  Association 


'Mr.  T.  Grayson 
President  Hamilton  Association 


Mr.  F.  H.  Revell 
Past  President  Ontario  Federation 
Member  Executive  Hamilton  Association 


Press,  and  as  usual,  everybody  was  in  good  spirits  and 
thoroughly  enjoyed  themselves;  taking  it  on  the  whole, 
it   was  equal  to  any  previous  Banquet. 

July  26th.  and  27th.  were  the  second  Annual  Con- 
vention days  of  the  Federation  of  Shoe  Repairers  in 
the  Province,  which  was  a  success,  and  one  that  the 
Hamilton  Association  feels  justly  proud  of  for  the  major 
portion  of  the  work  in  connection  with  the  Convention 
fell  to  our  lot  to  attend  to  and  was  done  well  which  the 
balance  sheet  showed, — we  started  with  a  deficit  of 
$4.35  and  handed  over  a  balance  to  the  Secretary  Trea- 
surer of  the  next  Convention,  the  sum  of  $123.25,  along 
with  a  complete  set  of  books  for  a  continuance  of  the 
Federation,  which  undoubtedly  is  very  satisfactory 
to  all  the  members  of  the  various  Associations  through- 
out the  Province. 

In  connection  with  the  Convention  we  held  our 
Annual  Picnic  to  Dundas  Park  when  quite  a  number 
of  delegates  journeyed  to  Dundas,  along  with  the  members 


of  our  Association. 

In  November  we  again  had  the  opportunity  of 
paying  a  visit  to  our  Brantford  friends;  about  24  of 
our  members  accepted  their  kind  invitation  to  a  Social 
Evening.  The  whole  affair  went  off  splendidly,  and 
was  a  credit  to  members  of  the  Brantford  Association. 

You  will  not  ce  in  the  Secretary's  Report  that  there 
is  a  falling  off  of  members  and  through  no  lack  of  effort 
on  the  part  of  the  Executive.  The  reason  for  this  falling 
away  of  these  Shoe  Repairers  who  need  the  Association 
is  beyond  me 

Some  time  ago  an  appeal  went  forth  to  all  the  Shoe 
Repairers  in  the  City,  urging  them  to  join  up  with  the 
Association  showing  them  the  advantage  of  co-opera- 
tion. The  response  to  that  appeal  I  am  sorry  to  say 
has  not  been  satisfactory. 

However,  I  am  very  thankful  to  know  that  the 
members  who  have  stayed  by  the  Association,  and  are 
taking  an  interest  in  its  welfare,  are  men  of  sterling  in- 


Manufacturers 
I  BUY  ALL  KINDS  OF  SURPLUS 

Shoe  Stocks  for  Spot  Cash 

—    Send  samples,  particulars  and  prices  to  — 

L.  M.  BARNETT 

Wholesale   &  Retail    Shoe  Dealer 
10  Market  Square  Hamilton,  Ont. 

References — Dun's  and  Bradstreet's. 


ESTABLISHED  1863 


THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturer*  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  And  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 
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Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


Shoes  and  Fancy  Slippers 
Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Cases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 
Etc.,  Etc. 

Edwards  &   Edwards  Limited 

Head  Office  and  Sale  Rooms  Tanneries 

27  Front  E.  Toronto  Woodbridge,  Ont. 

ONTARIO  REPRESENTATIVE;  Fred  Dufton,  Kitchener 

Quebec  and  Maritime  Provinces 
Represented  by 

JOHN  McENTYRE  LTD.  n&Aifflftik 


ARCH 


"O  K  99 

SUPPORT  SHANKS 


There  is  a  tremendous  demand  these  days  for 
arch  support  shanks. 

We  beg  to  call  your  attention  to  the  fact  that 
we  can  make  your  arch  support  shanks  for  you 
using  either  your  own  dies  and  moulds  or 
allowing  you  to  pick  your  dies  and  moulds  from 
a  large  and  varied  assortment  we  have  in  stock. 

As  you  know,  we  also  make  all  kinds  of  com- 
bination and  plain  steel  shanks. 

"0.  K."  Fibre  Counters  are  up  to  the 
same  high  standard  as  "O.  K."  Shanks. 

O.  K.  SHANK  COMPANY 
307  Fourth  Street  Chelsea,  Mass. 

Canadian   Agents:  Trudeau  Co.,  719  Panet   St.,    Montreal,  Que. 


Morton  Double 
Bottom  Flange 
Tubes  for  Lasts 

Made  in  all  sizes 
straight  and  flange 

"The  strongest  Last 
Tube  in  the  World" 


E.  S.  Morton  &  Co.  ■ 

1st.  Peb.  29/70  13  Bay  St.,  Brockton,  Masi.  Pat.  Feb.  26/05 
Fat.  Sept-    14.13  Pat.   Sept.  14,'17 


tegrity  and  common  sense,  men  who  know  the  bene- 
fits of  co-operation  and  Association,  and  although  not 
large  in  numbers,  are  strong  in  effort  and  will  do  the 
right  thing  both  to  themselves  and  all  others  in  the  Trade. 

The  Committee  that  were  appointed  some  time  ago 
to  look  after  the  interests  of  this  Association,  regard- 
ing uniform  time  of  closing  all  Shoe  Repair  Shops,  on 
behalf  of  that  Committee,  I  am  pleased  to  report  good 
progress.  In  the  early  part  of  this  year  we  hope  to  lay 
before  the  City  Council  a  duly  signed  petition  of  75 
per  cent,  of  the  Shoe  Repairers  in  Hamilton,  requesting 
the  Council  to  pass  a  By-Law  compelling  ail  Shoe  Re- 
pairers to  close  their  places  of  business  at  7  p.m.  Should 
we  succeed  in  this,  we  shall  have  done  what  the  Fed- 
eration was  very  desirous  should  be  accomplished  by 
all  the  various  Associations. 

In  conclusion,  let  me  thank  the  Executive  and  the 
Members  that  have  taken  an  interest  in  the  work  of 
the  Association,  especially  the  Entertainment  Com- 
mittee, for  they  have  been  the  means  of  making  things 
pleasant  at  our  meetings  during  the  Winter  session. 

Let  us  all  endeavor  to  make  this  coming  year  the 
best  year  of  the  Association.  Standing  shoulder  to 
shoulder  united  in  one  common  cause,  for  the  better- 
ment of  all  our  members  and  for  the  uplift  of  the  Shoe 
Repairing  industry.  Remember  in  unity  there  is  strength. 
United  we  stand,  divided  we  fall 

Yours  respectfully. 

Thomas  Grayson — President. 


PRICE  CUTTING. 

Probably  we  should  always  have  the  price-cutter 
with  us  to  some  extent.  But  to-day  the  evil  con- 
tinues to  be  a  pressing  danger  to  the  whole  repair 
trade.  We  are  indebted  for  the  following  to  a 
Western  friend,  who  feels  that  it  is  worth  the  con- 
sideration of  every  repair  man  at  the  present  time : 
PEANUT  SALESMANSHIP. 

The  price-cutter  is  worse  than  a  criminal.  He 
is  a  fool.  He  not  only  pulls  down  the  standard  of 
his  goods ;  he  not  only  pulls  down  his  competitors ; 
he  pulls  down  himself  and  his  whole  trade.  He 
scuttles  the  ship  in  which  he  himself  is  afloat. 

Nothing  is  so  easy  as  to  cut  prices ;  and  nothing 
is  so  hard  as  to  get  them  back  when  once  they  have 
been  pulled  down. 

No  manufacturer  can  permanently  keep  up  the 
standard  of  his  goods  if  the  price  is  persistently  cut. 
Pretty  soon  he  is  compelled  to  use  cheaper  materials 
and  to  cut  the  wages  of  his  workers. 

The  man  who  cuts  prices  puts  up  the  sign : 
"This  is  the  way  to  the  junk  heap." 

He  admits  his  own  failure  as  a  salesman.  He 
admits  he  has  been  defeated  according  to  the  Mar- 
quis of  Queensberry  rules  of  business. 

He  admits  he  cannot  win  by  fighting  fair. 

He  brands  himself  as  a  hitter  below  the  belt. 

If  the  business  were  dominated  by  price  cutters 
there  would  be  no  business  at  all. 

Price-cutting,  in  fact,  is  not  business  any  more 
than  smallpox  is  health. 

Service  at  a  reasonable  profit — that's  business. 


FREE  ENVELOPES 

The  Canadian  Shoes  Findings  &  Novelty  Co., 
of  Toronto,  has  put  a  new  publicity  scheme  into  .effect. 
Retailers  buying  Shoe  findings  are  supplied  with  en- 
velopes with  the  dealer's  name  and  address  printed 
on  the  outside  together  with  a  few  words  on  lines  sold 
by  the  wholesaler.  These  are  given  free  to  all  retailers 
buying  from  the  Canadian  Shoes  Findings  &  Novelty 
Company. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


January  15,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


89 


CLASSIFIED  ADVERTISEMENTS 


SHOE  TRAVELLER  WANTED— For  Eastern  Ontario 
ground,  Capable  man  with  a  connection  to  commence  at 
once,  also  man  for  Maritime  Provinces.  Apply  D.  R. 
Feetham,  55  Bay  St.,  Toronto,  Ont.  

WANTED— Position  as  Clerk  in  Retail  Shoe  Store,  18 
years  with  one  firm.  Best  references,  window  trimmer  and 
expert  shoe  fitter.  Address,  Stanley  Robinson,  Box  112, 
Gananoque,  Ont. 


SHOE  TRAVELLER  WANTED— For  New  Brunswick  on 
Commission  Basis.  Manufacturers  and  Wholesalers.  W.  B. 
Hamilton  Shoe  Co.,  Toronto.  

MR.  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you  His  Services.  Address,  Box  75,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 


FOR  SALE— Leigden  Side  Unhairing  Machine  at  Bargain 
Price.  Apply,  Box  66,  Shoe  and  Leather  Journal,  545  King 
St.  West,  Toronto,  Ont. 


POSITION  WANTED—  By  an  Experienced  Shoe 
Traveller,  with  good  connection  and  living  in  the  Maritime 
Provinces,  line  for  above  territory.  Young  man  full  of 
energy.  Can  furnish  reliable  references.  Address,  Box  71, 
Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 


WANTED —  Experienced  Shoe  Traveller  for  Eastern 
Townships  of  Quebec,  to  carry  a  full  range  of  felts,  white 
canvas  goods  and  rubber  footwear.  Good  position  for 
energetic  man.    Apply,  Post  Office  Box  2663,  Montreal. 


FOR  SALE — Up-to-date  Shoe  Store,  complete  in  every 
detail.  Stock  $17,000,00  Building  lease,  2  years  to  run.  Good 
growing  city— 25,000  population.  Splendid  opportunity  for 
an  energetic  shoeman.  Box  73,  Shoe  and  Leather  Journal, 
545  King  St.  W.,  Toronto. 

WANTED — A  Good  Line  of  Staples  on  Commission  Basis 
for  Toronto  and  Western  Ontario.  Good  connection  with 
the  best  accounts.  Address,  Box  72,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto. 

AN  ONTARIO  STAPLE  FACTORY  is  desirous  of  getting 
in  Touch  with  a  Thoroughly  Experienced  Shoe  Traveller 
for  Quebec  Province  only  to  sell  to  Wholesale  and  Large 
Retail  Accounts.  Commission  Basis.  Must  come  highly 
recommended  and  be  thoroughly  conversant  with  Quebec 
Accounts.  Box  76,  Shoe  and  Leather  Journal,  545  King 
St.  W.,  Toronto. 

A  SALESMAN  calling  on  the  shoe  trade  in  Maritime  Provinces  three 
times  a  year,  now  carrying  a  line  of  children's  shoes,  is  open  for  a  non- 
conflicting  line.    Best  of  references.    Now  doing  good  business. 
Box  78,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 


HIGH  GRADE  SHOE  SALESMAN  WANTED.  Preferably 
Yonge  Street  experience.  When  replying  give  age,  experience  and 
salary  expected.  Box  77,  Shoe  and  Leather  Journal,  545  King  St.  W., 
Toronto. 


SHOE  REPAIRING  BUSINESS  FOR  SALE— Old  established. 
Up-to-date  machinery,  the  best  appointed  and  most  central  Shoe  Re- 
pairing Store  in  the  city,  good  lease.  Apply,  Rapid  Shoe  Repairing 
Co.    107   James    St.    N.,  Hamilton. 


WANTED — For  British  Columbia  territory  on  commission  basis 
high  class  line  turn  sole  evening  slippers  for  women,  also  good  line 
working  shces,  men's  in  welts  and  standard  screw.  Also  boys',  women's, 
and  children's,  and  any  good  line  for  jobbing  trade.  First  class  connec- 
tion.   Address,  J.  R.  B.,  307  Northwest  Building,  Vancouver. 


SHOE  STORE  LOCATION— To  anyone  who  is  thinking  of  starting 
in  the  retail  shoe  business  in  Toronto,  or  moving  to  another  location 
in  the  city,  it  will  be  to  their  advantage  to  communicate  with  A.  W. 
Bird,  2076  Queen  St.,  East,  Toronto. 


SALESMAN  WANTED  to  sell  Greb  Shoes  in  Manitoba,  on  com- 
mission. Resident  of  Winnipeg  preferred.  Greb  Shoe  Company, 
Limited,  Kitchener,  Ont. 


CLARKE  &  CLARKE  Limited 

Established  1852 


Tanners  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  6>  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN.  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 


Turn    Into  Money 

Your  slow  and  doubtful  book  accounts 
Hand  them  to  the  Collection  Department 
of  The  Mercantile  Agency. 

R.G.  Dun  &  Co.,  70  Bay  St. 

TORONTO 

The  Collection  Service,  which  has  been 
proved  most  satisfactory  by  all  users  of  it,  ia 

OPEN  TO  REFERENCE  BOOK  SUBSCRIBERS 
Subscription  and  Collection  Rates  on  Application 

OVER  70  YEARS'  RECORD  OF  EFFICIENCY 


NEWS  FROM  THE  OLD  COUNTRY 

Send  $3  and  we  will  mail  you  regularly  every 
week  for  52  weeks  a  copy  of  any  British  Weekly 
Newspaper,  such  as:  Lloyd's,  People,  Tit  Bits, 
Pearson's,  etc.,  etc..  etc.  Hundreds  of  papers  on 
our  Big  List  mailed  free.  A  different  paper  sent 
weekly,  or  the  same  publication  for  52  weeks. 
$3  pays  for  a  year's  subscription,  including  post- 
age. Most  unique  and  up-to-date  service, 
greatly  appreciated  by  members  throughout  the 
Empire. 

Send  $3  to-day  to 

Periodical  Posting  Coy.,  Plymouth,  England 
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ALL  ABOARD  Direct  through  Connections  from"HOOF  TO  BEAMHOUSE" 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy' 
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Rearden,  Thos.  8s  Co.,  Ltd   76 

Robson  Leather  Co.,  Ltd   19 

Routier  Luc   74 

Ritchie,  Jno.,  Co   73 

Samson,  J.  E.  Enr   72 

Scott-McHale,  Ltd   17 

Schmoll,  Fils  8s  Co   90 

Sisman  T.  Shoe  Co.,  Ltd   30 

Surpass  Leather  Co   80 


Talbot  Shoe  Co   82 

Tetrault  Shoe  Mfg.,  Co.,  Ltd   21 


United  Last  Co.,  Ltd   24 

United  Shoe  Machinery  Co.  ..I.B.C. 
Utz  8s  Dunn  Co   25 


Williams  Shoe  Limited   18 


Van  Schaack  Bros   78 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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THE  SHOE  AND  LEATHER  JOURNAL 


IN  THE 

POST  CONVENTION  SPIRIT 

Let  us  get  down  to 

TACKS 


US*C 


and 

KLEAN=KUTT 

The  Masterliness 

In  Steel  Shoe  Goods  for  the  Shoe  Trades 

Hand  Shoe  Tacks  Insole  Machine  Tacks  Soft  Steel  Heel  Nails 

McKay  Machine  Tacks  Insole  Hand  Tacks  Hungarian  Nails 

Welt  Machine  Tacks  Strip  Tacks  Hob  Nails 

Replacing  Tacks  Shoe  Rivets  Alpha  Wood  Heel  Nails 

Pullers  Tacks  Cobbler's  Rivets  Rubber  Heel  Nails 

Popular  with  the  Shoemakers — Dependable  Lines  to  Retail 
Send  for  Complete  Tack  and  Nail  Booklet 

UNITED  SHOE  MACHINERY  CO.OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street  W.  88  Ontario  Street,  S  28  Demers  Street 

Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


■ 

THE  SHOE  AND  LEATHER  JOURNAL 


Clarke's  Patent— 

Universally  used  by  the 
better  shoemaker 


Largest  Producers  of  Patent  Leather  in 
the  British  Empire 

Offices  in  all  parts  of  the  World 


Clalll!  ^!^BS 

iliiiiiiiliiiiiiiiiiiiiii  iiiiiiiiiiiii  iiiiiiiiiirtl 

"  Mnnfroa  1  !    R       n                   1              i  Tnrnnto  V 

1 
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LA  CONVENTION 


Lundi, 


but:  Coopei 

L'i  ' 
open 


era  ce  principe, 
ncmirageant  los 
tits,  des  gro&sis- 

s  aujourd'hni  qiie  dans  jii 


PROGRAMME 


rout  i 
.plus  : 


la  force,  ncn  seule- 
ment  ueTmiHvidu,  niais  de  touts  nne 
imlii>trie.    Quels  Hviintiigcs  off  rent 

memo  fin,  unc  mutuello  entente ! 
Des  homines  pcuvent  se  rencontrer 
et  cchaiiger  a  l'infini  des  inarchnu- 
dises  on  des  dollars,  — -  ils  n'eii  fce- 

thie  et  de  bonne  volonte  — 
mront  plcinement  r.ttcint  leur 
:conipli  leur  destines  et  obser- 
iremiere  loi  natu  relic, 
recompense  marerielle  qui  i6- 
nevitablemeut  d'uue  telle  li- 
conduite  ri'est  pas  autre  eho- 
eette  "paix"  promise  au.\ 
ies  de  bonne  volonte" 


LUNDI,  15  JANVIER. 

JOURNEE  DES  MANUFACTl'RIERS  ET  DES 
ACHETEURS 

Le  Bureau  d'En regis (rement  L't  de  Itcnseiguements 
(Salon  F)  s'ero  onvert  des  8.30  hemes  du  matin. 
Les  sailer  d'schnntillons  seront  ouvcrtes  ii  0  heures. 


9.30  A.M. 
MANUFACTURERS 


iscours:  "Facteurs  duns  le  cout  de  la  ehaussiire", — 

M.  Wilfrid  Gagaon,  Montreal, 
is'cours:  "Education  technique  des  onvriers  dans  la 

Chaussure", — M.    A.    Belanger,    Principal  de 

I'Ecole  Technique  de  Montreal. 


2.30  P.M. 

iffaircs  dc  L' Association  des  Ma- 

ussnres  du  Canada, 

inutes  sur  les  topiques  du  com- 


ird  P.  Cobb,  de  Boston, 
si  pour  Bttjet  Factory 
les  mieux  qualifies  pour 
tte  importiinte  question, 
publie.  dnus  Bide  and 


De  noinbreux  fabric-ants  les 
ipprcfondies    nvec    interC't  et 


Salon  D.  entresol  (Mezzanine  floor). 

Appel  h  l'ordre. 
L'appel. 

DisVours  du  President. 
Proces-verbal  du  congres  de  1922. 
Rapport  du  Secretaire. 
Rapport  du  Tresorier. 
linpport  du  Gerant. 

Rapport  concernant  1'iiuiformite"  des  boites  d'embal- 
lage, — M.  Louis  Dnoust,  Montreal. 

Discours:  "Faeteurs  dans  le  cout  des  cliuussures  pour 

sauvegarder  les'  benefices", — M.  Howard  P.  Cobb,  dit  dc  l'Assoc 
C.P.L.,  et  Ingr.  Industrie!,  Boston.  presentee  et  il 


rtains  aspects  do  In  i 
neree  de  In  chaussu 
\hrens,  Kitchener, 
rtains  aspects  dc  la  : 


meres  de  la 
Tebbutt,  Trois-Riv 
"Le  problems  des  mo 

A.  Leeours,  Montreal.' 
".Suggestions  pour 


ion  actuelle  du  eom- 
gros," — M.  John  T. 


s  po 


ciation  en  1923", — M  J.  E.  Warrington,  Quebec. 


Ktudc  d'un  projel 


i  d'aineliorer  le  service  de  cr£- 
ce  sujet  line  resolution  sera 
I  iiTt-  discussion. 


idecs  tl'on  chaque  mera- 


SEANCE  DF  LFNDT. 


Ornteur  apprecie.  nnl  ] 
ne  peut  exposer  dc  fac 
sante  et  logique  ce  sujel 
portance  essentielle. 

M.  A.  Belanger,  park 
cation  technique  dc  l'ou 
chaussure.  Principal 
Technique,  dc  Montreal. 


^ondtout  ce  qui  se  rapport? 


internes.  La  personne  qui  !c  rap- 
portera  ii  la  Clinmbre  W  Of),  Hotel 
Mont-Koyal,  sera  genereu?ernent 
recompensee.  (La  ItuutoUlc  devra 
etre  intnete). 


Dites  a  votre  femme  de  faire  ses  adieux  a  Paimable 
commis  du  magasin  de  chaussures! 

DesormaSs,  vous  acheteres  ses  souliers  chez 

FAFIOT  PANTOUFLE  &  CIE 

Sans  n term edia ire,  du  fabricant  au  consommateur. 
Elimination  totale  de  tiers  peu  scrupuleux. 

Ces  chaussures,  emin  eminent  malleables,  mouient  com- 
me  un  gant,  durillons  et  oeil-de-perdrix.  Les  tiges  ont 
toute  la  souplesse  d'un  prelart  de  bonne  quaiite.  Leur 
confort  est  tel  qu'elles  guerissent  le  bavardage,  la  ciga- 
rette, et  la  nervosite.  Madame  n'a  plus  ses  nerfs, 

Largeur:  de  "AAAAA"  a  "HHH". 

,  Ni  plus. 


Prix:  $5.13 


Ni 


Au  cas  ou  d'autres  largeurs  seraient  demandees, 
l'emploi  discret  d'ouate  et  de  papier  de  soie  sera  fait 
sur  demande. 

FAFIOT  PANTOUFLE  &  CIE 

Ateliers:  LONGUE  POINTE,  Quebec. 
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PROGRAMME 


MARDI,  16  JANVIER 

JOURNEE  DE  COOPERATION 

9.30  A.M. 
MANUFACTURIERS 

'Troistimo  stance   d'affaires   do   L' Association  des 
Mnnnfnctmiers  dc  Chaussure  du  Canada,  an 
Salon  D,  entresol  (Mezzanine  floor). 
Discours:  "Reminiscences  du  commerce  de  la  chaus- 
sure au  Canada'', — M.  .lames  Acton,  Toronto. 
Discours:  "La  ltnssir  Suvi.'tiqne'', — M.  J.  A.  Beau- 
dry.  Montreal. 
Rapport  du  Comite  des  Nominations."  et  Resolutions. 
Affaires  non-terminees. 

9.30  A.M. 
DETAILLANTS 

Premiere  seance  d'affaires  de  L' Association  Natio- 
nal des  Dctaiilants  de  Chaimures  du  Canada, 
Salle  de  Congres,  9e  plancher. 
Appel  a  l'ordre. 

Discours  de  bieiivenue  par  le  Miiire  M.  Martin,  .Mont- 
real. 

Discours  du  President. 
Proces-verbal  du  Congres  .le  1021. 
Rapport  du  Comite  des  Nominations. 
Election  des  Officiers. 
(L'tlcction  des  officios  c 
n/in  que  les  nourcauj-  offii' 


du  detail 


Conjoint!- 


offiei 


is  nuisscnt  sieger  aveb  les 
Associations  d  la  Stance 


i  Banquet.) 


9.30 
VOYAGEURS 

Premiere  seance  d'affaires  de  L' Association  Natio- 
nate  des  V.oyageurs  de  Chaussures  et  de  Cuir  dv  Ca- 

Salon  B,  entresol. 

Discours  du  President. 

Proces-verbal  de  la  demists  aBsemblee  annuelle. 
Rapports. 
Communications. 
Election  des  officiers. 
Affaires  non-terminees. 

9.30  A.M. 
MARCH ANDS EN  GROS 

Premiere  stance  d'affaires  de  V Association  des  Mar- 
chands  de  Chaussures  en  Gros  du  Canada,  , 
Salle  de  Banquet,  9e  plancher. 
Appel  ii  l'ordre  et  discours'  du  President, 
Proces-verbal  de  la  premiere  assembled  annuelle, 
Rapports  du  Coinite"  Exccutif,  du  G6rant,  du  Secre- 
taire et  du  Tresorier. 


Communications. 

Rapports  de  trois  minutes  pur  d'irnportants  mar 
chands  dc  chatissures  cn  gros  des  huit  diff6rents  dis 
tricts. 

Rapport  du  Comite  des  Nominations  et  Resolutions. 
Election  des  officiers. 
Affaires  non  terminees. 

TOUS  LES  GROUPES 
12.30  P.M. 

Dejeuner  compliinentaire  ii  toute  perh'onne  inscrit 
au  bureau  d'enregistrement. 

La  Salle  Doree. 

2  P.M. 

Seance  conjoints  et  ouvertc  des  Associations 

dales  de  ch 
Consacree  ft  l'etudc  et  it  la  discuss 
commerce  de  la  chaussure  et  de: 
tantes, 

Discours :  "Les'  probleines  du 

M.  C.  F.  Rannard,  Winnipeg,  orateur  de  L'Ass"o- 
ciation  Nationale  des  Dctaiilants  de  Chaussures 
du  Canada. 
Discussion. 

Discours:  M.  Jos'eph  Daoust,  Montreal,  orateur  de 
L'Association  des  Manufactnriers  de  Chaussures 
du  Canada. 

I'iscours:  M.  J.  A.  McLaren,  Toronto,  orateur  de 
L'Association  des  Marebauds  de  Chaussures  en 
Gros  du  Canada. 
Discussion. 

Discours:  M.  P.  A.  Doig,  .Montreal,  orateur  de  L'As- 
sociation Nntioimlc  des  Voyngeurs  de  Chaussures 
et  de  Cuir  du  Canada. 
Discussion. 

4-6  P.M. 

Ces  deux  heures  seront  clestinees  a  douner  aux  com- 
mer^ants  1'occnsion  d'examiiiLT  le;  iVh  until  Ions  des'  mn- 
nufacturiers  et  des  grossistes  dans  les  salles  d'echantil- 
lins  de  l'hotet  (aile  de  la  rue  Metcalfe). 

7  P.M. 

BANQUET  CONJOINT  DU  CONGRES 
Salle  de  Banquet,  9e  plancher. 

Discours :  1'Honorable  Athanase  David,   C.R.,  Secrtf 
taire  Provincial,  Quebec. 
Prof.  B.  K.  Snndwell,  de  l'Universite  McGill. 
'    Musique  et  nutres  divertissements. 


i  donne  un  oeil 


Jc-annot,  '"Je 
indiridus  qui 


Demanded  ii  Howard  Blachford  c 
Arthur  Boll  ce  qu'il  pense  di 
caraetcres  mysterieux  inscrits  si 
ulle". 


la 

Un  excellent  compngnon  de  voyn- 
go  lorsque  l'on  rout  traverser  la 
frontieri'  cVst  Fred.  Maroia.  Tl  eon- 
natt  tons  les  fonctionnaires  de  la 
douano  et  tons  les  Inspooteur  de 
l'imniigration,  d'un  bout  i\  1'autre 
du  pays. 


Georges    Gales    est  revenu 
Chicago.  II  est  convnJncu  qu'n\ 
un  peu  de  magnctisme,  u'impni 


i  Dunbai 
Marsh. 


nine  qui  dejeu- 

eler  les  domes- 
fl.mqner  h  la 
pnrler  affaires, 


il  s"erait  temps  que  les 
mettent  ferieusemjint  i 
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Issued  jointly  by  "SHOE  &  LEATHER  JOURNAL"  and  "LA  CHAUSSURE"  of  "LE  PRIX  COURAJNT" 


Montreal,  Monday.  January  15,  1923 


WELCOME  S 

tau»in«8. 

The  warmest  greetings  and  friend-      Tlie  Iwtter  >iilo  of  1' 

iiest  welcome  from  The  Sloe  and  u  not  always  in  eridi 

7,ra/ler  Journal  and  La  CTioMlT.re  grieve  to  saj  «0  but 

(edited  by  Le  l'rix  Couranf)   are  il.  ,l,ine  forth  with  grei 

rstended  to  you  all,  friends  and  fcl-  Hum  during  a  Conyenl 

low    utendiors    of    the    Shoe    and  evnhui.s   no  douht  wl 

Leather  Trade,  attending  this  Con-  ,,f  Periodical  and  Gen 


I  built  one  of  the  most 
.nunicilU  of  Canadian 


.  The  spirit  oi  anta- 
rife  must  give  way  it 
,ee,  and  co-oneratioa 


vention  —  Retailers,  Manufacture 
Wholesalers  and  Travellers!  M 
Iheae  three  days  represent  an  u 
paralleled  opportunity  for  businc 
and  for  pleasure !  May  you  all  ha 

wonderful  time  and  a  useful  and  „^  |jla|  |i,e  (|e|t 

profitable  experience  I  tio„  are  „„t  averse  to' 

We  are  all  not  only  fellow  mem-  tisfnetion  of  the  miu 

hers  of  sisfc-r  industries,  hut  com-  plMS„rF6  t„  be  {„,„„] 

ra.les  and  friends.  However,  before  '  iH|,|t,  „,„,„„,  we  |„ 

uetling   down  to   brass  tacks   and  r. . I i . .u  in-  Mil'  .  .-in, 

serious  study,  before  attending  the  „„„,.  er.e-i.illy  litti,.- 

various  speeches  and  lectures  and  „,  jfe(er  _  -4 

banquets,  before  inspecting  and  ad-  „,„„  m.hd?. 

miring  the  beautiful  models  and  The  Ivminlicc  -  " 

samples  which  arc  ejhibited  here,  „00(|  barter  and  I  1 

we  must  offer  heartfelt  thanks  to  j|„5tci:  Ijoliert  the  Sh 

all  those  hordworkers  to  whose  ef-  '  n,  Jf„sfer '— "I  ki 

forte  this  Convention  owes  its  ad-  IIuH       „ol  „sl  , 

mirahle  organization:  —  The  Na-  ,„„„eur  of  wines >" 

lionnl  ShaeRdailm  Association  o,  n,  _ 

Cm,!,,;  T»,  Sim  Mar.nfaclnnn-  Master.- 
.Ivsor.V./ioe  of  Canada:  The  Sh 


ease  the  law  and  the  gospel 
all  the  '-promises"  t'.is  ful- 


id  Th 


r  — "Doth  haunt  foitU- 
ur  statutes  and  work 
Wednesday  even  unto 


nil,  l 


Immigration  i 
aids  of  U.e  Mu 

s  come  b.ick  frc 


travail.       Icr  politique 


Our   industries    will    derive   the  •-'•"'•""I  u.o.u. 

greatest  good  from  this  Convention.  The  Apprentice  -    •'Aye.   good  lamb   shall    he  down 

It  will  strengthen  our  unity  of  pur-  sr"»'«r-  Iriea.Ly  assurance, 

pose  and  increase  our  mutual  under-  The  Master  -  "My  young  fr-eud.  Peace  in  the  last  anal 

standing.  It  will  add  another  stone  your  fatl.cr  IS  the  very  mainstay  of  upon  the  individual  or  I 

to  this  foundation  of  goodwill  upon  our  Guild.  It  bos  been  said  to  hie  attitude  of  these  to  the 


Page  2. 


THE  CONVENTION 


Monday. 


Mr.  HOWARD  P. 


Leather  hflV( 
the  ninny  pr 
and  have  be 
terest  ami  y. 
facturere3  wl 

whom  thov 


Air.  WILFRID 


PROGRAM 


MONDAY,  JANUARY  15. 

MANUFACTURERS'  AND  BUYERS'  DAY. 

Registration  mid  Information  Bureau  (Salon  F)  will 


ill 


i  from  9  A.M. 


9.30  A.M. 
MANUFACTURERS 

«  «««•«  of  The  Shoe  Manufacturers' 

aton  D.  Mezzanine  Floor. 


of  SUip] 


Address:  "Factors  in  Shoe  Costs",  —  Mr.  Wilfrid 
Gagnon,  Montreal. 

Address:  "Technical  Education  for  Shoo  Workers",  — 
Mr.  A.  Bolnnger,  Principal  of  the  Montreal  Tech- 
nical School,  Montreal. 

2.30  P.M. 

Second  business  session  of  The,  Shoe  Manufacturers' 


"Tin-  Sl„„-  Trade  CtalM  in  IM  "  -Mi  -lohn  A. 
Walker,  Toronto. 

"Sonic  Aspects'  of  the  Present  Retail  Shoe  Trade 
Situation," — Mr.  F.  H.  Ahrens,  Kitchener. 

"Sonic  Aspects  ot  the  Present  Wholesale  Shoe  Trade 
Situation," — Mr.  John  T.  Tebbutt,  Three  Rivers. 

,'The  Shoe  Styles  Problem."— Mr.  A.  Lecours,  Mont- 
real. I 

"Suggestions  for  Betterment  of  the  Association's 
Services  in  11123."— Mr.  J.  E.  Warrington,  Que- 


>nsal  for  extension  of  the  As- 
In  this  connection  a  resolu- 
id  opportunity  given  for  full 


AN  ABSOLUTE  NOVELTY 


Retailers  and  especially  jobbers  are  cordially  in- 
vited to  call  and  inspect  samples  of  ladies'  shoes  made 
from  genuine  "Ouananiche"  skin  caught  by  our  own 
experts  in  the  majestic  waters  of  Quebec.  Specially 
tanned  by  secret  process  that  makes  them  equally 
adapted  for  snowy  weather  or  evening  wear. 

Special  lines  for  men  made  of  Tarpon  hide  — 
Ontario  agenc  held  by  Hugh  White,  Toronto. 


N.  GA1N0R  COMPANY, 

Ontario,  Quebec. 


Tell  Your  Wife  to  Kiss  the  Shoe  Clerk  Goodbye! 
You  are  going  to  buy  her  shoes  from 

A  DAM  GOOD  WOMEN'S 
SHOEMAKER 

Direct  from  shoe  maker  to  consumer.  No  profiteering 
by  unprincipled  middlemen. 

Spread  is  all  in  the  shoe,  specially  adapted  to  feet 
afflicted  with  corns  or  bunions.  Uppers  soft  as  sheep- 
skin. Made  on  "Nature"  lasts,  an  absolute  prevention 
of  profane  swearing,  cigarette  smoking  and  wakeful- 
ness. 

Made  in  "AAAAA"  to  "HHH'  Widths. 


$5.13 


No  less. 
No  more. 


Adjustment  may  be  made  with  tissue  paper  or 
cotton  wool  when  other  widths  are  necessary. 
ADAM  GOOD  SHOE  CO., 


Work  shops, 


VERDUN,  Que. 
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TUESDAY,  JANUARY  16. 

CO-OPERATION  DAY 

9.30  A.M. 
MANUFACTURERS 

Tliinf  Business  session  of  The  Shoe  Manufacturers' 

Salon  I).  Mezzanine  Floor. 

Address:  "Reminiscences  „r  the  Slice  Trade  in  Cnn- 

Addrcss:   "Soviet  Russia,"  —  Mr.  J.  A.  Bawdry, 


Minutes  of  first  annual  meeting. 
Reports  of  Executive  Committee,  Manager,  Secret- 
ary and  Treasurer. 
Communications. 

Three  minute  reports  from  a  representative  whole- 
saler from  each  of  the  eieht  districts. 

Report  of  the  Committee  on  Nominations  and  Re- 
solutions. 
Election  of  Officers. 
Unfinished  business. 


Partial  list  of  Sample  Rooms: 

partie  des  Salles  d'E- 


Liste  d'u 
chantillons 


Report  of  the  C'oinin 

lutions. 
Unfinished  business. 


I  No 


i  ilions  and  Reso- 


i.-ci 


9.30  A.M. 
RETAILERS 

First  business  session  of  the  National  Shoe  Re- 
tailers' Association  of  Canada,  in 

Convention  Hall.  Ninth  Floor. 
Call  to  Order. 

Address  of  welcome  by  Mayor  Martin,  Montreal. 
President's  Address. 


9.30  A.M. 
TRAVELLERS 

session  of  The  National  Shoe  and 


Minutes  of  last  annual  meeting. 
Reports. 

Communications. 
Election  of  Officers. 
Unfinished  business'. 

9.30  A.M. 
WHOLESALERS 

First  business  session  of  The  Shoe  Wholesalers'  Asse- 
rtion of  Canada,  in 

^         Banquet  Hall.  Ninth  Floor. 


ALL  GROUPS 
12.30  P.M. 

Complimentary  luncheon  to  all  persons  properly 
stored. 

Salle  Doree  Main  Floor. 


2  ?.M. 

Joint  Open  Session  of  the  Shoe  Trade  Associations, 
Devoted  to  consideration  and  discussion  of  shoe  trade 
problems  ami  constructive  suggestions,  in 
Salle  Doree.  Main  Floor. 
Address:  "Retail  Shoe  Trade  Problems",  Mr.  C.  F. 
Rannard,  Winnipeg,  spokesman  for  the  National 
Shoe  Hetailers-'  Association  of  Canada. 
Discussion. 

Address:  Mr.  Joseph  Daoust,  Montreal,  spokesman 
for  The  Shoe  Manufacturers'  Association  of  Can- 
ada. 

Discussion. 

Address:  Mr.  J.  A.  McLaren,  Toronto,  spokesman 
for  The  Shm-  Wlmlesjili-rs  Association  of  Canada. 


Ltd. 


Address:  Mr.  P.  A.  Doig,  spokesman  for  the  National 
Shoe  and    Leather   Travellers5    Association  of 
Canada. 
Discussion. 

4-6  P.M. 

This  two-hour  period  has  bien  specially  set  apart  to 
ford  nien-hnnts  an  opportunity  to  inspect  manufilet- 
lesalers'  samples  in  hotel  Sample  rooms 


Tred-Rite  Shoe  Co..  Ltd. 

Thoe.  Mayer  Shoe  Manufactu- 
ring Co.,  Ltd. 

Repnolds  Co. 

Arrow  Shoe  Co.,  Ltd. 

J.  W.  Hewetson  Co.,  Ltd. 

Eureka  Shoe  Co..  Ltd. 

Globe  Shoo  Ltd. 

Bastion  Fircres. 

International  Supply  Co. 

Dunbar  PPottem  Co. 

Albert  Charrou. 

Slater  Shoe  Co.,  Ltd. 

Slater  Shoe  Co.,  Ltd. 

Canadian  Shoes  Ltd. 

Canadian  Footwear  Co,. 

J.  Sr  T.  Bell,  Ltd. 

United  Last  Co. 

United  Last  Co. 

Tctrault  Shoe  Mnfg.  Co..  Ltd. 
I  C.Gagnon.  Lacitavellc  &  Ho- 
.  bert. 

''Hurlburt  Cushion  Sole  Shoe 
■Bo.  / 

Charles  A.  Ahrens,  Ltd. 
-In  Ames.  Hoiden.  McCreadv. 
Ltd. 

Armand  Eastien. 
20  Beardmore  &  Co. 
Charbonneau  St  DeGuise. 
84  Carson  Shoe  Mnfg.Co.,  Ltd. 
Dufresne  u  Locke.  Ltd. 
Piipont  &  Frcre. 

Eagle  Shoe  Co..  Ltd. 


Thi 


Shoe  Co.,  Ltd. 


Mr.  A.  BI5LANGER,  wl 


( Metcalfe  Street 

7  P.M. 

Joint  Slice  Trade  Banquet,  in 
Banquet  Hall,  Nin;h  Floor. 

Addresses :  Hon.  L.  Athanase  Di  vid,  K.C.,  Provincial 
Secretary  and  Provincial  Reiistrnr,  Quebec. 
Prof.  B.  K.  Sandwell,  McGill  University. 
Music  and  other  Entertainment. 

of  these  ela.sSes  the  gi-eatci  benefit  of  tin-  members 
let  advancement  of  the  Association.  Get  your  ques- 
* --m  ini  ion.  mill   l  inns  ready  and  In-  prepared  to  take 


"•ill  make  his  address  of  groat 


which  will  be 
hi  tin-  Mondi 


Getty  &  Scott.  Ltd. 
W.  B  Hamilton  Shoe  Co.,Ltd. 
The  Hortt  Boot  St  Shoe  Co.. 
Ltd. 

Huron    Glove    Co..  (Holt, 
Renfrew  &  Co..  Ltd). 
InviotuB  Shne.  Ltil. 
Kingsburv  Footwear  Co.  Ltd 
The  Mnefarlane  Shne.  Ltd. 
The  Wm.  A.  Marsh  Co..  Ltd. 
John  Mclntyre,  Ltd. 
John  MePherson  Co..  Ltd. 
La  Pnrisionne  Shoe  Co..  Ltd. 
The  John  Ritchie  Co.,  Ltd. 
Sebener.   Xormnndin  b  Cie, 
Ltee. 

Geo.  A.  Slater,  Ltd. 

The  Talbot  Shoe  Co..  Ltd. 

The  Tebbutt  Slioe  &  Leather 

Co..  Ltd. 

L.  C.  Van  Geel. 


complaint  I'ixiug.  and  buck 
Interest  in  bn.ioes-  to  rigid 


Peter  Doig  thinks  our  friend 
across  the  line  can  pick  up 
pointers  mi  running  shoe  show 
from  Canada,  and-one  of  them  is  ii 
getting  speakers  thai  can  forge 
politics. 


few 
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THE  CONVENTION 


Tuesday, 


fl  was  latter  translated  and  sun  - 
irizcd  by  President  Paoust 
Mr.  Belanger  outlined  the  work  of 
?    Montreal    Technical  School, 
lere  they  were  already  teaching 


PROGRAM 


He 


fur  the  present  to  have  shoo- 
ing taught  as  one  of  the  ac- 
tes  of  general  technical  schools. 


WEDNESDAY,  JANUARY  17. 

RETAILERS'  DAY. 

0.30  A.M. 
RETAILERS 


lictnil  Store",— Mr.  Hugh 


Xntiiui'ii  Slioe  lie- 


AFTERNOON  SESSION 


Banquet  Hall,  Ninth  Floor. 

Cull  lo  Order. 


Mr  Wil-     Reports  of 


2  P.1H. 
RETAILERS 

Third  business  session  of  The  National  Shoe  Re- 
tailers' Association  of  Canada,  in 

Banquet  Hall,  Ninth  Floor. 

Address:  "nimdliog  Stock   nod  Cos!]   in  a  Retail 
Store", — Mr.  L.  Lockett,  Kingston. 

Merchant  should  Address":  "Shoe  Store  Publicity", — Mr.  Albert  La- 
—Mr.  James  Me-  Snlle,  Montreal. 

Address:  Mr.  Geo.  D.  Wallace,  Halifax. 

Report  of  Committee  on  Resolutions. 

Unfinished  business. 


'-Secretary,  and  Trcas"- 


g,.o,l..  laves,  had  del 
pauses,  frcitrlit  chare 


1  ~ .  and  F.n./li-V  and  hi,  .  f. 


Mi    John    A.   Walker  rnvered 
the  question  of  ''The  Out-  1 
r  Nineteen  Twenty  Three.  TTr 


He  thought  that  the 
id  retail  trade  could 
r  for  the  solution  of  tin 


Mr.  John  Tcbb 


in  shown 
no  Mr. 


uly,  new  styles  sbn 


Rhe|irod.u-tion  of  sho«  la 
flrnl  dealers'  shekes  \rc 

.   services  for  1«J.    He  referred  to 
Mr.  Fred  Ahrent,  on  the  "Retail,  what  bad  already  been  accomplished 


WEAR 

LIKE 


IRON 


Why  sell  shoes  with  fake  stiffeness,  when  you  can 
huy  them  with  counters  of  real  bull  moose  sole  made 
by  special  secret  process  that  makes  them  as  supple  as 
a  politicians  principles,  and  as  strong  as  Indian  butter. 

Guaranteed  to  outlast  three  generations  or  wear 
till  there  is  nothing  left  of  the  shoe  but  the  eyelets  and 
smell. 

PADDOCK 
CASHMAN 

Jacinthe,  Quebec. 

Agents  Wanted. 


January  16.  192* 


THE  CONVENTION 


NOTES  FROM 

CHIGAGO  SHOW 


I  (In 


official  emblem  of  tin?  Convei 
The  Canadian  badge  was  the 


while  patent*  were  strong  they 

i'   that    -prill"!   l>  filing  to  In-  a 

inkling  of  black  tat  in,  caH,  kid 
I  also  the  favorite  shades  of  tan. 
j  outstanding   feature   was  the 


RETAIL  TRADE 


°  '0W'"  ai  I  L  ""k  S 

us  its  popularity  ^'"WarrL^e'  * 

uf  lines   in    this  "  ',  ,  ',,   "J  _ 

,  ,  inilil.  Miiuni  Pnr 
refuse,  from  the      .  , 


ad  sprinkling  of  (- 
these   the   small       "1  P 


i  Tor 


e  Carls-Rite  in  May 
i  whole  question  of  the 
a  Retailers'  Association 
I.  The  following  were 
nr.  W.  T.  Fegan,  Clins. 
Budreo,  J.  W.  Jupp, 
M.  Chisholiu,  J.  H.  McLelland,  Ed. 

■ennotlicr  outstanding  S,nith  mi  A'  wilso"  of  Hamilton, 

esent  in  varied  inte£  The  unanimous  decision  was  to  send 

the  nlniu  black  to  Urn  °Ut  a  tn"             ^ 0,lvenT<'on  to  he 

u/i'i'.'ri'tV,'!            fii't'  !,t          Kl""  I':,,,v'lr'1'  Ti.roni" 

quarter-  Oxfords  are  in  Julv   aml   tll0S0    Prc8ent  were 

•  Sprin^'cspccially  in  SVh"™!-^!. .ent""^  W  T*£ 

dealer  has  to  do  is  to  Hlth                  t-  «  th  V    T.  Fe- 


prctty  eomhina- 

block,  red  and  ^a  1 

ilored  heels  and  j^1 

noting    leathers  M-  | 


i  hi- 


ll is  speech. 
Howard  Bin 


dress  that  was  listened  to  with  i 


Of  the  whole  chow,  it  may  he  said 

lions.  The  retailer  way  feel  perfe/;- 

ly  safe  both  with  regard  to  lines  he  It 


Th  ■ 


nccomplished  by  the  organization 
has  fully  justified  the  original  Com- 
mittee in  its  course  in  bringing  the 
-line  retailers  of  Canada  together  in 
July  191!). 

Continurd 


dd 


ed  that  the  town  of  St. 
i   sueing   the  city  of 

mges.  Plaintiff  claims 
t  has  alienated  the  af- 

pen  f  Mr.  W.  Gi- 


his  :ntereste 
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Montreal,  mardi.  16  janvier  1923 


LA  JOURNEE  DES 
MANUFACTURIERS 


■etty,  and  not  too  outre.'"   the  big  Metropolis. 


La  question  du  tarif  n 
eau-'e  d'une  certaine  an.xie 
les  representations  qui  out  t 
au  gouvernement  par  les  ir 


LA  CONVENTION 


PROGRAMME 


iitre  oouvcrtes  par  line  rhnrge  de  i 


Lc  (  mil  .]..it 


MERCRED1,  17  JANVIER 

JOURNEE  DES  DETAILLANTS 

9.30  AJM. 
DETAILLANTS 


Dcuxicme  sinnrc  d'affaires  dc  V Association  Natio- 
nals des  Dclaillnnts  <le  Chaussures  dn  Canada. 
Salle  de  banquet,  9e  planeher. 
Appel  a  Tordrc. 


Diseours :  "Les  vetites  dims  1111  magasin  i 

M.  Hugh  Murray,  London. 
Diseours :  "La  tenue  des  livres  qui  portei 

M.  Loui-'  Adelstcin,  Montreal. 


2  P.M. 
DETAILLANTS 

Troisieinc  seance  d'affaires  dc  V Association  Nalio- 
nh  des  Detaillitnls  dc  Clmiissurcs  da  Canada, 

Salle  de  banquet.  9e  planeher. 
Diseours:  "Comment  emmngasiner  et  tenir  In  caisse 


iplc.  Les      Supports  du  Secretaire,  du  Seerelaire-siippleant  et  dans  un  magnsin   de  detail",— SI.  L.  Loekett, 

lis  pour  du  Trcsorier. 


■  lc  ilctaillant  dc  i  liinissiires  devrnit 


Kingston. 

Diseours:  "Publicite  du  magnsin  de  detail", — M.  Al- 


le  ee  chiffre  pour-  Diseou 
deux.  lot: 
■  l'Eeole  Technique  Bo] 


le  l'nssurnnee  eontrc  le  feu", — M.  hert  LnSnlle,  Montreal. 

Diseours :  M.  Geo.  D.  Wallace.  Halifax. 
Rapport  du  Comite  des  Resolutions. 
Affaires  uon-terniinees. 


pes  McCrudden,  Montreal. 

rs':  "Les  euirs  ii  chaussures,  leurs  merites  re- 
mment  les  distinguer", — M.  Arthur 


deponse;  de  liurenn,  fret,  lumic-  ports  enrcgistrnient  trnis  millo  deu 

el  ponvoir,  publiciuS,  assurance,  cent  faillites  Pan  passe. 
•  de  royage,  oscompMs.  It  porta      II  exprimo  I'opinion  que  cMri 

><  ^  "  '  "  »"B'a-s,  et  ee  ,uc-  lc  moment  d'etre  .,1ns  optimistes  e 

orotoire  lui  vnlut  de  torts  ap-  „-,,rtout,  dc  cotlnborcr  plus  otro:tc 

liflisscmente.  ment:    II  ne  voulut  pour  prcuvc  d 

1.  John  A.  Walker  traita  brieve-  oct  esprit  de  cooperation  que  1 

it  des  "Perspectives  pour  Tannic  prcsonte  Convention,  et  declara  qu 

■r  II  d  !  des  .,„!,.,„„„.;  de-  Ic  g. 


le  detail  pouvnior.t  Ira-  "n"l( 

mble  n  la  solution  dc  la  "'">' 
s  modelcs  do  chaussures. 
Tcbbutt.  parlant  dc  la 


u  en  1923.  II  fit  allusion  \  cr 
Association  avait  deja  accom- 
puis  sa  fondatiou,  et  il  deman- 

<  "  os  d'envoyor  leurs  rug- 

ns  nu  comitS  executif.  II  e» 
uussi  Tavis  que  e'etait  lc 
dc  subdiviser  rAssocintion,  ii 
que  les  fnbricants  do  ligncs 
;ucs  puissent  se  rapprochcr  da 


SEANCE  DE 

L'APRES-MIDI  , 


11  proposa  egalomcnt  Puuiformitc 
ns  les  conditions  de  vente  ct  dans 
mnnicrc  d'ctablir  les  rapports.  II 
j    suggcra  qu'oii  fit  un  cssai  vers  Pu- 
rl niformisntion  des  mctlindes  dans  Pj- 
„.  tablisscment  des  prix   do  rcvient, 
I'inspection  des  wines,  nfin  d'nug- 
c.  mentor  le  rendeinent  ct  d'fviter  les 
on,  ,1c  Tcchnntiliou  dc  "''I'"'-     "  "  M<bm  partisan  ,1c 
le  l'ucbetcur.  11  pro-   "Worts  plus  precis  sur  les  credit.', 
termite  dnns  les  ,  „ii    1 1  11  "  '«  nccessite  d'auginen- 

uggern  ccllcs  ci :   ill  <»  '»  preference  nu.v  produita  bri- 
b,  30  jours  ct  C%   tonmques  ™  de  la  rainener  a  son 
anciennc  position. 

A  Ir.  cloture  dc  la  siancc,  M.  N.  . 
Ma.-Farlanc.  secondc  par  M.  IT. 
IVslongc  ,,  nrnnosa  la  ri.solu- 


lita  rapideinc 
es  cn  ohnussui 
tent  la  metho 


ii. 


ives  deles  sur   iiirchc  ehaquc  scinaine  "™™ 

nice  nu  cheque  mois  miUtoit  eontrc  les  " 

pr.  -  intercts  et  du  Grossiste  ct  du  De-  ?'.  ,ou 

Irei-  taillant.  II  suggern  I'etablisscmcnt  '"e"  -v 
des  des  trnis  saisoiis  suivantcs:  lcr  jan- 

df-  vier  —  lcrmai  et  ler  septembre;  ct  "Tc 

„e  serait  qua  ecs  dates  qu'on  expo  louse. 

,lc  nouvpaux  inndolos.  "n, 


16  janvier  1923 


LA  CONVENTION 


NOTES  DE 

I/EXPOSITION 


[.Exposition  da  Mmttles  dc         ,,u  rotour  ,1c  la  be 


DE  CHICAGO  'I"-" 


Les  Canadiens,  cn  bcaucoup  plus  Tan  dernier  a  etc 

rand  nombre  qu'ii  l'ordinairc,  out  mrntioiis  otuiont in 

ssiste  a  la  Convention  Me  l'lndus-  gC'T°b^ 

ric  dc  la  Cll'nussure,  a  Chicago,  et  ■"'Iv'J^,,,,,,':  ,„„,] ' 

rail  visite  1'Hxposition  des  ModiMcs.  |,„t  tout  nutour  de  1 

'artout,  ils  out  6te  en  dvadence  avec  stands  separes  les 

uir  iusigne  ennadien  et  Tinsigno  de  l»ir  quelqne.  pieds 

i  Convention.'   Le  bouton  de  TAs-  ^^^'2"^,'" 

iciation  Nntionnlc  des  Detuillnnl-  !' '   ,,,,„.  .h„, 


in  I',,,,,,,  .Tndk  , 


d'un  ,ic 
vait  d'in 


Uno  rcvuette 


signc  ennadien,  ct  a  etc.  1'objct  de  la  sie„rs  charmantcs  jeunes  fille, 

rnriwiU  d'un  bon  nombre  de  per-  tnit  k  l'interet  dc  I'Bxpositioi 

sonnes  qui  netaicnt  pas  habituc-s  a  tail  eomme  si  des  papilloils  , 

lo  voirq  etc  ten.  en  laiose  par  Cupid, 
incme   Lcclainiee  narfuit  a 

A  la  premiere  stance  de  la  Comm.-  [™  ,.,,„„,,.  •,  cettc  scene  D 

tioD,  lc  president  Cliisholm,  qui,  suit  (bftls,,s  finuraieut  nnssi  an  pn 

dit  en  passant,  est  Canodien  de  nc.is-  me  et  l'interet  fat  foulcnn  i 

same,  souhaita  la  bieuvenue  onx  Cn-  la  fin. 
n ,„1  i.i,.  ct,  tonte  la  delegatic 
taut  levee,  recut  le  plus  chal. 
nccueil.   1'nr  malheur,  precedant  ,,„■      Les  souliers  prcsentnicnt  t,i"t 

incdjatcincut.  cettc  reception,  lo  Si-  ' 
'  mjet 


VOTES  Hi:  MODS 


Associations  et  yucstions  Natima-  i<  la  vill, 

•s",  suivit,  dons  ses  remarqui*  in-  \  avait  i 

roductives  sur  les  questions  inter-  des  nrtii 

ationalcs,  la  vieille  tradition  qui  nnirqunt 

misistc  a  "tordrc  la  queue  du  lion"  >»"!  phi 


epe  int  no  po 


,1,. 


,1c.  ,1c 


Le  capita, nc  Howard  Blacbfonl,  icmarquablcs  furent  I'abondai 

do  Toronto,  secretaire  dc  l'Assncin-  nppliques  et  des  decou|ies,  et  des  tel 

tion  Nationale  des  Detaillants  cu  ilnnccs  definitives  vers  h  contrast 

Chaussures  du   Canada,   parla  an  dans  los  combinations  dc  cuirs  et  ( 

uom  des  Cniindicns,  ct  il  fit  un  (lis-  garnitures.    Le  gns  iini,  ou  alliii 

cours  sain  et.  pnissniit,  que  l'on  ecou-  d'autn 


Sdictions  a  Tc 
folic  vogue. 


I  -  '   c  aflinna  que  lc- 


le  Canada  ct  les  Etnts-Uris  donnent 
en  cc  moineiit  aux  nations  du  mon- 

de,  ces  deux  tiavs  vivant  cote  i  c6tc,  11  5'  »™"  beaucoiip  dc  sot 

non  pas  sculclncnt  en  pais  ct  cn  bar-  «  chevrtnu  noir,  ct  les  nuan, 

inonic,  inais  encore,  en  bien  des  do-  »*<*>  ^  »*«cMle  des  bru; 

inaincs,  dans  un  esprit  de  vertnb'.c  clinussiire  la  plus  cn  vedett, 

collaboration.    II  exprima  Topinion  »  uoir  an  gns  on  au  fauve  ] 

que  I'un  dcs  moyens  dont  l'industrie  llcrs  d  ctt  ctaient  surtout 

de  la  chanssnre  dispose  pour  coopf-  blanc,  mnis  lc  claim  avi 

rer  pins  etrditement,  consiste  do;  s  ''trc  perdu  un  tout  petit  pe 

Tobtention  cTiinc  [ilus  grnndc  stnhi-  rilv'''"' 

lite  des  modcles,  cc  qui,  sans  nucur.  Les  echnntillons  nous  n 

cptible  dc  rMuiro  Ciairemcnt  qu'il 


doute. 


lc  talon  ban 
oguc  pour  lc 


L'ORGANISATION 

DU  DETAIL 


,■  Tun  depassc  quclquc  pou  ccliu  do 
llMiiicoup    dWoris,   nllnnt  du 


ipngnc  ct 
oetcm.  11 
|uit  ■. 


Ditaillants  cn  rl,.i 
T.  Tcm,„.  Clins.  II 


issnres.  MM.  W. 
lmes,  Chns.  Bu- 
51.  Chishohn,  .1. 


„t  pas  vnric.  U*  points  les  ,,lus  ,.t  dc 


',-r.  TExposition 


,1,.   Ctnilln 

pout  veiidr, 
dc  cbnussut 


:st  nas  tro,,  fantaisist- 


La  Lcfislon.— "Papa,  qit'cst-eoqi 
,„,i:   entrepreneur  ,1c  pompes  f  " 


VOYAGEUR,   nvnnt  rip 
/„■  pnpu.— "C'est  celili  que  Ton   dc  ve'ndre  Particle  su-  Oclia 


dc  -a  Diirainf  —'Tc 
ntrent  Dnmil— "Ces 


nts.  De 

M.I,.       ,1c  f, 

Cductioni  de 


le  nombre  des  fnUlitci 


de  souliers  de  sport  et  de  promeu  ule,  sur  Tnlltcl   , 
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MANUFACTURERS 
DAY 


These  included 


LA  CONVENTION 


P  H.  Al>-  ,  M  nouvdlM  i 


17  janvier  1923 


LA  CONVENTION 


LES  DEVOIRS 
DU  GROSSISTE  EN    w««~  *-y 
CHAUSSURES 


Uonole  F«i«  «*  niort  soudnnu-      1,1X111  I  IK  L'ASSOCl  \  I'H'N  U 
l«  <{"*•'"•  l<>-'-l«"'»  <■  /■'"'  I""1' 


"Pnuvre  onele  Fe 


'il  lai 


us  id  la  telle  alloeu  <-"""", 

M"n"'™'     "„.*  quclqu.  oho 
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ul  soil.  II  Sim,  -  "Ma 


DEMAND]!  D'KMPLOl. 
VQYAGBDi!,  rep'i*enlnnl 


M.  Jouph  Daoust,  do  In 


Tocl  m  diplomatic  sunt  done  I 

q>  •"» 

M.  M.iClnrco  alfnina  que  le  git 

.,,  i  „i,  fhclcur  essMllid  do  I'i 

ilnttl   la  clmussiire.  C'est  ! 

„,i  fail  tounier  l«  roues  du  eo. 


MAITRE  KS-Si'IKNl  IN  i  1,1- 
MATEKIQUES,  pouvam  cnlculn 


SESSION  DE 

L'APRES-MIDI 


^   Im  session  In  plus  hirportjiiite  d. 

M  I  -  II  Fciliu'ri  ]'-\-  Vii'":,':' 
U  insieta   sur   1'importnnee  des 

rnlUflilioii-.       Si  nii    .■xperirlnv  per- 


baiese  des  prix  et  tie?  I 


DURENT 

COMME  LE  FER 

Pourquoi  vendre  des  chaussures  ayant  une  rigidite 
artificielle,  lorsque  Ton  peut  en  acheter  avec  des  con- 
treforts  de  veritable  cuir  d'orignal,  fabriquees  suivani 
un  procede  secret  qui  les  rend  sussi  souples  que  les 
principes  d'un  politicien,  et  aussi  fortes  que  le  beurre 
de  sauvages. 

Elles  sont  garanties  pour  trois  generations.  On  les 
porte  jusqu'a  ce  qu'il  n'en  reste  rien  que  les  oeillets  et 
le  parfum  .  . 

(  IIAI  SSON, 
SANDALETTE 

&  COMPAGNIE 

Sainte-Jacinthe,  Quebec. 

On  demande  de;  representants. 


st  toujours  prit  a  supporter 
dos  porta*  rfrieurei  s'il  re- 
quelque  bien  pour  Piiidii.-trTS 


„„-  -.v.  cos  qu'ftux  innrchuidi  dc^ 
grnndea  rillos. 

Mais  encore,  i!  est  nvant  tout  un 
optimist?  Nous  saroriB  tous  combien 
out  £t4  difficile*  lee  dcrnieres  mi- 
ii6cs.  II  :i'en  a  pas  moins  conserve 
Eon  assurance  et  sn  bonne  hum  Mir, 
et  place  des  commandes  ehez  les  ir.a- 
nufacturiers  asses  tot  pour  rencou- 
trer  la  demande. 

II  n  aussi  ii  hitter  avec  le  probhV 
me  des  neVlits  ii  donner  et  ce  h'ent 
pus  la  In  inuindre  tiiche.  , 

En  un  mot,  Mr.  McClarcn  ddfinit. 
le  grossiste  en  chauw-ures  cominc 
suit:  II  est  d'ahord  un  distributee 
iVouoniique;  2o.  e'est  lui  qui  tient 
la  clef  du  probl&me  des  credits;  3o. 

ehansm.re.  4o.  Cost  lmtermedi-nrv 
et  le  fnbricarlt  et  le  d^taillant,  ot 
(■'<■>(  un  l-iciifniteur  public,  pui^pi'i1 


rardif,"  (lit  cette  nimnblc  dm 
'Que  vou*  6tes  gentil  d'etre  ?ei 
Mnis  oil  est  votre  frere?" 


irte 


i. i't.' 


II  e«t  facile  I 
RannaTd  est  arrive.  II  s'est  fait  pn>- 
ceder  par  une  tempete  de  neige  a  In 
mode  dn  Manitoba. 


•ndrait . . 
"Commc  e'est  ormisnnt!"  dit  la 
dnme.  "et  vous  avez  gagne'J'' 

"Non.  inadnmc,"  repondit  lemal- 
heureux.  "J'ai  perdu !" 

OFPRI5S  D'EMPLOT. 
VOYAGEUR,  pour  la  vallce  de 
I'Outaouais,  pour  oEfiir  bottincs  rns- 


Casier  00. 

".Je  ne  snis  que  fairo  dc  ce  pauvre 
Benoit"  dit  le  g6rant,  "Je  l'ui  mis 
dnns  trois  rayons  (litferents  et  i! 
dort  tout  le  temps." 

"Mettez-le  an  rayon  des  pyemia-" 
dit.  le  jiroprietairG)  "ot  attachez  lui 
(in  con  une  pancarte  on  vous  ecrir  / : 

"Nos  vetements  de  unit  sont  de 
quality  si  superieure,  que  inSma  le 
vendeur  nc  peut  s'emp6cher  de  ron- 
fler". 


Rien  du  Cuir...! 

C'est  bien  ce  que  Ton  peut  dire  de  notre  nouveau 
stock  pour  semelles  et  dessus,  traite  par  notre  procede 
special  de  trois  jours. 

Fait  des  plus  ignobles  peaux  de  taureaux,  coupe 
par  des  gar^ons  bouchers  de  facon  a  ne  iaisser  aucune 
piece  laterale  ni  aucun  flanc,  I  on  s'en  sen  indifferem- 
ment  pour  les  empeignes  et  les  barettes  d'arriere. 

Grande  economie  pour  le  coupeur!  Aussi  soyeux 
que  le  caoutchouc,  et  aussi  impermeable  qu'une  verita- 
ble eponge  de  Ceylan. 

Retail  comme  un  dome  d'eglise  russe. 

Les  droits  de  brevet  sont  en  vente  dans  chaque 
province.  HStez-vous! 

TANNERN  &  CIE 

Fake  Falls,  Ontario. 
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ASSOCIATION 


hard  time  for  retail  shoe  deolon, 
as  well  as  the  other  branches  of  the 
trade.  They  looked  back  on  it  as  a 
"nightmare",  but  now  that  it  is  over, 
they  are  looking  forward  to  good 

He  quoted  interesting  statistics  to  thanks  for  the  lo; 
show  how  Canada  iii>**>BtHtfr' 

the  financial  depression.    Ineroafcs  iind  he  looked 
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THE  FUNCTIONS 
OF  THE  SHOE 
WHOLESALERS 


here  the  intercut-  j(ist  „, 
t  Mr.  McClaron  nt  taineil 
The  wholesnJi 


liumi 

nianufnctur 
the  ui 


lis  to  tliorougly  cover  im- 
tones,  mid  he  gives  the 
e  to  the  small  village 
:o  the  important  retailer 

ly,  he  is  n:i  optimist.  V« 
w  difficult.  hftVB  been  the 
Nevertheless  lie  main- 
assurance    and  good 
ami  put  orders  with  Hie 
a  time  to  me>t 


in  essentia 
;ry  in  knep 

fulfill  tin 


Ties  He  lias  also  had  to  struggle  with 
jul-  the  problem  of  dispensing  credit  and 
mm   this  is  ii  really  bard  job. 

Concluding,  -Mr.  MeClaren  gives 
aim  a  definition  of  the  shoe  wholesaler 
he  iis  follow :  first  of  all,  he  is  an  econo- 
rery  mical  distributor;  2,  lie  holds  the 
tied  key  to  the  problem  of  giving  dis- 
iven  pensation;  3,  he  is  the  optimist  of 
the  shoe  industry;  4,  he  is  the  agent 
between  the  manufacturer  and  the 
the  retniler.  lie  also  is  a  public  benefac- 
,rt^  lor  since  he  carries  a  burden  which, 
were  it  born  by  the  manufacturer 
would  add  enormously  to  general 
cost  and  the  expense  of  distribution. 


AFTERNOON  SESSION 


the  luncheon,  the 
soFsion    of  the  eonffiei 
nth  President  Staph 


.  H.  Ttaunard,  of  Wi 
a    for   the   shoe   ret  .ileis. 
a  message  of  interes 


hij  pe 


injunction  is,  —  KEEP 
EYE  ON  THE  EAGLE. 


such  n  <l(v|ily-v?r,- 
and  one  of  so  lone 
rorrls  could  i  " 
ful  to  his  hp 


mrea.  As 


•  retailer... 
shoul  l  lie 
lers"  life". 


Mr. 


handling  of 
the  af 


id  lose  to  thelehoe  noon  vols  n   revelation  to 
association  sllould  thos'e  present  and  shovm  wliat  can 
piiinst    the   quick  be  done  in  a  short   space   of  time 
when  the  will  is  there. 


Nothing  LIKE  Leather 


This  may  be  well  and  truly  said  of  our  new  three 
day  process  sole  and  upper  stock. 

Produced  from  rankest  butcher-cut  bull  hides  to 
yield  sides  that  are  absolutely  free  of  flanks  and  offcuts. 
Every  inch  as  usable  for  vamps  as  back-straps. 

Great  economy  in  cutting.  Regular  cut-up !  Sub- 
stance as  silky  as  rubber,  and  as  impervious  to  water 
as  a  genuine  south  sea  sponge. 

Takes  a  shine  like  the  gold  top  of  a  Turkish  kiosk, 

Patent  rights  for  sale  in  each  province.  Grab  'em 
quick. 

TANNERN  &  CO. 

Fake  Falls,  Ont 


January  17,  1923 
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.1  fash  oni  i  gi  I  logethi  r  affair  ivas 


Fred.  Marois  lost  a  hat  hist  year. 
Never  again !  He  checks  it  nov; 
whether  there  is  a  check  room  or  not. 
Self  serve  is  his  motto. 

Jiuilnic  Jujip  brought  the  strong 
box  with  him.  Retailer  will  please 
rorfi   so   Jinnnie    can  git 


mrce  the 


lake- 


LIONEL  THEOHET. 
AN   EXPERT  REOISTKA1I 


by  the  Montreal  Retali- 
ation, and  you  will  find 
re  part  of  it  conies  from 
personality    of  Louis 


highest  prais, 


tinil  Kvep  i 


lie  many  whom  be 
ns  to  be  —  Work.  ' 


it  oil  St  Catherine 
B-'im.  Hull  Hill 

"neck  L.ini'-ut  for 

int.  Royal  Hotel, 
or  right  package, 


William  Doubles  is  noted  for  bis 
nerve,  his  shortness  of  temper,  and 
bis  scarcity  of  vash.  While  he  was 
seated  at  a  louely  brtfedefast  in  the 
club  one  morning,  a  debt  collector 
broke  in,  through  the  drowsiness  of 
tin  porter  at  the  door,  and  presented 
his  bill. 

"Sir."'  said  William,  glaring  at 
hi']',  "i-  this  nil  you  know  of  the 
usages  of  ileeeul  --iK'ief  v  '■  To  present 
a  bill  to  a  man  breakfasting,  sir '-'  Do 
you  know  that  yon  arc  an  intruder 
i»  this  el  lib,  sir?  Do  you  know  I 
could  eall  the  servants  and  have  you 
thrown  out?  If  you  wish  to  talk 
iMifines?,  go  outside  and  send  in  your 

The  collector  went  out  and  sent  in 
curd.  William  picked  it  up  bet- 
n  thumb  and  forefinger,  adjusted 
monocle,  and  read  it. 
Tell  the  gentleman,"  he  said 
etlv,  "that  I  am  not  in." 


WANTED 
TRAVELLER  for  Otl 
to   handle   fine  women 
boots,  men's  skowhegan 


Iatic 


-  Bo 


Among  the  features  of  the  after- 
noon session,  was  the  disclosure  of 
two  new  orators  in  the  shoe  trade. 
One  is  Wilfrid  Gagnon,  who  speaks 
equally  well  in  both  languages,  ilie 
other  was  Mr.  N.  MacFarlane,  whose 
eloquence  swayed  his  audience  on  the 
credit  question.  The  Demo&'.enes 
of  the  Montreal  section  of  the  shoe 
trade,  Mr.  L.  P.  Deslongcliamjw, 
will  have  to  look  to  his  lau  • 


Huck  —  "Can  you  give  n  defini- 
tion of  an  orator?" 

Private  —  "Sure.  He's  a  fellow 
th;il\  always  ready  to  lay  down  your 
life  for  bis  country!" 


"|  do  a  thing  with  Jones," 
'aid  the  manager.  "I've  had  him  hi 
three  departments,  and  he  dozes  ni] 
day  long/' 

"Put  lii in  at  the  pyjama  counter,'' 
-u^'t-t,.,!  the  proprietor,  "and  fas- 
ten this  curd  on  him — 

"Our  nightclothes  are  of  ell-.U 
superior  quality  that  even  the  iiie.u 
who  sells  them  cannot  keep  awnke." 

"When  Johnny  .Tonks  litruck  you 
in  the  eve  you  should  not  have  iriven 
him  it  black  eve  in  return,"  severely 
said  mother. 

"Huh!"  answered  Skinny  Simp- 
son.  "Tin  not  the  kind  of  a  feller 
that  expects  to  get  something  tor 
nothing." 

NEW  SONG  —  Words  and  music 
by  Louis  Breithaupt. 
There's  nothing  like  leather, 
For  soling  a  shoe, 
Or  Montreal  weather, 
For  catching  the  flu. 

With  apologies  to  Mr.  F.  W. 
Kmnvltoii,  we  will  my  the  familiar 
I'SMC  means  United  Shoe  Men's 
Convention. 


STYLE  EXPEItT  to  tell  dealer 
what  will  sell  in  women's  -hoes  next 
April  and  May.  Must  hi'  genuine 
clairvoyant  and  back  bis  dope  with 
enough  "iron  men"  to  show  good 
faith.  Apply  to... 

WEATHER  EXPERT  to  tell 
-now  and  slush  prospects  for  Oc- 
tober and  November,  l!>'2.i.  Money 
no  Object,  if  forecast,  reliable  by  April 
let.  No  funny  artiste  need  reply. 
This  is  serious'. 

.     OPEN  FOR  ENGAGEMENT 

TRAVELLER  representing  west* 
em  house  in  West  wants  line  of 
Quebec  goods  that  can  be  (orrial  in 
secret  bottom  of  small  sample  1  runic. 
Sample*  must  be  properly  wrapped 
to  avoid  damage  by  low  temp >rai ures 
of  West.  Repeat  orders  ininranteed. 


Mr.  We 


idling   of  the 


Make  Harvey  Graham  tell  you 
where  be  and  Dunbar  took  Bidv 
Marsh  on  Tuesday  night  in  Chica- 


Uncle  Henry  Jones  had  died  very 
suddenly,  and  a  distant  relat.iv  of 
(he  relict  was  offering  her  condo)*:- 
ees.  Finally  the  lady  got  roum!  l.> 
the  point  where  she  felt  she  e<aiM 
burning  questi 


•An 


did 


llil 


TRAVELI 


i; 


<e,ml:.(i< 


bouse  whether  right  or  wrong:.  25% 
i  to  right  man 


Ed.  Stephens  (toys  Chicago  bit'; 
othing  on  Montreal   unless  it  is 


men.  He  says  the  retailer  may  now 
get  down  to  brass  tacks. 


"THE  BIG  KNIFE 

We  are  out  to  stick  the  knift  nto  competitors. 

57%  Reduction 

On  Manufacturers'  L  ft  Oners. 

67%  Redaction 

On  Travellers'  Soiled  Samples, 

Regular  Wind  Jammers 
Fit  any  foot  —  Suit  al!  stomacks. 

Maker's  name  on  ev  iry  pair. 
Guaranteed  A.  B.  C  widths. 

F.  FLUSHER 

BIG  KNIFE  SHOE  STORE 

MAIN  STREET  COE'OCONK 
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u  de  dm*  moments,  de  memo      II  cxpriuia  sa  satisfaction  de  I 'in-      II  engagea  les  detaillauts  a  envi-  tions  iudustrielles,  le  cote  affaire?, 


Toronto,  February,  1st,  1923 


La  Boulevardiere  Parisienne 


ACTON  PUBLISHING  CO.,  LIMITED 
TORONTO  MONTREAL 


THE  SHOE  AND  LEATHER  JOURNAL 


Prompt  and  regular  delivery  of  materials 
is  an  essential  of  business  success  today. 
This  is  particularly  true  of  the  shoe  bus- 
iness. Strategic  location  of  warehouses 
and  tanneries,  a  wide  range  of  sole  leath- 
ers, and  unceasing  attention  to  details 
connected  with  orders  received,  are  among 
the  factors  which  allow  us  to  serve  you 
in  a  large  or  small  way  promptly,  regul- 
arly and  efficiently. 


The  Breithaupt  Leather  Co.Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 


Kitchener 
Penetang 


SALES  OFFICES 
Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 
Hastings  Kitchener  Woodstock  Burk's  Falls 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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The  Root  of  Style  and  Strength 


The  Counter  is  the  root  of  Style  and  Strength  in  a  shoe.  Those 
shoes  that  have  these  two  most  important  qualities  firmly  rooted 
in  D.  &  P.  FIBRE  COUNTERS  are  assured  of  an  outstanding 
position  both  for  appearance  and  wear.  They  are  the  shoes  that 
also  have  their  growing  SALES  rooted  in  the  satisfaction  of  trade 
and  public. 

Come  to  us  with  all  your  counter  needs  in  any  line  of  footwear. 


DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse 

224  Lemoine  Street 
MONTREAL 


REPRESENTATIVES 
For  Ontario:— E.  R.  Lewis,  45  Front  St.  East,  Toronto. 
For  Quebec  City:— Richard  Frere,  St.  Valier  Street,  Quebec 
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Our  1923  Colors 

The  pronouncement  of  the  Styles  Committee 
at  Chicagoas  to  fashionable  shades  of  Browns 
and  Reds  are  fully  exemplified  in 

Davis  Colored  Calf 


DOMINION  BROWN 
NEWFORTEAN  BROWN 
NO.  33  COCOA  BROWN 
S.  A.  BROWN 


NO.  601  BROWN 
NO.  404  BROWN 
GLAZED  MAHOGANY 
NO.  700  RED 


Samples  of  these  Shades  Gladly  Furnished 
We  also  call  attention  to  our 

Black  Dominion  Calf 


In  Bright  and  Dull  Finishes.  The  most 
Satisfactory  and  Economical  Cutting  Leather 
on  the  market. 


A  Leather  for  Every  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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CALF  AND  SIDES 
STORM  CALF 


ALL  COLORS 

H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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BELL  SHOES 

The  Flower  of  Fashionable  Footwear 

Bell  Shoes  justly  earn  and  hold  their  title  as  The  Flower  of 
Fashionable  Footwear  when  beautiful  style  and  expert  work- 
manship are  combined  as  they  have  been  in  creating  this  new 
popular  model. 

Made  in  Flowered  Black  Brocade,  over  a  very  graceful  last, 
Single  Strap  and  Button,  presenting  an  exceptionally  attrac- 
tive tongue  effect. 

There  are  no  imitations  available  that  can  equal  exclusive 
Bell  Character  in  fancy  dress  footwear.  There  are  no  shoes 
so  highly  favored  wherever  style  shoes  are  bought  and  worn. 

J.  &   T.  BELL,  LIMITED 

Montreal,  Quebec 

Toronto  Sample  Rooms;  Room  206  Stair  Bldg.,No.  123  Bay  Street 
C.  E.  Fice,  Representative 


Manufacturers  tor  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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GUTTA  PERCHA" 


RUBBERS 


PFER  merchants  distinct  advantages  in 


is  not  only  well  known,  and  favorably 
known,  butit  has  become  associated  in  the  minds 
of  your  customers  with  satisfaction.  There  is 
a  distinct  confidence  among  purchasers  that 
they  will  receive  value  in  purchasing  articles 
bearing  the  "G  P"  mark. 

In  selling  "Guttapercha"  Rubbers  you  not  only 
follow  the  line  of  least  resistance,  but  at  the 
same  time,  you  are  putting  your  business  on 
the  firm  foundation  of  satisfied  customers- 
building  for  future  trade. 

Manufactured  Exclusively  By 


Gutta  Percha  &  Rubber, 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


The  "Gutta  Percha"  name 


LIMITED 


Head  Offices  and  Factories,  Toronto 

Branches  in  All  Leading  Cities  of  Canada 
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Have  you  seen  the  Perth  Line 
of  Women  s  Popular  Priced 
Goodyear  Welts  for  Spring 
Delivery? 

Representatives  are  now  on  the  road. 
A  card  will  bring  them  quicker. 


Judging  from  the  comments  of,  and  sales  made 
to,  merchants  from  all  parts  of  Canada,  at  the 
recent  Shoe  Trade  Congress  in  Montreal,  we  cer- 
tainly are  encouraged  in  the  belief  that  we  have 
the  strongest  proposition  in  moderately  priced 
welts  now  being  offered  to  the  Canadian  shoe 
trade. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturersof  Women's  Welts  Exclusively  in  Canada 

Perth,  Ontario 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Spring  Trade  In  Children's  Shoes 
Means  Big  Demand  for  Globe  Lines 

The  volume  and  profit  of  your  Spring  selling  in  Children's  lines 
will  be  governed  by  your  readiness  to  meet  the  needs  of  your  cus- 
tomers with  a  full  assortment  of  Globe  "Pillow  Welt"  and  "Baby 
Pillow  Welt"  Shoes.  With  their  superior  qualities  in  fit,  appear- 
ance and  wear  they  make  SALES  and  FRIENDS  wherever  featur- 
ed. 

THEY  ARE  THE  ONLY  GENUINE  GOODYEAR 
WELT  SHOES  MADE  WITH  A  PILLOW  WELT 
INSOLE. 

A  traveller  will  call  and  show  you  the  entire  line  whenever  requested. 


Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  limited 


TERREBONNE 

Montreal  Office—11  St.  James  St. 


QUE. 

Representative— J.  A.  BLUTEAU 
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ROBERT  H.  FOERDERER 


PHILADELPHIA 


INCORPORATED 


PENN.,  U.S.A. 
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These 
Staples 
Lead 
All  Over 
Canada 


Country -Wide  Sellers 


There  is  not  a  part  of  Canada  where  staple  footwear  is 
worn  into  which  the  name  and  fame  of  Yamaska  Shoes 
have  not  penetrated;  and  in  every  locality  where  they 
are  featured  you  will  find  them  steady  sellers,  attracting 
trade  through  style  and  value,  and  backing  up  the  mer- 
chant's recommendation  with  superior  wear  service. 

When  providing  yourself  with  the  new  lines  you  still 
need  for  Spring,  be  sure  to  see  Yamaska  Shoes.  Our 
direct  from  the  factory  buying  proposition  is  one  of  the 
money-saving  advantages  in  handling  this  reliable  line. 


If 


'Staples 


IHIIJHK^IIllHWi^  s 


L^Compagnie  JA&M  Cote 

ST. HYACINTHE ,  QUE. 
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THE  ARCH 
PRESERVER  SHOE 


At  the  Chicago  Style  Show  we  met  buyers 
from  many  States  and  in  nearly  every  instance 
found  them  to  be  ARCH  PRESERVER  buy- 
ers and  boosters. 

And  in  Canada  we  are  selling  this  same  Arch 
Preserver  Shoe  to  many  of  the  largest  retail 
stores  catering  to  men's  trade.  Will  you  take 
this  opportunity  to  cash  in  on  this  sales 
Builder?  It  means  satisfied  customers  and 
repeaters. 


The  Arch  Preserver  Shoe  is  made  by  us  under  special  license  from 
E.  T.  Wright  &  Co.  Inc.,  Rockland,  Mass. 


"Keeps  Good  Feet  Good." 


The  Talbot  Shoe  Co.,  Limited 

St.  Thomas  :-:  Ontario 
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The  New 

"Model"  Shoe 

Makes  Its  Bow  To  The  Trade 


i  — i 


The  "MODEL"  Shoe  has  always 
been  a  shoe  of  Quality  but  to-day  it 
has  all  the  Snap  and  Style  which  the 
trade  demands. 

See  our  New  "MODEL"  Samples 
embodying  the  newest  lasts  and 
patterns  selected  at  the  CHICAGO 
SHOE  CONVENTION. 


The  Old  House  with  a  New  Line 

W.  B.  Hamilton  Shoe  Co., 

  Limited  

Toronto 

Makers  of  the  "Model"  Shoe 
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FOR 
WEARING 
4  FITTING 
QUALITIES 


THE  PACKARD  SHOE 


THE  PACKARD  SHOE 

A  SUPERIOR 

GOODYEAR  WELT 

MADE  IN 

CHILDREN'S,  MISSES',  BOYS' 
YOUTHS'  &  LITTLE  GENTS'  SIZES 


Our  travellers  are  now  on  the  road  with  a  full  range  of  Samples 
and    will  represent  us  in   their   various   territories   as  follows 


Western  Provinces 
G.F.  Wadsworth  and  C.S.  Pace 

Ottawa     District  & 
Eastern  Townships 
James  Leddy 

Lower  Provinces 
A.  W.  Gardner 


Western  Ontario 
R.  J.  McAllister 

Quebec  City  &  Eastern  Quebec 
J.  B.  Crochier 

L.  H.  PACKARD  &  CO. 

LIMITED 

15  St.  Antoine  St.    -  Montreal 


Eastern  Ontario 
Wm.  Dalton 


Northern  Quebec 
J.  P.  McClure 


City  of  Montreal 
R.  Wadey  &  Leo  Dubreuil 


UPPER  LEATHER 

BARK,  CHROME,  RETANNED 


SPLITS 


WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 


OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  &  SON,  LIMITED 

KINGSTON,  ONTARIO 
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Better  Satins  at  Lower  Prices 


S840  $3.15 


S840  Black  Satin  Colonial,  Brocaded 
Quarter,  Imitation  Turn,  14-8  Half  Spanish 

Heel    widths  B  to  D,  Code  "Avis"  $3.15 

S848  Same  as  above  except  Genuine  Turn, 
Full  14-8  Spanish  Heel,  widths  A  to  D,  Code 
"Bunny"    $3.85 


The  true  test  of  any  shoe  is  "Will  it 
sell?".  Making  fabric  shoes  exclus- 
ively, HANNAHSONS  offers  better 
shoes  at  lower  prices.  Our  rapid  grow- 
th reflects  the  unusual  retail  salability 
of  HANNAHSONS  Satins. 

Why  not  order  a  dozen  and  test  the 
selling  value  of  this  line? 
The  results  will  indicate  the  wisdom 
of  merchandising  more  HANNAH- 
SONS Satins. 


S805  $3.25 


S805  White  Satin  Brocade,  One  Strap, 
Leather  Lined,  14-8  Louis  heel,  widths  B 
to  D,  code  "Vera"  $3.25 

S800    White  Satin  One  Strap,  leather  lined, 
14-8  Louis  heel,  widths  B  to  D.  code  "Helen" 
  $3.15 


S720  $3.85 


S720  Black  Satin,  Fan  Flare  Tongue, 
Metal  Ornament,  Genuine  Turn,  16-8  Full 
Louis  hee!,  widths  A  to  D,  code  "Pan". ...$3.85 
S730  Same  as  above  except,  14-8  Full 
Louis    heel,    code    "Pat"  $3.85 


S769  $2.85 


S769  Black  Satin  1  Strap,  14-8  half  Louis 
heel,  imitation  turn,  leather  lined,  steel  bead- 
ed vamp,  widths  B  to  D,  code  "Ivy"... .$2. 85 
S782  Same  as  above  except  genuine  turn, 
16-8  Full  Breasted  Louis  Heel,  and  beading 
on  strap,  widths  A  to  D,  code  "Becky"  $3.75 


S790  $2.15 


5790  Black  Satin  One  Strap,  Orchid  lined, 
14-8  Louis  heel,  widths  B  to  D,  code  "Adra" 

  $2.15 

5791  As  above  except  with  12-8  Cuban 
heel,   code    "Amy"  $2.15 


S786  $3.10 

S786  Black  Satin  Wide  One  Strap.  9-8 
Flapper  Heel,  rhinestone  button,  genuine 
turn,   leather  lined,   widths,   B  to  D,  code 

"Clover"   $3.10 

S776  As  above  except  imitation  turn,  code 
"Edna"    $2.75 


[S865  $3.00 


S865  Black  Satin  Colonial  Strap,  imitation 
turn  14-8  Spanish  Heel,  widths  B  to  D,  code 
"Rae"    $3.00 

S857  Same  as  above  except,  16-8  Half 
Louis  Heel,  Width  C,  Code  "Minerva"  $3.00 


S802  $2.85 


S802  Black  Satin  One  Strap,  14-8  Louis 
Heel,  brocade  quarter,  leather  lined,  imit. 
turn,  code  "Ruby"    widths  B  to  D....$2.85 

S777  Same  as  above  except  genuine  turn, 
16-8  Full  Breasted  Louis  Heel,  widths  A 
to    D.    Code    "Sarah"  $3.50 


IN  STOCK 


Send  for  Hannahsons'  Authoritative  Style  Digest.    Just  issued. 

HANNAHSONS  SHOE  CO. 

HAVERHILL,  MASS.,  U.S.A. 


Fabric   Footwear  Specialists 


IN  STYLE 
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"And  the  "Hotel  Cleveland" 

is  my  home  when  mv  trip 
brings  me  to  Cleveland!" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long ! 

Hotel  Cleveland 

CLEVELAND,  OHIO. 


SELL  SATISFACTION 

by  using  Kendex  Insoles 

They  eliminate  burning  &  stinging  of  the  feet. 
They  conform  readily  to  the  feet,  and  thereby 
eliminate  callouses. 

They  never  harden  or  crack;  remain  always 
flexible. 

They  are  nonconductors;  warm  in  winter;  cool 
in  summer. 

Kendex  once  worn — always  worn 

KENWORTHY  BROS.  OF  CANADA,  LIMITED 

St.  John,  Que.  Montreal  Office,  224  Lemoine  St. 


Remember  "The  feeling  of  the  feet  is  reflected  in  the  face."    Wear  Kendex 


1. 

2. 

3. 
4. 
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The  Hit  of  the  Convention! 


Northampton 

$5.90* 

Br.  Cordo  Oxf.  Toney  Red 
Tip,  Saddle  and  Collar. 

*(Less  5%  for  24  prs.  Lots  of 
not  more  than  two  widths.  No 
order  for  less  than  6  prs.) 


Ask  our  salesmen 
about  these  shoes 


Northampton  Last  IS  a  winner.  We  knew  it  would  go  BIG,  but  the 
warmth  of  its  reception  surprised  even  us  who  knew  its  worthiness. 

Variety  of  up-to-the-minute  lasts  and  patterns — 

— backed  by  real  shoemaking,  such  as  only  an  old  established  factory 
can  produce — 

— that  was  the  Invictus  line  at  the  show — the  range  for  Spring  1923. 

We  wish  to  express  our  appreciation  for  the  many  kind  remarks  regard- 
ing Invictus  shoes  and  the  many  orders  received  from  our  friends. 

For  the  benefit  of  those  who  were  unable  to  attend  the  convention  we 
illustrate  above  the  shoe  considered  the  hit  of  the  convention. 


INVICTUS  SHOES  LIMITED 

Montreal 

Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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TWO  NEW  TRADE  WINNERS 
FROM  McCAUGHAN'S 


"Gloria" — One  Strap,  One  Button  Pump,  overlay 
on  quarter,  made  in  all  combinations. 


" Fanette" — One  Strap  Colonial  Pump,  inlaid 
quarter  and  Tongue.    Made  in  all  combinations. 


Two  very  attractive  patterns,  representing  the  most  popular  of 
the  newest  styles,  are  offered  to  the  trade  in  these  latest  additions 
to  our  line. 

Up-to-the-minute  in  fashion  features,  and  decidedly  superior  in 
their  standard  of  good  value,  these  shoes  are  right  in  line  for  the 
biggest  demand  in  Spring  trade. 

The  wisdom  of  making  an  early  selection  from  these  lines  will  be 
proven  by  the  profitable  selling  they  will  create. 


OUR  REPRESENTATIVES 


Western  Provinces — J.  E.  Mireault 
Ontario  (exclusive  of  Toronto  and  Ottawa) 

—A.  E.  Elmer 
Toronto,  Ottawa  and   Maritime  Provinces 

— C  E.  Betournay 


Quebec  Province  (exclusive  of  Montreal  and 
Quebec   City) — E.  L'Heureux 

Montreal  &  Quebec  City — Geo.  H.  Betournay 


J.  A.  McCAUGHAN  &  SON 

681-689  Champlain  St.  Montreal 
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BLACK 
BEAUTY 


Chrome 
Vatent^ 
Sides 


The 

Canadian-Born 
Aristocrat  Among 
Patent  Leathers 


The  Rob  son  Leather  Co 

/^i mi  led 
Oshaxva  -  Caruidci 
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COLLEGE  LAST 

405  Pat.  Col.  1  Strap  Blk.  Suede  Qr.  and  Tongue,  Imt. 

Tip    $3.50 

406  All  Pat.  Col.  1  Strap.  Imt.  Tip    3.40 

408  Black  Kid  Oxford  Imt.  Tip   3.40 

411  Velour  Calf  Oxford  Imt.  Tip   3.35 

414  Br.  Calf  8s  Sand  Elk  Oxf.  Imt.  Tip    4.00 

417  Pat.  2  Button,  1  Strap  Imt.  Tip   3.50 

419  Pat.  Oxford  Imt.  Tip    3.50 

420  Pat.  8s  Sand  Elk  Oxf.  Imt.  Tip   4.00 

423  Blk.  Kid  2  Button,  1  Strap.  Imt.  Tip    3 . 50 

424  Pat.  8b  Grey  Buck,  1  Strap.  Imt.  Tip    3.65 

425  Br.  Calf.  2  Button,  1  Strap.  Imt.  Tip    3.65 

Sizes  2lA  to  7,  D  Width  8/8  Heel. 


JOLI  LAST 

109  Pat.  Col.  1  Strap,  Grey  Suede  Tongue    $4.00 

111  Pat.  Col.  1  Strap,  Brocade  Quarter,    Blk.  Suede 

Tongue    3.85 

122  Patent,    1  Strap     3.50 

129  Blk.  Kid,    1  Strap    3.50 

137  Pat.    2  Strap    3.65 

138  Blk.  Kid,    2  Strap    3.65 

Sizes  2lA  to  7,  D  Width  17/8  Louis  Heel. 


AUNT  MARY  LAST 


Blk.  Kid  2  Button,    1  Strap,  Comb.  Last   $3.25 

Blk.  Kid  Button,    Standard  Leg   4.25 

Blk.  Kid  Gypsy  Bal.  Standard  Leg   4.50 

Blk.  Kid  Fat  Ankle  Bal   4.25 

Blk.  Kid  Bal.  E.  E.  Forepart,  D  Back,  C.  Leg,  Combination  Last    4.25 

Black  Kid  Bal.  Standard  Leg   4.25 

Black  Kid  Bal.  Blk.  Kid  Tip   4.25 

Blk.  Kid  Oxford,    Combination  Last   :.     3.25 

Blk.  Kid  Oxford,  Blk.  Kid  Tip    3.40 

Sizes  2K  to  8,  add  50  c.  for  size  9 

AH  Lines  E.E.,  with  10/8  Rubber  Heel,  Cushion  Sole. 


LADY  JANE  LAST  SULTANA  LAST 

125  Blk.  Kid,    1  Strap    $3  .35  121  Br.  Kid  Col.    1  Strap  Brown  Brocade  Qr.  and 

126  Pat.  3  Strap    3.50  Tongue    $4.25 

127  Blk.  Kid,    3  Strap    3  .50  143  pat.  Col.  1  Strap,  Blk.  Suede  Tongue   3  .90 

128  Pat.  1  Strap    3.35  146  pat.  Col.  1  Strap  Blk.  Brocade  Qr.  Blk.  Suede 

165  Blk.    Kid  Oxford    3.25  Tongue    3.75 

'>f,   Blk.  Kid  Bal                                                           4.35  sizes  2 y2  to  7,  D  Width  14/8  Mil.  Heel. 

Sizes  2]A  to  8,  D  Width,  13/8  Mil.  Heel. 

The  above  lines  are  carried  in  stock  for  immediate  delivery,  excepting  109-111-121-143-146-405-406,  will  be  ready  Feb.22/23. 

The  W.  E.  Woelfle  Shoe  Co.,  Limited,  Kitchener 


All  of  our  other  well  known  lines  also  in  stock. 
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Every  Day 
In  Every  Way 

I'm  Getting  Better  And  Better. 

— Coul. 


Every  Day 
In  Every  Way 

My  Sales  Get  Better  And  Better. 

ThelTetrauli [Dealer 


Tetrault's, — always  better-made  shoes,  get 
better  every  day, — because  every  day 
they  are  offering  something  new  in 
style     and     different     in  shoemaking. 


Tetrault  Shoe  Mfg.  Co.,  Limited 

— Largest  Shoe  Manufacturers  in  Canada — 

Montreal,  Quebec 
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IF 


1 


With  Spaulding's  Fibre  Counters  in  your  shoes 
you  can  be  sure  that  they  will  retain  a  trim,  perfect 
shaped  back  that  will  reflect  credit  on  your  line 
and  result  in  greater  all-around  buying  appeal. 

We  make  our  own  fibre 

J.  SPAULDING  &  SONS  CO.,  Inc. 


Main  Office  and  Factory 
NORTH  ROCHESTER,  N.H. 

PHILADELPHIA  CINCINNATI 
John  G .  Traver  &  Co .     The  Taylor-Poole  Co . 
141-143  No.  4th  St.  410-41 2  E.  8th  St. 

SEVEN  FACTORIES 
Tonawanda,  N.  Y.  Rochester,  N.H. 

No.  Rochester,  N.H.  Milton,  N.H. 

Townsend  Harbor,  Mass. 


Boston  Office 
203-B  ALBANY  BUILDING 

ST.  LOUIS  CHICAGO 
The  Taylor-Poole  Co.  J  .E  .D .  McMechan  8s  Co . 
1602  Locust  St.  217  W.Lake  St. 

English  Agents:  J.  Whitehead  8s  Co.,  Ltd. 
Leicester,  England 


1L 


Canadian   Agents:    International   Supply  Co.,   Kitchener,  Ontario,  and   Quebec  City 

V.  Champigny,  Montreal. 
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ewpie 
ewps 

for 

iddies 


Infants'  2-5  Sizes  made  with 
Chrome  Tanned  Elk  Sole,  and  the 
larger  sizes  with  regular  high  grade 
Oak  Sole  Tannage. 


A  Flexible  CushionSole  Shoe 


for  Children 

(Process  fully  protected  by  Patent) 


A  Superior  Shoe  at  a  Moderate  Price 

Repairable  by  any  Cobbler 

This  process  is  not  an  experiment  but  an  assured 
success.  Many  thousands  of  pairs  already  in  use 
and  demand  steadily  increasing. 

A  great  leader  for  Children's  Trade.  Made  on  a 
Welt  Process  with  our  Patent  Cushion  Sole 
features.  Pleases  parent  and  child.  Has 
APPEARANCE  as  well  as  COMFORT  and  is 
absolutely  FLEXIBLE.  The  cushion  holds  its 
position  during  the  life  of  the  shoe. 

The 

Eclipse  Line 

Turns  and  McKays 
For  Growing  Girls,  Youths,  Misses 
and  Children. 

Has  all  the  Style  of  Adult  Lines  combined  with 
Fit  and  Wear.  Eclipse  workmanship  is  a 
guarantee  of  Quality. 

W rite  for  Complete  Details 

Gait  Shoe  Manufacturing  Co.,  Ltd. 

GALT,  ONTARIO 


TORONTO  PERMANENT  SAMPLE-ROOM 
Room  7C  Cosgrave  Bldg.,  167  Yonge  St.  (Telephone  Main  2250) 
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'Grips  the  GArcKi 


9617— Kid  Lace  Oxford,  W.  C.,  Last  57,  Archgrip  Shank  $5.65 


A,  B.  C.  D.  Widths,  Sizes  3  to  9 


IN-STOCK 


TERMS  NET  30  DAYS. 


MAKERS  OF 


(9nyx  ^ytrchprip — 9eoryina 
stioes  for  women 

90T0  94   SHE  F>  BOURNE  ST 

Toronto 
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Vol.  XXXVI.  No.  3 


Toronto,  February  1st,  1923 


Shoe  and  Leather  J ournal 

Fuhlish&d  Twice  <z  Months 

* 

 — «  :  ■  

$1.50  a  Year  Single  Copies  15c.  Outside  Canada.  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 

S"   -   -   • — ■  • — — •  ■—■ — — —  ■ 

SELLING  MORE  SHOES 

THE  problem  that  confronts  the  Canadian  shoe  industry  is  not  that  of  making  better  or 
cheaper  shoes,  but  more  of  them.    We  are  producing  in  Canada  to-day  shoes  as  good  as 
as  are  made  anywhere  in  the  world,  and  selling  them  at  prices  that  afford  little  margin 
to  either  manufacturer  or  distributor. 

We  are  absorbing  practically  two  pairs  of  shoes  of  Canadian  make  per  capita  of  our  popu- 
lation per  annum  and  ought  easily  to  be  able  to  make  it  three  if  those  in  the  trade  would  only 
get  down  to  serious  co-operative  effort. 

The  increased  production  would  solve  the  question  of  price  as  well  as  quality.  For  a  con- 
siderable time  past  our  shoe  manufacturing  plants  have  only  been  running  at  about  two  thirds 
time.  It  does  not  take  any  figuring  to  show  that  overhead  being  the  same,  an  increased  pro- 
duction of  fifty  per  cent,  would  mean  not  only  decreased  cost  of  the  shoes,  but  increased  skill 
and  efficiency  in  their  manufacture. 

An  increase  of  a  million  pairs  of  shoes  a  year  would  mean  not  only  cheaper  and  better  shoes, 
but  increased  profit  to  retailer  as  well  as  manufacturers.    There  is  no  business  in  the  country  that 
has  afforded  so  meagre  a  return  for  the  investment  of  brains,  money  and  effort  as  the  shoe  trade, 
as  witness  the  fact  that  in  the  past  generation  there  can  hardly  be  found  an  individual  in  either 
department  who  has  made  a  competence. 

When  we  consider  that  the  average  expenditure  of  a  well-to-do  person  in  Canada  for  shoes 
is  not  ten  dollars  a  year  and  compare  the  amount  with  what  is  spent  on  other  items  of  apparel, 
the  contrast  is  rather  startling  whether  applied  to  men  or  women. 

A  woman  will  willingly  pay  forty  of  fifty  dollars  for  a  hat  and  from  a  hundred  to  two  hundred 
dollars  for  a  gown  and  hesitate  to  spend  fifteen  or  twenty  dollars  for  a  pair  of  shoes.  She  will 
moreover  change  her  hat  or  other  wearing  apparel  four  or  five  times  a  year,  and  is  satisfied  to  make 
her  shoes  last  her  through  two  seasons. 

Shoe  men  have  been  too  modest  in  their  efforts  to  popularize  their  goods.  That  is  one  out- 
standing reason  why  shoes  are  not  taken  more  seriously.  In  accounts  of  public  or  social  functions 
there  will  be  a  plethora  of  space  devoted  to  other  habiliments  of  women  and  often  not  a  line  to  in- 
dicate whether  they  were  prunella  buskins  or  Russian  boots  on  their  feet. 

There  ought  to  be  a  campaign  of  some  kind  started  to  give  shoes  their  proper  place  in  the 
apparel  category.  The  American  industry  is  taking  up  the  slogan  "Walk  and  Be  Healthy." 
Added  to  this  should  be  "Wear  Stylish  Shoes  and  Be  Well  Dressed." 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  open  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 
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In  The  Market  Place 

Business  is  in  a  more  hopeful  condition  that  it  was 
a  month  ago.  Retailers,  following  stock  taking,  have 
been  inclined  to  ft  1 1  up  shortages  and  this  with  the  sales 
campaigns  conducted  in  all  the  centres  large  and  small 
has  created  a  demand  especially  for  goods  of  the  cheaper 
class  and  job  goods.  There  has  also  been  an  inclina- 
tion to  order  regular  goods  and  complete  arrangements 
for  spring  stocks.  Manufacturers  and  jobbers  both 
claim  that  there  has  been  a  noticeable  change  in  the 
attitude  of  retailers,  particularly  in  the  past  two  weeks. 
A  more  hopeful  and  expectant  feeling  has  seemed  to 
seize  the  trade.  On  the  other  hand,  payments  have 
been  slow,  and  there  has  been  a  good  deal  of  anxiety, 
as  to  the  future  of  many  of  the  concerns  that  have  managed 
to  pull  through  the  year.  A  number  of  important 
failures  during  the  month  has  given  trade  a  set  back 
particularly  amongst  manufacturers.  The  rubber  shoe 
trade  has  enjoyed  unwonted  activity  and  manufacturers 
have  been  at  their  wits'  end  to  supply  regular  goods. 
The  demand  for  women's  high  arctics  has  pretty  well 
cleaned  out  stocks  of  manufacturers  as  well  as  retailers 
and  fresh  supplies  have  had  to  be  produced. 
Leather  Conditions 

Leather  men  report  trade  as  picking  up.  Some 
fair  orders  of  upper  and  sole  stock  have  been  received 
during  the  month  in  spite  of  the  firmness  of  the  market. 
In  staple  lines  of  upper  leather  there  has  not  been  much 
change  as  to  prices  although  in  some  lines  of  side  leather 
there  has  been  a  firming  up  of  the  market.  In  the  finer 
lines  the  cost  of  raw  stock  has  been  felt  in  slight  increases 
of  market  quotations.  In  kid  particularly  there  has 
been  a  marked  shortage  in  the  better  grades  which 
has  resulted  in  higher  prices  for  some  lines.  The  feel- 
ing seems  general  that  in  fine  upper  stock,  as  well  as  the 
prime  tannages  of  sole,  the  tendency  is  upward  rather 
than  down-ward.     Manufacturers   are  just  getting  into 


the  market  for  stock  to  finish  their  spring  shipments  and 
the  next  week  or  two  will  bring  a  more  definite  situa- 
tion with  regard  to  leather  conditions.  Meanwhile, 
the  buying  that  is  being  done  is  along  the  most  cau- 
tious and  economical  lines. 
Retail  Trade 

Business,  apart  from  the  special  sales  that  are  to  be 
found  in  full  swing  from  one  end  of  the  country  to  the 
other  shows  no  disposition  on  the  part  of  the  public 
to  take  interest  in  new  goods.  The  weather  conditions 
have  been  against  good  shoe  business.  People  have 
been  using  rubbers  to  cover  their  old  footwear,  and  are 
waiting  for  warmer  weather  to  give  attention  to  their 
regular  shoe  requirements.  There  have  been  good 
sales  of  shoe  packs,  larrigans,  sox  and  gloves  as  well  as  light 
and  heavy  rubber  shoes  for  country  requirements  which 
have  all  been  moving  very  satisfactorily  during  the  past 
month  on  account  of  the  abundance  of  snow.  Never- 
theless, the  cutting  down  of  lumbering  operations  for 
lack  of  men  and  the  unemployment  which  exists  in  many 
places  this  winter  has  had  a  marked  effect  upon  the 
sale  of  staple  lines. 
The  General  Outlook 

In  spite  of  seemingly  untoward  conditions  at  pre- 
sent there  seems  to  be  a  general  feeling  of  hopefulness 
as  to  the  future.  Retailers  are  planning  for  a  good  spring 
business  and  some  of  them  are  increasing  their  orders. 
Everybody  seems  to  think  that  March  will  see  a  de- 
cided change  in  the  situation  if  there  is  anything  like  a 
favorable  change  in  the  weather.  Easter  this  year 
comes  at  the  end  of  the  month,  in  fact  April  1st,  and 
this  will  afford  an  opportunity  for  two  or  three  weeks' 
good  selling  if  weather  conditions  are  at  all  favorable. 
Manufacturers  are  already  experiencing  a  quickening 
movement  and  are  urging  customers  to  cover  their 
requirements  for  early  spring  as  there  will  undoubted- 
ly be  a  rush  towards  the  end  of  this  month  for  saleable 
goods.  Retailers  will  be  well  advised  not  to  leave 
their   calculations   until   the   last  rrom;nt. 
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Stray  Shots  from 
Solomon 

A  hammer  is  useful  for  what  it  is  intended, 
and  the  man  who  employs  it  for  anything  but 
driving  nails  or  straightening  out_  a  piece  of 
tough  material  will  hurt  his 
USING  THE  fingers.  When  you  are  temp- 
HAMMER  ted  to  use  it  to  break  a  re- 
putation or  knock  a  compet- 
itor, don't!  One  of  the  things  that  nobody 
likes  is  knocking,  and  the  reason  is  not  that 
most  people  do  not  enjoy  a  fight.  They  do. 
But  there  is  something  in  the  wail  of  a  "knocker" 
that  makes  a  person  want  to  kick  him  where 
he  can't  show  the  hurt  in  court.  You  may  not 
know  or  even  have  any  sympathy  for  the  fellow 
that  is  being  knocked,  but  it  is  as  true  as  any 
axiom  of  Euclid  that  all  the  world  hates  a 
"knocker."  The  reason  may  partly  be  found 
in  the  words  of  the  Wise  Man,  "The  end  of 
his  talk  is  mischievous  madness."  The  next 
time  you  are  tempted  to  whine  or  brag  about 
your  enemy  or  competitor,  stick  your  tongue 
in  your   cheek.    You   will  save   breath,  your 

reputation  and  business. 

*  *  * 

A  man  is  known   by  his  company.  Do 
not     complain     if  your 
TAKING  DOWN     credit  or  reputation  suffers, 
THE  RAIL.  because    you    run  with 

people  of  light  morals  or 
doubtful  habits.  "Dead  flies  cause  the  oint- 
ment of  the  apothecary  to  send  forth  a  stink- 
ing savour;  so  doth  a  little  folly  him  that  is 
in  reputation  for  wisdom  and  honor."  One 
drink  does  not  make  a  drunkard,  or  a  shady 
story  a  libertine,  but  no  man  who  values  his 
reputation  for  sobriety  or  purity  can  afford 
to  take  down  the  top  rail  of  the  fence.  A  man 
does  not  need  to  be  a  crank  or  a  misanthrope, 
but  on  the  other  hand,  he  should  not  shake 
hands  with  the  Devil  unless  he  is  willing  to 
be  seen  with  him  in  public.  Be  careful  of 
your  words  as  of  your  company,  and  even 
the  roughneck  and  the  roue  will  respect  you. 
When  in  Rome,  do  not  do  as  the  Romans  do, 
unless  you  want  to  part  company  with  your 

character   as   well   as   your  individuality. 

*  *  * 

Most  young  men  and  some  of  the  older 
ones  get  off  the  track  through  wanting  to  be 
thought   a    "regular   feller."    When    you  feel 

this  thing  coming  on,  get  your 
REGULAR  head  under  the  nearest  pump. 
FELLOWS.     You    will   need   all   its  cooling 

influence.  "A  living  dog  is  better 
than  a  dead  lion."    Better  be  thought  a  sissy 


or  a  back  number  than  run  with  some  of  these 
fellows,  who  are  headed  for  the  poorhouse 
or  jail.  Being  a  "regular  feller"  is  all  right  if 
it  helps  you  to  be  a  bigger  and  better  man, 
but  if  it  fills  your  head  with  bone  and  your 
mouth  with  wind,  cut  the  ambition  out.  There 
are  "regular  fellers"  walking  the  street  if  they 
are  not  behind  bars  who  might  have  been  good 
citizens  if  they  had  been  content  to  plug  away 
at  their  jobs  and  pay  less  attention  to  what 
the  rest  of  the  boys  thought  of  them.  "Re- 
gular fellers"  are  mighty  little  use  when  it  comes 
to  solve  some  of  the  problems  business  men  are 
up  against  to-day. 

*  *  * 

Be  content  to  fill  the  place  you  are  in  be- 
fore you  get  anxious  about  the  "seats  of  the 
mighty."    The  fellow  who  does  his  job  better 

and  quicker  than  any- 
SEATS  OF  one  else  need  never  worry 

THE  MIGHTY.       about       promotion.  The 

man  who  gives  his  full 
time  to  his  business,  and  keeps  his  mind  off 
the  other  fellow's  supposed  successes  or  fail- 
ings, will  have  all  he  can  do  to  take  care  of 
his  growing  business  and  profits.  "Folly  is 
set  in  great  dignity  and  the  rich  sit  in  low  place." 
The  history  of  every  man  who  has  made  his 
mark  in  his  calling  is  that  he  has  been  con- 
tent to  fill  the  low  place  until  he  has  been  called 
to  come  up  higher.  After  all,  the  fellow  who 
is  enthused  with  his  job  does  not  find  time  to 
worry  about  the  fools  in  high  places  and  while 
here  and  there  may  have  been  cases  of  unapp- 
reciated worth,  the  world  rewards  the  man 
who  is  willing  to  pay  the  price  of  advancement. 
Nothing  will  keep  the  fellow  back  who  loves 
his  work  and  shows  it  by  working. 

*  *  * 

The  reason  why  some  men  plug  away 
and  seem  to  get  nowhere  is  that  they  do  not 
use    their   heads.       "Wisdom   is   better  than 

strength."  They  rush  at 
USE  a  proposition  like  a  bull 

YOUR  HEAD.         at  a  gate  post,  and  never 

look  to  see  if  there  is  an 
easier  way  of  getting  through.  It  is  not  that 
they  have  no  brains,  but  they  do  not  use  them. 
They  spend  half  their  time  climbing  hills  that 
it  would  be  easier  and  quicker  to  avoid.  The 
man  who  has  energy  and  go  is  to  be  admired 
up  to  a  certain  point,  but  he  is  no  better  than  a 
wild  locomotive  that  wastes  steam  in  a  mad 
headlong  rush.  Keep  your  eye  on  the  grades, 
semaphores  and  curves.  Use  your  head  on 
the  proposition  and  your  hard  work  will  get 
you  somewhere.  The  man  who  couples  brains 
with  energy  has  like  Alexander  the  Great,  the 
world  at  his  feet. 
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Problems  of 
Salesmanship 

Some  of  the  Answers  to  Recent  Ex- 
amination. How  to  meet  Different 
Problems  in  Shoe  Store. 

WE  append  a  few  of  the  answers  of  those  receiv- 
ing honors  in  the  recent  "Salesmanship  Ex- 
amination" for  which  the  prize  winners  were 
announced  in  our  January  1st  issue.  The  following 
are  those  offered  by  some  who  in  the  aggregate  fell 
a  little  below  the  winners. 
The  Troublesome  Child 

In  answer  to  the  question  how  to  handle  a  trouble- 
some child  while  the  mother  is  being  served  the  following 
suggestions  were  made: — 

"I  would  exercise  considerable  patience  in  sub- 
mitting to  rough  house  behavior.  If  the  mother  seemed 
to  be  trying  to  control  the  child  and  herself  too,  during 
the  choosing  and  fitting  period,  and  if  not  too  busy  at 
the  time  with  a  crowded  store,  I  would  hand  something 
to  the  disturber  to  try  and  draw  the  mind  away  from 
noisy  antics.  Much  would  depend  too  upon  my  con- 
ception of  the  willfulness  of  the  child.  When  if  sterner 
methods  seemed  indispensible  I  would  speak  to  it  quietly, 
but  sternly,  believing  that  often  there  is  much  efficacy 
in  the  stranger's  demeanour  that  impresses  the  child 
to  assume  quietness,  and  I  think  in  the  majority  of  cases 
this  will  work  out  satisfactorily,  failing  in  this  I  would 
suggest  another  call  when  she  could  be  unencumbered, 
when  choosing  and  fitting  would  be  a  pleasure. 

"I  would  see  that  the  cartons  were  left  on  the  shelves, 
instead  of  where  a  mischievous  child  could  get  them, 
and  would  only  show  possibly  two  or  three  shoes  at 
a  time,  and  try  on  the  shoe  selected  after  replacing  the 
others  in  the  carton,  thereby  avoiding  all  chance  of 
trouble  from  the  child,  in  this  respect." 

Another   briefly   sums   up   the   situation  thus:— 
"I  would  give  the  child  something  to  play  with, 
a  pretty  card,  a  box  of  button  hooks,  or  anything  at 
hand  suitable  for  its  age  to  keep  it  from  mischief,  and 
I  would  not  forget  that  a  cross  look  at  that  child  or  an 
impatient  putting  away  of  anything  it  has  upset  will 
make  it  harder  for  me  to  please  that  mother. 
The  next  answer  is  practical.    He  says: — 
"I  would  see  that  I  would  always  have  something 
handy  such  as  a  fancy  shoe  horn  or  button  hook  or  any 
small  booklet  of  some  kind  to  give  to  that  child,  so  as 
to  take  its  attention  away  from  the  goods  I  was  show- 
ing to  the  mother.    I  have  found  a  book  is  the  best 
thing  to  interest  them,  especially  if  the  book  should  have 
any    pictures    in  it." 

The  situation  is  handled  at  length  by  a  writer  who 
develops   a   policy   of  extreme  diplomacy. 

"Try  to  change  the  child's  attention  to  something 
less  harmful  without  offending  either  the  child  or  the 
mother.  Engage  the  mother  in  conversation  about  the 
child,  complimenting  her  on  its  size  or  appearance. 
'I  hen  speak  to  the  child,  and  if  the  compliment,  and 
the  fact  that  a  stranger  is  addressing  it  does  not  cause 
the  child  to  become  shy,  embarrassed  and  subdued, 
and  with  many  children  these  would  prove  effective, 
then  include  the  child  in  the  conversation  asking  its 
opinion  about  the  different  shoes  you  are  showing.  The 
child  of  the  precocious  type  upon  which  the  first  method 
failed  would  feel  very  important  and  friendly,  and  would 
begin  to  take  a  great  interest  in  the  sale,  occasionally 
condescending  an  opinion.    The  child  has  been  quieted, 


but  more  than  that  he  can  be  made  to  agree  with  his 
friend  the  salesman,  and  help  to  close  the  sale.  Another 
quicker  method  if  too  busy  to  humor  the  child,  would 
be  to  use  a  little  reward  phychology  which  is  usually 
successful  with  children.  An  example  of  this— turn 
to  the  child  smiling  in  a  friendly  manner  and  lead  him 
to  a  seat  close  to  his  mother  and  say  "Now  my  lad,  here's 
a  seat  which  we  had  made  for  you  just  as  soon  as  we 
heard  that  you  were  coming",  or  some  similar  foolish- 
ness which  takes  away  from  the  mother's  resentment 
from  having  a  stranger  dictating  to  her  child.  Having 
seated  the  boy,  promise  to  show  him  something  awfully 
nice  if  he  will  sit  still  for  a  minute  or  two.  The  mother 
being  fitted,  produce  some  children's  shoes,  or  colored 
felt  slippers,  something  which  should  please  the  child; 
ask  him,  "How  is  that  for  something  nice?"  This 
might  lead  to  another  sale  immediately,  or  lead  to  one 
in  the  future  when  the  child  is  in  need  of  the  article 
shown." 

There  is  no  doubt  that  a  good  deal  of  trouble  might 
be  avoided  by  not  showing  too  many  shoes  out  at  once. 
But  some  children  do  not  trouble  about  the  shoes  on 
the  seat.  They  amuse  themselves  by  pushing  in  the 
cartons  on  the  shelves  going  down  the  whole  line.  Then 
some  women  will  object  to  their  children  handling  books 
or  toys  that  have  been  in  the  hands  of  other  children. 
If  you  have  any  better  suggestions  set  down  and  sketch 
them  out  for  discussion  and  profit  of  others. 
The  Gabby  Customer 

Every  merchant  has  had  experience  with  customers 
who  want  to  dally  after  a  sale  and  talk  personal  gossip. 
How  to  get  rid  of  them  without  offending  is  often  a 
serious  problem.  Here  are  a  few  of  the  suggestions 
made. 

"I  would  quietly  tell  this  specimen  that  I  was  too 
busy  to  listen  to  what  she  had  to  say,  and  I  would  ask 
her  to  come  in  on  a  week-day.  If  you  were  not  busy 
listen    to  her." 

Here  is  a  reply  that  takes  a  new  slant  on  this  kind 
of  customer. 

"Usually  a  customer  who  wants  to  be  so  talkative 
and  friendly  is  one  to  whom  you  can  be  more  or  less 
frank.  A  salesman  can  keep  referring  to  the  shoes 
until  sale  is  made  and  then  excuse  himself  while  he 
makes  change,  and  wraps  up  shoes.  If  customer  con- 
tinues to  talk  she  can  be  told  in  a  pleasant  way  that 
this  is  your  busiest  night,  and  to  please  excuse  you. 
Say  'Well,  I'll  see  you  again'  or  some  such  closing  re- 
mark." 

Another  says:  "I  would  try  to  draw  her  attention 
away  from  that  by  getting  her  interested  in  some  styles 
that  were  new  in.  Get  her  mind  centred  on  what  she 
was  buying,  and  asking  how  they  fitted,  etc.,  and  close 
the  sale  as  quickly  as  possible,  for  by  entering  into  a 
conversation  would  only  take  up  a  lot  of  valuable  time." 
Another  writer  advises  steering  her  clear  of  gossip: 
"Be  very  quick  and  alert  in  your  movements,  just 
to  show  how  busy  you  are.  Agree  with  your  customer, 
and  don't  ask  any  leading  questions.  A  person  of 
this  sort  talks  from  force  of  habit,  and  doesn't  expect 
too  much  interest.  It  might  be  possible  to  divert  her 
attention  to  the  shoe  business.  Tell  her  the  latest  and 
most  favorable  news  about  your  business,  which  you 
can  think  of.  If  the  information  be  given  in  a  slightly 
confidential  manner,  it  will  prove  more  effective.  This 
is  one  of  the  cheapest  and  best  methods  of  advertising. 
Then  again  if  she  speaks  freely  about  her  family,  you 
can  tell  her  about  footwear  you  stock,  suitable  for  the 
various  things  she  speaks  of  them  doing.  If  the  history 
relates  concerning  daughter's  dancing,  the  subject  of 
pumps   is   easily  introduced." 
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Another  candidate  says  to  talk  shoes:  He  says, 
"I  would  not  encourage  my  customer  to  talk  about 
any  family  affairs.  I  would  try  my  best  to  bring  out 
every  good  point  that  the  shoe  I  was  fitting  her  with 
had.  And  in  that  way  I  would  hope  to  win  her  inter- 
est so  I  could  convince  her  that  the  shoes  I  was  fitting 
her  with  would  suit  her,  as  to  style,  comfort,  wear  and 
appearance.  When  a  customer  sees  that  you  are  on 
your  job  to  sell  shoes,  and  not  to  listen  to  gossip,  they 
will  appreciate  your  service  more  and  I  have  had  cus- 
tomers thank  me  for  being  so  patient  as  they  call  it."  , 

This  man  throws  up  his  hands.  He  says:  "I 
am  afraid  this  query  has  touched  a  tender  spot,  for  hav- 
ing no  use  whatever  for  chatter  of  this  kind,  my  ser- 
vices might  appear  quite  off  color  and  my  responses 
very  short  and  indifferent,  for  if  recollections  serve  me 
right  there  are  few  indeed  of  such  customers  whose 
patronage  is  such  as  to  cause  regrets  even  if  my  services 
reached  the  point  of  indifference  causing  offence.  It 
is  a  caution  how  much  a  sales  person  listens  to  indiffer- 
ently responding  with  ayes  and  nays,  and  it  is  only  the 
born  diplomat  who  listens  to  all  ad  infinitum  that  carries 
on,  in  good  grace.  Truly  I  admire  such,  even  rather 
envy  them,  this  personality." 

Now  how  do  you  handle  people  who  are  apt  to  take 
up  too  much  of  your  time  in  the  store?  Perhaps  you 
have  a  solution  that  will  be  interesting  to  others. 


GOLOSHES  AND  THE  LIKE. 

How  many  dealers  present  thought  that  goloshes 
would  have  a  good  sale  this  winter?  Hold  up  your 
hands!  Count  'em!  How  many  think  they  will  have 
a  good  run  next  winter? 

If  there  was  one  factor  that  evidenced  the  fore- 
sight necessary  in  the  retail  shoe  business  it  was  the 
universal  inability  to  supply  the  demand  for  overshoes 
and  gaiters  that  has  been  noted  in  every  part  of  the 
country  for  the  past  month.  An  occasional  dealer 
took  a  chance,  and  backed  his  judgment,  as  the  case  may 
be,  and  ordered  what  he  thought  was  a  goodly  supply 
of  these  articles  last  spring,  summer,  or  fall.  Up  to 
within  a  few  days  of  Christmas,  it  looked  like  a  bad  guess. 
But  whatever  the  size  of  his  order,  it  is  safe  betting  that 
he  wished  it  had  been  larger  before  January  had  rolled 
by. 

There  were  dealers  who  boldly  stated  last  spring 
that  goloshes,  and  also  spats,  were  dead.  These  same 
dealers  were  pleading  with  tears  in  their  eyes  for  a  few 
off  pairs  in  early  January.  Whether  the  unusual  amount 
of  real  winter  weather  undoubtedly  helped  to  increase 
the  demand,  but  it  was  in  evidence  before  the  snow 
came  in  any  quantity. 

Retailers  thought,  also,  that  they  were  stuck  with 
stocks  of  rubbers.  But  the  weather  conditions  have 
made  it  more  necessary  for  people  to  wear  rubbers 
this  year  than  has  been  the  case  for  some  years.  Con- 
sequently, the  arrival  of  March  and  April  should  see 
dealers  with  comparatively  clean  stocks,  which  should 
make  far  better  business  for  next  year. 

As  to  next  winter.  Will  goloshes,  spats  and  the 
like  be  in  vogue  again?  Very  soon,  dealers  will  be  faced 
with  the  problem  of  considering  requirements  for  next 
season.  If  they  read  the  future  as  well  as  they  did 
last  spring,  they  will  be  money  out  of  pocket. 

It  would  seem  logical,  however,  that  as  long  as 
women  continue  to  wear  low  shoes  throughout  the  year, 
they  will  require  something  to  protect  their  legs,  their 
shoes,  and  their  hosiery.  The  possibility  of  high  boots 
coming  back,  even  next  fall,  is  very  remote.    The  price 


situation  alone  would  tend  to  outweigh  considerations 
of  style  that  might  favor  them.  In  which  event,  while 
one  man's  guess  is  as  good  as  another's;  the  shoe  dealer 
would  be  justified  in  assuming  that  the  vogue  will  not 
have  disappeared  in  the  next  year,  and  that  many  wo- 
men will  continue  to  wear  goloshes  on  some  occasions, 
and  spats  on  others. 

THE  RESPONSIBILITY  OF  THE  SHOE  RETAILER 

At  the  conclusion  of  his  address  to  the  Chicago 
Convention  on  the  work  of  the  Harvard  Bureau  of 
Business  Research,  Dean  Melvin  T.  Copeland  said: — ■ 

Looking  at  the  future  from  the  standpoint  of  mem- 
bers of  this  association,  it  is  obvious,  I  believe,  that 
your  aim  should  be  to  make  your  trade  as  healthy  and 
as  efficient  as  possible.  Every  member  of  this  associa- 
tion has  a  responsibility.  The  large  merchant,  in  the 
first  place,  needs  to  make  sure  that  the  weak  spots  in 
his  own  store  are  bolstered  up.  By  no  means  are  the 
large  stores  all  perfectly  managed  at  the  present  time. 
He  also  has  a  responsibility  to  aid  any  plans  which 
will  be  of  benefit  to  smaller  merchants  in  order  that 
their  businesses  may  be  managed  in  such  a  way  as  to 
render  conditions  in  the  trade  more  healthy. 

The  small  merchant  who  is  keeping  good  records 
has  a  responsibility  to  share  the  results  of  his  exper- 
ience with  others,  and  to  aid  in  carrying  out  plans  that 
will  benefit  the  trade  at  large.  So  long  as  he  maintains 
his  initiative  and  sound  judgment,  he  will  prosper  more 
by  sharing  the  results  of  his  experience  with  others  than 
he  will  by  trying  to  keep  them  under  his  hat. 

The  shoe  retailer,  finally,  who  is  keeping  no  records 
or  only  inadequate  records  and  who  does  not  have  a 
good  grasp  of  his  business  has  a  double  responsibility. 
He  has  a  responsibility  to  himself,  in  the  first  place, 
to  install  methods  that  will  show  him  accurately  whether 
he  is  making  money  or  losing  it.  That  is  the  only  means 
by  which  he  can  insure  the  integrity  of  his  business. 
He  also  has  a  responsibility  to  his  fellow  merchants  to 
put  his  business  in  such  good  shape  that  he  will  be  a 
fair  and  intelligent  competitor  rather  than  to  carry 
on  in  ignorance. 

SUCCESS  IN  RETAILING. 

Mr.  C.  K.  Chisholm,  a  Canadian,  who  has  made 
good  in  the  retail  shoe  business  in  the  United  States, 
and  who  has  just  concluded  his  year  as  President  of 
the  National  Shoe  Retailers'  Association  of  that  country, 
has  had  a  wonderful  opportunity  of  studying  the  shoe 
retailing  field  in  all  parts  of  the  republic.  In  his  pre- 
sidential address  at  the  Chicago  Convention  he  summed 
up    his    impressions    as    follows: — 

"The  more  we  observe  and  study  retailing  activ- 
ities, the  more  we  are  convinced  that  the  slow  progress 
of  many  retailers  is  due  to  the  personal  blindness  of 
the  true  condition  of  their  own  affairs  or  their  inability 
to  properly  figure  proper  profits.  Too  much  emphasis 
cannot  be  placed  right  now  on  the  importance  and 
wisdom  of  possessing  sufficient  accurate  information 
on  dealer  problems  and  conditions,  such  as  (1)  a  more 
intelligent,  specific  recognition  of  overhead  expense 
items;  (2)  a  knowledge  of  the  true  cost  of  doing  busi- 
ness; (3)  the  actual  turnovers  by  separate  units  or 
departments  instead  of  in  its  entirety;  (4)  construc- 
tive salesmanship;  (5)  the  mark-downs;  (6)  more  suc- 
cessful buying,  all  with  a  view  of  the  proper  net  pro- 
fit. The  study  of  merchandising,  buying  and  selling 
along  scientific  lines  with  a  view  of  standardizing  lines 
carried,  less  walk-outs  and  more  sales — less  styles  and 
more  sizes — less  mark  downs  and  more  sure  net  profits.' ' 
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Styles  and  Sizes 

Consideration  of  Men's  Styles  and  an 
outline  of  a  system  for  Reducing 
Stock  and  Increasing  Turnover. 

SPEAKING    on    the    question    of     Men's  Styles, 
at    the  Chicago  Convention,  Mr.  A.  E.  Taylor, 
of  Chicago,  brought  out  some  valuable  thoughts 
on  the  relation  of  styles  and  sizes  to  turnover.  He 

said: — 

"Usually  the  first  thing  to  be  considered  in  men's 
styles  is  the  lasts.  I  would  like  to  continue  to  recom- 
mend that  no  radical  change  in  lasts  be  considered  at 
this  time.  About  70  per  cent,  of  the  business  done  in 
young  men's  dress  shoes  is  confined  to  three  lasts,  the 
French,  the  Brogue  and  the  English,  and  we  are  for- 
tunate in  having  three  styles  embodying  to  such  a  re- 
markable degree  of  style  and  comfort.  In  times  like 
this  I  think  we  should  give  our  patrons  what  they  want. 
We  are  their  logical  defenders,  although  it  may  seem 
selfishness  to  the  last  maker.  Uncurbed  enthusiasm, 
however,  has  often  led  the  entire  trade  into  trouble, 
and  nothing  new  should  be  taken  on  at  a  guess  just 
to  have  something  new.  Heels  will  be  mostly  7/8 
and  8/8  inches  in  height  and  not  so  extreme,  as  they 
will  be  required  to  go  with  lighter  weights  of  oxfords 
that  may  be  expected  this  following  spring. 
Leathers  and  Colors. 

"The  live  reddish  shade  in  calfskin  will  continue 
strong  but  hardly  in  the  volume  heretofore.  Golden 
brown  and  the  new  auburn  brown  should  be  second  in 
demand.  Light  shades  in  tan  will  probably  increase 
as  the  season  develops,  but  can  hardly  be  expected  to 
be  strong  competition  with  those  colors  just  mentioned, 
they  being  mostly  used  in  making  the  higher  grades 
shoes. 

"Blacks  and  patents  will  continue  but  it  seems  that 
they  must  be  confined  to  certain  lasts  and  patterns  to 
obtain  a  volume  of  the  young  men's  trade. 

"Brown  and  tan  kid  will  have  as  good  demand  as 
last  year.  Black  kid  and  kangaroo  to  have  the  usual 
small  demand.  The  tanners  seem  to  have  sufficient 
time  now  to  develop  good  leather  in  new  and  beauti- 
ful colors  and  I  think  they  should  be  encouraged  along 
that  line. 
Patterns 

"The  pattern  designers  are  not  overrushed  and 
should  give  their  best  efforts  to  stylish  but  sane  pat- 
terns livened  by  perforations  and  fine  stitching  and  fully 
worked  out  by  real  shoemaking.  Plain  toed  bluchers 
will  undoubtedly  have  a  good  call  in  some  districts. 

"I  think  we  will  all  agree  that  we  will  have  very 
good  oxfords  sales  with  the  average  weight  being  some- 
what lighter  than  heretofore,  not  necessarily  in  the 
leather  but  lighter  in  appearance  anyhow. 

"Sport  wear  will  be  quite  sure  to  be  in  demand 
next  season  but  will  be  made  up  in  less  extreme  con- 
trasts and  that  is  something  we  should  welcome.  I 
think  we  should  try  to  sell  the  extra  pair  for  appropriate 
occasions.  It  is  safer  and  more  profitable  in  the  long 
run  than  constantly  creating  new  styles  to  obtain  the 
extra  pairs. 

"It  may  seem  that  too  tame  a  programme  is  sug- 
gested for  April,  May  and  June  but  I  feel  that  sane, 
very  stylish  shoes  and  -  oxfords  can  develop  with  our 
present  lasts  and  good  leather  and  fine  shoe  making. 
Something  tha*  we  are  entitled  to  and  have  had  to  a 


very  limited  degree  in  the  last  few  years.  It  may  be 
well  at  this  time  to  consider  for  a  moment  the  menace 
of  too  many  styles.  In  this  consideration,  let's  see  if 
we  can  arrive  at  some  conclusions  that  are  right,  some- 
thing, if  possible,  that  will  always  remain  so,  for  any- 
thing that  can  be  proven  is  right  or  constant  in  the  con- 
sideration of  styles  comes  pretty  nearly  being  its 
foundation. 

Sizes  and  Styles 

"Undoubtedly  we  will  all  agree  that  sizes  are  more 
essential  than  styles,  that  there  is  a  perfect  scale  of 
sizes  for  every  style,  that  the  ratio  the  best  selling  size 
bears  to  the  smallest  selling  size  is  as  20  to  1;  that  the 
smaller  volume  of  sales,  the  fewer  the  stock  turnovers 
are  apt  to  be,  that  the  fewer  stock  turnovers,  the  greater 
the  financial  waste.  By  waste  I  mean  idle  merchandise, 
that  which  ties  up  capital,  accumulates  the  burden 
of  rent,  taxes,  interest,  insurance,  depreciation;  affec- 
ting not  only  the  merchant,  last  maker,  tanner,  the 
manufacturer,   but    the   entire  community. 

"Leaving  this  perfect  scale  of  sizes  for  each  in- 
dividual merchant  to  figure  out  for  his  community,  I 
feel  all  will  find  it  will  require  from  300  to  600  pairs 
to  properly  scale  a  style. 

"Assuming  that  the  lesser  figure  is  correct,  a  mer- 
chant selling  10,000  pairs  of  shoes  will  experience  trouble 
in  attempting  to  maintain  more  than  10  styles  of  shoes 
and  secure  three  turnovers.  This,  to  some,  may  seem 
impossible  but  it  is  practically  correct  for  every  mer- 
chant that  is  not  feeding  his  stock  from  the  shelves  of 
others,  or  obtaining  deliveries  far  better  than  the  aver- 
age or  imperfectly  fitting  his  patrons  by  carrying  re- 
duced scales. 

"There  are  probably  none  that  follow  so  rigid  a 
style  programme.  Competition  generally  has  forced 
the  expansion  of  style  programmes  at  this  time  beyond 
the  point  of  safety  into  the  wasteful  position  of  having 
too  many  incompletely  sized  styles. 
Base  Programme  on  Sales. 

"Another  way  to  bring  out  these  conclusions  is 
to  review  a  style  programme  and  figure  how  few  lasts 
properly  sized  at  all  times  would  or  did  in  the  case  of 
the  successful  ones  carry  70  per  cent,  of  the  business 
and  find  what  percentage  that  bears  to  the  entire  number 
of  styles  ordered. 

"If  the  styles,  the  stock  and  the  sales  bear  the 
proper  percentage  relation  one  to  another,  we  find  an 
ideal  set  up  and  it  might  be  added  a  very  unusual  one 
for  to-day.  The  wider  the  difference  in  these  percent- 
ages, the  more  apparent  the  mistakes  to  the  man  doing 
the  figuring.  I  am  sure  that  it  can  be  proven  that  stores 
showing  the  greatest  number  of  stock  turns  have  the 
most  perfect  selection  of  styles  with  the  correct  number 
of  styles  for  the  foundation.  If  this  is  correct,  then 
we  have  no  foundation  for  styles.  But  as  exponents 
of  this,  may  I  ask  are  not  the  fastest  going  merchants 
to-day  specializing  in  order  that  they  may  have  correct 
sizes,  correct  styles  in  correct  numbers  to  thereby  ob- 
tain the  greatest  number  of  turnovers,  eliminate  the 
waste  and  give  real  competition.  I  feel  this  is  so  whether 
they  are  Piggly  Wiggly  groceries  or  specializing  in  men's 
shoes,  or  concentrating  in  extreme  styles  for  women. 

"Let  nothing  said  thus  far  be  construed  as  meaning 
that  we  should  not  foster  style,  for  there  are  those  who 
can  buy  many  styles  profitably.  Caution  is  recommen- 
ded to  those  who  are  buying  now  more  styles  than  their 
volume  will  warrant  and  by  buying  unwisely,  develop- 
ing in  their  business  a  wastefulness  that  must  result 
in  discouraging  reaction   in  times  to  come." 
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Rannard's  Big  January  Shoe  Sale 

WHERE  VALUE  DOMINATES 

THIS  is  the  Shoe  Sale  of  the  Season!  It  affect*, 
without  restriction,  the~  entire  stock  of  Rannard 
Shoes  for  Men,  Women  and  Children  in  our  Two  Stovw 


85 


2,000  Pairs 

Women's  High-Grade  Lace  Boots  to 
choose  from. 


$6 


.85 


$J.8S  $g.85 


Mail  Orders 

"Promptly  Oiled.  Post- 
■gt  paid 
in  Cauda 


Specials  in  Hosiery 


For  Men,  Women  and 
Children 

It's  a  wonderful  buying 
opportunity;  the  quality 
you  get,  not  the  price 
alone.  The  finest  silk,  silk 
and  wool  or  all-wool  hose 
at  less  than  average  whole- 
sale prices. 


330  Portage  Avei  lie 


536  Main  Street 


Rannard  Stores 
Open  Saturday 
"Till  10  p-m. 


January  Sale 

ALL  Winter  Footwear  ordeml  to  move  from  our 
stock.  Commencing  Saturday  morning,  price- 
cuttmg  will  be  in  full  force  on  all  lines  of  Felt  Boots 
and  Slippers,  Leather  Slippers.  Skating  Boots, 
Moccasins,  Spats  and  Overgaiters.  We  also  in- 
clude in  this  clearance  many  lines  of  Boots. 
Oxfords  and  Slippers  for  M en.  Women  and 
Children.  Remember  that  our  stock  is  all 
new  and  that  our  new  store  will  afford  our 
many  patrons  better  sen-ice  and  more  com- 
fort in  shopping. 


Skating  Outfits 
$3.65  and  $3.95 


Sales  Start  Saturday 

Morning 

Wonderful  Bargains  in 

Moccasins 

aar1"^ '"sub 

•™  95c 

$1.65  jSEj 

75c 

j  .  „. .  ,  s,;t- 

Women's  Evening  Slippers,  $6.85 


»  ...  M.  12  and  1)  --     S3. 65 

«-„.,  $3.95 

Women's  and  Children's  Hosiery 


$3.95    Cltuiaj  Price  .50.00 


$1.75 


$1.65 


Women's  Fleece 
Lined  Boots, 
$5.85 


65c,  75c,  85c  -.$1.00    60c.  70c,  85c,  ~*  95c 

The  Yale  Shoe  Store  Ltd. 

"r^ii;;'"    310  portage  ave.  *e™»e„, 


Made  of  fine  quality  Black 
Suede,  with  Two  Strap*  and 
Button,.  Bab,  Lout.  Heela; 
•aa  IV-  to  7. 


Sale 


LADIES  O.VESTRAP 
HOUSE  SUPPERS 
SI.9S 

Made  of  fine  quality  Black 
Kid  Leather,  with  One  Strap 
and  Button.  '.and-Turned 
Sole,.  Low  Flat  Heel..  KZaa 

IV, 


Sale  r 


11.93 


PATENT 

STRAP 

SUPPERS 
S1.49 

Quaht,  and  Style  in  theae 
LncSea"  Strap  Slipper.,  made  of 
loft  Patant  Leather,  in  Oae  or 
Two  Srapa.  with  Button,  or 
Bueklea.  Medium  I  ■  v  Solea. 
Cuban  or  Grnwis|  drla'  Heel. . 

IV,  t  - 


Sale  | 


•3  < 


SHOE-PACKS 

winter  wear,  what  could  be  mot*  suitable  for  th«  fnmt  outdo  a  ra,  thaa  3bo* 
Packi  or  Lsxrigana.  Juttt  (he  thins  (or  boy*  (oiat  to  *di*pol.  ■_■  kt««  than  f«*t  com- 
fortable and  at  a  very  moderate  cot. 

Youtb.',  aD  OS  Tan,  iun  11  to  13  $1.75 

Boy*',  all  Oil  Tan,  me*  1  to  5. .  (1.M 

Men '»  1  lurtabU  for  bLK*r  kovs).  mm*  6  to  12   $ZM 

NOTE — These  require  to  be  fitted  about  two  mzc*  larjrer  llmm  tile  nza*  of  tka 
shoes,  to  illow  for  extra  hose. 

Skowhegan  Paste  to  keep  them  waterproof,  per  tin,  20c 

Wl  SUPERIOR  FO0TWIAR  <S/ 
243  Union  Str.et 


Some 
Great 
Shoe 
Values 


with  which  to  begin  a  new 
year.  The  season  that  has 
just  closed  has  been  a  re- 
markably good,  one  for  us. 
We  intend  to  make  the 
year  1923  a  banner  year  by 
giving  the  greatest 
values  the  people 
gary  have  ever 


Growing  uirl>'  Dark  Brcrom  a.tJ  D'ack  Cm 
High  Top   Liixe   Shoes,   medium  «idr  loci  and  lu 
broad  heel). 


S5.95 

Ladies'  Patent  Grey  Tpm- 

$4.85 

Latl.es1  Dtack  Kid  ?nJ 

med  Strap  Slippe:  military 
and  Cuban  heels,  good  E Iters, 
all  lizcs  3  to  7. 

Patent  Tivo--trap  S.ip- 
per:-.  nuliurv  heels,  good 

SI. 45 

i_adie>'  Wool   Felt  Koay 
.Slippers,     leather     oovei  ed 
soles;  alio  black  anet"bro«"i 
boudoir  slippers,  rubber  bcrl*. 

95c 

Vert's     Brown  Felt 
Slipper:,  pajdeti  soles, 
warm    art    cosy;  all 

S5.85 


>ten  a  Dark  Drow.ian.1  fc.Ia.-k  tj  tin  net  il  Lice  Sti..c>. 
bali  double  Good. eur  welt  U-Jther  julcs  and  rubier 
heels.    All  sues.' 
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GET  THE  HABIT 

Of  Buying  Your  Shoes  At  This 
Store.  It's  a  Good  Habit  and 
Will  Save  You  Money 

Here  are  well  made,  care  rally  fitted  Slue*  for  the  person 
with  good  Uste  bat  a  smalt  pocketbook.  Here  are  Shoes 
made  for  style,  fit*  and  economy—  just  the  thm;  Tor  limited 
incomes — it  prices  thai  will  satonish  yon.  Hundreds  of 
people  hat>«  formed  the  very  good  habit  of  doing  all  their 
shoe  buying  here,  and  they  find  that  it  pays  them,  too. 
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Men's  Shoes  Women's  Shoes 
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KAUFMAN'S  SHOE  STORE 


The  above  are  taken  at  random  from  our  January  local 
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afford  an  example  of  the  bad  policy  of  poor  cuts. 
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Canadian  Impression 
of  Soviet  Russia 

Address  Delivered  by  J.  A.  Beaudry,  at 
the  Annual  Meeting  of  the  Shoe  Manu- 
facturers' Convention  of  Canada 

BOTH  the  press  and  men  of  high  political  stand- 
ing in  all  countries  have  been  analyzing  the 
Russian  question  for  the  last  five  years,  and  even 
now,  I  may  say  that  the  subject  has  barely  been  touched 
upon.  I  grant  that  another  person  could  have  brought 
back  impressions  quite  different  from  mine.  I  have 
naught  but  respect  for  the  opinions  of  those  who,  al- 
though they  have  been  in  Russia,  still  insist  on  their 
version  being  correct.  Each  one  of  us  labors  under 
the  weight  of  various  complexes;  the  same  sights  must 
needs  produce  in  each  individual,  reactions  which  are 
distinct  from  those  of  his  neighbor. 

Russia  holds  the  key  to  the  economic  problem  of 
the  world.  I  believe  that  the  countries  of  Europe 
will  experience  great  difficulty  in  settling  their  respective 
claims  if  they  do  not  at  first  solve  the  Russian  embrog- 
lio.  It  is  all  very  well  to  describe  the  starving  children 
of  the  Volga  Valley,  the  ransacked  palaces  of  Moscow, 
the  Red  Armies  singing  their  marching  songs  through 
the  deserted  streets,  and  the  hungry  lines  of  citizens 
standing  at  the  door  of  food-distribution  center,  but 
the  true  economist  must  delve  into  deeper  regions.  An 
unprejudiced  study  of  the  causes  which  hoisted  the 
Bolshevist  party  to  the  seat  of  power,  can  alone  reveal 
the  true  factum  material  of  this  great  upheaval.  This 
material  fact  is  to  be  found  in  history  many  years  be- 
fore the  war,  and  in  the  war  itself. 

It  is  not  so  much  the  Russian  people  that  have 
changed;  their  spirit  and  characteristics  are  ever  the 
same,  but  the  transformation  has  taken  place  in  their 
leaders,  and  in  their  system  of  public  organization  and 
adminstration. 

We  are  all  prone,  whether  Canadian  or  American, 
English  or  French,  to  look  upon  the  Russian  question 
in  the  light  of  our  own  ideas,  principles  and  reactions, 
but,  to  understand  it,  you  will  confess  with  me  that 
it  must  be  considered  without  prejudice.  Let  us  not 
forget  this  great  truth,  that,  wherever  he  be,  to  what- 
ever race  he  may  belong,  the  more  he  may  be  in  ignor- 
ance of  the  immoveable  and  unchangeable  laws  of  Nature, 
the  more  he  may  lack  instruction  and  education, — then, 
all  the  more  shall  a  human  being  be  carried  to  super- 
stitious beliefs,  and  susceptible  to  countless  nefarious 
influences.  Why? — Because  his  actions  shall  be  directed 
not  by  reason  nor  by  a  sane  consideration  of  current 
facts,  but  by  sentiment  and  the  swaying  of  tempor- 
ary emotions. 

I  only  wish  to  make  it  clear  that  in  order  to  under- 
stand the  Russian  question  as  it  should  be  understood, 
one  must  enter  that  country  with  a  thoroughly  free, 
open  and  unprejudiced  mind.  I  do  not  defend,  neither  . 
do  I  condemn.  To  explain  things  as  I  have  seen  them, 
and  to  demonstrate  why  they  are  so,  is  the  only  pur- 
pose that   I   have  in  view. 

There  is  nothing  strange  in  the  unhappy  sight  of 
a  great  nation  suffering  for  the  sake  of  an  idea,  of  a 
principle,  or  even  of  a  prejudice.  History,  from  the 
beginning  of  human  activities  has  abounded  in  similar 
occurrences.  From  Doric  massacres  to  the  Bastille, 
from  Ireland  to  Georgia,  our  records  hold  practically 
as  many  pages  stained  with  blood  and  scorched  by 
flames,  as  they  contain  annals  of  peace  and  prosperity. 


T  admit  it  is  difficult  to  remain  impartial  when 
one  witnesses  events  and  happenings  with  which  one 
fundamentally  disagrees,  but  it  must  be  done.  Such 
an  attitude,  however,  does  not  imply  a  lack  of  sym- 
pathy, of  human  understanding,  or  of  charity.  The 
Russians  were  evidently  in  good  faith,  they  did  not 
rashly  invite  trouble,  they  have  been  drawn  in  this  order 
of  disorder  by  certain  causes,  by  certain  circumstances 
which  I  will  endeavor  to  explain.  Therefore,  let  us 
knock  at  Russia's  door  with  a  liberal  and  open  mind. 
Let  us  remember  that  at  the  beginning  of  the  war,  Russia 
was  our  ally,  and  let  us  remember  as  well,  that,  at  that 
time,  we  appreciated  the  co-operation  which  she 
had  offered  to  us  so  gallantly,  and  that  in  remembrance 
of  such  feats,  the  Russian  people  themselves  are  some- 
what entitled  to  our  sympathy  in  the  economic  struggle 
through    which    they    are    now  going. 

For  centuries  Russia  was  ruled  and  governed  by 
a  regime  of  autocracy  of  which  the  Tsar  was  the  head. 
Under  the  regime,  there  was  no  parliament  where  the 
representatives  of  the  people  could  voice  their  senti- 
ments, present  their  claims,  or  suggest  their  needs.  Under 
it  was  developed,  to  a  large  extent,  in  the  Russian  people, 
the  mentality  of  a  too-often-beaten  child.  Like  the 
offspring  of  an  unjust  and  dictatorial  father,  the  Russians 
became  apathetic,  passive  and  resigned.  Moreover, 
the  lack  of  primary  education  added  to  the  malleability 
of  the  Russian  mind.  Under  such  conditions,  Russia 
was  a  hot-bed  of  superstition  and  therefore  a  fertile 
field  for  the  seed  of  insurrection. 

Persecution  of  all  kinds  was  a  daily  occurrence, 
and  no  one  has  forgotten,  I  am  sure,  the  pogroms  which 
took  place  in  Russia.  The  Jews  were  the  main  victims, 
and  that  persecution  created  between  the  Jews  and  the 
Russian  people  a  sentiment  of  antagonism  which  has 
existed  for  generations  and  which,  to-day,  is  still  very 
acute.  In  that  state  of  affairs,  those  who  were  perse- 
cuted, that  is,  mainly  the  Jews,  and  those  amongst  the 
Russians  who  were  opposed  to  the  regime  of  autocracy, 
formed  themselves  into  organizations  of  different  kinds 
and  were  working  as  much  as  possible  underhand,  with 
but  one  object  in  view,  and  that,  to  overthrow  auto- 
cracy. 

These  dissatisfied  groups  can  be  traced  back  to 
many  years,  but  they  become  really  organized  at  the 
close  of  the  last  century.  In  fact,  the  Russian  Social 
Democratic  Labor  Party  was  organized  in  1895,  and 
it  was  at  its  second  congress  (which  took  place  in  1903) 
that  its  members  became  divided  into  two  factions 
on  a  question  of  tactics.  One  faction  believed  that 
one  of  the  best  methods  to  obtain  power  for  the  political 
party  was  by  persuasion  and  education.  They  called 
themselves  the  menshiviki  or  adherents  to  the 1  min- 
ority, whereas  the  other  faction  believed  that  the  sole 
method  to  be  applied  in  this  struggle  was  systematic 
terrorism.  They  therefore  favoured  actions  of  violence 
and  revolution.  They  called  themselves  the  bolsheviki 
or  adherents  of  the  majority. 

It  is  since  1903  that  serious  disorders  broke  out, 
and  made  the  Tsarist  government  feel  the  first  throes 
of  anxiety.  However,  instead  of  meeting  the  danger 
openly  and  frankly,  the  old  Tzarist  methods  were  re- 
sorted to  with  this  result,  that  a  veritable  catastrophe 
occurred  on  January  22nd  1905,  which  was  called  the 
Bloody-Sunday,  when  peaceful  manifestants,  on  their 
way  to  present  a  petition  to  the  Emperor,  were  received 
with  a  volley  of  bullets.  In  the  due  course  of  the  days 
immediately  following  this  was  the  cause  of  a  great 
many  railroad  strikes,  of  strikes  in  printing  shops  and 
bakeries,  and  the  mutiny  in  the  navy. 

Then,  in  August  1905,  the  first  Tsarist  concession 
was  made  when  the  Duma  of  the  Empire  was  created, 
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but  the  workmen  had  tasted  their  liberty,  and  felt 
their  power.  The  agitation  was  carried  on  and  new 
strikes  broke  out.  On  October  13th  1905,  the  first 
Soviet  of  workers'  deputies  was  formed,  and  it  became 
the  pivot  of  the  present  revolutionary  movement. 

One  has  to  bear  in  mind  the  fact  that  the  struggle 
between  those  who  possess  wealth,  and  those  who  are 
deprived  of  it,  is  taking  place  in  each  country  accord- 
ing to  certain  rules  and  regulations,  but  one  must  say 
that  the  line  of  demarcation,  between  the  group  of  the 
immensely  rich  and  the  larger  number  of  the  extremely 
poor,  was  more  accentuated  and  more  pronounced  in 
Russia  than  in  any  other  country  in  the  world.  It 
was  also  one  of  the  characteristics  of  the  wealthy  class 
to  show  their  wealth  by  a  display  of  excessive  luxury. 

Briefly  these  are  a  few  of  the  fundamentals  under- 
lying the  conditions  in  Russia  when  the  great  world 
war  broke  out  in  August  1914.  We  were  all  pleased, 
I  am  sure,  to  remember  that  upon  that  occasion,  Russia 
sided  with  the  Allies,  and  for  a  year  or  two,  her  armies 
fought  loyally  for  the  good  cause,  and,  in  many  instances, 
covered   themselves   with  glory. 

In  1916,  however,  the  army  began  to  show  signs 
of  weakness  and  disorganization,  and  for  months  the 
records  show  that  the  soldiers  at  the  front  were  short 
of  ammunition,  and  therefore  unable  to  defend  them- 
selves; that  they  were  suffering  from  lack  of  shoes  and 
clothing;  and  that  a  large  number  of  soldiers  were  starv- 
ing to  death.  These  peculiar  conditions  in  the  army 
gave  rise  to  a  high  pitch  of  sentiment  of  dissatisfaction, 
not  only  amongst  the  soldiers,  but  also  throughout 
the  population  of  Russia,  which  naturally  held  the  govern- 
ment of  the  Tsar  for  such  happenings  and  miseries. 

This  sentiment  of  dissatisfaction  was  increased 
by  the  fact  that  the  Prime  Minister  of  the  government 
of  the  Tsar  was  then  a  man  by  the  name  of  Sturmer, 
known  to  be  a  German,  but  notwithstanding  all  intrigues, 
and  the  division  existing  between  the  members  of  the 
government,  there  was  a  material  fact  which  the  govern- 
ment had  to  cope  with  and  which  it  was  unable  to  over- 
come. 

This  material  fact  was  the  lack  of  railroad  trans- 
portation facilities.  The  question  of  transportation 
has  always  been  and  still  is  the  main  economic  problem 
in  Russia.  The  government  of  the  Tsar  had  always 
thought  that  there  was  an  element  of  security  in  the 
restricting  of  railroad  development.  Thus,  not  only 
was  the  very  track  gauge  different  from  the  European 
gauge,  in  order  to  prevent  a  possible  invasion,  but  also 
the  total  sum  of  railroad  mileage  of  this  immense  country 
covering  practically  one  sixth  of  the  territory  of  the 
world  was  inferior  to  that  of  the  English  system  alone. 

In  figures,  in  August  1914,  the  United  States  had  4.3 
kilometers  of  railways  for  each  hundred  square  kilo- 
meters of  territory,  or  41.8  kilometers  for  every  ten 
thousand  inhabitants.  At  that  time,  Russia  had  1.3 
kilometers  of  railways  for  each  one  hundred  square 
kilometers  of  territory,  and  9.9  kilometers  for  every 
ten  thousand  inhabitants  in  Russia. 

The  idea  of  security  against  invasion  through  re- 
striction of  railroad  transportation  facilities,  was  sup- 
ported by  the  fact  that  the  government  believed  that  at 
the  time  of  the  Napoleonic  invasion  the  French  Emperor 
would  have  kept  the  fruit  of  his  victories  had  there 
been   any   facilities  in   railroad  transportation. 

Therefore  at  the  end  of  1916  and  at  the  beginning 
of  1917,  the  conditions  had  grown  to  be  so  bad  that  the 
soldiers  (in  a  very  large  proportion  peasants'  sons)  were 
grumbling,  that  the  working  men  were  dissatisfied, 
that  the  manufacturers,  merchants,  bankers,  capitalists, 
professional  men  and  even  members  of  noble  families 
had  lost  faith  in  the  government  of  the  Tsar,  and  prac- 


tically everybody  in  Russia  wanted  a  change  of  regime. 
The  Tsar  then  abdicated  in  March  1917  and  the  members 
of  the  Duma  were  requested  to  form  a  provisional  and 
responsible  government. 

This  revolution  of  March  1917  was  exclusively  a 
political  revolution.  The  democratic  party  which  re- 
presented the  capitalist  class  was  asked  to  form  a  govern- 
ment and  it  did  so  by  establishing  a  government  of 
coalition  with  that  faction  of  the  Russian  Social  Dem- 
ocratic Workers '  Party,  called  the  menshiviki,  with  Ker- 
ensky  at  its  head.  Immediately  following  this  change 
of  regime,  it  was  only  natural  for  the  Russian  people  to 
expect  a  great  deal  from  the  new  government. 

A  change  of  regime  and  a  change  of  government 
did.  not  imply  however  an  improvement  of  the  rail- 
road transportation  facilities.  The  new  government 
had  the  same  difficulties  to  overcome  as  its  predecessors, 
and  those  difficulties  were  greater  than  its  abilities 
could  cope  with.  Furthermore,  it  has  to  be  remembered 
that  the  policy  of  the  new  government  was  in  every 
way  similar  to  the  policy  to  the  Tsar,  that  is  to  say: 
it  advocated  the  right  to  private  property,  the  con- 
tinuance of  the  war,  and  the  maintenance  of  the  obliga- 
tions of  the  former  government.  That  provisional 
government  of  coalition  was  a  government  of  weakness. 

In  July  and  Austust  1917,  several  strikes  broke 
out  in  various  parts  of  the  country.  The  soldiers,  the 
peasants,  the  workmen  were  getting  more  and  more 
dissatisfied.  During  that  time,  that  faction  of  the 
Russian  Social  Democratic  Party,  called  the  bolsheviki 
(who  appealed  to  the  selfishness  of  the  people),  was 
more  active  than  ever. 

The   Bolshevist   Political   programme  was: 

1.  To  the  soldiers  they  promised  an  unconditional, 
immediate    and   separate  peace. 

2.  To  the  peasants  they  promised  the  division  of 
the  land  of  the  state. 

3.  To  the  workmen  they  promised  confiscation 
of  all   industries   without  compensation. 

This  can  be  better  demonstrated  by  reading  one 
of  the  speeches  made  by  Lenine  and  published  in  all 
the  bolsheviki  papers,  in  November  1917. 

"All  power  to  the  Soviet  of  workers,  soldiers  and 
peasants.    Bread.    Peace.  Land. 

"Every  soldier,  every  worker,  every  real  socialist, 
every  honest  democrat  realizes  that  there  are  only  two 
alternatives   to   the   present  situation. 

"Either  the  power  will  remain  in  the  hands  of  the 
bourgeois-landlord,  and  this  will  mean  every  kind  of 
repression  for  workers,  soldiers,  and  peasants,  continua- 
tion of  the  war,  inevitable  hunger,  and  death, — or  the 
power  will  be  transferred  to  the  hands  of  the  revolu- 
tionary workers,  soldiers  and  peasants,  and  in  that 
case  it  will  mean  a  complete  abolition  of  landlord-tyranny, 
immediate  check  of  the  capitalists,  immediate  proposal 
of  a  just  peace.  Then,  the  land  is  assured  to  the  pea- 
sants; then,  the  control  of  industry  is  assured  to  the 
workers;  then,  bread  is  assured  to  the  hungry;  then, 
the   end   of  this   nonsensical  war." 

This  is  the  sort  of  speech,  which,  after  all  is  nothing 
but  a  call  to  selfishness,  that  caused  simple  minded 
Russian  workmen  to  say:  "I  like  to  listen  to  Lenine, 
because  he  says  things  that  I  like  to  hear"  If  you 
wish  to  pass  upon  the  Russian  question  an  impartial 
judgment,  Gentlemen,  all  you  have  to  do  is  to  build 
in  your  mind  a  picture  which  would  reproduce  similar 
conditions,  but  in  another  country.  Then,  put  the  same 
question  of  similar  classes  of  society,  and  allow  your- 
selves to  be  guided  by  what  their  answer  would  be,  accord- 
ing to  your  estimation.  Do  you  believe  that  the  egotistic 
sentiment  would  prevail? 

{Continued  next  month.) 
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Style 

Recommendations 

American  Joint  Styles  Committee 
Make  Recommendations  for  April, 
May  and  June  Selling 

THF  beginning  ©f  February  has  arrived,  and  re- 
tailers' ideas  as  to  what  they  will  sell  after  Easter, 
which  comes  at  the  first  of  April,  should  be  pretty 
well  crystallized.  In  that  connection,  a  summary 
of  the  recommendations  made  by  the  American  Joint 
St  vies'  Committee  should  be  of  value.  These  can  only 
be  considered  in  relation  to  each  dealer's  own  location 
and  clientele,  and  may  serve  as  a  guide  only  in  sizing 
up  the  situation  and  prospects.  As  one  prominent 
manufacturer  said  recently,  "It  is  up  to  the  retailer 
to  use  the  brains  God  gave  him.  He  cannot  slavishly 
follow  rules  laid  down  tor  him  by  somebody  else  who 
does   not   know   his  circumstances." 

The   Styles'   Committee's   recommendations  are  as 
follows: — 
Women's  Welts 

Women's  welts  are  subdivided  into  conservative 
welts,  fashion  welts,  and  sport  welts. 

Conservative  welts  do  not  show  much  change. 
Patterns  will  be  straps  and  oxfords.  Width  and  shape 
of  toe,  and  height  of  heel  are  unchanged.  Heels  8/8 
to  13  8  will  continue,  with  8  8  to  10/8  coming  strong. 
Materials  include  kid,  in  black,  brown,  and  white,  calf 
in  medium  tan,  white  and  black,  white  fabrics  and  pat- 
ents. 

Women's  fashion  welts  divide  into  straps,  50  per 
cent.,  oxfords,  30  per  cent.,  and  tongue  effects,  20  per 
cent.  Heels,  8/8  to  13/8  with  a  tendency  towards  8/8 
to  10  H.  Lasts  are  unchanged,  higher  heels  carry  nar- 
rower toes  than  low  heels.  Plain  leathers  in  the  order 
of  their  importance  are  recommended  in  solid  colors  as 
follows: — Tan  calf,  black  kid  or  calf,  patent,  white 
fabrics,    white    kid    or  calf. 

Women's  sport  welts  divide  into  straps  and  oxfords 
with  some  tongue  effects.  Toes  will  be  of  the  prevail- 
ing round  effect,  with  a  tendency  towards  a  broader 
effect  for  sport  shoes.  Heels  range  from  8/8  to  12/8. 
Materials  recommended  are  tan  calf,  trimmed  with  ooze 
to  hknd  or  contrast;  black  calf  trimmed  with  grey 
ooze;  white  leathers  or  fabrics  trimmed  with  patent; 
all  over  white  and  with  white  trimmings  in  sport  effects 
are  recommended.  Medium  tan  calf,  semi-brogue  effects 
with  straight  or  wing  tips  or  plain  toes.  Instep  saddles 
underlaid  or  cut  off.  There  will  be  a  proportion  of 
crepe  and  rubber  soles  sold. 

Women's  Turns 

Women's  turns  are  divided  into  conservative  types, 
fashion   turns,   and  evening  slippers. 

Conservative  turns  will  consist  of  oxfords  and  straps. 
Heels  of  wood  and  leather  10/8  to  14/8.  Materials, 
black  or  brown  kid,  patent,  white  kid,  calf  and  fabrics. 
Lasts  unchanged. 

Fashion  turns  will  be  made  up  of  65  per  cent,  straps, 
35  per  cent,  tongues  and  cut-out  oxfords.  Lasts  con- 
tinue in  keeping  with  the  present  trend  of  medium 
roes.  Heels,  boxwood  10/8  to  14/8;  Ixmis  and  Spanish, 
I  )  8  to  16/8.  Materials,  black  satin,  patent,  black 
kid,  white  kid  or  calf;  colored  ooze  or  kid  plain  or  trim- 
med, black  ooze  plain  or  trimmed  brown  kid  and  brown 
satin. 


Evening  slippers  will  have  lasts  in  keeping  with 
the  present  trend;  heels,  boxwood,  12/8  to  14/8,  Louis, 
13/8  to  17/8.  Straps  will  predominate  with  a  pro- 
portion of  moderate-sized  tongue  effects  and  plain 
slipper  effects.-  Materials,  plain  satin  and  silk  and 
satin  brocades,  silver  brocade,  white  kid,  gold  brocade. 
Men's  Styles. 

Lasts,  brogue,  semi-French  and  conservative. 
Heels,  7/8  and  8/8,  rubber  heels  recommended.  Colors, 
morro  (lively  cherry  red  calf),  gold  brown  calf,  lighter 
shades  of  tan  calf  (according  to  locality).  Black  calf 
and  patents  are  growing  in  favor.  Black  kid,  brown  and 
tan  kid.  Leathers,  tan  calf,  60  per  cent.,  black  calf, 
20  per  cent.,  vici  in  black  and  tan,  15  per  cent.,  patent, 
5  per  cent.    Scotch  grains  should  not  be  overlooked. 

Golf  shoes  and  sport  effects  with  rubber  or  leather 
soles  will  sell,  but  merchants  must  judge  their  own  local- 
ity regarding  these.  Opinions  differ  on  crepe  soles. 
Most  retailers  are  buying  them  with  extreme  care.  Plain 
toes  with  trowser  crease,  in  lace  and  blucher  oxfords 
are  having  ready  sale  in  many  localities.  Patterns — 
stitchings  lead  over  perforations. 
Children's  Styles 

Plain  toe  sport  oxfords  with  instep  saddle  strap 
should  sell.  Also  a  patent  one-strap  fastening  with 
button.  These  may  be  modified  by  perforations,  stit- 
chings, and  may  be  carried  through  to  summer  in  whites — 
buck,  -canvas,   and  smoked  horse. 

Play  shoes  will  have  a  big  run.  Barefoot  sandals 
look  big,  90  per  cent.  tans.  The  straight  regular  ox- 
ford with  a  tip,  in  Russia  calf  or  elk,  also  in  blucher, 
continues  good  and  will  always  be  good.  This  may  be 
continued  in  whites. 

In  general,  the  styles  above  are  bought  in  spring 
heel  for  both  children  and  misses,  though  in  some  sec- 
tions the  heel  is  used  in  misses'. 

These  same  recommendations  may  be  carried  out 
in  growing  girls', — in  lasts  not  so  broad  at  the  toe.  Nar- 
row toe  lasts  should  be  taboo.  The  last  most  popular 
is  a  medium  toe  on  the  order  of  a  brogue.  Yet,  a  broader 
toe  cannot  be  ignored  in  the  growing  girls'  sizes.  Brogue- 
ing,  wing  tips,  and  perforations  on  growing  girls'  shoes 
are  good. 

For  dress,  many  of  the  young  girls  are  demanding 
shoes  with  a  full  narrow  toe,  and  with  box  and  Louis 
heels,  not  too  light  in  effect,  fairly  good  sized  top-lift, 
not  to  exceed  14/8. 

Patent  leather  is  strong  in  children's  department. 
Sixty  to  sixty-five  per  cent,  of  all  shoes  in  infants;  child- 
ren's and  misses'  should  be  bought  in  tan,  though  this 
varies   according  to  section. 
Boys'  Shoes 

The  usual  full  toe  will  continue.  Largely  an  ox- 
ford season.  The  boy  seeks  leathers,  tips,  perforations 
and  the  effects  of  the  regular  men's  styles. 

Elk  leathers  will  be  good.  Plain  Russia  is  not  re- 
commended excepting  for  dress  and  high-grade  shoes. 
Leathers  that  are  boarded  and  pebbled,  including  Scotch 
grains,  will  be  largely  in  demand.  Some  patent  and 
whites,  but  they  must  be  bought  cautiously.  Increasing 
demand  for  black. 


ANOTHER  LANDMARK  GONE 

The  old  shoe  blacking  firm  of  Day  &  Martin,  London, 
Eng.,  has  gone.  This  firm's  name  became  a  byword  for 
shoe  blacking  and  has  been  immortalized  by  such  writers 
as  Dickens,  Carlyle,  George  Eliot,  Bret  Harte  and  Tom 
I  food.  Future  generations  will  have  difficulty  in  under- 
standing Sam'l  Weller's  methods  of  putting  a  shine  on 
Pickwick's  shoes. 


Shoes  Given  Blue  Ribbon  at  Chicago~(from  Boot  and  Shoe  Recorder). 
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A  New  Toronto 
Store 

Attractive  Establishment  Opened 
by  Natural  Tread  Shoe,  Ltd. 

THE  development  of  Natural  Tread  Shoe  Limited 
during  the  past  eight  years  is  largely  the  story 
of  the  work  of  Mr.  V.  E.  Taplin  along  original 
lines  and  following  unbeaten  paths.  With  the  open- 
ing ot  their  new  store  at  228  Yonge  Street,  Toronto, 
the  company  may  be  said  to  have  reached  another  phase 
in  its  development,  as  it  is  coincident  with  a  change  in 
policy  that  involves  an  effort  to  broaden  the  field 
covered  by  the  company. 

Eight  years  ago  Mr.  Taplin  opened  his  first  store 
in  Toronto  at  329  Yonge  Street.  This  was  eleven  by 
forty  feet,  divided  into  a  fitting  parlor  and  a  stock  room, 
the  latter  being  out  of  sight  of  customer.  Later  he 
moved  to  Bay  Street,  thence  to  310  Yonge  Street,  and 
now  to  new  premises,  where  more  space  is  available. 
The  problem  of  bringing  customers  to  an  up-stairs 
store  might  be  serious  for  the  average  shoe  dealer,  but 
the  nature  of  Natural  Tread  business  renders  it  quite 
feasible. 

A  fair  idea  of  the  establishment  may  be  gathered 
from  the  photographs  shown.  The  store  is  divided 
into  four  rooms,  fitting  parlor,  stock-room,  office,  and 
sample  room. 

In  appearance,  the  fitting  parlor  is  quite  differ- 
ent from  anything  to  be  seen  in  Canada.  Entering 
from  a  stairway,  at  the  foot  of  which  is  located  a 
glass  case  containing  a  few  attractively  displayed 
shoes,  the  visitor  does  not  get  the  effect  of  a  shoe 
store,  but  rather  of  a  luxuriously  fitted  club  room. 
The  atmosphere  is  not  one  of  bustle,  or  what  might 
be  called  "sordid  commercialism,"  but  rather  of  rest- 
fulness.  The  effect  created  on  the  customer  would 
be  one  of  careful  service,  rather  than  a  hurried 
effort  to  sell. 

The  fitting  parlor  is  twenty-four  by  fifty-four  feet. 
The  woodwork  is  ebony  and  wall-paper  gold  with  Chip- 
pendale design.  On  the  walls  are  six  mirrors  in  old 
gold  and  black  with  fancy  black  tassel  cords.    The  floor 


is  carpeted  in  plain  grey,  with  oriental  rugs  here  and 
there.  The  furniture  is  reed,  in  black  and  gold,  with 
attractive  upholstering.  Beautiful  floor  lamps,  hanging 
lamps,  ferns  and  palms  create  a  pleasant  and  restful 
atmosphere.  Shoes  are  displayed  in  a  walnut  show 
case,  and  also  in  front  windows,  in  which  the  fixtures  are 
gold,  and  the  trimmings  black  v'elour. 


Mr.  V.  E.  Taplin 

O.n  a  mezzanine,  overlooking  the  fitting  parlor, 
is  located  Mr.  Taplin's  private  office,  where  he  is  in 
a  position  to  see  what  is  going  on,  and  yet  be  away 
from  the  actual  fitting  and  other  activities. 

Back  of  the  fitting  room  is  located  the  retail  stock 
of  shoes.  Behind  that  again  is  the  main  office,  and  also 
a  sample  room  in  which  shoes  can  be  shown  to  the  out- 
side trade. 

Some  of  the  conveniences  for  patrons  include  a 
foot-o-scope,  telephone  for  customers,  and  a  system 
whereby  special  insoles  can  be  cut  to  fit  shoes  of  cus- 
tomers who  need  relief  from  pressure  on  certain 
parts  of  the  sole  of  the  foot.  This  last  service  Mr. 
Taplin  regards  as  of  the  highest  value. 


Interior  of  New  Natural  Tread  Store 
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Selling  From  The 
Window 

Shoe-Card  Expert  Tells  Retailers 
About  Windows. 

MR.  H.  E.  PEASE,  who  specializes  on  window 
advertising,  addressed  the  convention  at  Chicago 
in  part  as  follows: — 
"The  shoe  dealer  to-day  has  two  great  problems. 
The  first  one  is  what  to  put  on  the  shelves  and  the  sec- 
ond, which  is  just  as  great,  is  how  to' get  it  off  the  shelves. 
Buying  to-day  is  a  big  problem.  The  other  side  of  the 
problem  is  how  to  move  the  merchandise  you  buy. 

"You  have  specialists.  Some  specialize  in  women's 
styles;  others  in  men's  styles,  and  others  in  the  ju- 
venile styles.  So  on  in  the  advertising  business,  which 
is  just  as  broad.  Advertising  through  the  retail  store 
window,  I  believe,  is  one  of  the  most  important  angles 
of  advertising  to-day. 

"I  have  for  about  14  years  specialized  on  window 
advertising — not  window  trimming,  although  I  got 
my  start  trimming  windows  over  16  years  ago.  Your 
chairman,  Mr.  Geuting,  yesterday  made  the  remark 
that  a  short  time  ago  he  overheard  the  conversation  of 
two  women  in  front  of  his  store.  After  seeing  a  price 
ticket  on  the  shoes,  $15.50,  'There  ought  to  be  a  law 
against  it,  that  man  ought  to  be  arrested.' 

"Do  you  know  what  I  would  have  done?  I  would 
have  told  them  why  that  shoe  was  $15.50,  right  through 
the  store  window,  the  same  as  you  would  if  you  had 
got  them  in  the  store  and  sold  them  the  best  pair  of 
shoes  they  ever  bought  in  their  lives.  That  is  the  secret 
of  show  card  advertising. 
Use  Your  Windows 

"Retail  merchants  to-day,  not  only  in  the  shoe 
business,  but  in  other  businesses,  look  upon  their  windows 
almost  entirely  from  the  standpoint  of  elegance  and  beauty, 
'My  what  an  attractive  window!'  But  they  must  also 
look  upon  them  in  the  terms  of  sales.  And  how  are 
you  going  to  do  it?  What  are  you  doing  with  your 
newspaper  space?  Are  you  buying  newspaper  space 
showing  a  few  illustrations  of  shoes,  leaving  everything 
to  the  imagination  of  the  reader?  You  are  saying  some- 
thing about  that  merchandise  because  you  know  as 


well  as  I  do  that  you  must  say  something  if  you  expect 
to  sell  something. 

"The  customer  comes  into  your  store,  you  take 
a  shoe,  hold  it  out  in  front  of  her,  deaf  and  dumb?  You 
don't  do  it.  No  sane  merchant  would  do  it.  You 
say  something  about  that  shoe  and  that  is  what  the 
show  card  does  in  your  window,  it  is  a  salesman  and 
you  have  to  have  the  salesman  to-day  if  you  want  to 
keep  the  front  doors  open.  There  are  any  number 
of  examples  of  show  card  advertising  that  I  could  bring 
out.  I  am  going  to  point  out  just  a  few  of  them  to  you. 
Take  Advantage  of  Circulation 

"The  main  point  I  want  to  bring  out,  one  of  the 
best  places  to  do  your  talking  is  the  place  you  do  your 
business.  You  are  paying  big  rent  for  your  store  and 
the  rent  is  based  the  same  as  the  space  that  you  are 
paying  for  in  the  newspaper.  It  is  based  on  circula- 
tion. Get  that?  Circulation  is  what  you  are  paying 
for  in  your  store  front  and  I  believe  anyone  will  agree 
with  me  that  about  85  per  cent,  of  your  rent,  or  close 
to  it,  is  the  face  of  your  store. 

"Now  take  advantage  of  this  circulation  that  is 
right  in  front  of  your  store.  Get  people  in  front  of  your 
store,  take  advantage  of  those  that  are  right  there  be- 
cause the  idea  is  this:  The  great  thing  in  advertising 
that  we  all  know  is  to  talk  somebody  into  something, 
said  in  an  understandable  way.  When  you  can  talk 
something  new,  you  can  put  over  a  suggestion,  a  point 
of  sale  for  the  copy  on  your  show  cards,  you  only  have 
to  bring  this  person  about  three  or  four  steps  before 
you  close  the  sale.  That  is  the  real  secret  of  show 
card  advertising." 


KENWORTHY  PRODUCTS 

The  success  of  Kenworthy  products  is  due  to  their 
thoroughness  of  manufacture.  Kaneva  Insoling  for 
McKays  is  made  either  plain  or  felt  backed,  and  is  very 
flexible  and  durable,  being  entirely  uneffected  by  mois- 
ture. It  is  now  being  used  by  many  of  the  largest  Mc- 
Kay shoe  manufacturers.  It  is  particularly  desirable 
when  used  in  connection  with  Kendex  Sock  Lining,  which 
is  levelled  in  the  shoe.  It  is  better  and  more  durable 
than  fibre  or  leather. 

Kaneva  "F",  a  woven  treated  fabric,  closely  re- 
sembles ooze  leather,  and  is  particularly  adaptable 
for  quarter  linings  and  sock  linings.  It  is  made  in 
oak,  grey,  white  and  black,  and  will  cut  to  a  clear  edge. 
It  also  is  uneffected  by  moisture. 


3S 


THE  SHOE  AND  LEATHER  JOURNAL 


February  1,  1923. 


A  Collection  Idea 

GOOD,  workable  ideas  are  the  spice  of  trade  in  the 
matter  of  stimulating  business,  and  that  holds 
good  no  matter  what  may  be  the  field  of  your 
endeavour. 

If  the  idea  is  different,  if  it  is  novel,  if  it  is  one  of 
those  rare  ideas  that  you  can  see  at  a  glance  are  really 
worth  while — well,  so  much  the  better. 

The  idea  which  this  little  article  describes  is  one  of 
that  type — you  don't  have  to  spend  any  money  to  give 
it  a  trial  to  find  out  whether  it  is  really  good  or  not. 
You  can  tell  that  easily  enough  by  just  reading  the 
article — it  stands  on  its  face  value. 

The  plan  in  question  has  to  do  with  collections, 
and  it  was  related  to  the  writer  by  William  F.  Greene, 
who  writes  the  collection  letters  for  the  George  Muse 
Clothing  Co.,  of  Atlanta,  Georgia,  the  largest  store 
of  its   kind   in    the  South. 

The  fact  that  it  was  originally  used  in  the  clothing 
field  need  not  make  a  particle  of  difference  to  you,  for 
it  is  one  of  those  rare  ideas  that  are  just  as  applicable 
to  one  line  of  business  as  they  are  to  another  regardless 
of  what  its  exact  nature  may  be,  providing  that  business 
has  accounts  to  collect.  And  that,  of  course,  includes 
those  merchants  who  are  readers  of  this  publication. 

The  writer  thought  this  plan  so  good  that  he  showed 
it  to  a  dozen  of  the  leading  merchants  in  Atlanta  to 
get  their  opinion,  and  invariably  they  stated  it  was  the 
best  collection  idea  they  had  ever  heard  about.  That, 
indeed,  speaks  well   for  it. 

Well,  to  begin  at  the  beginning  then,  a  few  days 
ago  Mr.  Greene  received  through  the  mails  a  cheque 
made  out  to  the  George  Muse  Company  in  the  sum 
of  $5.00,  but  whoever  sent  it  had  forgotten  the  very 
important  matter  of  affixing  his  signature  thereto.  It 
came  in  a  Muse  return  envelope  and  not  being  accom- 

Kanied  by  a  letter  of  any  kind,  therefore  the  company 
ad  no  way  in  the  world  of  knowing  who  had  sent  the 
check. 

The  envelope  was,  however,  postmarked  from  At- 
lanta, and  at  once  the  idea  occurred  to  Mr.  Greene 
of  sending  out  a  bunch  of  letters  to  the  store's  customers 
in  Atlanta  who  happened  to  have  a  balance  of  $5.00 
or  more,  telling  them  about  this  cheque,  and  asking  the 
one  who  had  sent  it  to  let  the  company  know  so  that 
it  could  be  returned  for  signature  and  duly  credited  to 
his  account. 

Now,  of  course,  it  was  not  Mr.  Greene's  idea  merely 
to  get  this  $5.00,  but  he  felt  that  by  sending  out  this 
letter  in  this  way  he  could  also  make  it  serve  as  a  re- 
minder to  some  of  the  customers  that  their  accounts 
were  still  unpaid,  and  that  thus  some  good  results  might 
be  obtained  in  the  matter  of  collections.  And  indeed 
they  were  as  well  be  later  explained — results,  in  truth, 
that  were  far  beyond  Mr.  Greene's  fondest  expecta- 
tions. 

The  letter  sent  out  was  multigraphed,  and  filled 
in  with  the  customer's  name  and  address  individually, 
in  such  a  way  that  it  was  next  to  impossible  to  tell  that 
it  was  not  actually  a  personally  written  letter.  The 
copy  used  in  the  letters  was  as  follows: 
Mr.  John  Doe, 
Atlanta,  Ga. 
Dear  Mr.  Doe: 

Through  the  mail  this  morning  we  received 
a  cheque,  No.  1556,  drawn  on  the  Atlanta  Na- 
tional Bank,  and  payable  to  our  order,  for  $5.00. 

This  cheque  was  not  signed  and,  being  mailed 
in  one  of  our  return  envelopes  and  unaccompanied 
by  letter,  we  are  unable  to  ascertain  identification 


of  the  sender.    The  envelope  bore  the  postmark 
of  Atlanta.^ 

Thinking  that  this  cheque  may  have  come 

from  you,  we  deemed  it  best  to  write  you  this  letter 

regarding  it. 

Please  let  us  know  if  this  cheque  should  be 

credited  to  your  account,  and  we  will  return  same 

at    once    for    your  signature. 

Awaiting  your  reply,  we  are 

Very  truly  yours, 
The  George  Muse  Company. 

Mr.  Greene  dispatched  seventy  of  these  letters  to 
Atlanta  accounts  as  above  set  forth,  and  exactly  one 
week  later  he  tallied  up  the  results.  Out  of  the  seventy 
letters  sent  forty  replies  were  received,  and  out  of  these 
forty  there  were  twenty-three  customers  who  enclosed 
some  sort  of  a  cheque  as  part  or  full  payment  on  their 
accounts.  It  will  probably  be  of  interest  to  note  here 
some  of  the  amounts  that  were  received.  There  was 
one  cheque  for  $56.50,  and  another  for  an  even  $50; 
a  third  and  fourth  were  for  $31  and  $30  respectively; 
there  was  another  for  $25,  and  another  for  $22.13.  Of 
the  remaining  cheques  the  amounts  ranged  from  $15 
down  to  $5,  and  several  cheques  for  the  latter  amount 
were  received. 

Of  the  total  number  of  cheques  that  came  in  during 
the  week  and  all  of  which  were  a  direct  result  of  this 
letter,  $370.38  was  collected  from  the  seventy  accounts; 
truly  a  remarkable  result  to  say  the  least  of  it.  Fur- 
thermore, all  customers  replying  and  who  did  not  en- 
close cheques,  promised  payment  very  shortly  with  one 
or  two  exceptions,  while  two  others  telephoned  and  one 
called  personally. 

Now,  then,  as  you  can  readily  see,  this  little  idea 
was  discovered  quite  by  accident,  but  it  obtained  such 
unusually  good  results  that  the  Muse  store  has  filed 
it  away  for  future  use  with  other  customers.  In  fact, 
Mr.  Greene  advises  that  no  letter  has  ever  obtained 
better  results  for  this  company  in  the  matter  of  collec- 
tions— considering,  of  course,  the  limited  number  sent 
out — in  the  history  of  the  business;  and  the  Muse 
store  has  operated  in  Atlanta  for  almost  50  years. 

In  this  particular  instance  an  unsigned  cheque  was 
really  received  as  above  stated,  but  on  the  other  hand, 
what's  the  odds?  It's  the  idea  that  counts  and  if  it 
gets  the  money  that's  the  principal  point,  providing  the 
means  are  honorable.  Without  doubt  it  is  a  plan  that 
can  be  just  as  successfully  used  whether  or  not  you  have 
ever  received  such  a  cheque,  and  if  it  accomplished 
results  like  this  for  the  Muse  store,  why  should  it  not 
accomplish  equally  as  good  results  for  you  ?  It's  different, 
it's  decidedly  a  unique  and  novel  idea,  and  those  are  al- 
ways the  kind  that  accomplish  the  really  productive 
results. 

Incidentally,  it  might  be  mentioned  in  passing  that 
the  Muse  Company  has  never  yet  found  out  who  sent 
them  that  unsigned  cheque. 

A  majority  of  the  replies  received  in  response  to 
this  letter  were  written  on  the  bottom  of  the  letter  it- 
self, and  here  are  a  few  interesting  samples  copied  ver- 
batime   from,  the    Muse  files: 

"Not  guilty.    Sorry.    But  here's  one  for  $5.00." 

"No,  it's  not  mine,  but  wish  it  was.  I'll  send  you 
a  substantial  payment,  though,  on  my  account  within 
a  week." 

"Not  my  cheque.  However,  your  letter  reminds  me 
of  my  own  unpaid  account,  and  I  enclose  herewith  my 
cheque    for    $22.13    to    cover  same." 

"Just  received  this  communication  to-day.  The 
cheque  is  not  mine  but  I  am  enclosing  one  for  $15  you 
can  apply  on  my  account.  Thanks  for  the  letter  for 
it  thus  called  my  own  account  to  mind." 
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THE  MURRAY  SHOE  STORE. 

Hugh  and  Ken  Murray,  of  London,  Ont,  have 
succeeded  to  the  business  of  Johnston  &  Murray, 
Dundas  St.,  London,  Ont.  They  are  both  well  known 
to  the  shoe  trade  of  Ontario,  having  been  for  fifteen 
years  connected  with  the  retail  shoe  business  of 
London. 

They  have  one  of  the  most  up-to-date  establish- 
ments in  Western  Ontario,  divided  into  three  separ- 


ate departments,  laid  out  on  the  most  approved  plan, 
with  handsome  furnishings.  They  have  a  special 
shoe  shine  parlor  for  ladies. 

The  opening,  about  the  middle  of  last  month, 
was  attended  by  the  best  people  of  London,  the 
music  and  flowers  being  particularly  attractive. 
Each  lady  visitor  was  given  a  neat  souvenir  of  her 
visit.  The  business  is  simply  and  aptly  known  as 
"Murray's"  the  whole  reflecting  great  credit  upon 
the  management  and  their  enterprising  spirit. 


Mr.  Ken .  Murray 


Mr.  Hugh  Murray 


'Murray' s"  Shoe  Store,  London,  Ont. 
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What  We  Think 
of  Them 

By  the  Advertising  Service  Dept. 

We  have  been  invited  to  criticize  a  few  shoe  ad- 
vertisements from  Fort  William.  The  advertisements 
shown  in  the  panel  are  representative  of  the  line  style 
of  shoe  copy  used  by  progressive  dealers  in  Western 
Ontario.  It  might  be  of  value  to  say  here  that  shoe 
advertising  to  be  successful,  must  have  co-operation 
between  the  copy  writer  in  the  store  and  the  compos- 
itor in  the  printing  plant.  No  matter  how  original 
the  copy  writer's  ideas  may  be,  or  how  much  thought 
and  study  he  puts  into  his  advertisements,  the  com- 
positor can  by  careless  or  indifferent  setting  ruin  the 
selling  effort  of  the  best  of  written  advertisements.  The 
advertisements  of  T.  Jack  and  Company,  shown  here, 
could  have  been  improved  considerably  if  the  compos- 
itor had  had  as  much  thought  of  his  type  setting,  as  the 
advertisement  writer  had  of  his  advertisement.  These 
advertisements  are  well  written  and  nicely  laid  out,  but 
the  compositor  has  used  the  type  face  nearest  his  hand, 
resulting  in  a  conglomeration  of  black  and  heavy  type 
faces,  with  too  strong  a  percentage  of  capitals.  The 
copy  writer  used  his  brains,  the  compositor  used  his 
hands.  Referring  to  the  first  advertisement  at  the  left 
of  the  panel,  we  find  an  assortment  of  type  faces,  Roy- 
croft,  Cheltenham,  Bold  and  condensed  Gothic,  each 
one  pulling  against  the  other.  Many  men  who  call 
themselves  compositors  fail  to  realize  the  value  of  one 
type  face  throughout  an  advertisement.  It  will  be 
noticed  that  the  heading  "Listen"  stands  out  with  a 
splash.  Why?  Because  it  is  just  one  line  of  isolated 
capitals,  surrounded  by  light  face  type  and  white  space. 
Come  lower  down,  and  we  have  practically  seven  lines 


of  capitals,  which  the  eye  cannot  grasp  at  a  glance,  are 
therefore,  hard  to  read  and  have  a  tendency  to  crowd 
out  the  really  important  item,  "For  To-night  and  Mon- 
day" the  time  of  the  sale.  We  could  go  on  and  analyze 
each  advertisement  this  way,  but  nothing  would  be 
gained  by  repetition.  On  the  whole  too  many  capitals 
and  too  much  black  face  type  has  been  used.  The  prices 
are  well  displayed,  which  is  a  very  good  point.  The 
third  advertisement  covering  a  three  day  sale  is  prob- 
ably the  best  one  of  the  bunch.  The  white  space  being 
used  effectively.  It  will  be  noticed  that  the  box 
label  is  used,  as  the  signature  in  the  advertisements. 
This  is  a  good  idea,  helping  to  ink  up  Jack's  advertis- 
ing with  their  boxes,  and  the  store.  If  these  advertise- 
ments do  not  live  up  to  expectations,  it  is  not  the  copy 
writer's  fault,  but  more  likely  the  publisher,  printer 
or  compositor.  If  the  publisher  hasn't  got  the  type  for 
the  composing  men  to  use,  he  should  get  it.  If  the  pub- 
lisher went  to  (he  shoe  store  for  shoes  he  would  expect 
service  and  satisfaction.  He  would  pay  for  it.  Why 
should  not  the  shoeman  get  service  and  satisfaction  in 
his  advertising  set  ups  from  the  printer?  He  pays 
for  it.  On  the  whole  these  particular  advertisements 
shown  on  this  page,  should  pull  business,  and  aside  from 
the  mechanical  point  of  view  are  worthy  efforts  in  live 
copy. 


COMPULSORY  REGISTRATION. 

An  attempt  is  being  made  in  England  to  compel 
registration  of  all  boot  and  shoe  repairers  under  some 
Trade  Board.  The  effort  has  arisen  from  the  fact  that 
since  the  war  there  has  been  a  large  increase  in  the  number 
of  small  repairers  and  the  latter  are  doing  work  at  very 
low  figures  to  the  disadvantage  of  the  regular  trade. 
The  scheme  looks  like  trade  unionism  of  the  most  flag- 
rant character. 
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American  Shoe 
Manufacturers  Meet 

Annual  Gatherings  at  New  York  a 
Great  Success.  Report  of  Styles 
Committee  Adopted. 

SHOE  manufacturers  from  all  over  the  United 
States  conferred  at  the  Hotel  Astor,  New  York 
City  on  January  16th  and  17th.  A  large  amount 
of  business  was  done,  and  a  number  of  very  interest- 
ing  and   profitable    addresses   were  given. 

At  the  opening  session  on  Tuesday,  January  16th, 
President  Briggs  gave  his  annual  report  covering  the 
Association  activities  for  the  year.  Amongst  other 
interesting  things  said  by  President  Briggs  were  the 
following: 

"If  I  were  to  venture  an  opinion  on  present  con- 
ditions in  shoe  manufacture,  I  could  not  do  better  than 
repeat  the  words  of  President  Harry  I.  Thayer  of  the 
Tanners'  Council  in  his  annual  address  last  October. 
Mr.  Thayer  is  quoted  as  saying: 

"  Among  the  great  problems  of  the  tanning  indus- 
try in  the  future  will  be  the  production  of  the  very  best 
leather  at  a  moderate  price.'  And  as  Mr.  Thayer 
further  states — 'This  implies  the  production  of  better 
raw  stock  and  the  improvement  of  tanning  methods 
by  the  introduction  of  labor-saving  devices  and  in  other 
ways.'  Now  if  we  follow  up  this  recommendation 
and  substitute  the  word  'shoes'  for  'leather,'  I  believe 
this  quotation  offers  a  suggestion  for  some  of  our  own 
problems. 

"The  complexities  of  manufacturing,  the  rapid 
changes  in  style,  with  their  inevitable  affect  upon  costs, 
seem  to  be  more  prevalent  in  shoe  production  than 
in  any  other  apparel  industry.  The  return  to  more- 
or-less  normal  conditions  should  help  toward  simplify- 
ing these  problems.  However,  as  the  style  element  is 
to  a  considerable  degree  the  merchandising  life  of  the 
trade,  it  will  continue  to  be  a  factor,  and  to  a  certain 
extent  will  have  to  be  met  in  the  manufacture  and  dis- 
tribution of  fashion  footwear,  so  long  as  it  can  carry 
its  full  burden,  and  costs  are  properly  distributed. 

"When  we  look  up  from  our  domestic  concerns, 
our  manufacturing,  style  and  merchandising  problems, 
our  labor  situation,  our  national  stability,  and  the  com- 
plexities of  our  tariffs  and  politics,  we  can  see  a  world 
in  crying  need  of  everything,  from  peace  and  stability 
down  to  the  thousand  necessities  which  this  Country 
supplies.  Other  nations  are  traveling  a  harder  road 
than  we,  to  achieve  stability,  political  and  financial, 
and  it  would  appear  that  order  is  beginning  to  resolve 
itself  out  of  the  chaos  that  threatened." 

Amongst  the  things  accomplished  by  the  Association 
is  the  interchange  of  credit  information,  the  media- 
tion between  buyer  and  seller  in  adjusting  disputes, 
and   preventing   unjust    and   harmful  legislation. 
Conference  with  Retailers 

The  conference  with  the  retailers'  committee  was 
held  on  Tuesday  night  by  the  manufacturers'  com- 
mittee. A  discussion  took  place  as  to  the  suitability 
of  the  time  and  place  for  the  Retail  Convention  and 
Shoe  Show.  A  number  of  manufacturers  thought 
that  it  interfered  to  some  extent  with  manufacturing 
and  selling  efficiency.  It  was  decided,  however,  that 
retailers  had  selected  this  time  as  most  suitable  to  them, 
and  the  manufacturers  would,  therefore,  fall  into  line. 

The  Retail  Shoemen's  Institute  was  endorsed  and 
a  resolution  passed,  promising  financial  as  well  as  moral 


support  to  afford  thoroughly  trained  shoe  salesmen. 

It  was  also  decided  to  prepare  a  code  of  ethics 
for  the  entire  shoe  industry,  which  a  committee  has 
now  in  jhand,  and  will  present  later  on  for  the  consid- 
eration   of   manufacturers,    wholesalers    and  retailers. 

It  was  also  decided  to  adopt  a  national  slogan  for 
the  shoe  industry  for  the  purpose  of  arousing  greater 
interest  amongst  all  classes  of  the  community  in  the 
use  of  well  made  shoes.  The  slogan  adopted  was  "Walk 
and  Be  Healthy." 

The  following  resolutions  were  passed  by  the 
Association: 

RESOLVED,  that  when  in  controversy  when  one  sug- 
gests arbitration  and  the  other  one  refuses  without 
justifiable  reasons,  the  name  of  the  firm,  company  or 
individual  so  refusing,  be  listed  in  our  bulletin  as  re- 
fusing to  arbitrate. 

There  are  certain  people  who  engage  in  merchan- 
dising schemes  for  the  sole  purpose  of  defrauding  those 
from  whom  they  purchase  goods,  disposing  of  same 
by  devious  unethical  ways  to  the  great  loss  of  the  cred- 
itor and  injury  to  legitimate  business.  Therefore, 
be  it: 

RESOLVED,  that  where  such  cases  come  under  a  crim- 
inal violation  in  which  our  product  is  involved,  that 
the  National  Boot  and  Shoe  Manufacturers'  Association 
of  the  United  States,  Inc.,  render,  as  far  as  possible, 
its  aid  with  other  affiliated  trade  associations  in  the  pro- 
secution of  such  acts  and  to  give  broadcast  publication 
to   such   criminal  prosecution. 

RESOLVED,  that  the  Chairman  of  the  Trades  Re- 
lations' Committee  be  directed  to  select  colleagues  for 
the  purpose  of  drafting  a  proposed  code  of  ethics  to 
be  adopted  by  the  boot  and  shoe  industry. 
Some  of  the  Speakers 

The  speeches  were  both  interesting  and  practical 
and  were  followed  with  a  good  deal  of  interest  by  those 
who  attended  the  Convention.  Charles  H.  Jones  spoke 
on  "Education  in  Business"  and  was  followed  by  William 
A.  Durgin,  of  the  Department  of  Commerce,  who  gave 
an  illustrated  talk  on  "Simplified  Practices  in  Busi- 
ness." Lewis  K.  Liggett,  head  of  the  big  drug  store 
chain,  spoke  at  the  afternoon  session  on  "More  Re- 
sponsibility of  Clerks."  We  quote  Mr.  Liggett's  re- 
marks in  part  elsewhere  in  this  number. 

Mr.  R.  P.  Hazzard  spoke  on  the  subject  "Distri- 
bute Production  Efficiency."  Mr.  Hazzard  declared 
that  labor  without  capital  or  management  would  hardly 
produce  a  bare  existence.  He  described  his  trip  through 
Europe,  and  the  effect  it  produced  upon  his  attitude  on 
these  questions. 

Mr.  L.  F.  Loree,  President  of  the  Delaware  and 
Lackawanna  Railway,  gave  an  address  on  "Railroad 
Conditions"  in  which  he  stated  that  socialism  was  not 
the  solution  to  present  difficulties  in  industrial  organ- 
ization. He  said  that  out  of  the  experience  of  over 
3,000  conferences  with  labor  during  the  war,  it  was  proved 
that  the  schemes  of  the  socialists  are  far  too  subtle  for 
the  laboring  man,  and  inadequate  to  meet  the  constant 
menace  of  unemployment,  the  recognition  in  industry 
of  the  worker's  status  or  of  the  right  of  distribution 
to    an    equitable   share   in   the  'product. 

Mr.  Magnus  Alexander  spoke  on  the.  immigration 
problem  from  various  standpoints,  and  discussed  the 
old  and  new  immigration,  asking  why  have,  not  more 
Germans,  Scandinavians  and  British  come  across  in 
recent  years.  He  said  that  the  right  kind  of  immigra- 
tion would  be  a  great  help  to  business,  and  favored 
having  representatives  in  European  countries  to  encour- 
age the  best  people  to  come  to  the  United  States.  He 
said  the  policy  of  the  Government  should  be  to  build 
for  to-morrow. 
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Mr.  Frank  S.  Farnum,  of  Brockton,  Mass.,  Chair- 
man of  the  Trades  Relations'  Committee,  spoke  on  the 
power  of  arbitration  and  made  an  appeal  not  only  for 
arbitration  in  labor  disputes,  but  also  in  commercial 
misunderstandings  as  against  expensive  and  friend- 
s  hip  destroying  litigation. 
Distribution,  the  Big  Problem 

Mr.  Jno.  G.  Holters,  of  Cincinnati,  lead  a  discussion 
on  the  general  outlook  of  business.  In  opening  up 
this  discussion,  he  gave  great  prominence  to  the  ques- 
tion of  distribution  as  a  big  problem  of  the  future  in 
the  shoe  industry.  We  give  Mr.  Holter's  remarks  more 
folly  in  another  column. 

Mr.  Henry  \Y.  Cook,  President,  of  A.  E.  Nettle- 
ton  Company,  Syracuse,  spoke  on  the  subject  of  "Con- 
ditions in  the  Fine  Shoe  Industry."  He  said  that  close 
pricing  with  manufacturers  depended  upon  volume 
for  a  fair  profit,  and  stated  that  retailers  in  buying  too 
sparingly  kept  up  the  cost  of  production.  He  referred 
to  the  leather  situation,  and  stated  that  there  was  an 
acute  shortage  in  fine  leathers,  especially  in  lines  of 
fine  kid  and  calf,  which  was  due  rather  to  the  change 
in  the  nature  of  the  raw  skins  than  to  increased  con- 
sumption. He  said  there  were  no  noticeable  changes 
in  wages  since  a  year  ago,  which  is  one  of  the  pleasing 
signs  of  the  times  and  the  hope  of  the  future. 

As  to  the  outlook  for  1923,  Mr.  Cook  said  that  he 
did  not  believe  there  would  be  any  great  increase  in 
the  volume  of  business,  but  there  are  no  indications 
of  any  depression.  Those  who  wish  to  get  a  satisfactory 
and  profitable  volume  of  business  will  have  to  aggress- 
ively go  after  it,  buying  to  advantage,  producing  effi- 
ciently and  selling  economically. 
Co-operation  Amongst  Allied  Trades 

Mr.  John  C.  McKeown,  of  Laird,  Schober  and  Com- 
pany, Philadelphia,  spoke  on  the  subject  of  "Construc- 
tive Co-operation  amongst  Allied  Trades."  Amongst 
the  interesting  things  said  by  Mr.  McKeown  was  that 
co-ordination  or  automatic  co-operation  is  assuredly 
a  safe  basis  on  which  to  build.  The  greater  efficiency 
accomplished  as  a  result  of  working  together  would 
be  an  example  to  other  industries  in  the  country. 

Many  houses  in  the  shoe  and  other  industries  dur_ 
ing  the  past  two  or  three  years  have  fought  a  battle 

Distribution  The  Big 
Problem 

John  G.  Holters,  of  Cincinnati,  Leads 
Discussion  on  the  General  Outlook  at 
New  York  Manufacturers'  Convention. 

THE  general  outlook  in  the  shoe  industry  appears 
to  be  very  good  for  the  first  six  months  of  the 
year.    I  hesitate  to  predict  beyond  six  months. 
Much  depends  upon  the  activity  of  the  retail  trade 
in  the  spring  as  to  the  prospects  for  the  second  half 
of  the  year. 

Labor  is  well  employed  and  farmers  will  have  more 
to  spend  this  year  than  last,  due  to  the  better  prices 
they  are  receiving  for  their  crops.  Therefore  every- 
thing points  to  a  good  business  for  the  retailer. 

1  do  not  anticipate  any  wide  fluctuations  in  our 
raw  material  prices.  There  may  be  some  slight  varia- 
tions from  time  to  time,  but  nothing  of  great  consequ- 
ence. The  manufacturer  should  be  able  to  anticipate 
his  purchases  of  staple  raw  materials  for  the  next  three 
months  with  perfect  safety,  but  I  believe  that  is  far 
enough    for   anyone   to   look  ahead. 


for  existence.  Profits  were  temporarily  forgotten;  the 
maintenance  of  overhead  seemed  to  be  a  great  slogan. 
Numbers  of  shoe  lines  are  being  produced  to-day  with- 
out profit,  depending  upon  development  of  conditions 
by  which  this  profit  can  be  realized.  A  deflation  of 
wages  did  not  occur  to  any  great  extent  during  1922, 
and  this  is  worth  considering  when  wages  were  not 
liquidated  in  the  years  of  1920  and  1921.  In  the  face 
of  this  fact,  the  economical  recovery  accomplished 
has  been  remarkable.  Mr.  McKeown's  advice  was  to 
build  solidly  rather  than  boom,  and  conduct  co-oper- 
atively the  business  so  that  the  best  goods  moderately 
priced  will  always  be  in  demand.  By  such  practical 
co-ordination  in  our  industry,  production  will  be  se- 
cured against  the-  prospect  of  a  buyer's  strike.  The 
policy  should  be  volume,  minimum  mark-up,  careful 
study  against  over  production,  broadening  the  field  of 
distribution,  and  the  heart  and  soul  of  the  manage- 
ment shoved  into  the  business  in  such  a  way  that  every 
rising  and  setting  of  the  sun  will  have  begun  and  ended 
a  day  of  stimulation. 

Cultivate  Home  Consumption 

Mr.  Raymond  O.  Morse,  of  Brooklyn,  stated  that 
conditions  in  the  shoe  trade  were  largely  due  to  over 
styling  and  over  capacity.  He  said  that  apparently 
the  public,  was  not  consuming  any  more  shoes  per  capita 
than  it  did  thirty  years  ago.  He  stated  that  the  shos 
factories  of  the  United  States  would  produce  50%  to 
250%  more  shoes  than  are  being  consumed  now  and 
so  long  as  that  condition  exists  the  shoe  style  problem 
is  going   to   continue.    He  said: 

If  the  real  cause  of  the  over-styling  is  over-cap- 
acity of  our  factories,  that  is  a  problem  that  is'  worthy 
of  thought  of  everybody    in  this  industry. 

Other  industries  have  appreciated  this  problem 
and  have  taken  steps  to  cultivate  consumption  in  their 
home  markets;  not  a  few,  but  several  have  done  so. 
I  have  in  mind  a  particular  instance  which,  for  the 
best  of  my  information,  has  been  quite  successful. 

I  believe  this  great  industry,  if  it  can  fully  appre- 
ciate that  the  per  capita  consumption  of  shoes  has  not 
increased  in  30  years,  will  be  willing  sooner  or  later  to 
take  up  that  subject  and  make  plans  to  increass  the  per 
capita   consumption   of  shoes. 


A  boom  in  raw  materials  at  this  time  would  be  a 
matter  of  concern  to,  us  as  employers  of  labor,  because 
of  the  tendency  it  would  have  to  disturb  our  labor  sit- 
uation, but  with  no  probability  of  any  such  disturbing 
conditions  in  the  raw  materials  market,  the  outlook 
from  this  standpoint  I  think  is  encouraging. 
No  Labor  Trouble  Anticipated 

I  do  not  believe  the  shoe  manufacturer  will  have 
any  serious  complications  with  labor  during  this  year. 
I  think  the  past  year  has  cleaned  up  fairly  well  the 
labor  difficulties  that  existed.  Present  indications  do 
not  point  to  any  further  labor  reductions  this  year,  be- 
cause labor  is  fairly  well  employed.  The  shoe  man- 
ufacturer is  paying  a  fairly  high  wage,  by  comparison 
with  other  industries,  which  permits  a  satisfactory 
earning  capacity  for  the  worker  and  keeps  him  satis- 
fied. 

With  no  labor  difficulties  in  sight,  I  feel  that  the 
outlook  for  our  industry  is  favorable,  from  a  labor  stand- 
point. 

A  point  that  must  be  reckoned  with  seriously  by 
manufacturers,  particularly  by  women's  shoe  man- 
ufacturers making  a  style  line,  is  the  cost  of  distribu- 
tion. It  is  the  most  talked  of  subject  in  this  country  to- 
day in  all  lines  of  industry.  It  is  the  biggest  problem 
confronting   manufacturers  generally. 
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For  years  we  have  had  drummed  into  us  by  indus- 
trial engineers  that  the  way  to  reduce  costs  was  to  sim- 
plify manufacturing  operations,  reduce  waste,  and  put 
the  utmost  efficiency  into  management.  This  has  had  the 
attention  of  the  manufacturer  and  has  been  developed 
generally  in  our  industry  to  the  fullest  extent.  I  ques- 
tion very  seriously  whether  there  is  much  possibility 
of  further  saving  along  these  lines. 

But  the  thing  we  have  all  overlooked  entirely  in 
our  endeavors  to  reduce  the  cost  to  the  consumer  is 
the  question  of  distribution,  and  this,  in  my  mind,  is 
the  vulnerable  spot  that  will  have  to  be  strengthened 
in  the  future,  if  our  industry  is  to  continue  to  prosper. 

Constructive 
Co-operation 

By  John  C.  McKeown 

IT  is  an  unfortunate  fact  that  sentiment  so  frequent 
ly  defeats  co-operative  economic  plans.  I  say 
sentiment  rather  than  use  the  word  politics  or  sel- 
fishness, for  so  much  has  been  said  in  other  quarters 
and  along  other  lines  regarding  the  co-operation  between 
manufacturers  and  retailers  in  our  industries  that  I 
deem  it  advisable  to  go  back  a  little  and  attempt  to 
throw  the  burden  of  proof  or  argument  upon  the  source 
of  supply. 

With  this  in  mind,  I  quote  from  a  prominent  tanner 
who  voluntarily  makes  this  clear  and  conclusive  state- 
ment: Most  strongly  appealing  is  a  pre-war  condition 
showing  a  variation  in  the  price  of  skins  10  to  15  per 
cent,  so  revolutionary,  that  it  was  found  unsettling 
to  both  the  shoe  and  leather  business;  whereas  during 
the  readjustment  years  following  the  war,  prices  of 
raw  material  varied  as  much  as  50  per  cent,  within 
less   than   a   year's  time. 

Mark  this,  gentlemen,  if  you  please — 50  per  cent 
variation  within  less  than  a  year's  time.    The  high 
point  would  be  reached,  then  prices  would  drop  almost 
perpendicularly,  and  in  a  few  weeks  rebound  from  al- 
most the  levels  from  which  they  had  dropped. 

Co-operation  between  shoe  manufacturers  and  tan- 
ners might  avoid  this  unhealthy  conditions.  _  Defin- 
itely these  fluctuations  in  price  of  raw  materials  are 
caused  by  too  much  business  placed  within  a  given  time, 
and  too  little  business  placed  within  a  given  time.  If, 
through  a  campaign  of  education  or  through  closer 
co-operation,  orders  could  be  spread  more  evenly 
throughout  the  year,  much  of  this  fluctuation  would 
be  avoided,  and  I  frankly  believe  that  leather  would  be 
sold  to  the  shoe  manufacturers  at  a  substantially  lower 
average  price. 

In  this  connection,  it  would  be  well  to  dwell  upon 
the  fact  that  skins  are  a  by-product.  Demand  for 
leather  neither  increases  nor  decreases  the  supply  for 
this  product.  Demand,  however,  has  everything  to 
do  with  price,  for  the  by-product  can  only  be  used  for 
leather.  The  tanner  must  contract  for  his  supplies 
sometimes  eight  months  before  his  skins  arrive  for  tann- 
ing, and  sometimes  ten  months  before  they  are  actually 
saleable  as  leather,  making  this  particular  branch  of  the 
shoe  and  leather  industry  highly  speculative,  too  much 
so   for  an  essential  commodity. 

This,  gentlemen,  is  intended  as  a  message  or  an 
appeal  to  the  retailers  in  our  industry  who,  while  sin- 
cere in  their  attitude,  fail  to  take  cognizance  of  the 
existence  of  uneconomic  conditions.    I  do  not  believe 


Here  is  where  we  must  concentrate  our  energies  to  wor 
out  economies  that  will  enable  us  to  distribute  our  pro- 
duct at  the  lowest  possible  cost  to  the  consumer,  and 
in  effecting  a  saving  to  the  consumer  we  will  be  moving 
in  the  right  direction  ,  to  reap  a  benefit  to  ourselves. 

I  think  I  am  safe  in  saying  that,  barring  unfore- 
seen adverse  developments,  and  I  mean  by  that  par- 
ticularly the  European  situation,  1923  should  be  a  bet- 
ter year  for  the  shoe  industry  than  1922.  However, 
we  are  not  on  the  threshold  of  great  prosperity,  and  it 
is  well  for  us  to  keep  our  feet  on  the  ground  and  beware 
of  over-expansion. 


that  these  uneconomic  conditions  tend  in  any  great 
measure  to  disturb  the  profits  of  the  manufacturer.  I 
believe  in  this  respect  they  are  more  irritating  and  em- 
barrassing than  actually  creative  of  loss,  but  one  salient 
point  does  stand  out  before  us  all,  and  that  is,  this  failure 
of  economy  does  indirectly  increase  the  cost  of  footwear 
to  the  buying  public. 

I  am  not  by  any  means  hipped  on  the  subject  of 
the  convention  time  of  the  National  Shoe  Retailers' 
Association,  but  from  the  simple  fact  that  it  is  mid- 
season  and  embarrassing  from  a  standpoint  of  purchas- 
ing, from  a  standpoint  of  selling,  from  a  standpoint  of 
production,  some  definite  consideration  in  an  absolutely 
receptive  frame  of  mind  should  be  given  to  a  change 
of  this  date,  at  least  to  a  period  somewhere  near  the 
beginning  of  either  the  spring  or  fall  manufacturing 
season. 

I  cannot  too  vigorously  urge  every  branch  of  our 
industry  and  every  participating  human  factor  in  each 
individual  branch  toward  the  propaganda  of  the  funda- 
mental change  for  the  better  in  business  during  1923. 
It  will  not  remain  healthy  of  its  own  accord.  It  must 
be  nursed,  it  must  be  cherished,  and  a  means  of  exis- 
tence provided  preferably  along  sane  lines,  as  I  have 
above  outlined,  in  order  that  capital  as  well  as  labor 
may  equably  come  into  its  own. 

I  cannot  expect  a  co-operative  result  in  line  with 
the  development  of  the  season  or  the  perfection  of  re- 
production of  nature,  but  if  good  business  principles  are 
adopted  by  us  all,  and  lived  up  to,  and  the  different 
branches  of  our  industry  function  in  such  a  way  as  to 
make  one  delicate,  beautiful  but  practical  bit  of  machin- 
ery, then  shall  we  see  results  which  will  become  time 
honored,  and  which  will  demonstrate  conclusively  the 
value  of  constructive,  hand  in  hand,  industrial  exis- 
tence. 

We  have  a  wonderful  foundation  upon  which  to 
build.  Let  us  appreciate  it,  but  by  all  means  let  us  get 
the  most  out  of  it.  Let  us  together  fight  in  time  the 
dangers  in  our  path  and  minimize  them,  so  as  to  make 
them   eventually  of  negligible  importance. 

The  good  work  of  the  Tanners'  Council,  the  National 
Boot  &  Shoe  Manufacturers'  Association,  the  National 
Shoe  Retailers'  Association  is  beyond  reproach  as  in- 
dividual organizations,  but  I  sincerely  believe  that  there 
are  points  of  contact  inevitable  to  reach  that  degree 
of  excellence  and  superiority  that  we  all  devoutly  desire. 


Philias  Bell,  a  chemist,  is  defendant  in  a  case  in- 
volving $100,000  at  Montreal.  The  process  proposed 
to  take  leather  shavings  and  clippings  and  make  them 
into  leather  which,  it  is  claimed,  will  be  as  good  as  the 
natural  product.  The  complainants  allege  that  after 
receiving  the  money  from  them,  with  which  he  was  to 
start  a  factory  for  the  manufacture  of  the  leather,  he 
went  no  further  with  the  business. 
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SKI  BOOTS 

Another  Daoust  Lalonde  Specialty 


Ever  since  w£  introduced  our 
specially  made  Ski  Boots  to  the 
Canadian  Trade — some  twelve 
years  ago  —  we  have  held 
leadership  in  the  production  of 
this  line  of  Sporting  Footwear, 
always  originating  exclusive  im- 
provements and  always  offering 
the  best  in  shoemaking  and 
value. 


Wearers  everywhere  pronounce 
this  model  the  perfect  type  of 
Ski  Boot. 

NOTE  THE  SPECIAL  SHAP- 
ED SOLE,  DESIGNED  TO 
HOLD  THE  HARNESS  OF 
THE  SKI  FIRMLY,  PREV- 
ENTING THE  BOOT  FROM 
SLIPPING. 

Supplied  in  High  and  Low  Cut 
for  Men,   Women  and  Boys. 


OUR  SALESMEN  ARE  NOW  OUT  SHOWING  THIS  BOOT. 
IT  IS  A  LINE  THAT  BOOSTS  WINTER  SALES  WHEREVER 
SPORTING  SHOES  ARE  WORN.    GET  IT  IN  YOUR  LINES 

NOW. 


Daoust,  Lalonde  &  Co,,  Limited 

45  to  49  Victoria  Square,    Montreal,  Que. 

BRANCH  WAREHOUSE— The  Metropolitan  Shoe  Co.,  91  St.  Paul  St.  E. 


Mention 


'Shoe  and  Leather  Journal"  when  writing  an  advertiser 


February  1,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


45 


JVLore  Responsibility 
on  Clerks 

WHAT  had  increased  our  business?  Primarily, 
because  a  clerk  doesn't  have  to  search  all  over 
the  store  to  find  the  article  called  for.  He 
knows  his  stock,  and  beyond  knowing  his  stock,  he 
knows  all  about  what  is  in  the  stock,  which  he  never 
knew  when  he  carried  so  many  others.  The  burdens 
have  been  reduced  on  the  clerk  and  he  is  a  happier  and 
more  contented  and  better  man,  and  we  are  able  to  pay 
him  more  money  because,  with  the  reduction  of  inventory, 
it  meant  a  reduction  in  help. 

In  1916  we  had  146  stores.  At  the  close  of  this 
last  year  we  had  236  stores  under  the  Liggett  name. 
We  have  less  clerks  in  236  stores  than  we  had  in  146 
stores,  and  we  are  doing  a  little  over  one  hundred  per- 
cent, more  business.  The  result  is  that  the  help  is 
better    paid    and    better  satisfied. 

I  suggest  that  to  you  as  applicable  not  only  to  the 
retail  business,  because  we  have  applied  it  to  our  manu- 
facturing plants,  both  here  and  in  England. 

As  soon  as  we  standardized  a  shoe  we  sent  the 
merchandise  back  to  what  we  call  our  No.  2  warehouse, 
or  in  other  words,  the  junk  shop.  That  junk  shop  mer- 
chandise was  exchanged  for  more  saleable  merchandise, 
if  possible.  If  a  manufacturer  made  more  than  one 
item  we  told  him  our  plan  and  exchanged  what  we  had 
for  some  other  item.  If  it  couldn't  be  exchanged,  we 
sold  it  for  what  it  would  bring.  It  brought  about  thirty 
cents  on  the  dollar  to  us  for  that  merchandise,  or  in 
a  period  since  the  middle  of  1916,  up  to  the  close  of  last 
year,  we  have  charged  off  from  that  No.  2  warehouse 
something  over  $700,000  in  loss,  to  clean  that  merchan- 
dise out. 

I  think  that  business  in  this  country  is  first  and 
foremost  dependent  upon  the  farmer.  The  farmer 
has  not  had  good  business  in  1921  or  1922,  and  his  pro- 
spect for  1923,  while  it  is  brighter,  offers  a  problem. 
One  thing  is  certain:  that  business  is  bound  to  con- 
tinue good  with  the  momentum  it  has  got  now  for  the 
first  six  months  of  this  year.  What  will  happen  after 
that  will  depend  I  think  very  largely  upon  either  the 
amount  of  crops  or  the  price  that  is  obtained  for  it.  If  the 


farmer  comes  through  in  the  middle  of  July  or  the  first  of 
August,  certainly  one  can  look  for  a  continuance  of 
good  business. 

To-day  you  find  a  tremendous  amount  of  building 
going  on,  larger  I  am  told  in  extent  than  ever  before 
in  this  country.  Only  to-day,  going  over  some  lease 
situations  in  Washington,  I  was  informed  that  they 
have  taken  out  fifty  millions  of  building  permits  in  the 
last  eight  months  in  Washington,  D.C.  While  I  was 
told  that  by  a  man  from  Washington,  our  own  manager 
there,  who  thought  that  that  was  the  only  place  that 
was  building,  you  gentlemen  know  that  that  is  going 
on   in    all   your  communities. 

That  is  pretty  well  headed  through  1923.  It  offers 
another  argument  of  why  1923  is  going  to  be  a  good  year. 


FIFTY  YEARS  IN  BUSINESS. 

G.  B.  Farmer,  of  Perth,  Ont.,  was  fifty  years  in 
business  last  fall  when  he  retired  from  the  retail 
shoe  trade  and  disposed  of  his  concern  to  Smiley  & 
Thompson.  Mr.  Farmer  was  one  of  the  first  sub- 
scribers to  the  Shoe  and  Leather  Journal,  in  1888, 
and  his  photograph  was  published  in  its  first  big 
special  number  in  November,  1890,  with  twenty-five 
of  the  leading  shoe  merchants  of  Canada.  He  made 
his  debut  in  the  shoe  business  with  the  late  David 
Holloway,  of  Perth,  in  1867,  and  ran  a  shoe  store  for 
him  in  Arnprior,  returning  in  1871  to  Perth,  intend- 
ing to  take  a  University  course.  He  however  entered 
the  shoe  game  on  his  own  behalf  when  twenty-one 
years  of  age,  and  has  been  at  it  ever  since.  He  has 
been  identified  with  every  good  work  in  his  native 
town  taking  particular  interest  in  the  boys,  being 
chairman  and  secretary  of  the  Board  of  Education. 
He  is  seventy-one  years  of  age  and  well  merits  the 
rest  taken  from  business  cares.  His  successors 
Messrs.  Smiley  and  Thompson  are  both  shoe  men  of 
ability,  Mr  Smiley  having  been  in  the  shoe  business 
in  Shawville,  Quebec,  and  Mr.  Thompson  in  one  of 
the  large  Ottawa  stores.  With  such  a  good  founda- 
tion and  their  own  experience  they  ought  to  make  the 
business  a  great  success.  The  Journal  extends  its 
best  wishes  for  good  health  and  happiness  to  Mr. 
Farmer. 


: 


Mr.  G.  B.  Farmer 


Mr.  Thompson 
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Mr.  Slick  Salesman 


OVERTURE 


1st  ACT 


2nd  ACT 
3  Months 
Slow  Music 


Later 


FINALE 


tA  Dramatized  Fable 

IN  TWO  ACTS 

Scene:  Mr.  Shoe  Retailer's  Store 
In  Tournaville. 


Hail!  Hail!  the  gang's  all  here. 

Enter  Mr.  Slick  Salesman  re- 
presenting the  Slicker  Shoe  Mfg. 
Co.  with  a  swell  line  of  samples. 
Mr.  Shoe  Retailer  gives  the  swell 
range  the  once  over — has  a  good 
meal  and  a  fat  cigar  at  the  ex- 
pense of  Mr.  Slick  Salesman,  and 
buys  large  quantities  at  special 
factory  discounts. 

CURTAIN 

Enter  Mr.  Shoe  Retailer  look- 
ing glum.  The  Season's  over — style 
changing-and  the  last  of  Mr.  Slick 
Salesman's  delayed  deliveries  just 
ariiving.  Mr.  Shoe  Retailer  stands 
in  the  middle  of  his  store  sur- 
rounded by  his  well  filled  shelves 
— bills  maturing — good  customers 
unattracted  by  the  Red  Signs, 
Shoes  arCosr,are  passing  the  door. 

CURTAIN 

Funeral  March. 


MORAL:  Buy  little  and  often  from  a  reputable  "IN-STOCK"  House 
carrying  a  complete  range  of  seasonable  Novelties  and  Sample  Shoes. 

Look  for  our  IN-STOCK  SHEET. 

CANADIAN    SHOES  LTD. 

TORONTO 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Looking  Them  Over 
At  Montreal 

WITH  about  seventy  sample  rooms  open,  with 
four  conventions  going  on,  and  with  many 
friends  to  greet,  the  average  visitor  could  visit 
only  a  few  rooms,  and  see  only  the  samples  of  greatest- 
interest  to  him.  For  the  benefit  of  those  who  were 
there,  and  also  those  who  were  not,  a  brief  survey  of 
the  exhibitors  and  principal  samples  should  be  of  in- 
terest. In  our  last  issue  we  gave  a  general  resume  of 
the  style  situation,  which,  coupled  with  the  following 
review,  should  afford  a  fairly  complete  picture. 

Chas.  A.  Ahrens  Co.,  Ltd.,  Kitchener,  were  well 
represented  by  Messrs.  Fred  Ahrens  and  Ed.  Wettlau- 
fer.  They  showed  a  full  line  of  "Chums"  shoes  for  boys, 
worked  out  in  the  various  leathers,  as  well  as  shoes  for 
misses  and  growing  girls,  in  oxfords,  straps  and  high 
shoes. 

Arrow  Shoe  Co.,  Ltd.,  Montreal,  were  featuring 
men's  brown  oxfords  for  golfers,  and  sports  shoes  made 
with  rubber  soles,  and  with  crepe  rubber  sole  and  heel; 
also  youth's  and  gents'  boots  made  of  brown  pearl, 
and  black  elk  goodyear  welts  with  Bull  Dog  chrome  sole, 
made  on  the  nature  last.  Messrs.  A.  J.  Laberge  and  D. 
A.  Leonard  were  on  the  job. 

Ames,  Holden  McCready,  Ltd.,  had  a  goodly  num- 
ber of  their  men  on  hand,  including  Messrs.  J.  W.  Ash- 
croft,  R.  Leroux,  Chas.  Lemoyne,  A.  Dupuis,  and  J. 
W.  Burt.  They  showed  a  range  of  samples  including 
men's  and  women's  in  up-to-date  patterns  in  brown, 
black   and   combinations.    Also    felts   and  rubbers. 

Blachford  Shoe  Mfg.,  Co.,  Ltd.,  of  Toronto,  were 
represented  by  Messrs.  Chas.  A.  Blachford,  Harvey 
McKean  and  Arthur  Bell.  They  showed  an  attrac- 
tive assortment  of  street  shoes  in  welts,  including  ox- 
fords with  wide  extension  soles  and  white  stitching, 
in  patterns  adaptable  to  dressy  walking  shoes.  At- 
tractive pump  effects  were  also  shown  along  similar 
lines,  in  one-strap  and  tongue  patterns.  They  recom- 
mended medium  brown  calf,  black  glazed  calf,  kid  and 
patent.  For  summer,  white  buck  and  white  cloth 
shoes  were  shown,  and  some  trimmed  with  various  colors 
of  colored  calf,  others  with  colored  stitching  in  the 
uppers   which   produced    attractive  effects. 

Their  turn  shoes  included  two  outstanding  designs, 
their  "Edith"  pattern  which  is  a  small  tongue  seam- 
less pump,  and  "Chic"  pattern,  a  strap  pump  with  a 
high  front.  They  also  showed  a  white  fabric  shoe  with 
the  new  crepe  sole. 

Armand  Bastein  was  represented  by  Mr.  C.  F.  Ross 
of  Toronto,  who  showed  an  attractive  line  of  slippers, 
moccasins,  etc. 

Beardmore  &  Co.,  Ltd., of  Toronto,  had  samples 
of  their  sole  leather,  Bull  Dog  Sole,  and  other  products, 
and  Messrs  Gordon  Beardmore,  Stanley  Birks,  and 
Harvey  Valentine  were  kept  busy  entertaining  their 
many  callers. 

Brandon  Shoe  Co.,  Ltd.,  of  Brantford,  had  an  ex- 
hibit in  charge  of  Mr.  C.  P.  Thompson.  The  samples 
included  oxfords  in  various  patterns,  as  well  as  boots 
for  men,  and  also  women's  shoes  in  oxfords,  straps  and 
tongues. 

J.  &  T.  Bell  Ltd.,  of  Montreal,  showed  their  usual 
line  of  high  class  welts  for  men  and  women,  with  Mr. 
Chas.  Dionne,  and  Mr.  Chas.  Fice  on  hand.  Leading 
developments  of  style  were  exemplified  in  oxford,  strap 
and  tongue  design.  Calf,  kid,  and  patent  in  plain  and 
combination  effects,  with  sports  shoes  for  summer  in 


white,  and  white  with  black  and  colored  trimming.  For 
men  they  featured  Dr.  Reed's  Cushion  Sole  Shoe  and 
their  Doctor's  Special. 

Bastien  Bros,  were  represented  by  Mr.  Maurice 
C.  Bastien,  showing  moccasins,  slippers,  boudoir  slip- 
pers,  gloves,  etc. 

B.  &  M.  Slipper  Mfg.,  Co.,  of  Toronto,  were  re- 
presented by  Mr.  P.  B.  Berenbaum.  They  showed 
boudoir  slippers  in  felts  plain  and  ribbon  trimmed  in 
colors,  also  in  kid,  patent,  and  combinations,  with  spring 
and  rubber  heels.  Also  Everett  and  Romeo  slippers 
in  black  and  brown  kid  and  sheepskin,  women's  Don- 
gola  kid  slippers,  cushion  soled,  McKay  sewn.  Also 
men's  brown  canvas  and  canvas  kid  trimmed  shoes. 

Canadian  Footwear  Co.,  Ltd.,  of  Montreal,  re- 
presented by  Messrs.  H.  Frechette  and  J.  H.  Brassard, 
showed  a  wide  range  of  women's  welts,  turns  and  Mc- 
Kays, worked  out  in  newest  designs  of  oxfords,  straps 
and  tongues.  Calf,  kid,  patent,  combinations  of  black 
and  grey,  brown  and  beige,  white  and  black,  all  attracted 
favorable  notice. 

Canadian  Shoes  Ltd.,  of  Toronto,  represented  by 
Messrs.  S.  T.  Stephens  and  J.  McGinnes  were  featuring 
what  might  be  called  novelty  staples  or  staple  novel- 
ties. They  laid  particular  stress  on  a  patent  and  grey 
one-strap,  and  patent  and  grey  sport  oxford.  Con- 
siderable interest  has  been  caused  by  their  in-stock  pro- 
position on  novelty  shoes. 

Clark  Bros.,  of  St.  Stephen,  N.B.,  were  represented 
by  Messrs.  J.  Clark.  C.  Vallary,  and  E.  R.  Code.  They 
showed  their  line  of  medium  price  McKay  shoes  for 
women,  worked  out  in  various  designs  and  combina- 
tions in  oxfords,  straps  and  tongues.  They  featured 
the  one-strap  and  plain  leathers,  and  combinations  of 
black  and  grey,  black  and  white,  brown  and  beige,  also 
oxfords  ranging  from  the  staple  black  and  brown  kid 
and  calf  to  combination  effects,  and  including  some 
attractive   brogue  patterns. 

Charbonneau  &  Deguise,  of  Montreal,  had  their 
samples  in  charge  of  Mr.  Harold  Budreo,  their  Ontario 
representative.  These  included  staple  and  semi-novelty 
designs  in  oxfords,  straps,  and  tongue  effects,  in  plain 
leathers   and  combinations. 

Corson  Shoe  Mfg.,  Co.,  Ltd.,  of  Toronto,  had  two 
sample  rooms,  in  charge  of  Messrs.  Ed.  Lynch.  R.  J. 
Henderson,  F.  Allain,  and  G.  L.  Jarvis.  One  room  was 
devoted  to  "Hikers",  and  a  successful  attempt  was  made 
to  have  the  samples  look  like  a  window  display,  which 
differentiated  the  display  from  others  seen.  In  this 
room,  as  well  as  "Hikers"  for  boys  and  men  were  shown 
samples  of  a  new  flexible  soled  sport  shoe  and  boot  for 
boys  and  men,  worked  out  in  elk  with  special  chrome 
retanned  sole.  This  shoe,  which  is  unlined  and  very 
light,  created  considerable  favorable  comment.  In  the 
other  sample  room  were  shown  "Corson"  shoes  for  men 
and  boys,  embodying  some  of  the  latest  ideas  in  lasts, 
patterns  and  stitching,  also  slippers  and  dancing  pumps 
in  kid  and  patent. 

Church  &  Co.,  Northampton,  England,  were  re- 
presented by  Messrs.  Robt.  Ayling,  and  C.  Downing, 
who  showed  their  well-known  line  of  high  class  English 
shoes. 

Albert  Charron,  Contrecoeur,  Que.,  showed  turn 
shoes  in  the  form  of  slippers  for  men  and  women,  and 
street  shoes  for  women,  misses  and  children. 

Colonial  Mfg.,  Co.,  of  Toronto,  had  an  exhibit  of 
their  gaiters  and  spats. 

Daoust,  Lalonde  &  Co.,  Ltd.,  of  Montreal,  were 
represented  by  Messrs.  Louis  Daoust,  L.  L.  Reed,  A. 
Bertrand,  A.  V.  Pearsall,  and  others.  They  showed 
samples  of  men's  welts,  in  oxfords  and  high  shoes,  but 
(Continued  on  page  51) 


THE  SHOE  AND  LEATHER  JOURNAL  February  1,  1923. 


Kiwi  is  a  polish  you  can  with  confidence 
recommend  to  your  most  particular  customers. 
It  is  made  of  the  purest  ingredients  and  is 
unrivalled  as  a  polish  of  quality  and  a  perfect 
dressing  for  all  kinds  of  leather. 
To  put  a  brilliant  polish  on  your  shoes  is  the 
work  of  a  moment  with  Kiwi  polish.    It  is  a 


preservative  of  leather,  and  is"""waterproof. 
Kiwi  stain  polish  removes  stains  and  renews 
the  color  of  faded  shoes.  Kiwi  is  made  in  seven 
shades,  black,  brown,  tan,  light  tan,  dark 
tan,  tan,  and  ox  blood  stain  polish. 


Wholesale  prices  on  application. 


CANADIAN  AGENTS 


J\\7\    Pl*icC  ®*  CO.         Anglo  British  Corporation, Ltd. 
*  *  _  *  Mercantile  Bldg.       Vancouver,  B.C. 

Lombard  Bldg.       Toronto,  Ont. 

MANUFACTURED  BY 
THE  "KIWI"  POLISH  CO.,  PTY.  LIMITED,  FINCHLEY,  LONDON,  N.  3. 


Ask  to  see  our  famous 
JACK  BUCKMOCCASINS 

Huron  Chief  Brand 


AGENT  FOR  ONTARIO 
J.  BURN 
70  Lombard  St. 
Toronto,  Ont. 

Factories  at  Loretteville,  P.Q. 


Huron  Glove  Company, 

LIMITED 

Makers  of 

Jack  Buck  Moccasins 

Elk  Moccasins 

Horse  Hide  Moccasins 

Deer  and  Elk  Mitts 

High  Grade  Indian  Slippers 

Prices  and  Samples  on  request  to 


n/rewi 


QUEBEC  CITY 
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Strap  effects  are  more 

popular  than  ever,  and 
MOST  POPULAR  OF  ALL 
are  the  many  stylish, 
well-made,moderately 
priced  productions  in 


DOMINION  FINE  McKA  YS 

These  shoes  will  prove  record  sellers  for  Spring  Trade. 
See  the  complete  range  now,and  be  ready  for  the  big  demand. 

DOMINION 

SHOE.  LIMITED 

2298-2302  Chabot  St.  Montreal 

To  Visit  Our  Plant  Take  Papineau  Avenue  Street  Car  Going  North  And  Get  Off  At  Bellechasse  Street 


New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glased  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  as 
tor  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch — 335  Craig  St.  W.  Montreal 
Factory— Wilmington,  Del.,  U.  S.  A. 


The  Kid  That 
Made  Fine  Shoes 
Famous 

Ask  any  of  the  Shoe  Manufacturers 
using  good  kid  and  they  will  tell 
you  that  they  can  always  rely  upon 
FAMO. 

Henwood   &  Nowak,  Inc. 

95  South  St.  Boston,  Mass. 

New  York  Representative 
SEIDERMAN-SALMON,  Inc. 
95  Gold  Street  -:-  New  York  City 

GEO.  W.  NEWMAN  LEATHER  COMPANY 
Cincinnati  and  St.  Louis 
Canadian  Representive 
R.  E.  Bennett  &  Co.    Room  32,  70  Lombard  St. 
Toronto  Phone  Main  4016w 
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Mary  Jane  Shoes 


for  children  assure 
foot  comfort  and  hea- 
lth. Lots  of  space  for 
growing  feet.  Depend- 
able, well  made  and 
easily  sold.  Made  in 
Patent  Leather  and 
Kid,  also  Instep  Strap. 


Men's  Brown  Canvas  Shoes 


This  popular 
line  of  leather 
trimmed  can- 
vas shoes  can 
be  depended 
upon  to  sat- 
isfy and  hold 
your  custom- 
er's trade. 

Write  for 
samples. 


Jobbing  Trade  a  Specialty,  Close  Prices 

B  &  M.  SHOE  &  SLIPPER  CO.,  Ltd. 

126-128  GARDEN  AVE.     -  TORONTO. 


United  States  Hotel 

Lincoln,  Beach  and  Kingston  Sts. 

BOSTON,  MASS. 


Near  South  Terminal  and  easily  reached  from  North 
Station  by  elevated 

European  Plan  $2.00  up 

Jas.  G.  Hickey,  Manager         G.  W.  Hanlon,  Asst.  Mgr. 


rtHANDElAN. 


SHOE 
ILLUSTRATION 
Tf;L.CI;NT.8232 
\V(X)DS  liLDG. 
CHICAGO 


YOU.  WANT 
TNE  BESTv 


■■on       \  Ht 


A  NEW  SLIDE  BUCKLE 
FOR  STYLISH  FOOTWEAR 


NO.  1475 

(Composition) 


NO.  14751/2 

(Iron  Cast) 


Sizes  3/e-'/2-5/8-M-7/8  Inch 
Standard  Finishes 


A  light  pattern  slide  buckle  suitable  to  the 
present  needs  of  shoe  manufacturers,  is  a  brief 
description  of  No.  1475-1475M 

It  is  designed  to  fill  a  pressing  want  —  a 
buckle  similar  to  the  popular  No.  1375  -  1375J4 
but  improved  in  construction  and  more  attractive 
in  the  eyes  of  those  who  prefer  lighter  lines. 

This  new  buckle  eclipses  all  others  of  this 
type  in  appearance  and  utility.  Send  for  free 
samples  now. 


EXCLUSIVE  DESIGNS 
RIVET  TYPE  BUCKLES 


1379 

Composition 
Size  10  line  (^  Inch) 

STANDARD  FINISHES 


1419 

LAKE PATTERN 
Patent  Pending 
Composition  or  Iron  Cast 
Sizes  y% — y2 — %  Inch 

STANDARD  FINISHES 


There's  a  steady  demand  for  buckles  which 
can  be  attached  to  straps  by  riveting.  Two  popular 
designs  made  by  us  are  shown  above.  They 
have  the  advantage  of  being  assembled  to  the 
footwear  quickly  and  at  minimum  cost.  Send 
for  free  samples  now. 

Send  for  Bulletin  135  illustrating 
the  "Anchor  Brand"  line  of  Buckles 
for  footwear.  It's  free. 


ALL  LEADING  JOBBERS  SELL 
••ANCHOR  BRAND"  BUCKLES 

NORTH  &  JUDD  MFG.  COMPANY 

New  Britain,  Conn.,  U.S.A. 
Branch  Sales  Offices : 
ST.  LOUIS  NEW  YORK 

608  VICTORIA  BLDG.  127  DUANE  STREET 

SAN  FRANCISCO  CHICAGO 
POSTAL  TEL.  BLDG.  326  W.  MADISON  ST. 

DETROIT 
6070  WOODWARD  Ave. 
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LOOKING  THEM  OVER  AT  MONTREAL 

{Continued  from  page  47) 
featured  women's  McKays  and  turns.  The  samples 
carried  sufficient  novelty  to  bring  them  up-to-date, 
but  not  so  much  as  to  take  them  out  of  the  class  of  staple 
sellers.  Plain  leathers  and  combinations,  in  oxfords 
and    one-straps  predominated. 

Dufresne  &  Locke,  Ltd.,  were  represented  by 
Messrs.  C.  Dufresne  and  Peter  Chouinard.  In  addition 
to  their  regular  line  of  men's  welts,  and  women's  welts, 
the  latter  in  oxfords,  straps  and  tongues,  in  plain  and 
combination  effects,  they  showed  an  attractive  range 
of  turn  samples  in  novelty  effects,  embodying  the  latest 
ideas  of  combinations,  cutouts,  overlays,  etc.  Patent, 
suede,  satin,  kid,  black,  grey,  brown,  and  white  as  well 
as  fancy  stitchings  and  ornaments  were  shown. 

Dupont  &  Frere,  were  represented  by  Messrs.  A. 
L.  Dupont,  J.  E.  Pare,  and  S.  Dominique.  They  showed 
their  full  range  of  samples  for  men  and  women,  em- 
bodying oxfords,  straps  and  high  shoes  in  kid,  calf  and 
patent. 

Eagle  Shoe  Co.,  Ltd.,  of  Montreal,  had  a  number  of 
representatives  on  hand,  headed  by  Messrs.  Ed.  Somers 
and  T.  Healy.  They  showed  samples  of  "Strider"  shoes 
including  the  latest  ideas  for  men  in  oxfords  and  high 
shoes,  and  women's  shoes  in  oxfords,  straps  and  tongues. 

Eureka  Shoe  Co.,  Ltd.,  of  Three  Rivers,  Que.,  were 
represented  by  Messrs.  P.  Scott,  J.  A.  Beaufoy,  J.  Bluteau, 
and  J.  Scott.  They  featured  their  No.  8707  women's 
blucher  oxford  with  full  double  sole,  Goodyear  stitched, 
10/8  heel  on  last  115,  made  up  in  kid,  calf,  patent  and 
side  leather.  Also  No.  8744  women's  "Molly"  one 
strap  in  kid,  calf,  patent  and  side  leather  and  patent 
and  suede  combination.  They  laid  stress  on  oxfords 
and  one  strap  buttons  for  spring  as  safe  shoes. 

Gagnon,  Lachapelle  &  Hebert,  of  Montreal,  were 
represented  by  Mr.  W.  Hebert.  Their  line  included 
oxfords,  one-straps  and  tongues  in  plain  leathers  and 
combinations,  in  staple   and  novelty  effects. 

Getty  &  Scott,  Ltd.,  of  Gait,  Ont.,  were  represented 
by  Messrs.  D.  R.  Hawley  and  W.  A.  Kearney.  They 
featured  a  new  line  of  Classic  cushion  sole,  genuine 
Goodyear  welts  for  infants,  children,  girls,  misses,  and 
growing  girls,  in  durable,  refined  true-foot-form  shape, 
with  comfortable  cushion  sole.  They  also  showed 
women's  Classic  shoes  in  the  new  special  G.  &  S.  process 
in  imitation  welts  and  imitation  turns  which  created 
quite  some  comment. 

Globe  Shoe,  Ltd.,  of  Terrebonne,  Que.,  represented 
by  Messrs.  J.  A.  Bluteau  and  C.  Newton,  featured 
their  line  of  children's  shoes,  running  from  barefoot 
sandals  to  sports  shoes  and  dress  shoes.  Samples  in- 
cluded oxfords,  straps,  high  shoes,  in  solid  leathers  and 
combinations. 

Hall  &  Hodges,  Ltd.,  of  Montreal,  were  represented 
by  Messrs.  W.  B.  Hodges,  W.  Weldon,  and  J.  A.  Por- 
telance.  They  showed  their  line  of  spats  and  gaiters, 
also  men's  shoes,  a  line  of  turns  and  sports  footwear. 
Visitors  were  particularly  interested  in  new  develop- 
ments in  gaiters  and  spats  for  the  coming  season. 

Hartt  Boot  and  Shoe  Co.,  Ltd.,  of  Fredericton,  N.B., 
was  represented  by  Mr.  J.  R.  Bownlee,  though  Mr.  J. 
A.  Reid,  and  Mr.  J.  D.  Palmer  both  visited  the  show. 
Their  men's  and  women's  lines  were  both  well  exem- 
plified, and  as  usual  embodied  the  soundest  of  new  de- 
velopments as  to  leathers  and  designs.  For  men  they 
stressed  the  oxford  in  black,  brown  and  sports  effects, 
while  in  women's  they  emphasized  straps  and  also  a  few 
tongue  patterns,  with  cutouts  and  underlays  in  evi- 
dence  in   the  combinations. 

Huron  Glove  Co.,  (Holt,  Renfrew  Co.)  showed  a  line 


of  moccasins,  slippers,  and  gloves. 

J.  W.  Heweston  Co.,  Ltd.,  of  Brampton,  and  Acton, 
Ont.,  were  represented  by  Mr.  A.  R.  Hewetson.  They 
featured  two  button  one-straps  in  patent,  also  one 
strap  buckle  in  patent.  As  children's  lines  do  not  vary 
to  the  same  extent  as  those  for  women,  the  above  are 
staples,  as  is  also  the  one  strap  instep  pump.  Bare- 
foot sandals,  sport  oxfords,  and  canvas  shoes  were  also 
to  the  fore. 

W.  B.  Hamilton  Shoe  Co.,  Ltd.,  of  Toronto,  was 
represented  by  Messrs.  W.  A.  Hamilton,  Murray  Ham- 
ilton, and  T.  Bennett.  They  showed  a  range  of  medium 
priced  welts  running  from  conservative  oxfords  to  snappy 
sports  shoes.  Straps  and  tongues  in  kid,  calf,  patent, 
and  combinations,  cutouts  and  fancy  colored  stitching 
were  shown,  also  some  attractive  brogue  oxfords.  From 
Chicago  they  brought  the  new  "Utella"  calf,  and  showed 
it  as  trimming  in  sport  shoes. 

Hannahsons  Shoe  Co.,  Haverhill,  Mass.,  had  an 
exhibit  in  charge  of  Mr.  Frank  E.  Morgan.  They 
showed  a  wide  range  of  fabric  shoes  for  evening  wear 
as  well  as  the  latest  ideas  for  summer  goods. 

The  Hurlbut  Co.,  Ltd.,  of  Preston,  Ont.,  was  re- 
presented by  Messrs.  C.  E.  Hurlbut,  G.  W.  Allen,  Emil 
Jacobi,  and  Chester  F.  Craigie.  They  featured  their 
well-known  line  of  Hurlbut  Welt  Cushion  Sole  Shoes 
for  children.  Pussy-Foots  for  baby  were  also  in  evi- 
dence, as  well  as  a  few  samples  of  the  new  Misses'  line 
of  cushion  sole  shoes.  Their  impression  of  the  con- 
vention lead  them  to  believe  that  1923  would  be  a  real 
improvement  over  1922. 

Invictus  Shoe  Ltd.,  of  Montreal,  with  Messrs.  C. 
P.  Slater,  J.  T.  Sutherland,  K.  G.  Walters,  E.  E.  La- 
berge,  and  F.  M.  Collin  on  the  job,  showed  high  quality 
samples  of  men's  shoes,  ranging  from  the  conservative 
kid  high  shoe  and  oxford  to  the  snappier  lines  for  the 
younger  set.  Worked  out  in  calf,  kid,  in  brown,  black 
and  two-tone  effects,  with  fancy  stitching,  gable-edges, 
and  fairly  wide  extensions  on  soles,  their  samples  ex- 
emplified the  latest  ideas  in  men's  shoes.  They  also 
featured  golf  shoes  with  rubber  soles  and  heels,  as  well 
as  the  new  crepe  sole  and  heel.  Novelty  shoes  were 
trimmed  with  pigskin  and  fleece  calf. 

International  Supply  Co.,  of  Montreal  and  Kitchener 
were  on  hand  in  the  persons  of  Messrs.  H.  O.  McDowell, 
H.  M.  Lincoln,  W.  Cudmey,  W.  L.  Chaput,  and  R. 
Dupere. 

Kingsbury  Footwear  Co.,  Ltd.,  had  an  exhibit  in 
charge  of  Messrs.  W.  F.  Martin,  F.  Louthier,  W.  E. 
Short,  R.  G.  Pearsall,  G.  H.  Taylor  and  J.  W.  Rankin. 
They  featured  their  "De  Lyte",  "Kingsbury",  and 
"Snow-Wite"  lines,  embodying  the  latest  ideas  in  ox- 
fords, straps  and  tongues.  In  plain  leathers  and  com- 
binations, they  covered  the  field  of  walking  shoes  and 
dress  shoes,  as  well  as  sport  effects.  Cutouts  and  under- 
lays in  contrasting  colors  brightened  up  the  line. 

Lady  Belle  Shoe  Co.,  Ltd.,  of  Kitchener,  was  re- 
presented by  Mr.  A.  A.  Armbrust,  showing  their  line 
of  women's  shoes  in  staple  and  semi-novelty  effects. 
They  laid  stress  on  lines  of  oxfords  and  straps  in  calf 
and  kid,  in  brown  and  black,  in  up-to-date  designs, 
but  steady  sellers.  They  also  showed  comfort  shoes, 
and  conservative  boots. 

La  Parisienne  Shoe  Co.,  Ltd.,  of  Montreal,  re- 
presented by  Messrs.  R.  Brosseau,  and  J.  A.  Lavoie, 
showed  an  extremely  wide  range  of  women's  welts  and 
turns,  involving  many  of  the  latest  novelty  ideas. 

J.  A.  McCaughan  &  Sons,  of  Montreal,  represented 
by  Messrs.  E.  Henens  and  A.  Bedard  were  showing  a 
range  of  women's  shoes,  including  oxfords,  straps  and 
tongue   effects   for  spring. 

{Continued  on  page  S3) 
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Shoe 
Display 
Fixtures 

Dale  Shoe  Display  Fixtures  will  increase 
your  sales.  They  show  the  shoes  off  to 
a  better  advantage,  and  make  windows 
attractively  and  easily  dressed.  They 
bring  out  the  tone  and  fine  points  of 
youi  stock,  features  lost  in  the  old  style 
of  tumbled  up  window  dressing.  A  well 
dressed  window  begets  confidence  from 
your  customers. 

Dale  Shoe  Displa\-  Fixtures  simplify  good  window  trimming.  The  style  illustrated  is  furnished  in  light 
and  dark  oak,  with  a  dull  or  bright  finish.    We  also  supply  valances  in  all  styles,  made  to  order. 

Write  for  Catalogue  Now! 

Dale  Wax  Figure  Company,  Limited 


  Canada's  Leading  Display  Fixture  House 

Toronto       -       -  Canada 


MONTREAL: 
P.  R.  Munro 
520  New  Birks  Bldg. 


WINNIPEG: 
O'Brien  Allan  &  Co. 
Phoenix  Block 


VANCOUVER: 
E.  R.  Ballert  &  Son 
Mercantile  Bldg. 


For  All 
Winter  Sports 

Samson's  Hockey  Boots,  Ski  Boots,  etc.,  are 
unrivalled  in  popularity  with  wearers  of  sporting 
footwear  because  they  are  unequalled  in  exclus- 
ive features,  in  good  shoemaking  and  in  value 

  Get  ALL  the  trade  possible  by  keeping 

your  lines  complete  throughout  the  Season. 

STAPLE  LINES 

We  are  showing  a  range  that  offers  special 
advantages  to  buyers  looking  for  attractive 
values  for  Spring. 

Be  sure  to  see  them. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &  Football  Boots 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 

====================================== 
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LOOKING  THEM  OVER  AT  MONTREAL 

{Continued  from  page  51) 
John  McPherson  Co.,  Ltd.,  of  Hamilton,  were 
represented  by  W.  H.  Duffield,  Geo.  E.  Boulter,  Geo. 
E.  Fortin,  and  J.  W.  Leslie.  They  featured  oxfords, 
one  straps,  and  small  tab  colonials.  Also  their  special 
hockey  and  skating  boots. 

Wm.  A.  Marsh  Co.,  Ltd.,  of  Quebec,  were  represented 
by  Messrs.  David  Marsh,  W.  H.  Marsh,  Harvey  Graham 
and  J.  Dunbar.  They  showed  a  full  line  of  men's  and 
women's  welts   and   women's  flexible  McKays. 

Theo.  Mayer  Shoe  Co.,  of  Montreal,  represented 
by  Messrs.  Theo.  Mayer,  A.  Werenfels  and  J.  J.  Brady 
featured  stitchdowns  for  men,  women,  boys,  girls  and 
children,  covering  shoes,  slippers  and  sandals.  Their 
lines  are  distinguished  by  a  new  trade-mark  "Dependo." 
The  range  included  staple  lines  of  house-slippers,  work 
shoes,  and  barefoot  sandals  in  brown,  black,  and  fabrics. 

MacFarlane  Shoe  Co.,  Ltd.,  of  Montreal,  repre- 
sented by  Mr.  N.  Morrison,  featured  their  "Father's 
Friend"  line  of  staples  and  children's  Goodyear  welt  cushion 
sole  shoes.  Balloons  were  much  in  evidence  throughout 
the  hotel  bearing  the  legend  "Father's  Friend." 

Natural  Tread  Shoe  Ltd.,  was  represented  by  Mr. 
V.  E.  Taplin,  showing  lines  for  men  and  women.  Two 
lasts  for  women  were  shown  "Semi-natural"  and  "Dres- 
to".  The  former  is  for  walking  oxfords  and  straps, 
carrying  heels  8/8  and  11/8,  and  worked  out  in  plain 
leathers  and  combinations.  The  latter  carried  a  12/8 
heel  and  is  finished  in  leather  or  satin  for  evening  wear. 
The  men's  shoes  are  also  on  two  lasts,  both  of  the  natural 
or  semi-natural  type. 

Owen-Elmes  Mfg.,  Co.,  Ltd.,  of  Toronto,  repre- 
sented by  Messrs.  C.  L.  Owens  and  J.  H.  McGee,  showed 
samples  of  turn  shoes  in  straps,  tongues,  cutout  oxfords, 
in  plain  leather,  fabrics  and  combinations.  A  number 
of  their  new  welt  samples  were  also  on  view,  comprising 
largely  oxfords  for  street  or  sport  wear. 

J.  W.  Price  &  Co.,  of  Toronto,  represented  by 
Mr.  J.  W.  Price,  showed  a  full  line  of  Edmonds  Bros., 
"Piccadilly"  spats  and  overgaiters,  also  Wood-Milne's 
English  rubber  soles   and  heels. 

Perth  Shoe  Co.,  Ltd.,  of  Perth,  had  Messrs.  G.  H. 
Ansley,  H.  B.  McGee,  Ralph  Clark,  W.  S.  Pettes  and  V. 
B.  Bengamin  on  hand  to  show  their  goods.  They  found 
particular  interest  displayed  in  their  range  of  small 
tongue  one  strap  colonial  pumps,  which  were  favored  in 
grey  suede  and  patent  combinations.  But  the  leading 
features  were  brown  calf  oxfords,  sport  oxfords,  and  one 
and  two  strap  two  button  shoes  in  solid  leathers  and 
combinations,  with  heels  running  from  8/8  to  13/8. 

Reynolds  Co.,  of  Providence,  R.I.,  had  a  display  of 
shoe  ornaments  in  charge  of  Mr.  G.  E.  Fortin. 

John  Ritchie  Co.,  Ltd.,  of  Quebec,  had  a  display 
under  the  personal  supervision  of  Mr.  E.  S.  Warrington. 
While  they  showed  their  range  of  shoes  for  men  and 
women,  they  featured  their  arch-support  shoes  on  specially 
designed  last. 

Scott-McHale  Ltd.,  of  London,  were  represented 
by  Messrs  J.  J.  McHale  and  A.  Orendorff.  Their  line 
of  men's  shoes  exemplified  the  relatively  wide  toes  and 
swinging  lasts  that  are  proving  popular.  Plain  shoes 
were  shown  in  black  and  brown  calf  and  kid,  others 
brightened  up  with  fancy  stitching,  in  multiple  stitching 
in  self  or  contrasting  colors.  Gable  edges,  heels  stitched 
around,  and  two-tone  effects  were  some  of  the  ideas 
that  lent  distinction  to  the  samples.  Sport  shoes  with 
the  apron  in  contrasting  colors,  and  golf  shoes  with  crepe 
soles  were  effects  particularly  adapted  for  summer  or 
sport  wear. 

Smardon  Shoe  Co.,  Ltd.,  of  Montreal,  represented 
by  Messrs.  W.  R.  Smardon,  J.  P.  Buchanan,  Geo.  B. 


Fry  and  W.  H.  Mack  showed  a  wide  range  of  high  class 
welts  and  turns  for  women.  The  line  consisted  of  ox- 
fords, straps  and  tongues  for  street,  dress,  and  sports 
wear,  and  embodied  the  new  ideas  of  cutouts,  under- 
lays  in   combinations   suitable   for   various  occasions. 

Scheuer  Normandin  &  Co.,  of  Montreal,  were  re- 
presented by  Messrs.  L.  Scheuer  and  J.  A.  Trudel.  Their 
samples  consisted  of  canvas  shoes  and  felt  shoes  and 
slippers.  In  the  former  the  line  included  plain  shoes 
in  the  form  of  oxfords  and  straps,  as  well  as  white  trim- 
med with  black,  brown  and  colors.  The  felt  shoes 
exemplified  a  wide  range  of  colors  and  qualities  for 
various  purposes. 

Talbot  Shoe  Co.,  Ltd.,  of  St.  Thomas,  Ont.,  was 
represented  by  Messrs.  J.  A.  Sullivan  and  L.  W.  Johnson. 
They  showed  plain  and  snappy  shoes  for  men,  but  laid 
stress  on  the  relatively  conservative  type  where  stitching 
in  the  uppers  is  replacing  perforations.  Oxfords  were 
featured  for  spring,  the  tans  being  favored  as  against 
black.  They  showed  square  type  toes,  French  toe 
straight  lasts,  and  medium  wide  toes  with  plenty  of 
toe  room.  They  also  showed  attractive  samples  of 
sport  shoes  for  men.  Their  Arch-Preserver  shoe  was 
also  on  display,  worked  out  in  various  leathers,  lasts 
and  patterns. 

Tebbutt  Shoe  and  Leather  Co.,  Ltd.,  of  Three 
Rivers,  was  represented  by  Mr.  Gordon  S.  Weaver.  They 
showed  their  well-known  staple  shoes,  and  featured  the 
Doctor's  Antiseptic.  They  also  had  an  interesting 
line  of  skating  and  hockey  boots. 

Tillsonburg  Shoe  Co.,  Ltd.,  was  represented  by 
Mr.    L.    C.   van  Geel. 

Tetrault  Shoe  Mfg.,  Co.,  Ltd.,  had  a  large  staff 
on  hand,  headed  by  Messrs.  Albert  Tetrault  and  Peter 
Doig.  Their  samples  included  staple  goods  as  well  as 
the  new  ideas  for  men's  shoes.  In  addition  to  a  very 
wide  range  of  oxfords  and  boots,  they  featured  their 
St.  Andrew's  Golf  Shoe  in  various  leathers,  also  a  sport 
oxford  with  a  new  distinctive  pattern,  and  a  sport  shoe 
with  crepe  rubber   sole   and  heel. 

Tred  Rite  Shoe  Co.,  Ltd.,  of  Otterville,  Ont.,  was 
represented  by  Mr.  Frank  Williams,  who  had  samples  of 
their  line  of  oxfords  and  boots  for  children  and  boys. 

Jos.  Tanguary,  Reg'd,  of  Quebec,  showed  samples 
of  workmen's  shoes,  hockey  and  ski  shoes  as  well  as 
their    line    of  McKays. 

United  Last  Co.,  Ltd.,  had  a  very  interesting  ex- 
hibit of  shoes  of  novelty  design  and  pattern  brought 
from  Chicago,  which  attracted  considerable  attention. 
The  samples  showed  what  could  be  done  in  the  way 
of  designing  shoes  for  show  purposes,  working  them  out 
in  various  fabrics  and  leathers,  such  as  sharkskin,  alliga- 
tor, etc.  Of  course  the  samples  included  the  new 
ideas  in  patterns  and  lasts  that  will  be  sold  and  worn 
this  spring.  Messrs.  J.  G.  Keating,  L.  Sturgis,  H.  L. 
Taylor,  Gus.  Lausmann,  C.  F.  Hoyt,  F.  S.  Lamport 
and  several  others  were  kept  busy  meeting  their  friends. 

C.  Bassen  who  has  been  operating  two  stores  in 
St.  John,  one  at  the  corner  of  Sydney  and  Union  Streets, 
and  the  other  on  Prince  Edward  Street,  has  relinquished 
his  Prince  Edward  Street  shop.  He  acquired  this  es- 
tablishment two  years  ago  from  Hatty,  Lahood  and 
Hatty.  The  stock  of  shoes  was  sold  at  public  sale. 
Two  other  Bassens  sell  footwear  in  St.  John,  D.  Bassen 
on  Charlotte  Street,  and  J.  Bassen  of  Fairville. 

The  Eaton  Bootery,  Union  Street,  St.  John,  which 
was  gutted  by  fire  early  in  the  summer  and  closed  after 
a  fire  sale,  has  been  repaired  and  re-opened.  This 
store  is  located  in  the  Opera  House  block,  an  excellent 
location.  A  shoe  repairing  store  was  operated  adjoin- 
ing the  shoe  store. 
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THE  BAUER  SHOE  COMPANY 

KITCHENER,  ONTARIO 

Dependable  kiddies  footwear  at  prices  your  customers  will  approve  of  buying. 


SANDALS 


Misses,  Children*  and  Infants  in 

Patent     brown     kip  and  shoe 

ooze  full  double  soles  of  oak  or 
Bull  Dog  chrome. 


OUR  WINNER 


Oxfords  made  of  Patent  and  brown 
side  leather  in  each  range  of  sizes. 


FOR  EVER  Y  DAY  WEAR 


TWO-STRAPS 


For  dressy  wear  nothing  better. 
Made  in  all  leather  and  canvas, 
good  full  form    fitting  last. 

Quilted  cushion  insole.    Also  in 

one  strap. 


ANKLE  STRAPS 


Made  in  all  leather  and  canvas. 
Cushion  as  above  insole. 


In  mens,  boys,  youths  and  little  gents  in  oak 
or  Bull  Dog  chrome.  Moch  welts,  goodyear 
stitched  soles  on  best  last  procurable.  These 
lines  are  made  to  fill  to-day  s  requirements  of 
a  good  wearing  dressy  shoe  at  the  right  price. 


Write  for  prices  or  a   salesman  to  call 

THE  BAUER  SHOE  COMPANY 

KITCHENER,  ONTARIO 
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[mongIhe  vShoe  Men 


Mr.  Leslie  Jr,  of  J.  W.  Leslie  and  Son  of  Hamilton, 
Ontario,   was   in   Toronto   last  week. 

Mr.  J.  P.  Buchanan,  of  the  Smardon  Shoe  Co., 
Montreal,  is  in  Toronto  stopping  at  the  King  Edward. 

"Jim"  Lowther,  of  the  Hartt  Boot  and  Shoe  Co., 
Fredericton,  is  registered  at  the  Queen's  Hotel.  He 
says  business  is  looking  up  especially  in  men's. 

Mr.  John  Huxsley  has  severed  his  connection  with 
the  W.  B.  Hamilton  Shoe  Co.,  and  Mr.  T.  E.  Bennett 
has  taken  his  place.  Mr.  Bennett  is  at  present  around 
the  Niagara  Peninsula. 

Mr.  Stanford  and  Mr.  Hawkes,  of  the  David  Spencer 
Limited,  Vancouver,  B.C.,  were  in  Toronto  last  week 
on  their  way  back  from  Montreal. 

Mr.  C.  R.  Rannard,  of  the  Rannard  Shoe  Store, 
Winnipeg,  stopped  over  a  couple  of  days  on  his  way  back 
from  the  East.  He  says  that  the  West  is  slowly  catching 
up,  but  it  will  take  another  good  crop  this  year  to  ease 
up  the  situation.  Mr.  Rannard  was  in  Ottawa  in  con- 
nection with  the  big  deputation  of  manufacturers,  whole- 
salers and  retailers,  that  waited  on  the  Dominion  Cabinet 
last  week  with  regard  to  anomalies  in  the  existing  sales 
and  receipt  regulations. 

No  settlement  has  yet  been  reached  in  the  matter 
of  the  Davies  Shoe  Co.  The  liabilities  are  in  the  neigh- 
borhood of  $400,000,  includi-ng  bills  under  discount, 
and  the  assets  somewhat  under  $300,000.  The  creditors 
practically  decided  to  offer  the  stock. by  tender.  Mr. 
Davies  has  been  regarded  as  one  of  the  hardest  workers 
in  the  trade. 

Harvey  Graham,  of  Snyder's  Creek,  is  at  the  Queen's 
Hotel,  Toronto,  with  a  new  line  of  samples. 

Others  registered  at  the  Queen's  Hotel,  Toronto, 
include  Monsignor  Settli,  from  the  West;  Mr.  W.  H. 
Myers,  of  Thornburg,  and  J.  Lowther,  with  a  lot  of 
"rale  guid  shoon." 

Mr.  Wm.  Howarth,  in  charge  of  the  men's  shoe 
department  of  the  Robert  Simpson  Co.,  has  severed 
his  connection.  Mr.  Howarth  was  presented  with 
a  beautiful  English  club  bag.  Mr.  Howarth  is  now  with 
Geo.  E.  Boulter. 

Mr.  Elmer  Davis,  of  A.  Davis  and  Son,  Kingston, 
has  been  re-elected  for  the  Kingston  Board  of  Trade 
for  the  current  year. 

Miss  Myrtle  S.  Carter,  for  the  past  five  years  with 
the  Weston  Shoe  Co.,  of  Campbellford,  was  presented 
with  a  gold  watch  and  a  pair  of  the  finest  pumps  made 
by  the  firm,  together  with  an  address,  expressing  re- 
gret at  her  severing  her  connection  with  the  firm.  She 
has  left  Campbellford  to  make  her  home  in  Toronto. 

Alexander  Kennedy,  an  employee,  of  the  Hastings 
Tanning  Co.,  was  caught  by  a  revolving  chain  and  had 
his  arm  severely  cut  and  mangled.  Luckily  the  chain 
jumped  a  cog,  and  released  the  victim. 

Frederick  Beck,  of  Harriston,  Ontario,  who  passed 
away  recently  at  the  age  of  eighty-seven,  was  formerly 
in  the  tanning  business  at  Clifford,  Ontario. 

The  Humberstone  Shoe  Company  have  laid  the 
foundation  for  a  factory,  which  it  is  expected  will  cost 
in  the  neighborhood  of  $60,000  and  will  be  one  of  the 
best  equipped  of  its  kind  in  Ontario. 


Mr.  J.  O.  Guidry,  of  Campbellton,  N.B.,  was  burned 
out  last  month,  the  loss  being  estimated  at  $15,000, 
a  third  of  which  was  covered  by  insurance.  The  fire, 
it  is  said,  started  from  the  furnace,  as  it  occurred  when 
Mr.  Guidry  was  at  church. 

Owing  to  the  rapid  growth  of  the  "Invictus"  busi- 
ness in  Ontario,  Mr.  K.  G.  Walters,  Maritime  Repre- 
sentative for  this  line,  will  cover  portions  of  Eastern 


Ontario.  Mr.  Walters  has  had  a  wide  experience  in 
the  shoe  game,  starting  with  the  United  Shoe  Machinery 
Co.,  of  Canada  Limited,  back  in  1909,  graduating  to 
selling  shoes  on  the  road  with  several  well  known  con- 
cerns. 

Jos.  Dawson  &  Sons,  of  Northampton,  Eng.,  had  a 
very  elaborate  display  at  the  Mount  Royal  Hotel  during 
the  Shoe  Trade  Convention,  January  15th  to  17th. 
This  display  was  in  charge  of  Mr.  A.  J.  Machin,  who 
had  several  other  lines  on  exhibit.  His  lines  included 
many  black,  brown  and  white  walking  shoes,  made  by 
Jos.  Dawson  &  Sons,  also  sport  shoes  in  ceylon,  crepe 
rubber,  genuine  deer,  mock  buck  and  canvas.  There 
were  also  several  lines  of  ballet  slippers  and  opera  sandals 
made  by  A.  L.  Gamba,  London,  Eng.,  and  Milan,  Italy. 
This  firm  are  slipper  makers  to  Madam  Pavlowa.  In 
addition  there  was  an  extensive  showing  of  leather  leg- 
gings, manufactured  by  T.  H.  Hilton,  of  Wellingborough, 
Eng.,  and  a  display  of  aluminium  shoe  trees  and  metal 
shoe  findings  made  by  Vaughan  &  Williams,  of  Birming- 
ham, and  English  Football  Boots,  made  by  S.  J.  Bryant 
and  Sons,  Bristol,  Eng. 

Mr.  C.  Betournay,  of  J.  A.  McCaughan  &  Son, 
Montreal,  is  at  the  King  Edward  Hotel,  Toronto,  show- 
ing a  range  of  his  firm's  latest  lines, 
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VETERAN  SHOE  MAN. 

Mr.  R.  E.  LeSueur,  of  Sarnia,  completed  his  fifty- 
sixth  year  in  the  shoe  business  on  January  22nd.,  and 
according  to  the  Sarnia  Observer  has  been  the  longest 
in  business  of  any  merchant  in  the  city  but  one. 

The  business  was  opened  46  years  ago  in  a  store 
next  door  to  the  one  in  which  it  is  at  present  conducted, 
on  North  Front  St.,  and  was  then  known  as  Callum, 
LeSueur  &  Co.  In  two  years,  the  late  D.  Callum  and 
Mr.  LeSueur  bought  out  the  company  interests,  and  in 
1916,  Mr.  LeSueur  bought  out  Mr.  Callum.  This 
long  record  has  been  one  of  courteous  service  to  the 
public,  says  the  Observer,  and  Mr.  LeSueur,  extra- 
ordinarily active  in  consideration  of  his  years,  hopes 
to  continue  his  operation  of  the  business  for  years  to 
come. 

It  is  not  only  in  the  business  life  of  the  city  that 
Mr.  LeSueur's  activities  have  been  felt,  for  he  has  also 
been  prominently  identified  with  the  civic  life  of  the 
city.  He  served  twenty  five  years  on  the  Board  of 
Education,  prior  to  which  he  was  on  the  city  council 
for  ten  years,  and  was  Mayor  1892-1893. 

Incidentally  Mr.  LeSueur  is  the  senior  ex-mayor 
ot  the  city,  that  is  to  say,  there  is  no  surviving  ex-mayor 
who  served  earlier  than  did  Mr.  LeSueur.  Mr.  LeSueur 
took  a  prominent  part  in  the  formation  of  the  N.S.R.A. 
and  has  been  a  subscriber  to  the  Shoe  &  Leather  Journal 
from  the  beginning. 


ASSOCIATION  NOTES. 

The  Freight  Classification  Committee  has  instructed 
shoe  manufacturers  and  shoe  wholesalers  to  co-operate 
with  the  railways  in  a  special  effort  to  reduce  loss  or 
damage  claims  on  freight  shipments  of  boots  and  shoes. 
The  Committee  has  asked  that  the  join  of  the  flaps  on 
fibre  shipping  cases  be  covered  with  paper  sealing  tape 
upon  which  is  printed  at  intervals  of  three  or  four  inches 
the  name  of  the  manufacturing  or  wholesale  firm  by 
which  the  shipment  is  made.  Containers  sealed  only 
with  plain  (unprinted)  tape  can  be  opened  and  re-sealed 
without  discovery,  but  pilferers  have  not  the  printed 
tape  of  individual  manufacturers  or  wholesalers.  Mer- 
chants are  advised  not  to  touch,  except  in  the  presence 
of  a  representative  of  the  transportation  company,  any 
case  on  which  the  printed  tape  is  broken.  Observance 
of  this  request  is  urged  to  reduce  loss  and  damage  claims 
to  which  railways  point  in  support  of  their  application 
for  increased  freight  charges  on  boots  and  shoes. 

In  compliance  with  the  request  of  the  Shoe  Whole- 
salers' Association  of  Canada,  the  Felt  Manufacturers 
have  decided  to  include  the  cost  of  shipping  cases  in 
the  prices  quoted,  without  separate  or  extra  charge  for 
such  cases. 

The  recent  Shoe  Trade  Convention  was  a  success- 


ful affair  financially  as  well  as  in  respect  of  attendance. 
The  accounts  have  not  yet  been  closed,  but  it  is  understood 
there  will  be  a  surplus,  which  it  is  expected  will  be  held 
as  a  convention  fund  available  for  the  joint  shoe  trade 
convention  next  year. 

As  an  indication  of  the  way  in  which  the  shoe  trade 
was  pleased  with  the  recent  convention,  it  is  interesting 
to  note  that  application  already  has  been  received  for 
advertising  space  in  the  next  year's  convention  pro- 
gramme. The  manufacturing  firm  which  made  the 
application  wanted  to  send  cheque  at  once  to  ensure 
that  it  would  have  the  space  desired. 

The  credit  service,  established  for  the  joint  use 
of  the  Shoe  Wholesalers'  and  Shoe  Manufacturers' 
Associations,  is  in  operation,  and  is  steadily  extending 
its  service  to  the  members.  Communication  with  the 
Association  Secretary,  Mr.  Weaver,  Room  B.  9,  Board 
of  Trade  Bldg.,  Montreal,  will  bring  to  those  interested 
all  information  desired  regarding  this  important  part 
of   the    Associations'  services. 

Arrangements  are  already  under  way  for  the  hold- 
ing of  a  Shoe,  Style  Show  at  the  Canadian  National 
Exhibition.  The  exhibition  authorities  have  been  com- 
municated with  in  reference  to  the  space  and  facilities 
available. 


OWENS-ELMES  MFG.,  CO.,  EXTEND  LINE. 

A  few  years  ago  the  Owens-Elmes  Company,  oper- 
ating what  is  probably  the  most  successful  retail  store 
in  Canada  devoted  to  high-class  and  novelty  shoes, 
entered  the  manufacturing  end  of  the  business  by  equip- 
ping a  plant  to  produce  high  quality  turn  shoes.  That 
they  covered  a  new  field  in  Canada  was  evidenced  by 
the  fact  that  a  market  for  many  of  their  products  was 
found  in  the  United  States.  Recently  they  decided  to 
manufacture  also  women's  welt  shoes,  and  have  equipped 
their  factory  for  that  purpose.  Along  with  samples 
of  turn  shoes  they  showed  a  few  welt  shoes  at  the  Mon- 
treal show  which  attracted  very  favorable  comment. 
Known  through  the  trade  as  leaders  in  origination 
and  development  of  up-to-the-minute  shoes,  the  pro- 
gress of  their  new  venture  will  be  followed  with  con- 
siderable interest. 


Mr.  Louis  Breithaupt,  of  the  Breithaupt  Leather 
Co.,  Ltd.,  Kitchener,  was  a  recent  visitor  to  Montreal 
in  the  business  interests  of  his  firm. 

Mr.  Charles  Newton,  formerly  of  the  Robinson  Co., 
Winnipeg,  now  represents  the  Globe  Shoe,  Limited, 
Terrebonne,  Que.,  and  Bastien  Bros.,  of  Indian  Lorette, 
Que.,  and  carries  these  firms'  lines  through  the  Province 
of  Ontario.  One  of  the  very  popular  men  in  the  shoe 
trade,  Mr.  Newton's  many  friends  will  learn  with  in- 
terest of  his  new  association. 


KANGAROO 

We  are  headquarters  for  all  Finishes, 
Grades  and  Kinds. 

Sheepskins   Skivers    "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.S. A. 

Branch:   54  South  Street,  BOSTON,  MASS. 
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Hie  Shoe  Repair  Man 


British  Repairers 
Go  After  Business 

By  Ernest  A.  Dench 

DURING  the  five  months  or  so  I  roamed  around 
England,  I  had  ample  opportunity  to  find  out 
how  British  shoe  repairers  went  about  captur- 
ing business. 

The  windows  of  some  British  shoe  repairers  looked 
as  though  they  had  not  been  cleaned  out  for  generations 
— but  you  will  find  similar  examples  of  neglect  among 
shoe  repairers  in  America  and  Canada.  Perhaps  not 
to  such   a  large  extent,  however. 

But  I  saw  many  evidences  of  British  shoe  repairers 
on  the  alert  for  business,  both  in  their  window  displays 
and  newspaper  advertisements.  As  this  information 
is  to  be-  of  the  constructive  type,  I  am  going  to  confine 
the  remainder  of  the  space  to  ideas  that  might  with  pro- 
fit be  adopted  by  Canadian  shoe  repairers. 
Getting  The  Chrome  Habit 

Cook's,  Cannon  Street,  London,  employed  a  window 
streamer  which  was  cleverly  captioned:  "The  Better 
(S)ole."  A  roll  of  chrome  leather  was  placed  upright 
on  the  window  floor  down  in  front,  with  the  following 
inscription   chalked   on   the  leather: 

"Get  the  Cook's  Chrome  Habit." 
Lengths  of  Chrome  leather,  used  exclusively  in  their 
shoe  repairing  work,  covered  the  wallboard  across  the 
rear. 

Repairing  Shoes  Purchased  Elsewhere 

Where  footwear  establishments  maintain  a  repair 
department  for  the  convenience  of  their  patrons,  out- 
side work  helps  to  keep  the  department  busy  at  all  times. 
Some  sensitive  folk  might  not  care  to  bring  in  shoes 
for  repair  which  they  had  purchased  elsewhere.  The 
Newgate  Street,  London,  branch  of  Lilley  and  Skinner's 
endeavors  to  offset  this  tendency  with  the  window  card 
as  below: 

"We  repair  boots  purchased  here  or  elsewhere." 
A  Clever  Window  Card 

A  cleverly  worded  window  card  noticed  in  the  shoe 
repairing  establishment  of  J.  Coward,  Beckenham,  Kent, 
announced  that — 

"Our  Sole  Desire  is  to  Supply  the  Sole  You  Require." 
Another  Angle  Of  Appeal 

The  same  problem  was  dealt  with  in  a  different 
manner  by  the  Kilburn,  London,  branch  of  Lilley  and 
Skinner's.  The  card,  which  bore  the  picture  of  an  old- 
fashioned  cobbler  at  the  top,  was  captioned: 

"We  do  boot  and  shoe  repairing, 

no  matter  where  bought." 
More  Window  Card  Examples 

Two  window  cards  employed  by  the  London  Boot 
Ccmpany,  Woolwich,  London,  bore  the  message  as 
below: 

"We  Do  Repairing." 

"May  we  send  for  your  repairs?" 
Securing  Work  After  Closing  Hours 

Lots  of  people  bring  shoes  for  repair  after  the  es- 


tablishment is  closed.    These  jobs  either  find  their  way 
to  another  shoe  repairer  or  else  the  job  is  indefinitely 
postponed.    Utility  Ltd.,  Golders  Green,  London,  takes 
care  of  this  situation  by  a  mail  box  attached  to  the  store 
entrance.    The  mail  box  bears  the  message  that  follows: 
"Anytime  store  is  close,  leave  name  and  address 
in  letter  box.    Special  Service  van  will  call  and 
repair  boots  and  return  them  in  thirty-six  hours." 
Real  Leather  Arguments 

Cole's,  Leytonstone,  London,  utilized  pieces  of 
high-grade  leather  as  window  cards.  Two  of  the  ar- 
guments chalked  on  the  leather  in  this  manner  are  given 
below: 

"Boots  run  into  money.    Our  Leather  Saves  Both." 

"No  Camouflage.    We  use  the  real  stuff." 
Pleasing  Sample  Exhibit 

Charles  E.  Noble,  Catford,  London,  exhibited  four 
different  samples  of  his  shoe  repairing  work  on  a  white 
board  in  the  window.  There  was  a  woman's  shoe,  one 
of  a  man's,  another  of  a  growing  boy  and  a  fourth  of 
a  little  girl.  In  the  middle  of  the  board  the  following 
explanation  was  inscribed. 

"Samples  of  our  Shoe  Repairs." 
Additional  Window  Card  Copy 

Additional  excellent  window  card  examples  were 
noticed  in  the  window  of  A.  E.  Windsor,  Watford,  Herts. 


It's  The  Shoe  Plate  That  Is  Made 


Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  oft. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 

"    2:      "       10     "  "   

"3:      "        6     "     "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 

in  stout  paper  with  plain  markings  as  to  description 

and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  II 
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Here  they  are: 

"Something  that  will  please." 
"Repairs  that  will  add  additional  comfort." 
"Bring  your  repairs  here   to  ensure  satisfaction. 
Charges  moderate." 
A  Message  On  Leather 

Warner's,  Dorking,  Surrey,  displayed  a  large  piece 
of  leather  in  the  middle  of  his  window,  surrounded  on 
all  sides  by  footwear  in  all  stages  of  repair.  The  leather 
contained  the  following  chalked  inscribed  message: 
"Bring  your  repairs  to  us  and  they  will  be  promptly 
and  properly  done." 
Excellent  Example  Of  Newspaper  Publicity 

Newspaper  advertising  is  very  seldom  indulged 
in  by  British  shoe  repairers.  One  of  the  exceptions 
to  the  general  rule — and  an  excellant  piece  of  advertis- 
ing, by  the  way,  was  the  announcement  inserted  by 
Armitage,  Rochester,  Kent.  The  advertisement  con- 
tained a  number  of  testimonials  from  different  parts 
of  England  and  Scotland — indicating  that  the  work 
was  so  good  that  when  residents  moved  elsewhere  they 
did  not  desire  to  change  shoe  repairers.  The  only 
fault  of  the  the  advertisement  was  the  trite  headline: 
"Boot  Repairs",  which  might  have  been  given  a  caption 
like  "Our  Shoe  Repairing  Work  Comes  from  Near  and 
Far".  Then  appeared  the  matter  preceding  the  quot- 
ing of  the  testimonials,  as  below: 

"A  few  opinions  expressed  upon  the  quality  of  our 
REPAIRS,  and  a  desire  that  others  should  share 
in  their  knowledge,  is  our  only  excuse  for  publish- 
ing the  spontaneous  expression  of  opinion  re-pro- 
duced herewith." 

Nine  brief  testimonials  were  given  in  all,  while  an 
action-demanding  paragraph  at  the  end  enquired: 

"May  we  be  your  boot  repairers?" - 
Calling  Attention  To  Change  of  Proprietorship 

Payne's,  Balsall  Heath,  Birmingham,  was  enter- 
prizing  enough  to  call  attention  to  the  taking  over  of 
a  shoe  repairing  establishment  by  a  classified  advertise- 
ment in  one  of  the  local  papers.  Here  is  the  announce- 
ment in  question: 

"Kort  Rode  (Nu  spelin),  87  Court  Road,  Balsall 

Heath,  is  now  Payne's,  the  Boot  Repair  Specialist. 

Try  us!    If  our  work  isn't  Better  "Chuck"  us! 

We  stand  on  quality.    Longmore  Street,  Lozells 

Road,  High  Street,  King's  Heath,  and  as  above." 
Sentences  With  A  Punch 

The  Busy  Shoemaker,  Glasgow,  Scotland,  is  noted 
for  the  pungent  things  he  says  in  his  newspaper  advertise- 
ments. The  two  typical  sentences  given  below  would 
also  make  excellent  window  card  copy: 

"As  a  leather  manipulator,  he  is  simply  the  limit." 

"He  is  a  paragon  in  making  old  things  look  like  new." 
Repairing  Shoes  By  The  Year 

A  clever  business-building  idea  carried  out  by  another 
Glasgow  shoe  repairing  concern  gets  people  into  the 
habit  of  sending  their  footwear  regularly  for  repair, 
l  or  the  equivalent  of  about  $7.50  a  man  can  send  a  pair 
<A  shoes  four  times  a  year  for  any  repairs  that  have  to 
be  made.  If  it  is  desired  to  include  other  members 
of  the  family,  the  wife,  husband  and  child  under  twelve 
will  be  taken  care  of  on  a  similar  basis  for  the  equivalent 
of  $17.50.  The  jobs  are  called  for  when  wished  and 
are  executed  within  three  days.  The  charge  is  less 
that  of  single  repair  jobs,  consequently  it  appeals  to 
the  thrifty  Scotch. 


The  Toronto  Shoe  Repair  Association  held  their 
first  meeting  of  the  year  on  January  11th,  1923,  at  the 
l  orrcster's  Hall.  There  were  twenty  one  in  attendance 
and  the  officers  took  their  places  for  the  year.  At  the 
end  of  the  meeting  there  was  a  small  entertainment. 


RETAIL  PROFITS  IN^ENGLAND. 

v~ 

No  doubt  in  Great  Britain  as  elsewhere  shoe  re- 
tailers have  been  having  a  hard  time.  Nevertheless 
the  big  retail  corporations  seem  to  be  thriving.  Prob- 
ably the  largest  in  Freeman  Hardy  and  Willis,  Limited 
with  stores  all  over  Great  Britain.  This  concern  has 
just  issued  its  annual  statement  showing  profits  for 
1922  of  £175,200.  (about  $850,000)  as  against  £170, 
900.  for  1921.  They  have  declared  for  the  eighth  year 
successively  a  dividend  of  17J^%  on  their  paid  up  stock. 
Their  statement  shows  a  reduction  of  stock  in  hand 
of  about  $500,000.  which  may  afford  some  light  upon 
their  profitable  operations.  Evidently  they  are  working 
on  the  plan  of  quick  turnovers  and  less  stock.  This 
with  careful  management  and  aggressive  selling  methods 
have  demonstrated  the  possibility  of  shoe  profits  in 
spite  of  adverse  times. 


KITCHENER  NOTES 

Among  those  who  attended  the  big  bonne  entente 
shoe  convention  at  Montreal  were  Messrs.  H.  E.  L. 
Wettlaufer,  Fred  H.  Ahrens,  Oscar  Rumpel,  Harry 
Graber,  A.  A.  Armburst,  Harry  McKellar,  W.  A.  Lane, 
Harry  Lincoln,  H.  Shelby  and  Frank  McBrine,  from 
Kitchener,  O.  S.  Vogt,  of  Elmira,  Alf.  Snider,  of  St. 
Jacobs,  Clayton  Hurlbut  and  A.  H.  Parker,  of  Preston. 

The  Provincial  Cut  Soles,  Limited,  of  Kitchener, 
has  recently  installed  additional  machinery,  which  brings 
their  weekly  capacity  up  to  25,000  pairs  soles  per  week. 
They  are  working  over  time  in  order  to  keep  up  deliveries. 
Their  product  finds  its  market  in  Ontario  and  Quebec. 

In  order  to  permit  the  proprietors,  Messrs.  Page 
&  Hoye,  to  give  full  time  to  the  factory  and  local  busi- 
ness, they  have  just  appointed  Messrs.  Dufton  and 
Puncher  as  their  selling  representatives. 

Fred  A.  Dufton,  after  three  years'  successful  en- 
deavor in  establishing  a  leather  selling  business  in  Kit- 
chener has  been  joined  by  Alfred  W.  Puncher.  Mr. 
Puncher  is  a  practical  leather  man  of  long  experience, 
for  several  years  associated  with  the  Breithaupt  and  Lang 
concerns  here.  Both  partners  are  young,  energetic 
and  capable,  and  gratifying  success  is  anticipated  for 
the  partnership. 

Mr.  W.  E.  Woelfle,  President,  of  the  Woelfle  Shoe 
Company,  Ltd.,  accompanied  by  Mrs.  Woelfle,  is  enjoy- 
ing a  couple  of  months'  holiday  in  sunny  California. 


TRAVELLING  GOODS  FACTORY  FOR 
STRATFORD. 

Stratford  within  the  next  couple  of  weeks  is  to 
have  another  new  industry. 

Plans  have  been  consummated  whereby  a  leather 
goods  factory,  known  as  the  Stratford  Luggage  Com- 
pany and  which  will  manufacture  club  bags  and  suit 
cases,  etc.,  will  commence  operations  almost  immed- 
iately. 

A  lease  has  been  secured  on  the  premises  formerly 
occupied  by  the  Nichols  Tailoring  Company,  over 
Dempsey  Holmes  Creamery  on  Erie  Street,  and  the  work 
of  renovation  is  now  being  proceeded  with. 

The  owner  and  manager  of  the  new  concern  is 
Mr.  I.  Holman,  of  Kitchener.  Mr.  Holman  has  had 
many  years'  experience  in  the  leather  goods  business 
and  the  new  concern  should  prove  a  fine  asset  to  Strat- 
ford. 

Only  a  limited  number  of  hands  will  be  employed 
on  the  opening  of  the  factory,  but  as  business  warrants 
the    number    will    be  increased. 
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A  RAPID  EXPANSION 

A  growth  in  two  years  from  a  production  of  ten 
cases  a  day  to  ten  thousand  pairs  a  day  epitomizes 
the  history  of  Hannahsons'  Shoe  Co.,  of  Haverhill, 
Mass.  This  output  is  composed  entirely  of  satins  and 
white  canvas  shoes. 

The  increasing  volume  of  business  which  has  come 
to  Hannahsons'  from  Canada  has  made  it  advisable 
for  them  to  have  resident  sales  representatives  in  the 
Dominion.  Mr.  A.  E.  Cloutier,  518  New  Birks  Bldg., 
Montreal,  has  recently  been  appointed  sales  representa- 
tive in  the  Province  of  Quebec,  and  arrangements  are 
being  made  for  additional  representatives  in  the  re- 
maining provinces.  Their  unusually  efficient  in-stock 
service  has  been  no  small  factor  in  their  rapid  develop- 
ment and  success. 


under  singularly  auspicious  circumstances,  where  the 
atmosphere  is  homelike,  where  quiet  refinement  surrounds 
every  movement  made  by  the  employees. 

General  Manager  Buel  is  the  "man  behind  the  guns," 
and  as  it  is  an  old  true  saying  that  the  atmosphere  in 
a  hotel  reflects  the  character  of  the  man  running  it, 
certainly  the  pleasing  impression  the  Hotel  Cleveland 
makes  on  every  guest  is  a  direct  compliment  to  the 
genial  general  manager. 


AT  THE  HOTEL  CLEVELAND. 

While  the  life  of  a  travelling  man  has  been  greatly 
improved  since  the  old  days  when  poor  railroads,  and 
even  worse  hotels  made  the  life  of  the  commercial  travel- 
ler far  from  enviable,  nevertheless  few  and  far  between 
are  the  hotels,  even  in  this  day  of  progress,  where  weary 
travellers  find  that  certain  homelike  atmosphere,  that 
quiet  luxury  at  remarkable  reasonable  prices,  that 
fills  his  heart  with  joy,  his  inner  man  with  tasty  food 
at  attractive  prices,  and  rests  his  tired  body  far  away 
from  the  maddening  noises  of  the  city  streets  outside. 

And  yet  it  must  be  admitted  most  emphatically 
that  such  a  hotel  is  the  Hotel  Cleveland,  the  headquar- 
ters for  the  shoe  and  leather  trade  in  Cleveland,  and 
the  hotel  whose  fame  is  familiarly  known  from  coast  to 
coast. 

The  Hotel  Cleveland  is  known  as  the  hotel  where 
courtesy,  and  service  to  the  guests  surpasses  every 
expectation,  where  this  supreme  service  is  rendered 


ALSO  IN  GREAT  BRITAIN. 

While  most  of  the  factories  in  the  boot-produc- 
ing centres  are  now  running  full  time,  the  situation, 
says  the  London  Shoe  and  Leather  Record,  is  not  en- 
tirely satisfactory.  For,  although  the  fairly  substan- 
tial orders  in  hand  will  provide  employment  for  some 
weeks  to  come,  the  commitments  for  delivery  for  the 
spring  trade  are  below  the  average  for  the  season.  Many 
of  the  principal  wholesale  buyers  are  reported  to  be 
operating  with  less  freedom  than  usual,  the  reason 
suggested  being  that  they  are  in  doubt  as  to  the  future 
of  values.  If  this  view  of  their  attitude  is  correct,  it 
is  rather  difficult  to  understand.  For  there  is  nothing 
in  the  outlook  to  warrant  the  expectation  that  prices 
of  boots  and  shoes  will  recede.  Labour  costs  are  fixed, 
and  there  is  little  probability  that  leather  values  will 
become  easier  during  the  next  few  months.  Yet  we 
hear  that  the  most  important  buyers  of  footwear  appear 
unwilling  to  provide  for  their  requirements  in  the  near 
future,  although  it  is  understood  that  stocks  in  the  ware- 
houses are  smaller  than  a  year  ago.  That  each  week 
will  bring  a  greater  activity  in  the  producing  centres 
is  fairly  certain.  But  the  position  at  the  moment  is 
somewhat  disappointing,  as  business  has  not  developed 
to  the  extent  that  was  expected  with  the  turn  of  the 
year. 


LANDIS  NO.  12 


Model  D 


OWN  YOUR  OWN 

LANDIS  Stitchers  and  Finishers  for  the 
Shoe  Repair  Trade. 

Highest  Quality. 

Prompt  Shipments. 

Canadian  Representative 

ROBERT  J.  VAN  STONE 

167  John  St.  S. 
Hamilton,  Ont.,  Can. 

Special  inducements  to  immediate  buyers. 
Write  for  particulars. 

Landis  Machine  Company 


No.  1515  25th  St., 


St.  Louis,  U.  S.  A. 
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Edwards  £  Edwards  umited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  &  Edwards  Limited 


Head  Office 
27  Front  Street  East 
Toronto 


Tanneries 
Woodbridge,  Ont. 


Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  -   Montreal,  Que 


Thos.  Rearden  &  Co.  Ltd. 

BROCKLEY  LEATHER  WORKS 

LONDON,  S.E.4,  England 

Telegraphic  Address  "Rearden"  Brockley,  London. 

MANUFACTURERS  OF  FINEST 
ENGLISH  CURRIED 

SHOE  LEATHERS 

Specialty 

BOX  &  WILLOW  SIDES 


Also  Specialists  in 

Belt  and  Suspender  Leathers 
Case  and  Bag  Leathers 
Account  Book  Leathers 


LIST    OF   PROPOSED    STANDARD    SIZES  FOR 
SHIPPING  rCASES.     (FOR  BOOTS  AND  SHOES 
IN  STANDARD  SIZE  CARTONS.) 


Number 

Length 

Width 

Depth 

Weight  of 

Fibre 

10-15 

21% 

20M 

13K 

65  lbs. 

10-18 

25% 

20% 

13% 

65  lbs. 

10-13 

21% 

20% 

26Y2 

90  lbs. 

11-30 

20  5/8 

15% 

24% 

65  lbs. 

12-15 

23  1/8 

23% 

13  3/8 

65  lbs. 

14-15 

27% 

25 

13  3/8 

90  lbs. 

15-6 

25% 

14% 

17  3/8 

40  lbs. 

16— 15 

18  1/8 

17% 

11  3/8 

40  lbs. 

16-30 

18  1/8 

17% 

22% 

65  lbs. 

18-30 

24% 

18  1/8 

22% 

90  lbs. 

20-30 

16  7/8 

15% 

19% 

40  lbs. 

20-60 

21 

16  7/8 

29  5/8 

65  lbs. 

22-15 

18  1/8 

17% 

9  7/8 

40  lbs. 

22-30 

18  1/8 

17% 

19% 

65  lbs. 

24-30 

19  3/8 

1S% 

22% 

65  lbs. 

26-15 

21 

20  5/8 

11  7/8 

65  lbs. 

26-30 

21 

20  5/8 

23% 

90  lbs. 

28-30 

15  5/8 

15  5/8 

16  5/8 

40  lbs. 

28-60 

20% 

15  5/8 

25 

65  lbs. 

J>\J— OU 

1  71/ 

n  1  /o 

21 

65  lbs. 

30-120 

21  5/8 

21 

21 

65  lbs. 

31-30 

20  1/8 

13  1/8 

14 

40  lbs. 

31-60 

26M 

20  1/8 

14 

65  lbs. 

32-60 

11  7/8 

11  7/8 

26 

40  lbs. 

32-120 

19% 

14% 

26 

65  lbs. 

33-30 

15  5/8 

13  7/8 

15 

40  lbs. 

33-60 

W/2 

15  5/8 

22%2 

65  lbs. 

SPECIAL  NOTE:  The  number  of  the  size  is 
a  key  to  capacity.  The  figures  to  the  left  of  the  dash 
refer  to  the  standard  carton  numbers,  while  the  figures 
to  the  right  of  the  dash  give  the  numbers  of  pairs  which 
can  be  packed.  Thus,  shipping  case  in  No.  14-15  size 
would  be  for  packing  15  pairs  of  shoes  in  cartons  of 
size  No.  14,  which  is  the  standard  carton  for  high  cut 
(8"  to  12")  boots.  Similarly,  shipping  case  32-120 
would  take  120  pairs  in  cartons  No.  32  size  (for  soft 
soles).  The  weights  of  fibre  listed  may  seem  in  some 
cases  to  be  greater  than  is  required,  but  this  is  deter- 
mined by  the  dimensions  of  the  shipping  case  under 
official  regulations. 


An  overheated  fan  in  the  drying  loft  was  responsible 
for  a  fire  in  the  tannery  of  H.  B.  Johnston  &  Co.,  Toronto. 
The  damage  which  was  not  heavy  was  confined  to  the  one 
floor,  and  did  not  affect  the  operation  of  the  plant  to 
any  great  extent. 


NEWS  FROM  THE  OLD  COUNTRY 

Send  $3  and  we  will  mail  you  regularly  every 
week  for  52  weeks  a  copy  of  any  British  Weekly 
Newspaper,  such  as:  Lloyd's,  People,  Tit  Bits, 
Pearson's.etc.etc.etc.Hundreds  of  papers  on  our 
Big  List  mailed  free.  A  different  paper  sent 
weekly,  or  the  same  publication  for  52  weeks. 
$3  pays  for  a  year's  subscription.including  post- 
age. Most  unique  and  up-to-date  service, 
greatly  appreciated  by  members  throughout  the 
Empire. 

Send  $3  to-day  to 

Periodical  Posting  Coy.,  Plymouth,  England 
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CLASSIFIED  ADVERTISEMENTS 

SHOE  SALESMAN,  with  9  Years'  Experience,  desirous  of 
a  Position  with  Reliable  Firm  as  Salesman  or  Manager,  or 
will  Travel  for  Wholesale  House  with  Boots  and  Shoes  or 
Shoe  Findings,  either  in  Ontario  or  Maritime  Provinces. 
Best  of  References.  Address  Chas.  Thompson,  143  Home- 
wood  Ave.,  Hamilton,  Ont. 

"TRAVELLERS  WANTED." 
STRONG  LINE  OF  CHILDREN'S  SHOES  Open  on  Com- 
mission Basis  for  Manitoba  and  Eastern  Saskatchewan. 
Applications  must  show  full  Experience  and  References. 
Apply,  Box  80,  Shoe  and  Leather  Journal,  545  King  St. 
West,  Toronto. 

TRAVELLER  WANTED  to  Carry  a  Line  of  High  Class 
Ontario  Samples  and  McKays  on  Commission  in  New 
Brunswick,  Nova  Scotia  and  Prince  Edward  Island.  No 
objection  to  Goodyear  line  being  carried  with  them.  Ad- 
dress.  Box  79,  Shoe  and  Leather  Journal,  Toronto, 

SHOE  TRAVELLER  WANTED— For  Eastern  Ontario 
ground,  Capable  Man  with  a  connection  to  commence  at 
once,  also  Man  for  M'aritime  Provinces.  Apply,  D.  R. 
Feetham,  55  Bay  St.,  Toronto,  Qnt.  

WANTED— Position  as  Clerk  in  Retail  Shoe  Store,  18 
years  with  one  firm.  Best  references,  window  trimmer  and 
expert  shoe  fitter.  Address,  Stanley  Robinson,  Box  112, 
Gananoque,  Qnt. 

SHOE  TRAVELLER  WANTED— For  New  Brunswick  on 
Commission  Basis.  Manufacturers  and  Wholesalers,  W.  B. 
Hamilton  Shoe  Co.,  Toronto. 

MR"  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you  His  Services.  Address,  Box  75,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto,  Qnt. 

WANTED — Experienced  Shoe  Traveller  for  Eastern  Town- 
ships of  Quebec,  to  carry  a  full  range  of  felts,  white  canvas 
goods  and  rubber  footwear.  Good  position  for  energetic 
man.    Apply,  Post  Office  Box  2663,  Montreal. 

WANTED — A  Good  Line  of  Staples  on  Commission  Basis 
for  Toronto  and  Western  Ontario.  Good  connection  with 
the  best  accounts.  Address,  Box  72,  Shoe  and  Leather 
Journal,  545  King  St.  W..  Toronto.  

AN  ONTARIO  STAPLE  FACTORY  is  desirous  of  getting 
in  Touch  with  a  Thoroughly  Experienced  Shoe  Traveller 
for  Quebec  Province  only  to  sell  to  Wholesale  and  Large 
Retail  Accounts.-  Commission  Basis.  Must  come  highly 
recommended  and  be  thoroughly  conversant  with  Quebec 
Accounts.  Box  76,  Shoe  and  Leather  Journal,  545  King  St. 
W.,  Toronto.  

A  SALESMAN  Calling  on  the  Shoe  Trade  in  Maritime  Pro- 
vinces three  times  a  year,  now  carrying  a  Line  of  Children's 
Shoes,  is  open  for  a  Non-conflicting  Line.  Best  of  Refer- 
ences. Now  doing  good  business.  Box  78,  Shoe  and 
Leather  Journal,  545  King  St.  W.,  Toronto.  ' 

HIGH  GRADE  SHOE  SALESMAN  WANTED.— Pre- 
ferably Yonge  Street  Experience.  When  replying  give  age, 
experience  and  salary  expected.  Box  77,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto.  

SHOE  REPAIRING  BUSINESS  FOR  SALE— Old  estab- 
lished. Up-to-date  Machinery,  the  Best  Appointed  and  Most 
Central  Shoe  Repairing  Store  in  the  City,  Good  Lease. 
Apply,  Rapid  Shoe  Repairing  Co.,  107  James  St.  N.,  Ham- 
ilton.  '  '  , 

WANTED — For  British  Columbia  Territory  on  Commission 
Basis  High  Class  Line  Turn  Sole  Evening  Slippers  for 
Women,  also  Good  Line  Working  Shoes,  Men's  in  Welts 
and  Standard  Screw.  Also  Boys',  Women's,  and  Children's, 
and  any  Good  Line  for  Jobbing  Trade.  First  Class  Connec- 
tion.    Address,  J.  R.  B.,  307  Northwest  Building,  Vancouver. 

SHOE  STORE  LOCATION— To  anyone  who  is  thinking  of 
Starting  in  the  Retail  Shoe  Business  in  Toronto,  or  moving 
to  another  location  in  the  City,  it  will  be  to  their  advantage 
to  communicate  with  A.  W.  Bird,  2076  Queen  St.  East, 
Toronto. 

SALESMAN  WANTED  to  Sell  Greb  Shoes  in  Manitoba, 
on  Commission.  Resident  of  Winnipeg  preferred.  Greb 
Shoe  Company,  Limited,  Kitchener,  Ont. 


CLARKE  Ss  CLARKE  Limited 

Established  1852 


Tanners  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  Ss  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City  . 
RICHARD  FRERES,  Agent 


Show  Them 
JOHN  BULL 
Shoepacks 


For  your  customers  who  are  looking  for  EXTRA 
VALUE  in  shoepacks  let  them  examine  a  pair  of 
Beal's.  They  will  note  the  good  leather  used — 
our  own  tannage — the  high  class  workmanship 
and  the  real  GOODNESS  contained  in  every 
pair.  These  qualities  can  only  give  one  result 
— long  service,  comfort  and  resistance  to 
weather. 

TheR.M.BealLeatherCo. 

T  .   ,        ~  Limited 

Lindsay,  Ont. 
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ALL  ABOARD  Direct  through  Connections  from"HOOF  TO  BEAMHOUSE" 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  £  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy" 


INDEX  TO  ADVERTISERS 


Aird  8t  Son 


Bell,  J.  &  T.  Ltd   7 

Beal,  R.  M.  Leather  Co   61 

Blachford  Shoe  Mfg.  Co.  Ltd   24 

B.  &  M.  Slipper  Co    50 

Breithaupt  Leather  Co.  Ltd  I.F.C. 

Bauer  Shoe  Co   54 


Clark  Bros.  Ltd  

Clarke  8s  Clarke,  Ltd. 

Cote,  J.  A.  &  M  

Condensed  Ads  

Canadian  Shoes  Ltd. 


Dale  Wax  Figure  Co.,  Ltd. 

Davis,  A.  8s  Son   

Davis  Leather  Co.,  Ltd.    .  .  . 

Duclos  Payan   

Dominion  Shoes  Ltd  

Daoust,  Lalonde  &  Co.,  Ltd. 


Edwards  a,  Edwards 
Foerderer,  Robt.  H.  Inc. 
Gait  Shoe  Mfg.  Co.,  Ltd. 


O.B.C. 

.  61 
13 
61 

.  46 


52 
16 
5 
3 
49 
44 


60 


12 


23 


Globe  Shoe,  Ltd   11 

Gutta  Percha  8s  Rubber  Ltd   8 


Handelan  H.  &  Staff    50 

Henwood  8s  Nowak    49 

Hotel  Cleveland    18 

Hamilton  W.  B.  Shoe  Co   15 

Holt,  Renfrew  &  Co.,  Ltd   48 

Hannahsons  Shoe  Co   17 


Johnston,  H.  B.  &  Co. 


King  Bros  

Kiwi  Polish  Co.,  Ltd  

Kenworthy  Bros,  of  Canada  Ltd. 


56 
48 
18 


La  Duchesse  Shoe  Co.,  Regd   9 

Landis  Machine  Co   59 


McCaughan  J.  A.  8s  Son    18b 


New  Castle  Leather  Co.,  Inc   49 

National  Shoe  Plate  Co   57 

North  8s  Judd  Mfg.,  Co   50 


Periodical  Posting'Co., 
Packard  L.  H.  &]Co.  . 
Perth  Shoe  Co.  Ltd.  .  . 


Robson  Leather  Co.,  Ltd. . 
Rearden  Thos.  8s  Co.,  Ltd. 


60 
16 
40 


19 

60 


Samson  J.  E.  Enr   52 

Schmoll,  Fils  8s  Co   62 

Spaulding  J.  8s  Sons  Co.,  Inc  22 

Slater  Geo.  A.  Ltd   18a 


Tetrault  Shoe  Mfg.,  Co.,  Ltd   21 

Talbot  Shoe  Co.,  Ltd   14 


United  Shoe  Machinery  Co. 
U.S.  Hotel   


I.B.C. 

.  .  50 


Woelfle  W.  E.  Shoe  Co., 


20 


Young,  Richard  Co   56 
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Successful 

SHOE  REPAIRERS 

ENDORSE  THE  GOODYEAR  WELT  SYSTEM 


12.  FT.  GOODYEAR  SHOE  REPAIRING  OUTFIT— MODEL  P.  Made  in  our  Montreal  Factory. 

PROFIT  B  Y  THEIR  EXPERIENCE 

STIMULATE  BUSINESS  BY  INSTALLING    THE  EQUIPMENT  THAT 
ADDS  APPEARANCE  TO  INCREASED  EFFICIENCY 

MADE  IN  A  SIZE  AND  STYLE  FOR  EVERY  BUSINESS 
INSTALLED  ON  EASY  TERMS  THAT  YOU  CAN  AFFORD 

BACKED  AND  KEPT  IN  CONDITION  BY  THE  BEST  ROAD  SERVICE  KNOWN  TO  THE  TRADE 
ASK  FOR  PARTICULARS  TO-  DAY  -  OUR  EXPERT  WILL  GLADLY  ASSIST  IN  MAKING  A  SUITABLE  SELECTION. 

UNITED  SHOE  MACHINERY  CO.OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street  W.  88  Ontario  Street,  S.  28  Demers  Street 
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Another  New 
Clark  Bros. 
Creation  

One  Strap  Colonial  Pump. 
Made  In  ALL  Leathers 
And  Combinations. 

FOR  SPRING 

Clark  Bros.  Oxfords  and  Pumps 
will  lead  in  Sales,  because  they 
offer  the  newest  and  best  in  Style, 
and  they  RETAIL  AT 

$5.00 


CLARK  BROS.,  Limited 

St.  Stephen  N.  B. 
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Toronto,  February,  15th,  1923 


Featuring 

Pushing  the  Battle 
Substitutes 

by  Dr.  Frank  Crane 

The  Market  Place 
Scalawag  Stores 
Selling  Ideas 
Salesmanship  Problems 
Shoe  Trade  News 
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"The  Wear 


There1 


It's  The  Cost  Per  Pair  That  Counts 

Sole  leather  is  bought  by  the  pound, 
but  shoes  are  sold  by  the  pair.  What 
shoe  manufacturers  require  is  a  lea- 
ther that  gives  the  maximum  num- 
ber of  soles  with  the  maximum 
amount  of  wear.  The  cost  of  sole  lea- 
ther must  be  judged,  not  by  the  price 
per  pound,  but  by  the  number  of  soles 
that  cut  out  of  a  given  quantity. 
Breithaupt  sole  leather — in  actual 
practice — has  established  itself  for  its 
wearing  qualities,  and  is  noted  for  its 
cutting  economy. 

Our  Trent  Valley  Oak  Tannage,  in  all  sizes  and  grades 
of  cut  soles,  can  be  supplied  by 

PROVINCIAL  CUT  SOLE  CO. 
311  Victoria  Street,  Kitchener,  Ont. 


The  Breithaupt  Leather  Co.Limited 


Producers  of  the  Standard  of  Canadian  Sole  Leather 
SALES  OFFICES 


Kitchener 
Penetang 
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The  proof  of  the  Counter  is  in  the  quality  of  the  shoe 


It  is  easy  for  any  manufacturer  to  secure  positive  proof  of  the  sup- 
eriority of  D.  &  P.  FIBRE  COUNTERS.    You  find  it  in 

  the  APPEARANCE  of  the  shoe 

  the  FIT  of  the  shoe 

  the  LIFE  of  the  shoe 

and  you  are  convinced  of  the  value  of  this  superiority  to  you  when 
you  note  the  SALES  of  the  shoe. 

In  whatever  line  of  shoemaking  you  are  engaged,  D.  &  P.  High 
Standards  of  Countermaking  will  prove  their  worth  in  the  improve- 
ment of  your  coming  Season's  lines. 

DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse 

224  Lemoine  Street 
MONTREAL 


REPRESENTATIVES 
For  Ontario: — E.  R.  Lewis,  45  Front  St.,  East  Toronto 
For  Quebec  City : — Richard  Frere,  St.  Valier  Street,  Quebec 
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Fashionable  Browns  and  Reds 

The  pronouncement  of  the  Styles  Committee 
at  Chicago  as  to  fashionable  shades  of  Browns 
and  Reds  are  fully  exemplified  in 

DAVIS  COLORED  CALF 


DOMINION  BROWN 
NUFORTEAN  BROWN 
NO.  33  COCOA  BROWN 
S.  A.  BROWN 


NO.  601  BROWN 
NO.  404  BROWN 
GLAZED  MAHOGANY 
NO.  700  RED 


Samples  of  these  Shades  Gladly  Furnished 

We  also  call  attention  to  our 

BLACK  DOMINION  CALF 

In  Bright  and  Dull  Finishes.  The  most 
Satisfactory  and  Economical  Cutting  Leather 
on  the  market.  Soft  and  Glossy  with  a 
delightful  finish. 


A  Leather  for  Kvery  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 
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The  Slush  That  Comes 
With  Spring  Thaws 

Sells 

GUTTA  PERCHA" 

RUBBERS 


Make  the  most  of  it  with  your  local  adver- 
tising and  good,  "pulling"  window  dis- 
plays. Everybody  dreads  the  thaws  when 
the  accumulation  of  winter's  snows  melts 
into  miniature  rivers  and  lakes.  There  is 
an  established  need  for  rubbers,  in  the 
Spring,  particularly;  your  customers  only 
need  reminding. 

Begin  early  to  suggest  this  need  by  appro- 
priate window  displays  at  the  earliest  sea- 
sonable moment. 

The  merry  tinkle  of  the  cash  register  will 
be  a  sufficient  reward.  Have  you  all  the 
sizes  and  styles? 

Gutta  Percha  &  Rubber, 

 L  I  M  I T  E  D  

Head  Offices  and  Factories,  Toronto 

Branches  in  All  Leading  Cities  of  Canada 
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THE  Oxford  for  Spring 


If  you  have  this  Bell  Oxford  to  show  your  patrons  when  they 
come  to  you  for  a  dressy  serviceable  shoe  for  late  Winter  and 
Spring,  you  are  able  to  meet  all  their  wishes  so  completely 
that  their  buying  is  a  CERTAINTY. 

As  a  street  shoe  it  possesses  even  more  than  that  essential 
amount  of  neatness,  due  to  the  shapely  last,  medium  heel  and 
well-finished  appearance,  and  being  Bell-made  it  is  a  quality 
shoe  through  and  through.  Made  in  popular  shades  and  in 
black. 

Your  Easter  and  Spring  displays  will  draw  volume  business  if 
Bell  Lines  are  the  featured  attraction. 


J.  &   T.  BELL,  LIMITED 


Montreal,  Quebec 
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A   Beautiful   Combination   Pattern  From 
Kingsbury's  "Sno-Wite"  Line 

Just  as  sure  as  the  coming  of  Spring  and  Summer  is  the  cer- 
tainty of  this  shoe's  popularity  -  with  its  comfort,  durability 
and  snappy  style  inviting  wear  during  the  out-of-door  days. 

A  faultlessly  made  White  Canvas  Shoe,  with  a  beautiful  last  and 
medium  heel.  One  Strap,  One  Button,  with  Patent  Toe,  Strap 
and  Quarter  Overlay. 

Style,  quality  and  value  in  White  Footwear  as  expressed  in 
the  "Sno-Wite"  Line  for  the  coming  Season  sets  a  standard 
unsurpassed  in  the  Trade.  Do  not  delay  in  seeing  the  array 
of  original  creations  we  have  ready. 

KINGSBURY  FOOTWEAR  CO., 

Limited 

MONTREAL 
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These 
Staples 
Lead 
All  Over 
Canada 
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Spring  Selling  Will  Call  For 

Yamaska  Popular  Shoes 

There  is  nothing  more  important  for  the  merchant  in  pro- 
viding for  Spring  Trade  than  to  see  that  he  is  well  supplied 
with  Yamaska  Lines. 

The  hold  which  these  shoes  have  upon  public  favor  is  the 
logical  result  of  giving  BETTER  VALUE  in  good  shoe- 
making  plus  popular  trade-winning  style. 

Because  Yamaska  Shoe  are  supplied  you  direct  from  the 
makers  you  have  the  double  advantage  of  buying  with  the 
utmost  ECONOMY  and  the  greatest  CERTAINTY. 

Order  your  needed  lines  for  Spring  NOW. 


iiiiluiM^miim^^ 
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Black  Beauty 

Chrome  Patent  Sides 

The  designer  of  fine  shoes 
works  Black  Beauty  with 
the  same  ease  and  simplic- 
ity that  the  modeller  uses 
with  his  clay.  A  better  lea- 
ther, tanned  in  a  better 
way,  giving  better  results — 
in  fine  shoes  that  stay  sold. 

The  Robson  Leather  Company 
Limited 
Oshawa,  Canada 
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Pointers  on  "Pillow  Welts" 


Globe  "Pillow  Welt"  and  Baby  Pillow  Welt"  Shoes  SELL  BETTER 
because  with  their  exclusive  features  and  better  shoemaking  they  are 

—  MORE  COMFORTABLE 

—  MORE  HEALTHFUL 

—  MORE  DURABLE 

—  MORE  STYLISH 

—  PERFECT  IN  FITTING  FEATURES 


They  are  the  only  genuine  Goodyear  Welt 
Shoe    made   with  a  Pillow  Welt  Insole. 


For  a  big  Spring  Trade  in  your  Children's  Department,  feature 
the  Globe  Lines.    A  salesman  will  call  whenever  requested. 

Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  limited 

TERREBONNE      -  QUE. 

Montreal  Office— 11  St.  James  St.         Representative-".!.  A.  BLUTEAU 
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MINER  RUDDER  CO.  WW 

Branches  and  Selling  Agents 


The  J.  Leckie  Co.,  Limited   Vancouver,  B.C. 

The  Miner  Rubber  Co.,  Limited   Calgary,  Alta. 

The  Miner  Rubber  Co.,  Limited   Edmonton,  Alta. 

Congdon,  Marsh  Limited.  .  j   Regina>  Sask_ 

The  Miner  Rubber  Co.,  Limited  | 

Congdon,  Marsh  Limited   Winnipeg,  Man. 

The  Haileybury  Wholesalers,  Limited   Haileybury,  Ont. 

Coates,  Burns  &  Wanless   London,  Ont. 

R.  B.  Griffith  &  Co   Hamilton,  Ont. 

The  Miner  Rubber  Co.,  Limited   Toronto,  Ont. 

The  Miner  Shoe  Co.,  Limited    ]  _  „ 

^,     „,.  , ,       „      T.    .    A   Ottawa,  Ont. 

The  Miner  Rubber  Co.,  Limited  J 

The  Miner  Shoe  Co.,  Limited    )  Montreal  Que. 
The  Miner  Rubber  Co.,  Limited] 

The  Miner  Rubber  Co.,  Limited   Quebec,  Que. 

H.  S.  Campbell   Fredericton,  N.B. 

The  J.  M.  Humphrey  Co.,  Limited   St.  John,  N.B. 

The  J.  M.  Humphrey  Co.,  Limited   Sydney,  C.B. 

The  Miner  Rubber  Co.,  Limited   Halifax,  N.S. 


The  Boy  Scout  and  Girl  Guide  Emblems 
make  Miner  Rubbers  a  distinctive  line  that 
will  be  asked  for  by  name. 

The  merchant  placing  for  Miner  Rubbers 
will  have  a  big  advantage. 

Wait  for  our  salesmen. 


^■1 
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For  the  Man  Who 
Deals  in  Precaution 

The   manufacturer   who   buys  shades  are 

Collis  Calf  for  his  shoe  crea-  included  in 

tions   plays   safe.    Collis  Calf  the  range, 

is  a  full  grained  upper  leather  Collis  Calf 

easily  worked  and   economical  is    noted    for   its    clear  finishes, 

in    cutting.      All    the    latest  Made  in  all  weights  and  grades. 

Samples  Sent  on  Request 

The  Collis  Leather  Co.,  Ltd. 

Aurora  Ontario 


Leads  Them  All 

No.  506  Smooth  tan  Mennonite,  Plain 
Toe,  Half  Bellow  Tongue,  Standard 
Screw.  Munson  Army  Last,  Chrome 
Waterproof  Bulldog  Sole,  Lock  Stitch. 
No.  1.  quality  throughout.  Our  most 
popular  boot .   $3 .90  F  O  .B .  Peterboro  . 

No.  506 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

Peterboro,  Ont.  Regina,  Sask. 

Western  Dealers  may  sort  from  our  Regina  Branch 
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Diplomas  from  the 
School  of  Experience 


GOOD  printing  is  not  the  product 
of  a  night.  Years  must  be  spent 
in  study  and  experience,  if  the 
printed  page  is  to  have  that  fine 
appearance  so  necessary,  when  seeking  your 
customer's  attention. 

We  have  studied  hard  in  the  great  school 
of  experience.  That  is  why  we  feel  con- 
fident that  we  can  print  your  booklets,  cat- 
alogues, box  labels,  letter  heads,  and  so- 
forth,  in  such  a  way  as  to  gain  and  hold  the 
respect  of  everyone  who  sees  them.  Your 
name  on  a  postcard  will  bring  complete  par- 
ticulars of  the  Acton  method  of  better  class 
printing. 


Sell  by  the  Printed  Word. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


February  15,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


17 


The  Cry  Of  "Wolf,  Wolf" 
In  The  Shoe  Trade! 

So  often  has  the  cry 
come,  that  "this  is 
the  best  shoe  ever 
made",  the  shoe 
trade  is  rightfully 
dubious  when  they 
hear  it. 

A  trade-name,  no 
matter  how  well- 
known,  carries  no 
weight  unless  the  goods  back  it  up. 

We  have  borne  that  in  mind,  and  we  have 
brought  the  trade-name  "Astoria"  to  the  front, 
not  by  loud  cries  of  superiority ,  but  by  backing 
up  the  name  with  the  best  shoe  money  can  buy. 

Astoria  has  made  itself  known  throughout 
the  trade  as  a  tailor-made,  all-leather  shoe, 
superior  in  every  last. 

Astoria  is  the  shoe  you  can  sell. 

Scott  -  McHale,  Limited 

London       -  Canada 
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INDIAN  PRODUCTS 


Included  in  our  well  known  productions  are  the  following  popular 
lines,  all  of  which  will  win  your  approval  as  superior  goods,  with 
exceptional  selling  qualities. 


Cowhide  Moccasins 
Special  Buck  Moccasins 
Horse  Hide  Moccasins 
Elk  Moccasins 
Jack  Buck  Moccasins 


WESTERN  OFFICE 
Willis  R.  Miller, 
318  Homer  St., 
Vancouver,  B.  C. 
and 

Hammond  Building, 
Winnipeg,  Man. 


Deer  and  Elk  Mitts  and  Gloves 
Horse  Hide  Mitts  and  Gloves 
Boudoir  Slippers 
High  Grade  Indian  Slippers 
Also  Specializing  in  Snowshoes 

We  recommend  our  New  Comer 

"SPECIAL  BUCK" 

which  is  really  a  high  class  moccasin 
Originators  of 

"BIG  CHIEF"  BRAND 
Slippers  and  Moccasins 

Look  for  the  name  on  the  sole.    All  leading  Jobbers  carry  our  lines. 


Attract  EXTRA  trade  by  featuring  our  Sporting  and  Novelty  Lines. 

BASTIEN  BROTHERS 


Indian  Lorette 


Que. 


"Andtke"Hote\  Cleveland" 

is  my  home  when  mv  trip 
brings  me  to  Cleveland!" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long !  • 

Hotel  Cleveland 

CLEVELAND,  OHIO. 
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No.  4381 


No.  4381,  Women's  Patent  Chrome  1-strap,  2-buttons, 
Grey  Buck  Collar,  9-8  Heel  M.S.  (As  illustrated) 

Price  $3.00 


No.  4382  Women's  Patent  Chrome  1-strap,  2-buttons, 
Grey  Buck  Quarter,  9-8  Heel  M.S. 

Price  $2.90 


These  two  novelties  are  quite  the  smartest  we  have  seen  this  season.  They're  snappy — and 
in  stock  now  for  snappy  buyers. 

Here  is  an  opportunity  to  boost  your  Spring  Sales.  We  can  ship  these  styles  immediately 
(subject  to  prior  sale)  or  you  can  order  now  for  Spring  delivery. 

You'll  want  them  for  your  Window  Display — then  you'll  want  more. 

We  suggest  that  you  send  us  an  order  for  an  assortment  of  sizes  for  immediate  shipment. 
They'll  sell  themselves  as  soon  as  you  show  them. 


Two  Bargains 

No.  4356,  Women's  all  Patent  Chrome,  1"  strap,  2-button, 
Imitation  Tip,  9/8  Heel,  M.S.  (Same  last  and 
heel  as  illustration.)  Price  $2.60 

No.  4358,  Women's  all  Patent  Chrome,  $4U  strap,  1 -buckle, 
Imitation  Tip,  9/8  Heel  M.S.  (Same  last  and 
heel  as  illustration)  Price  $2.50 


The  Miner  Shoe  Company,  Limited 

78  St.  Peter  St.,       -       Montreal,  Que 

(Selling  Agents  for  Miner  Rubber  Company,  Limited) 
Branch  Stocks  at  Toronto,  Ottawa,  Quebec,  Halifax 
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Start  Now  to  Build 
Bigger  Better  Business 

Serve  with  Sisman 

Wholesale  Only 

The  T.  Sisman  Shoe  Company 

Limited 

Head  Office,  Aurora       Branch,  Newmarket 
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Toronto,  February  15th,  1923 
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Published  Twice  cl  Month, 
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$1.50  a  Year  Single  Copies  15c.  Outside  Canada.  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only_  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  open  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 


PUSHING  THE  BATTLE 

ANYONE  who  imagines  it  is  going  to  be  easy  this  spring  to  keep  up  the  volume  of  sales  in 
shoes,  not  to  say  increase  it,  will  be  sadly  disappointed.    It  is  going  to  be  a  question  of 
nerve,  patience  and  infinite  capacity  for  hard  work. 
That  there  are  too  many  in  the  retail  shoe  trade  is  only  too  patent  to  those  who  take  the 
most  casual  look  over  the  field.    In  some  of  our  cities  and  towns,  the  number  of  shoe  stores  has 
more  than  doubled  in  the  past  six  or  seven  years  and  all  of  them  are  compelled  to  sell  more  shoes 
if  they  expect  to  continue  in  the  game 

Profits  have  been  cut  to  the  bone  and  the  only  way  out  is  increased  turnover.  This  means 
a  strong  steady  pull  in  the  next  four  months,  and  no  stone  of  opportunity  must  be  left  unturned. 

Business  to-day  in  almost  all  lines  is  war,  and  some  realize  only  too  well  that  Sherman's 
immortal  comment  upon  military  warfare  is  demonstrated  in  the  conflict  for  supremacy  in  trade. 

Those  who  realize  this  are  making  preparations  accordingly.  They  are  leaving  nothing 
to  chance  and  guess  work.  They  are  planning  the  campaign  for  spring  and  summer  thought- 
fully and  purposefully. 

The  campaign  opens  with  Easter  now  less  than  six  weeks  ahead,  which  means  that  the  ini- 
tial battle  will  be  on  in  a  couple  of  weeks.    The  time  for  preparation  is  short. 

The  situation  calls  for  vigorous  initiative  in  both  publicity  and  salesmanship.  The  ques- 
tion is  one  of  selling  more  shoes  and  neither  advertising  nor  prices  will  provide  a  solution  in  them- 
selves. Advertising  will  have  to  be  backed  up  by  salesmanship  of  the  highest  order.  It  is  up 
to  the  retailer  to  put  snap  and  vim  into  his  selling  methods. 

As  a  writer  points  out  elsewhere,  it  is  practically  a  proposition  of  selling  at  least  two  pairs 
of  shoes  instead  of  one  this  year,  and  the  advertising  and  windows  must  be  backed  by  a  real  effort 
to  get  the  purchaser  to  exceed  his  expenditure  estimates  for  shoes. 

Men,  for  instance,  are  prone  to  buy  a  pair  of  shoes  which  most  of  them  wear  regularly  until 
they  fall  apart.  It  will  be  necessary  to  bring  home  to  them  the  fact  that  they  should  have  a 
pair  of  black  as  well  as  brown  shoes  or  a  pair  of  dress  shoes  as  well  as  oxfords.  There  is  economy 
in  duplicate  footwear. 

Women  these  days  of  grace,  think  nothing  of  having  a  wardrobe  containing  two  or  three 
choices  of  apparel  or  hats.  It  ought  to  be  possible  to  induce  some  of  them,  at  least,  to  buy  a 
pair  of  shoes  for  each  of  the  varied  costumes  they  wear.    It  is  worth  trying. 

The  changes  should  be  rung  on  the  question  of  "health"  and  "style"  in  the  advertising  and 
in  the  windows  until  people  realize  that  they  should  not  skimp  their  shoes  and  spread  them- 
selves on  clothing  and  headgear. 

In  the  meantime,  use  the  window  to  the  fullest  extent  of  its  possibilities.  Dress  it  twice  a 
week  if  you  have  only  done  it  weekly  heretofore,  and  see  that  it  has  the  drawing  power  that  you 
like  to  see  in  your  best  advertisements. 

Push  the  Battle  to  the  Wall! 
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In  The 
Market  Place 

BL  SINESS  throughout  the  country  has  been  some- 
what hampered  during  the  past  three  or  four  weeks 
by  a  superabundance  of  real  Canadian  weather. 
The  large  snowfall  has  impeded  business  in  country 
districts,  and  has  been  particularly  hard  on  the  lum- 
bering industry,  which  has  found  it  difficult  to  operate 
satisfactorily.  This  has  been  particularly  true  of  the 
Maritimes  which  up  to  the  middle  of  January  were 
enjoying  fairly  good  trade.  Quebec  and  Ontario  have 
also  been  affected,  many  of  the  large  concerns  having 
to  curtail  operations.  In  the  towns  and  cities  things 
have  not  been  quite  so  bad  as  the  snow  has  given  em- 
ployment to  many  who  would  otherwise  have  been  out 
of  work.  In  most  lines  of  manufacturing  there  has  been 
a  fair  amount  of  activity,  but  wholesalers  report  business 
as  desultory  on  account  ot  weather  conditions  and  pay- 
ments, as  a  consequence,  somewhat  unsatisfactory. 
It  will  take  another  month  to  clear  the  air  and  every- 
body seems  to  think  that  there  will  be  a  change  for  the 
better.  In  the  meantime,  there  is  a  fair  demand  for 
staple  products  for  this  season  of  the  year. 
Wholesale  Shoe  Trade 

Manufacturers  confess  to  some  disappointment 
as  to  sales  for  the  past  month,  and  although  it  is  claimed 
that  trade  in  the  cities  and  larger  towns  has  been  fair- 
ly good,  considering  the  weather,  it  might  have  been 
better.  Nevertheless  some  manufacturers,  especially 
those  making  staple  novelties  in  women's  shoes,  re- 
port some  good  spring  orders  which  might  easily  have 
been  increased  were  it  not  for  the  uncertain  financial 
conditions  that  at  present  make  credits  a  more  or  less 
difficult  proposition.  Men's  lines  in  the  finer  grades 
have  also  experienced  a  little  more  movement.  Whole- 
salers report  a  little  better  demand  for  sorting  goods 
following  the  January  sales  and  stocktaking,  but  dealers 
seem  to  buy  very  carefully  and  will  not  anticipate  to 
any  extent  their  requirements  even  in  staple  lines.  One 
disturbing  feature  during  the  past  couple  of  weeks  has 
been  the  number  of  large  failures  both  with  manufac- 
turers and  jobbers  and  the  feeling  that  these  stocks 
may  be  thrown  upon  the  market  has  checked  buying 
to  some  extent.  The  demand  for  overshoes  and  rubbers 
has  been  phenomenal,  especially  for  snow  excluders, 
and  this  of  course,  means  increased  quietness  in  other 
lines.  Manufacturers  are  completing  their  spring  orders 
and  look  forward  to  increased  activity  within  the  next 
three  or  four  weeks. 
Retail  Shoe  Trade 

January  sales  were  about  on  a  par  with  the  same 
month  last  year,  although  some  dealers  claim  an  advance 
in  volume  of  from  ten  to  fifteen  per  cent.  The  Jan- 
uary sales  were  a  failure  as  far  as  we  are  able  to  judge 
from  reports  received  from  retailers.  This  is  probably 
owing  to  the  fact  that  there  were  more  concerns  to 
unload  and  many  of  these  of  the  mushroom  type  that 
have  sprung  up  in  all  the  large  centres.  Dealers  say 
that  people  only  seem  to  buy  for  immediate  necessity. 
In  the  rural  districts  the  farmers  are  holding  back  many 
Of  them  not  having  disposed  of  their  crops.  They 
claim  that  prices  of  produce  are  practically  down  to 
the  1914  basis,  and  commodities  they  have  to  purchase 
are  still  from  fifty  to  a  hundred  per  cent.  up.  Payments 
as  a  consequence  are  very  unsatisfactory  and  stores 
that  sell  only  for  cash  report  a  very  desultory  trade. 
All  seem  hopeful  with  regard  to  the  outlook  for  spring 


and  claim  they  have  placed  from  75  to  100  per  cent, 
of  their  orders  for  new  goods.  They  say  that  the  de- 
mand in  women's  shoes  will  be  for  patents  and  com- 
binations of  patents  and  greys  and  the  high  brown 
shoes  and  oxfords  for  men's. 
Leather  Conditions 

Business  has  slackened  up  since  the  first  of  the 
month.  Tanners  report  a  fair  business  for  January 
which  seemed  to  promise  a  steady  revival  of  interest. 
Within  the  past  couple  of  weeks,  however,  the  demand 
has  fallen  off  considerably,  especially  in  fine  upper  stock. 
The  reason  is  probably  that  shoe  manufacturers  have 
been  waiting  to  see  which  way  the  cat  was  going  to 
jump  with  regard  to  further  spring  business.  Leather 
men  seem  to  think  that  the  lull  will  only  be  temporary 
and  are  not  trying  to  force  the  market  which  continues 
firm  for  all  kinds  of  prime  stock.  With  the  raw  mar- 
ket as  it  is  tanners  claim  that  they  ought  to  get  more 
than  they  are  asking,  but  in  the  meantime,  they  are 
sitting  tight.  Sole  stock  has  been  selling  a  little  better 
than  upper  for  home  consumption  and  there  has  been 
a  fair  export  demand  which  prevents  accumulations. 
Tanners  are  still  following  a  very  conservative  policy 
in  buying  hides  and  skins  and  are  keeping  down  their 
output  to  the  barest  necessity.  Patent  leather  .seems 
to  be  in  good  demand  and  promises  well  for  the  next 
few  months  to  come. 
Rubber  Shoe  Conditions 

Certainly  the  current  season  has  been  an  active 
one  for  the  rubber  shoe  trade  which  has  found  it  diffi- 
cult to  meet  the  demand  in  many  lines.  The  furore  that 
struck  the  women's  trade  for  high  buckle  excluders 
commonly  called  "goloshes"  has  been  a  feature  that 
was  unexpected  by  both  wholesalers  and  retailers.  Not- 
withstanding the  shortage  in  this  line  last  season,  dealers 
were  afraid  to  order  with  the  result  that  numerous 
sales  were  lost.  The  fact  that  the  fashion  of  wearing 
them  loose  fell  away  this  season  is  no  doubt  responsible 
for  their  larger  use  by  women  generally. 

As  the  season  approaches  for  placing  orders  there 
is  a  good  deal  of  conjecture  as  to  prices  and  discounts. 
These  are  as  a  rale  guided  by  conditions  on  the  other 
side  of  the  line,  and  as  there  have  been  few  radical  changes 
in  the  American  lists  it  is  to  be  presumed  that  the  Can- 
adian will  see  little  departure  from  last  year.  On  the 
other  hand  manufacturers  claimed  last  year  that  the 
five  per  cent,  reduction  was  unwarranted  in  view  of 
the  previous  ten  per  cent.  drop.  There  has  been  some 
talk  of  dropping  the  five  per  cent,  discount  for  early 
orders,  but  no  doubt  any  advance  made  will  be  put  on 
the  list  direct. 
Hopeful  for  Spring 

Almost  all  the  shoe  retailers  to  whom  the  Shoe  and 
Leather  Journal  has  directed  enquires  seem  quite  hope- 
ful with  regard  to  spring  business,  and  are  making  pre- 
parations to  meet  the  demand.  They  seem  pleased 
that  an  effort  is  under  way  to  stem  the  tide  of  unnec- 
essary novelties,  and  express  the  determination  to  play 
safe  on  extravagant  styles.  They  favor  moderation 
in  men's  as  well  as  women's  lines,  and  seem  to  have  their 
minds  made  up  in  regard  to  what  is  going  to  sell  the 
most  freely.  The  concensus  of  opinion  in  regard  to 
men's  lines  seems  to  favor  the  plain  high  cut  bal  of  medium 
tone  in  tan  and  red,  and  taboo  the  lighter  shades.  Ox- 
fords in  moderation  follow.  In  women's  lines  single 
straps  come  first  and  oxfords  second  with  a  sprinkling 
of  two,  three  and  cross  straps.  Cutouts  and  inlays, 
they  claim,  will  sell  well.  Patents  and  greys  will  run 
strong  both  plain  and  combinations,  but  fancy  stuff 
of  the  outre  variety  will  be  looked  at  with  askance.  It 
promises  to  be  a  great  season  for  sports  shoes. 
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Substitutes 


By  Dr.  Frank  Crane 


The  pest  of  the  business  world  is  the  Substitute. 

A  man  spends  many  years  and  much  money  developing  a  product  and  when  he  has  crea- 
ted a  demand  for  it,  along  come  the  rascals  with  substitutes  and  undersell. 

But  merchants  need  not  complain.    The  whole  business  of  life  is  vitiated  by  substitutes. 

Religion  is  undoubtedly  a  good  thing,  for  the  object  of  religion  is  to  cause  sin  to  cease.  But 
the  greatest  enemy  of  religion  is  the  substitute  or  false  religion,  which  compounds  with  sins  and 
shows  us  the  way  to  go  on  with  them  and  yet  appease  our  conscience. 

Education  is  valuable,  for  education  is  the  training  of  our  native  faculties.  But  its  great- 
est foe  is  substitute  education,  which  consists  in  stuffing  the  mind  with  useless  knowledge  and 
cramping  our  natural  abilities  into  conventional  shapes. 

Organization  is  one  of  the  best  means  for  getting  things  done.  But  the  average  organiz- 
ation is  a  substitute  for  doing  anything.  When  a  group  of  people  feel  the  call  of  duty  in  any 
direction,  civic,  moral  or  charitable,  they  meet,  make  speeches,  elect  officers,  select  commit- 
tees, and  go  home  with  a  sense  of  having  discharged  their  responsibilities. 

Government  is  a  good  thing,  but  it  ought  to  consist  in  serving  the  people.  But  most  gov- 
ernments are  composed  of  those  who  do  not  serve  the  people  but  live  as  parasites  upon  them. 

Love  is  the  greatest  thing  in  the  world  and  develops  all  that  is  best  in  us.  But  the  sub- 
stitutes for  love,  including  lust  and  a  desire  to  be  flattered,  are  life's  poisons  and  not  life's  food. 

Joy  is  a  good  thing,  but  the  empty  pleasure  of  self-indulgence, the  mere  relaxation  of  diver- 
sion and  the  septic  delights  of  cruelty,  which  are  but  substitutes  for  joy,  are  like  the  crackling 
of  thorns  under  a  pot. 


Aristocracy  is  a  good  thing,  for  it  means  the  ascendency  of  the  superior  virtues, 
is  commonly  called  aristocracy  is  but  a  miserable  substitute  and  snobbery. 


But  what 


Independence  is  a  good  thing, 
are  bad. 


But  self-will  and  stubbornness,  which  are  its  substitutes^ 


In  fact,  the  principal  effort  of  the  devil  is  not  devoted  to  a  frontal  attack  upon  the  things 
which  make  life  good  and  beautiful,  but  rather  to  an  effort  to  induce  us  to  adopt  cheap  and 
dangerous  substitutes. 
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EDITOR IALETS 

Pointed  Paragraphs  on  Practical  Problems 


MAKE  YOUR  WINDOWS  TALK 

WINDOWS  these  days  are  not  intended  to  give 
light  to  the  store,  as  much  as  for  the  display 
of  goods.  The  money  put  into  them  is  really 
an  investment  in  advertising  and  should  be  looked 
upon  as  such.  Nevertheless  you  find  retailers  adopt 
the  same  loose,  careless  attitude  towards  their  win- 
dows, that  they  do  to  some  of  their  newspaper  announce- 
ments. They  do  not  give  them  a  real  chance  to  do 
their  work.  A  speaker  at  the  Montreal  Shoe  Retailers' 
Convention  said  that  the  best  advertisement  a  shoe 
store  could  put  up  was  a  well  dressed  window.  It 
tells,  or  should  tell,  the  story  of  the  store  and  its  goods. 
The  window  has  an  important  advantage  over  the 
newspaper  advertisement  in  that  it  displays  the  actual 
goods.  Now  the  goods  may  be  all  that  could  be  de- 
sired and  the  price  may  be  attractive  but  if  the  win- 
dow does  not  by  its  appeal  stop  the'passer  by,  it  is  about 
as  valuable  as  an  unread  advertisement.  Put  pep 
as  well  as  goods  into  your  windows.    Make  them  talk. 

FASHIONABLE  SHOES 

LOOK  at  any  up-to-date  store  window  where  wo- 
men's fashionable  garments  are  displayed  and 
vou  will  see  on  the  mannequins  shoes  that  are 
not  only  out  of  date  as  to  style  but  quite  out  of  cor- 
respondence with  the  costumes.  As  often  as  not,  in 
fact,  the  said  shoes  will  not  have  been  given  even  a 
rub  off  with  a  cloth.  It  is  also  true  that  you  will  see 
ladies  at  social  functions  with  shoes  that  are  not  in 
harmony  either  with  the  occasion  or  their  apparel.  This 
is  in  some  measure  due  to  the  shoe  retailer  who  too 
often  leaves  the  choice  of  shoes  to  his  customers  with- 
out asking  their  purpose.  In  contradistinction  to 
this,  we  noticed  a  large  advertisement  in  one  of  the 
Toronto  Dailies  recently  that  had  cuts  and  descriptions 
of  the  various  kinds  of  shoes  for  women's  wear  which 
indicated  minutely  the  purposes  for  which  the  shoes 
were  to  be  used.  Three  or  four  illustrations  of  ladies 
in  street,  evening  and  sport  costumes  displayed  appro- 
priate shoes  just  as  prominently  as  the  gowns,  hats 
or  wraps. 

RETAILER  MUST  FIGHT 

IN  an  address  recently  delivered  at  Washington, 
Roger  Babson  referred  to  the  fact  that  government 
had  gone  to  a  great  deal  of  pains  and  expense  to 
help  the  producer  to  get  efficiency  in  his  plant,  but 
that  comparatively  little  had  been  done  to  help  the 
distributor  with  public  and  private  research.  He  said 
that  the  way  to  fight  the  chain  store  was  to  adopt  the 
improvements  suggested  by  their  systems.  He  said: 
"Now  we  are  on  the  very  eve  of  a  general  busi- 
ness improvement,  but  the  retailer  must  get  in  a  better 
mental  attitude  to  capitalize  this  opportunity.  He 
should  be  going  into  it  like  a  fighting  cock,  but  instead 
his  attitude  is  fearful  and  defensive.  Our  problem 
is  to  show  him  the  facts  and  show  him  that  we  are  on 
an  upward  side  of  the  business  cycle.  A  period  of  im- 
provement is  ahead  in  which  he  is  certain  to  share  if 
he  will  only  seize  the  opportunity,  adopt  modern  methods, 
render  real  service,  co-operate  with  his  competitors 
and  invest  his  savings  in  the  securities  of  the  corpora- 
tions   with    which    he  deals." 


SELLING  MORE  SHOES 

A shoe  man  who  was  at  the  Chicago  Shoe  Fair 
brought  home  a  suggestion  that  he  asks  the  Shoe 
and  Leather  Journal  to  pass  on.  He  says: 
"When  the  average  customer  goes  into  a  retail 
store  to  get  a  pair  of  shoes,  let  the  retailer  make  it  a 
point  to  have  him  purchase  two  pairs  instead  of  one. 
This  will  save  new  styles,  as  the  man  purchasing  two 
pair  of  shoes,  will  carry  that  style  longer  than  when  buy- 
ing one  pair.  This  applies  to  ladies'  shoes  as  well  as 
men's.  This  will  mean  a  saving  all  along  the  line.  The 
only  one  to  suffer  will  be  the  last-maker,  but  some  one 
must  always  carry  the  dull  end  these  days.  The  clerks 
would  know  the  exact  size  required  when  two  pair 
of  shoes  are  bought  at  one  sitting,  thus  cutting  down 
expenses  for  the  retailer.  The  same  thing  would  apply 
to  travellers.  If  the  retailer  bought  more  of  one  style, 
and  cut  down  on  the  number  of  styles,  it  would  save  the 
great   range   of  styles." 

There  is  no  doubt  but  that  the  retailer  could  by 
following  a  definite  plan  very  largely  curtail  his  stock. 
The  first  point  made  is  a  good  one.  With  a  little  pres- 
sure a  good  many  of  those  purchasing  shoes  could  be 
induced  to  buy  a  pair  of  tans  with  the  blacks  or  a  pair 
of  pumps  with  the  oxfords. 

GIVING  SALES  SERVICE 

A series  of  statistics  were  prepared  some  time  ago 
by  a  concern  on  the  other  side  of  the  line,  which 
showed  that  the  largest  factor  in  the  loss  of  sales 
in  a  retail  store  to  be  poor  service,  and  the  largest  item 
on  the  list  was  inattention  to  customers.  This  item 
outbalanced  all  others  including  poor  goods.  This 
should  afford  food  for  reflection  to  salesmen  as  well  as 
dealers.  Of  what  avail  are  good  windows,  smart  store 
equipment  and  aggressive  advertising  if  indifference 
awaits  the  customer  when  he  comes  into  the  store.  In- 
different salesmen  will  do  more  harm  to  a  store  in  a  month 
than  indifferent  windows  will  accomplish  in  six.  When 
a  man  shows  the  least  sign  of  waning  interest  in  the 
job  of  selling,  he  should  be  jacked  up  or  kicked  out. 
As  a  Montreal  speaker  tersely  put  it  at  the  close  of 
his  address:  "There  is  no  advertisement  like  a  sat- 
isfied customer." 

WALK  AND  BE  HEALTHY 

THERE  is  no  doubt  that  the  automobile  and  the 
street  car,  particularly  the  latter,  have  wrought 
considerable  injury  to  the  shoe  trade  in  lengthen- 
ing the  wear  of  shoes.  They  have  also  as  consistently 
interfered  with  the  health  of  those  who  neglect  one 
of  the  prime  essentials  of  a  wholesome  body — exercise. 
There  is  also  unquestionably  danger  in  both  the  auto- 
mobile and  street  car  especially  in  winter.  The  open 
"bus"  and  the  crowded  car  have  slain  their  thousands. 

The  shoe  retailer  should  use  these  facts  to  the 
advantage  of  his  business  in  his  advertisements  and 
window  cards.  The  American  Shoe  Manufacturers' 
Association  has  adopted  as  a  slogan  "Walk  and  Be 
Healthy"  and  set  forth  in  an  attractive  design  it  makes 
a  good  window  card  or  heading  for  an  advertisement. 
Practically  everybody  is  subject  to  suggestion  and 
there  is  not  the  least  doubt  that  this  one  in  connection 
with   good   substantial    footwear   would   be  effective. 
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Shoe  Selling 
Service 

Sizing  the  Customer  and  Sizing  the  Foot. 
Know  Human  Nature  and  Know 
Your  Stock.  Some  Hints  on  Sell- 
ing Shoes. 

YOU  may  take  it  for  granted  that  a  customer 
comes  to  buy.  Shopping  is  not  as  prevalent 
whether  man  or  woman  who  enters  a  shoe  store 
where  shoes  are  concerned  as  with  some  other  lines 
of  apparel,  although  now  and  then  you  will  meet 
people  who  will  say  that  they  are  just  "looking 
around." 

The  first  thing  to  do  with  a  customer  who  enters 
the  store  is  to  give  him  your  attention  and  show  him 
to  a  seat  unless  you  are  otherwise  engaged.  In 
the  latter  case  leave  the  customer  you  are  waiting 
upon  for  a  second  and  invite  the  newcomer  to  sit 
down,  explaining  that  you  will  be  through  in  a  few 
minutes.  People  like  attention,  and  will  wait  twice 
as  long  without  impatience  if  they  get  a  word  of  re- 
cognition and  a  seat. 

When  at  liberty,  take  a  stool  and  sit  down  be- 
fore the  customer  asking  him  to  place  his  foot  on 
the  stool  before  you  ask  even  what  kind  of  a  shoe 
he  wants.  It  is  a  mistake  to  begin  showing  shoes 
to  a  customer  standing  or  even  sitting  down.  It 
promotes  uncertainty  and  above  all  1  prevents  the 
salesman  making  the  sale  a  certainty. 

When  the  foot  is  before  you  quietly  remove 
the  shoe  and  apply  the  size  stick  having  the  foot 
pressed  down  at  the  toe  with  your  fingers  so  as  to 
get  the  exact  size.  Get  the  customer's  ideas  about 
the  kind  of  shoe  he  wants,  whether  high  or  low  cut, 
the  color,  style,  etc.  Avoid  commenting  on  the 
customer's  foot  excepting  to  note  any  irregularity 
such  as  corns,  bunions  or  hammer  toes,  .made  ne- 
cessary by  your  desire  to  give  him  a  perfect  fitting 
shoe.  Don't  discuss  anything  if  you  can  help  it  but 
the  kind  and  size  of  shoe  he  requires. 

Bring  a  couple  of  sizes  if  you  are  not  sure  or 
two  widths.  Size  up  your  customer,  and  decide 
whether  he  wants  or  needs  an  easy  fitting  shoe  or 
something  snug  and  neat.  Don't  talk  too  much. 
Let  the  customer  talk  and  get  an  idea  from  this  how 
best  to  serve  him.  The  main  thing  is  to  get  a  shoe 
on  his  foot  first. 

Slip  on  the  easy  fitting  one  first,  and  find  out  if 
it  is  too  large  or  comfortable  for  the  purpose.  Then 
try  on  the  other.  A  good  salesman  ought  to  make 
a  pretty  close  hit  on  size  and  width  with  the  first 
fitting.  If  you  have  to  fit  on  three  or  four  shoes 
without  getting  a  fit  your  customer  may  become 
uneasy  or  dissatisfied,  thinking  you  do  not  know 
your  business  or  are  trying  to  work  off  a  pair  of  ill 
fitting  shoes  on  him. 

When  you  have  succeeded  in  getting  a  good  fit 
lace  up  the  shoe  and  ask  him  to  stand  on  it  or  take 
a  step  or  two  in  it.  Let  him  see  it  before  a  mirror 
if  necessary  to  satisfy  him  as  to  appearance  as  well 
as  fit. 

Now  that  you  know  what  fits  the  customer  you 
are  in  a  position  to  discuss  any  other  style  of  shoe 
he  may  want  to  see.    If  you  know  your  stock  as  you 


ought  to  this  ought  not  to  be  a  difficult  matter. 
But  avoid  if  possible  showing  him  many  shoes.  One 
of  the  things  most  to  be  avoided  in  showing  goods 
of  any  kind  and  especially  shoes  is  a  multiplicity  of 
styles.  It  almost  always  puzzles  the  customer  and 
often  ends  in  preventing  a  sale.  If  you  have  to 
show  a  customer  more  shoes  put  some  of  the  others 
away  and  get  the  selection  down  to  as  narrow  a 
choice  as  possible. 

Do  not  be  afraid  to  spend  too  much  time  in 
getting  a  proper  fit  at  first.  The  customer  may 
try  on  other  shoes  but  is  almost  sure  to  come  back 
to  the  one  that  is  the  most  comfortable.  •  Even  the 
ladies  want  fit  and  style  combined  and  the  battle 
is  half  won  when  you  get  a  shoe  on  a  woman  that 
fits  her  comfortably. 

The  salesman  if  he  is  up  to  his  business  will 
get  a  sufficient  idea  from  the  customer  of  the  kind 
of  shoe  he  wants  and  the  price  he  expects  to  pay. 
From  this  it  is  comparatively  easy  to  work  to  a 
shoe  that  will  suit  even  though  the  price  be  a  little 
higher  than  he  intended  to  pay. 

Sometimes  a  customer  will  fancy  a  shoe  in  the 
window  and  the  salesman  may  know  or  find  out 
that  he  has  not  the  customer's  size  in  stock.  It 
is  better  to  show  him  the  next  size  and  make  the 
explanation  than  give  him  the  impression  that  the 
shoe  in  the  window  is  only  a  "stool  pigeon." 

If  the  size  is  not  in  stock  the  best  thing  is  to 
show  the  customer  the  nearest  thing  to  it  that  you 
may  have,  and  failing  this  to  state  that  you  can 
order  his  size  and  have  it  in  a  few  days.  By  hav- 
ing him  previously  sit  down  and  have  his  foot  mea- 
sured you  are  in  a  position  to  know  just  what  to 
order  but  if  you  choose  you  can  fit  him  with  an- 
other shoe  to  get  the  exact  size  and  in  the  mean- 
time, you  may  happen  to  suit  him. 

Often  a  customer  wants  a  particular  shoe  more 
than  ever  if  he  finds  it  is  not  in  stock,  and  it  is  a 
fine  point  of  salesmanship  to  be  able  to  fit  him  with 
something  that  will  suit  him  quite  as  well,  which 
ought  to  be  possible  in  the  average  well  conducted 
shoe  store.  It  is  up  to  the  salesman  to  convince 
the  customer  that  he  is  absolutely  working  in  his 
interest  and  not  merely  to  sell  him  a  pair  of  shoes. 
Get  this  conviction  in  the  mind  of  the  man  or 
woman  you  are  waiting  upon,  and  you  will  not  only 
be  able  to  sell  him  or  her  that  particular  pair  of 
shoes  but  many  others. 

Consider  the  opinion  of  your  customer  and 
guard  against  pressing  your  own  views  as  to  the 
kind  of  shoe  he  should  have.  In  any  case  seek  to 
adapt  yourself  to  his  ideas,  and  if  they  are  wrong 
try  and  correct  them  without  thrusting  your  opin- 
ions down  his  throat.  You  are  in  the  store  to  sell 
shoes.  Nevertheless  if  you  know  a  certain  shoe  will 
give  him  more  satisfaction  in  the  end,  make  avail- 
able your  knowledge  to  him  in  a  respectful  honest 
way.  Customers  dislike  "gabby"  and  overconfident 
salesmen  but  ninety-nine  out  of  a  hundred  will  ap- 
preciate an  honest  effort  to  give  satisfaction. 

A  customer  will  soon  learn  if  a  salesman  is 
sincere  and  determined  in  his  effort  to  give  him 
service,  and  will  soon  detect  what  are  known  as 
tricks  of  the  trade.  There  are  two  things  that  are 
fundamental  to  good  salesmanship,  honesty  of  pur- 
pose and  a  thorough  knowledge  of  the  business. 
Let  a  man  or  woman  be  convinced  that  you  are 
straight  and  know  your  business  and  you  will  have 
no  trouble  in  handling  them. 
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Salesmanship 
Problems 

TWO  of  the  most  interesting  problems  submitted 
in  the  last  Shoe  and  Leather  Journal  examin- 
ation were  how  to  handle  a  customer  who  brought 
back  goods  after  three  weeks  and  wanted  her  money 
hack,  and  what  to  do  with  a  person  who  acts  as  though 
you  were  trying  to  put  something  over  on  him. 

Some  very  interesting  solutions  were  offered,  and 
we  have  picked  out  some  of  the  principal  ones  for  con- 
sideration in  this  issue. 
The  Customer  Who  Wants  Money  Back 

A  short  and  direct  answer  to  this  is  given  thus: 
"I  would  find  out  from  the  customer  just  why  the 
goods  were  not  satisfactory,  and  endeavour  to  change 
the  goods  to  their  satisfaction,  which  in  case  I  failed 
after  my  every  effort  I  would  cheerfully  refund  the  money, 
and  ask  them  to  kindly  call  again." 
Another  says: 

"If  the  shoes  are  not  satisfactory,  and  are  in  good 
condition,  first,  I  would  find  out  wherein  the  fault  was. 
If  damaged  refund.  If  customer  has  changed  her  mind 
about  the  shoe  try  a  due  bill  if  that  doesn't  work,  re- 
fund. Perhaps  her  financial  condition  compels  her  to 
get  the  money  back.  If  you  are  grouchy  about  re- 
funding, you  are  only  chasing  a  customer  away.  If 
you  refund  cheerfully,  the  customer  will  think  of  you 
when   buying   shoes  again." 

Here  is  how  one  man  puts  it: 

"In  some  stores  a  customer  is  allowed  a  great  many 
privileges  which  another  store  would  not  permit.  I 
find  that  a  direct  appeal  to  the  customer's  sense  of 
fair  play  will  usually  result  in  their  either  taking  some- 
thing else,  or  retaining  the  original  purchase.  Before 
doing  the  above,  I  would  first  examine  the  goods,  and  if 
alright,  I  would  explain  to  the  customer  all  the  features 
of  the  shoes,  and  try  if  possible  to  show  them  that  the 
goods  were  indeed  alright." 

An  answer  that  goes  considerably  into  details  says: 

"See  if  the  customer  has  reason  for  returning  the 
goods.  Listen  sympathetically  to  what  he  has  to  say 
and  examine  the  shoes  to  see  if  they  bear  him  out.  If 
he  has  good  cause  for  complaint,  make  him  feel  how 
sorry  you  are  that  you  sold  him  such  goods,  and  ex- 
plain how  faults  are  sometimes  hidden  in  the  making 
and  cannot  be  detected  until  the  shoes  are  worn.  Make 
him  feel  also  how  glad  you  are  that  he  brought  back 
the  shoes,  as  your  firm  was  building  up  its  business 
Cor  had  built  up  its  business)  by  selling  shoes  of  high 
value,  and  the  firm  could  not  afford  to  have  dissatis- 
fied customers.  Offer  to  replace  the  shoes,  but  if  the 
customer  wants  his  money  back  give  it  to  him  cheer- 
fully. But  if  the  shoes  show  signs  of  unfair  wear,  point 
this  out  to  the  customer.  For  instance,  if  they  have 
been  watersoakcd  and  dried  too  quickly,  explain  to  him 
the  effects  of  such  handling  and  what  he  should  have 
done.  If  he  still  unfairly  insists  on  having  a  new  pair, 
or  money  back,  offer  him  a  new  pair  at  cost.  If  this 
won't  satisfy  him  give  in  to  his  demands.  Such  a  per- 
son unsatisfied  can  hurt  your  business  in  talking  with 
his  friends  far  more  than  the  value  of  the  pair  of  shoes." 

Another  candidate  says: 

"I  would  say  to  my  customer  that  I  was  sorry  that 
the  goods  were  not  satisfactory,  but  I  would  he  pleased 
to  exchange  them  for  some  other  style  of  shoes  that  would 
be  satisfactory.  As  we  have  a  great  variety  of  different 
styles  of  shoes  to  choose  from,  I  would  also  say  that 


we  always  stand  ready  to  make  an  adjustment  only  we 
do  not  like  to  make  any  refunds  if  we  can  possibly  suit 
our  customers  with  any  other  goods.  That  would  be 
satisfactory.  If  there  were  no  shoes  in  the  store  to 
suit  the  customer  then  it  is  better  to  make  a  refund, 
so  as  to  keep  the  customer's  good  opinion  of  the  store. 
And  one  should  always  be  pleasant  even  at  such  times, 
for  I  would  hope  to  have  better  luck  with  the  next  cus- 
tomer." 

This  man's  answer  is  to  the  point  and  well  put: 
"If  shoes  bought  were  on  sale  under  advertising 
of  no  exchange,  no  refund,  there  certainly  would  be 
'nothing  doing'  but  if  again  they  were  sold  in  the  or- 
dinary way  and  shoes  were  still  undamaged  and  in 
good  condition,  I  most  certainly  would  refund  if  that 
was  the  only  course  open,  because  it  is  my  conviction 
that  a  cheerful  refund  of  cash  on  reputable  merchandise 
assures  greater  prestige  for  your  store,  its  methods,  its 
merchandise,  and  that  you  will  create  a  better  and  more 
lasting  impression  by  such  a  course  as  above  mentioned 
than  by  arguing  and  refusing." 
Handling  The  Suspicious  Customer. 

This  man  would  be  frank  and  open.  He  says: 
"If  I  thought  a  customer  had  the  idea  that  I  was 
trying  to  'put  something  over  him'  I  would  explain 
to  him  that  it  was  our  highest  aim  to  have  him  a  sat- 
isfied customer.  I  would  tell  him  that  in  selling  him 
this  pair  of  shoes  that  I  not  only  had  this  particular 
sale  in  mind  but  that  we  hoped  it  would  result  in  many 
other  sales,  that  we  wanted  him  to  be  satisfied  with  his 
purchase,  and  to  'put  anything  over  him'  was  the  last 
thing  in  the  world  we  would  attempt  to  do.  I  would 
show  him  how  foolish  such  action  on  our  part  would  be." 

Here  is  one  who  meets  the  customer  on  his  own 
ground: 

"Such  a  customer  is  afraid  of  his  own  ignorance. 
The  salesman  in  showing  him  the  different  shoes  should 
compare  the  leathers  and  point  out  the  workmanship. 
In  this  respect,  it  would  be  well  to  bring  out  a  low  priced, 
a  medium,  and  a  high  priced  shoe.  Compare  them 
and  explain  why  the  cost  is  greater  on  the  higher  priced 
shoes,  thus  showing  why  the  value  to  the  customer  is 
greater.  However,  it  is  wise  to  recommend  the  lower 
priced  shoe,  taken  for  granted  that  it  has  good  value. 
This  leaves  a  free  choice  to  the  customer,  and  he  will 
not  feel  that  he  is  forced  into  taking  the  high  priced 
articles.  It  would  also  be  wise  to  say  that  all  of  your 
shoes  are  guaranteed,  and  if  not  satisfactory,  that  you 
will  be  glad  to  exchange  them,  or  to  return  their  value." 

This  writer  believes  in  a  little  "soft  solder".  He 
says: 

"I  would  first  of  all  try  to  gain  customer's  confidence, 
that  I  was  telling  him  the  truth  about  the  article  he 
was  purchasing,  and  demonstrate  the  fact  to  prove  to 
him  I  was  not  putting  anything  over  him,  to  gain  this 
customer's  confidence  by  proving  to  him  the  truth  is 
to  make  him  or  her  a  steady  customer  to  the  store." 
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Show  Cards  for 
March  Selling 

MARCH  this  year,  is  rather  helpful  in  supply- 
ing advertising  days,  or  days  that  can  be  used 
for  special  displaying  and  advertising.  These 
are  St.  Patrick's  and,  as  occasionally  occurs,  Good  Fri- 
day. Easter  will  be  on  the  first  day  of  April.  Of  course 
St.  Patrick's  is  not  a  public  holiday  but  it  has  enough 
prominence  to  make  it  a  good  day  to  feature  in  window 
and  store  decorations  and  particularly  in  displaying 
goods.  The  many  emblems  used  in  connection  with 
the  day  are  a  great  help  to  the  window  trimmer,  for 
these  may  be  purchased  in  various  forms,  at  little  ex- 
pense, at  good  stationers'  stores.  Among  these  emb- 
lems are  shamrocks,  pipes,  plug  hats,  etc.,  all  of  which 
will    make    attractive    and    effective  decorations. 

For  window  trims  very  pretty  crepe  tissue  paper 
is  now  obtainable  on  which  are  printed  appropriate  emb- 
lems that  will  be  a  great  help  to  the  window  trimmer 
and  store  decorator. 

New  spring  lines  should  be  shown  right  now  which 
will  give  evidence  that  you  are  well  prepared  to  supply 
the  needs  of  your  customers  when  they  come  for  their 
spring  shoes.  An  attractive  display  of  women's  lines 
should  be  put  into  the  window  not  later  than  the  first 
of  March.  This  can  be  taken  out  in  a  week  and  the 
St.  Patrick's  Day  window  put  in.  The  latter  decora- 
tions may  remain  till  the  17th  of  the  month  which, 
this  year,  falls  on  a  Saturday.  It  should  be  changed 
on  Monday  the  19th  and  a  new  display  put  in. 

We  show  a  number  of  cards  that  will  give  you  sug- 
gestions for  making  the  various  displays  you  will  have 
during  the  month.  The  $5.95  card  is  one  that  is  suit- 
able for  good  strong  shoes;  for  the  first  of  March  some- 
times has  some  rather  severe  weather  in  which  good 
serviceable  shoes  are  decidedly  in  place.  This  card 
will  do  for  either  a  window  of  men's  or  women's  shoes, 
and  the  price  may  be  changed  to  suit  the  lines  you  are 
displaying.  The  small  letters  of  this  card  should  be 
in  dark  color,  and  the  figures  should  have  for  the  body 


some  bright  color  like  red  or  blue  and  may  be  outlined 
with  yellow  or  black.  The  sample  is  done  in  red  and 
outlined  with  black.  These  two  colors  are  very  strong 
and  show  well.  The  border  is  red  or  it  may  be  in  grey 
and  give  a  good  effect  to  the  whole  card. 

The  shamrock  card  is  for  a  display  of  new  goods. 
The  leaves  may  be  cut  out  of  some  green  material  and 
pasted  on  to  the  card  and  the  lettering  done  after  they 
are  put  on.  This  will  enable  you  to  outline  them  after 
being  stuck  on  to  the  card.  Paper  or  card  or  some 
kinds  of  cloth  can  be  used  and  give  good  results.  The 
lettering  may  be  in  dark  green  or  black. 

The  "Men's  Shoe"  card  can  be  worked  up  very 
attractively  by  making  the  egg  in  yellow  or  pink  and 
putting  a  few  patches  of  red  and  blue  on  from  the  rabbit's 
brush.  The  rabbit  should  be  in  some  bright  color  pre- 
ferably yellow  with  black  spots  on  it.  The  small  letter- 
ing should  be  done  in  black  and  the  large  in  a  color  that 
will  stand  out  against  the  color  of  the  egg.  Purple  will 
be  a  good  contrast  for  the  large  letters.  The  sample 
has  the  large  letters  striped  with  white.  If  preferred 
a  piece  of  yellow  card  can  be  cut  the  shape  of  an  egg 
and  mounted  on  the  white  card.  This  will  save  the 
trouble   of  painting   the  egg. 

The  "Little  Maiden"  card  is  particularly  attractive. 
Plenty  of  color  can  be  used  and  the  card  will  stand  out 
prominently.  If  one  desires,  the  hat  and  dress  may 
be  made  of  cloth  and  pasted  on  to  the  card.  This  will 
mean  the  dress  will  need  to  be  puffed  a  little  full  so  it 
will  stand  out  from  the  card.  The  bonnet  can  be  pasted 
flat  on  the  card.  The  drawing  can  then  be  done 
around  these  two  pieces.  Use  yellow  for  the  bonnet 
and  the  flowers  on  it  may  be  green  and  pink.  The  rib- 
bons may  be  black  or  purple.  The  dress  pink.  The 
flower  pot  a  dark  brown  and  the  flower  should  be  in 
white  and  green.  The  lettering  will  show  well  if  done 
in  black.  The  border  can  be  in  a  darker  shade  of  pink 
than  the  dress  or  a  bright  yellow  will  also  look  well. 
It  may  be  possible  to  secure  from  a  calendar  or  mag- 
azine a  suitable  picture  that  may  be  adapted  to  this 
card  in  which  case  it  will  save  considerable  time  in  mak- 
ing the  picture.  The  picture  may  then  be  touched  up> 
a  little  with  the  brush  after  it  is  stuck  on  to  the  card. 
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Scalawag  Stores 

Retailers  and  Manufacturers  Discuss 
Important  Question 

NOBODY  in  the  shoe  trade  grudges  a  fair  share 
of  business  to  the  man  who  is  doing  his  part 
to  serve  the  community  and  who  is  trying  to  get 
a  living  in  a  legitimate  fashion.  But  the  man  who  en- 
ters the  retail — or  wholesale — shoe  business  to  make 
a  quick  clean-up  in  whatever  manner  he  can,  not  only 
disregards  ordinary  business  ethics,  but  disrupts  the 
trade,  takes  business  from  men  who  have  made  selling 
shoes  their  life  work,  and  inevitably  leaves  somebody 
holding   the   bag  when   he  disappears. 

His  case  was  handled  without  gloves  by  Mr.C. 
F.  Rannard  in  his  address  before  the  recent  convention, 
and  in  concluding  his  remarks  on  this  subject,  Mr.  Ran- 
nard said  that  the  "scalawag"  as  he  called  him,  should 
be   shown   no  mercy. 

We  have  received  opinions  on  how  best  to  deal 
with  the  question  from  a  number  of  leading  manufac- 
turers and  retailers. 
What  Manufacturers  Say 

The  general  opinion  among  manufacturers  is  that 
if  manufacturers  and  wholesalers  would  refuse  to  sell 
goods  to  concerns  of  doubtful  reputation,  the  evil  would 
soon  be  eliminated.  But  as  one  man  says:  "Credit 
is  granted  too  freely  by  manufacturers,  who  know  at 
least  90  per  cent,  of  their  customers,  and  who  know 
those  that  are  scalawags.  Yet  they  still  continue  to 
seek  their  business." 

An   Ontario   Manufacturer  says: 
"The  only  way  to  eliminate  the  temporary  or  'scal- 
awag'   stores  is  for  the  retailers  not  to  buy  from  the 
manufacturers   or  jobbers   who   sell   these   stores.  If 
the  retailers  themselves  would  take  this  stand  it  will 
bring  the  manufacturers  who  are  selling  these  'scal- 
awag'   stores  to  time  the  quickest  way  I  know  of." 
Another  Ontario  Manufacturer: 
"The  matter  of  temporary  or    'scalawag'  stores 
might  be  helped  through  some  agreement  among  man- 
ufacturers as  regards  selling  this  type  of  retailers,  but 
here  again  the  human  element  would  enter  so  much  into 
the  proposition,  that  someone  or  other  who  might  be 
hungry  for  business,  would  be  bound  to  take  the  chance 
on  selling  this  kind  of  account,  and  it  is  very  doubt- 
ful indeed  if  they  can  be  put  out  of  business  in  this  way. 
As  a  rule  we  think  that  manufacturers  are  anxious  to 
protect  their  regular  customers,  but  there  are  always 
the  few  who  will  sell  anybody,  any  place." 
A    Montreal    Manufacturer  says: 
"To  do  away  with   'scalawag'   stores,  the  solution 
is  in  the  hands  of  the  manufacturers  and  the  jobbers. 
These  people  will  soon  be  out  of  business  provided  the 
above  people  made  a  point  not  to  sell  them,  and  they 
will  soon  have  to  come  to  that  when  they  realize  that 
their  losses  are  heavier  than  their  gains." 
Another  Eastern  House  says: 

"We  feel  that  the  numerous  'scalawag'  stores 
that  interfere  with  legitimate  trade  are  helped  by  the 
regular  manufacturers  and  jobbers  in  giving  them  credit 
very  often  ridiculous  in  view  of  the  past  performances 
of  the  owners  and  to  their  present  ways  of  doing  business. 

"The  remedy  is  in  the  hands  of  the  jobbers  and 
manufacturers,  who  could  stop  some  stores  by  adopt- 
ing a  firm  policy  of  not  selling  them.  Undoubtedly, 
credit  has  been  too  cheap,  and  we,  probably  like  every- 
body else,  should  take  our  share  of  the  blame.  We 
may  say,  however,  that  since  the  past  nine  months,  or 
a  year  we  have  made  it  a  strict  policy  not  to  sell  to 


such  undesirable  accounts,  and  we  are  now  very  satis- 
fied   that   we   did  so." 

An  Ontario  Manufacturer  says: 

"This  matter  has  become  decidedly  serious  to  the 
trade,  and  manufacturers  and  wholesalers  are  undoub- 
tedly to  blame  for  the  extent  to  which  'scalawag'  stores, 
prevail  at  the  present  time.  Why  should  any  manu- 
facturer or  wholesaler  hand  out  goods  to  people  con- 
cerning whose  finances  they  know  practically  nothing? 
We  should  suggest  that  every  new  account  should  be 
thoroughly  investigated  by  The  Canadian  Credit  Men's 
Trust  Association,  before  any  manufacturer  or  whole- 
saler, would  grant  credit.  If  a  would-be  merchant 
could  not  satisfy  the  Canadian  Credit  Men's  Trust 
Association,  as  to  his  credit  responsibility,  then  why 
in  the  name  of  heaven  should  any  manufacturer  or  whole- 
saler,  sell   him  goods?" 

An  Ontario   Manufacturer  says: 

"We  believe  the  first  cause  of  this  trouble  is  due 
to  the  legitimate  trade  themselves  in  not  respecting 
their  contracts  for  goods.  It  is  perhaps  hard  to  coin- 
cide a  charge  of  this  kind  against  what  you  term  as  leg- 
itimate trade  but  we  find  there  is  not  much  choice  as 
far  as  business  morale  is  concerned.  We  have  before 
us  to-day  a  cancellation  for  80  pairs  of  shoes  which 
were  placed  yesterday.  No  reason  is  given  and  in 
addition  to  this  he  sends  a  cancellation  for  another  order 
which  is  packed  now  and  ready  for  shipment.  This 
man  is  a  prominent  retailer  in  a  large  city  and  would 
be  classed  as  a  legitimate  dealer. 

"Apart  from  this  there  is  the  question  of  unfair 
claims,  unfair  returns,  which  mean  surplus  goods  turned 
back  unexpectedly  on  the  manufacturers  which  must 
be  disposed  of.  In  many  cases  they  are  made  to  order 
and  consequently  do  not  conform  to  regular  stock  so 
that  when  they  are  sold  it  must  be  at  a  discount.  The 
temporary  stores  are  the  usual  outlet  for  goods  of  this 
kind.  We  feel  therefore  that  the  legitimate  stores  are 
very  largely  to  blame  for  the  class  of  opposition  which 
is  spoiling  business  for  themselves.  If  the  day  arrives 
in  Canada  when  an  order  which  is  placed  by  a  retailer 
can  be  considered  as  being  one  which  will  be  shipped  and 
paid  for  according  to  specifications  it  will  eliminate  in 
itself  a  lot  of  this  trouble. 

"The  one  other  important  feature  in  connection 
with  this  matter,  of  course,  is  the  overproduction  of  boots 
in  Canada.  Boots  which  are  made  are  bound  to  be  sold. 
If  they  cannot  be  sold  to  regular  dealers  they  will  be 
placed  with  people  who  operate  second  hand  stores  or 
interested  in  other  lines  of  goods,  so  that  shoes  con- 
stitute only  a  side  line.  Not  having  to  make  their  living 
out  of  the  shoes  alone  they  are  inclined  to  sell  them  at 
prices  which  affect  the  regular  trade.  This  is  a  prob- 
lem, however,  which  has  got  to  go  back  to  the  people 
who  furnish  the  machinery." 

A  Quebec  Manufacturer  says: 

"Our  suggestion  as  to  the  best  means  of  eliminat- 
ing the  present  evil  of  temporary  or  'scalawag'  stores 
would  be  for  either  the  jobbing  trade  or  the  retail  trade 
to  adopt  a  more  reasonable  attitude  towards  factories 
in  the  matter  of  floor  stock.  These  two  questions 
seem  to  us  to  be  linked  together,  and  the  solution  of 
one  will  certainly  carry  with  it  the  solution  of  the  other. 
Whenever  jobbers  or  retailers  know  that  manufacturers 
have  floor  goods  on  hand  they  seem  to  think  that  the 
manufacturer  will  accept  any  price  offered  and  they 
refuse  to  buy  except  at  ridiculously  low  prices.  For 
this  reason  the  regular  trade  do  not  always  get  these 
goods  because  even  though  the  manufacturer  may 
not,  in  the  ordinary  course  of  business,  sell  to  the  so 
called  'scalawag'  or  temporary  stores,  it  is  often  the 
case  that  rather  than  accept  such  an  unfair  offer  on 
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floor  stock  he  would  prefer  to  take  a  chance  on  getting 
paid  a  fair  price  for  such  goods  from  a  temporary  dealer. 
It  may  possibly  be  that  in  the  end  he  does  not  get  his 
money,  but  it  is  safe  to  say  that  if  the  regular  trade 
would  be  disposed  to  offer  not  necessarily  high  prices, 
but  far  prices  for  floor  stock,  there  would  be  very  little 
left  for  the  temporary  dealer  to  do  business  with  as  he 
cannot  afford  to  buy  regular  goods." 
Retail  Opinions 

The  solution  from  the  standpoint  of  the  retailer 
is  quite  parallel  to  that  laid  out  by  most  of  the  man- 
ufacturers— namely,  concerted  action  and  fair  play. 
As  one  retailer  puts  it,  the  whole  question  revolves 
around  two  words  "personal  selfishness."  The  cause 
at  the  root  of  the  matter,  is  the  desire  to  get  more  busi- 
ness   than  exists. 

A  Toronto  Dealer  says: 

"Temporary  stores  should  be  made  pay  a  license 
larger  than  they  are  asked  to  pay  at  the  present  time. 
'Scalawag'  stores  should  not  be  allowed  to  buy  goods 
from  either  the  wholesaler  or  the  manufacturer.  If 
the  wholesalers  and  the  manufacturers  are  strongly  or- 
ganized, they  should  be  able  to  handle  this  class  of 
merchant,  as  they  only  interfere  with  the  merchants 
that  are  paying  them  100  cents  on  the  dollar.  For  their 
own  protection  I  think  it  is  time  they  were  taking  some 
active  steps  in  the  matter. 

"The  merchants  that  are  doing  the  most  damage 
at  the  present  time  are  the  ones  that  buy  new  goods 
for  $4.65  and  $4.75  and  sell  them  for  $4.95  and  in  a 
few  months  make  an  assignment  and  get  a  settlement 
with  considerable  time  to  pay  it.  If  the  manufacturers 
and  wholesalers  want  to  help  to  get  the  shoe  business  back 
to  normal,  then  they  will  have  to  change  their  methods 
with  this  class,  or  there  never  will  be  co-operation  be- 
tween  the  different  branches  of  the  trade." 

Another    Toronto    Man  says: 

"I  can  see  no  way,  except  to  endeavor  to  get  the 
Provincial  Laws  to  read  that  a  man  must  pay  a  certain 
tax  before  he  can  do  any  retail  business.  I  believe  that 
in  the  State  of  Illinois,  and  possibly  throughout  United 
States,  there  is  a  fine  of  five  thousand  dollars  for  any 
person  retailing  without  the  proper  license  and  this 
matter  could  only  be  taken  up  in  a  large  way  and  at 
the  proper  source.  I  believe  that  our  Association  will 
be  able  to  do  something  towards  this  matter  in  the 
Ensuing  year." 

A  Maritime  Dealer: 

"An  Act  of  Parliament,  providing  a  law  entailing 
necessity  that  all  advertising,  either  newspaper,  show 
window  or  word  of  mouth,  be  strictly  truthful  and  any 
mis-representation  in  any  manner  punishable  with  a 
heavy  fine  will  go  farther  to  put  this  type  of  fakir  in 
his  proper  light  before  the  public  and  eliminate  his 
danger  to  legitimate  trade  than  any  thing  else." 

A    Montreal    Retailer  says: 

"  The  elimination  of  the  so  called  'scalawag'  stores, 
I  believe,  rests  entirely  with  the  manufacturers.  The 
selling  of  the  stores  by  the  various  factories  naturally 
reacts  to  themselves.  If  the  factories  would  help  edu- 
cate the  legitimate  dealer,  do  not  believe  that  it  would 
be  necessary  for  them  to  consider  or  sell  this  type  of 
Store.  With  the  source  of  supply  gradually  being  elim- 
inated, this  type  of  store  would  have  a  struggle  to  exist." 

A    Western    Ontario    Dealer  says: 

"'Scalawag'  stores  should  not  be  permitted  in  the 
trade  and  should  not  be  sold  to,  by  any  self  respect- 
ing wholesaler  or  manufacturer.  Other  than  this  I 
can  see  no  way  of  dealing  with  them.  If  a  manufacturer 
or  wholesaler  wants  to  sell  to  'scalawag'  stores,  self 
respecting  merchants  should  not  trade  with  him  and 
he  will  soon  discontinue  his  plans  and  policy  so  that 


in  a  short  time  there  will  be  no  other  shops  other  than 
legitimate  ones." 

Another  Leading  Dealer  says: 

"By  temporary  stores  I  take  it  you  mean  those 
stores  that  are  rented  for  two  or  three  months  to  run 
off  an  old  or  bankrupt  stock. 

"I  would  say  the  only  safe  way  to  do  would  be  to 
petition  the  Legislature  to  enact  a  law  whereby  a  man 
could  conduct  business  upon  or  in  the  premises  which 
he  is  assessed  for  and  to  place  a  transient  trader's  license 
upon  any  outsider  so  high  that  it  would  be  next  to  im- 
possible for  him  to  operate.  (Somewhat  like  a  circus 
pays)( 

"The  'scalawag'  stores,  those  having  no  fixed  prin- 
ciple in  doing  business  and  doing  it  at  the  expense  of 
their  creditors  _  and  the  legitimate  shoe  dealer,  I  say 
at  the  first  intimation  they  should  be  squelched. 

"By  the  way,  who  are  they?  Foreigners.  And 
the  way  they  get  away  with  it  is  bewildering  to  the  man 
who  has  always  played  the  game. 

"Think  of  it!  Twenty  months'  extension  and  then 
a  settlement  at  65c.  on  the  dollar  and  that  not  cash. 
And  during  the  extension  period  selling  75  to  90%  of  the 
stock  at  cost.  Why,  it  is  only  encouraging  otherwise 
honest  men   to   become  crooks. 

"Why  can't  the  wholesalers  and  manufacturers 
see  this?" 

A  Toronto  Retailer  says: 

"The  Resolution  put  forth  at  the  National  Con- 
vention of  July  1921  also  again  sent  forward  at  the  Jan- 
uary Convention  of  1923,  should  assist  in  covering  this 
condition.    Resolution  as  follows: — 

"That  all  places  of  business  be  compelled  to 
display  prominently  on  premises  or  otherwise  the 
name  of  proprietor  conducting  such  business.  This 
I  fancy,  in  a  way,  should  help,  as  naturally  one's 
individual  pride  and  honor  of  name  is  in  a  greater 
degree  at  stake  and  less  liable  to  be  abused  from  the 
standpoint  of  fake  sales,  questionable  fires  and  doubt- 
ful failures,  etc." 

An   Ottawa   Man  says: 

"Buy  from  such  firms  only  as  do  not  sell  such  stores." 
A  Western  Ontario  Dealer: 

"Have  all  members  of  the  Association  agree  not 
to  buy  goods  from  any  manufacturers  or  wholesalers 
who   sell    these  stores." 

A  Hamilton  Man  says: 

"To  eliminate  the  fly-by-night  stores,  a  clearing 
house  should  be  organized  by  the  manufacturer  and 
wholesaler  alike,  and  when  illegitimate  failures  were 
apparent,  to  see  that  the  stocks  were  not  sold  back 
to  them,  or  by  some  friend  for  them  at  the  rate  of  so 
much  on  the  dollar,  but  to  have  this  stock  referred  to 
this  clearing  house  and  sold  through  same  to  legitimate 
merchants.  By  this  you  will  avoid  the  continuance  of 
merchants,  whose  intentions  are  shady." 

A  Maritime  House  says: 

"Something  certainly  should  be  done  to  stop  the 
present  evil  of  'scalawag'  stores,  as  these  certainly  in- 
terfere with  legitimate  trade,  and  have  more  or  less  de- 
moralized business  conditions.  If  floor  stocks  of  the 
manufacturers  were  disposed  of  among  creditable  re- 
tailers it  would  not  dislocate  the  regular  trade,  as  these 
dealers  would  endeavor  to  get  regular  prices  instead  of 
cutting  into  everybody  else's  business  with  such  stock." 


The  shoe  business  conducted  by  Thomas  and  W7ilde, 
of  Ingersoll,  Ontario,  has  been  purchased  byjno.  Agnew, 
Limited,  who  have  taken  possession.  The  latter  firm 
now  operate  fourteen  retail  stores  throughout  Western 
Ontario. 
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What  They 
Think  of  It 

IN  answer  to  an  enquiry  sent  out  to  the  manufacturers 
who  were  at  the  recent  Shoe  Trades'  Congress  re- 
plies have  been  received  from  quite  a  number,  a 
tew  of  which  we  quote  herewith.  The  concensus  of 
opinion  seems  to  be  that  the  gathering  was  a  little  early 
tor  both  manufacturer  and  dealer.  Two  or  three  weeks 
later  would  enable  the  dealer  to  complete  his  stock- 
taking, get  things  with  his  special  sales  campaign,  and 
put  him  in  a  better  position  to  buv. 

From  all  accounts  from  $250,000.00  to  $500,000.00 
worth  of  goods  were  sold  which,  of  course,  does  not  be- 
gin to  pay  for  the  trouble  and  expense  to  which  man- 
ufacturers were  put  in  connection  with  the  displays 
and  entertainment.  One  manufacturer  claims,  how- 
ever, that  one  order  alone  taken  at  Montreal  paid  him 
for  the  whole  show. 

The  general  impression  seems  to  be  that  the  affair 
from  a  conference  standpoint  was  the  best  yet  held  in 
Canada,  although  some  of  the  letters  seem  to  be  pess- 
imistic with  regard  to  the  results  accomplished  in  the 
direction  of  better  co-operation  between  wholesaler 
and  retailer.  As  might  be  naturally  anticipated,  the 
endeavor  to  combine  business  with  pleasure  and  con- 
ferences with  sales  militated  to  some  extent  against 
attendance  at  the  various  meetings,  and  this  should 
be  guarded  against  in  future  by  having  the  sample  rooms 
closed  during  the  business  sessions  of  the  Convention. 
Some  of  the  Opinions 

A  Montreal  manufacturer  says:    "In  our  opinion 


'At,-  .  •  •  :     Scarlet   Sole  fir.<J  Upper  Stitching     Rakish  Young 

Men'j  Model  on  the  new  Invictm  Live  Wire  Law.   Geo.  A.  Slater,  Ltd. 


this  Shoe  Trade  Congress  has  been  different  to  other 
conventions,  and  we  believe  that  everybody  is  satisfied 
as  the  Executive  Committee  wanted  this  year  to  com- 
bine business  with  pleasure,  and  as  far  as  we  are  concer- 
ned, we  have  booked  for  about  $5,000.00  of  new  busi- 
ness and  prospects  for  three  times  as  much  when  the 
travellers  will  call  on  people  who  visited  our  sample 
room." 

An  Ontario  manufacturer  writes:  "We  have  the 
feeling  that  the  Shoe  Trade  Congress  recently  held  in 
Montreal,  was  a  distinct  benefit  to  the  whole  industry — 
there  was  real  meat  and  timely  suggestions  in  all  of 
the  addresses — and  we  believe  all  was  of  real  worth  to 
those  who  attended.  From  what  we  might  gather  from 
the  many  who  visited  our  show  room,  dealers  are  more 
settled  in  their  opinions  of  what  to  buy,  and  while  there 
was  a  decided  interest  in  our  range  of  small  tongue  one 
strap  colonial  pumps  and  a  tendency  to  purchase  in 
grey  suede  and  patent  leather  combinations,  the  real 
strength  of  the  buying  was  in  brown  calf  oxfords,  sport 
oxfords,  and  one  strap  and  two  strap  two  button  solid 
and  combination  effects,  all  carrying  from  8/8  to  13/8 
heels.  We  can  add  that  we  are  very  much  gratified 
with  the  results  from  our  show  room,  and  greatly  pleased 
with  the  general  comments  on  our  line." 

Another  Ontario  manufacturer  speaking  of  styles 
and  their  possibilities  as  developed  at  Chicago  and  Mon- 
treal says:  "Our  firm  featured  oxfords  for  growing 
girls  believing  from  observations  made  at  the  Chicago 
Fair  that  one  style  of  Colonial  tongue,  one  strap  ox- 
fords in  patent,  also  the  one  and  two  strap  as  well  as 
the  plain  bal  oxfords  will  be  in  demand.  The  feeling 
on  the  part  of  both  the  retailers  and  the  manufacturers 
that  anything  extreme  in  style  was  more  detrimental 
than  valuable  to  the  trade,  led  us  to  believe  that  these 
three  styles  in  different  leathers  would  about  cover  the 
majority  of  the  demands  and  would  not  mean  a  marked 
change  in  style  in  a  very  short  time  which  would  mean 
the  leaving  of  extreme  styles  high  and  dry  on  the  re- 
tailers' shelves  or  in  the  manufacturers'  or  wholesalers' 
stocks.  We  were  very  much  impressed  by  the  sane 
conclusion,  which  almost  all  the  attendants  at  the  Con- 
vention seemed  to  have  arrived  at,  which  was  to  the  effect 
that  the  extreme  styles  especially  in  women's  shoes 
was  causing  the  greatest  amount  of  the  havoc." 

An  Ontario  maker  of  men's  shoes  says:  "We 
found  that  there  was  no  interest  shown  in  fancy  lines. 
We  had  a  number  of  new  samples  made  up  in  fancy  con- 
trast stitching,  but  the  majority  of  the  retailers  who 
visited  us  were  talking  plainer  shoes.  Perforations 
will  be  practically  dead,  and  this  will  apply  to  the  toe 
cap  medallion,  which  has  been  so  much  in  vogue  for  some 
time.  We  believe  that  extra  rows  of  stitching  on  the 
upper  will  take  the  place  of  the  perforation  and  in  fact 
a  iarge  proportion  of  our  shoes  for  Spring  are  made 
up  this  way.  Oxfords,  of  course,  for  Spring  will  have 
the  call,  with  a  slightly  larger  number  of  tans  being  sold 
than  black.  The  square  toe  type  of  young  men's  lasts, 
which  has  been  sold  so  heavily  for  Spring,  will  no  doubt 
continue  in  popularity,  but  there  seemed  to  be  interest 
shown  in  a  type  of  last  between  this  style  and  the  French 
toe  straight  last,  which  has  been  in  vogue  also  for  the 
last  two  years.  There  will  also  be  call  for  a  medium 
wide  toe  with  plenty  of  toe  room. 

An  enthusiastic  exhibitor  at  Montreal  writes  ex- 
pressing his  satisfaction  with  the  show  and  its  results. 
Commenting  upon  the  lines  shown,  and  the  best  sellers 
at  and  since  the  affair  he  says:  "In  the  short  time 
our  travellers  have  been  out  since  we  have  found  that 
patent  and  grey  one  strap  and  patent  and  grey  sport 
oxfords  are  the  big  sellers." 
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Jiggs 

"There'll  be  somethin'  doin',  Dinty,  when 
Maggie  hears  that  Marsh's  hev  called 
two  of  their  new  shoes  after  me  an'  you." 

Dinty 

"Maybe  they'll  be  after  namin'  wan  of 
their  wimmen's  shoes  after  herself  sure, 
an'  they'll  dodge  the  rollin'  pin." 

— Apologies  to  Geo.  McManus 


f==  1 

A  New  Marsh  Line 

Those  who  saw  our  display  at  Montreal 
said  it  was  up  to  the  minute.  But  those 
who  have  seen  our  new  lines  "JIGGS"  and 
"DINTY"  say  we  have  surpassed  ourselves. 


Don't  Get  Caught  in  the  Spring  Rush 
ORDER  NOW 

the      A  Marsh  Company,  limited 

Que  b  e  c.canada 

SOLD  BY  ALL  LEADING  JOBBERS  FOR  THEIR  BEST  GRADE  SHOE 

PERMANENT  SAMPLE  ROOM 

ROOM  N  QUEEN'S  HOTEL  TORONTO 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


54 


THE  SHOE  AND  LEATHER  JOURNAL 


February  15,  1923. 


Make  Use  Of  The 
In-Stock  Department  For 


Shoes  For  Boys  And  Girls 

Genuine  Goodyear  Welts  and  Stitchdown  Welts 

Tn  the  growing  girls'  sizes,  1lA  to  7.  There  are  espec- 
ially attractive  additional  lines  on  a  new  natural  foot 
form  last.  You  will  be  much  interested  in  the  season- 
able oxfords  in  plain  bal.,  straps,  two-tones  and  colonial 
tongue. 

MADE  IN  CANADA  BY 


Prompt 
Deliveries 


ft"  limited 

17TT'rilJT?\TT?r)  rVMT 


Order 
Now 


KITCHENER,  ONTARIO 


MEN'S  SPATS 

Will  Be  In 

GREAT  DEMAND  THIS  SPRING 

How  is  your  Stock? 

Now  is  the  time  to  order! 

Ask  our  salesmen  to  show  you 
our  range. 

L.  H.  Packard  &  Co.,  Limited 

15  St.  Antoine  St.,  Montreal 
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The  MARYON  Shoe 


Volume  Spring  Trade 
For  Wholesalers 


The  surest  way  for  Wholesalers  to  put 
VOLUME  into  Spring  Trade  is  to 
feature  Maryon  Shoes. 

The  newest  ideas  in  footwear  fashion 
are  shown  in  Maryon  Styles — in  a 
wide  selection  including  popular  Strap 
effects,  Button  or  Buckle,  and  attrac- 
tive creations  in  Colonial  and  Tongue 
Models — all  outstanding  for  good 
shoemaking  and  good  value. 

Our  range  of  Turn  Slippers  is  well 
known  throughout  the  Trade  as  a  sales 
leader 

Your  Spring  needs  in  popular  priced 
style  shoes  are  ready  for  you  in  the 
Maryon  Line. 


Lachance  &  Tanguay 


70  BIGAOUETTE  AVE. 


QUEBEC 


P.Q 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


36 


THE  SHOE  AND  LEATHER  JOURNAL 


February  15,  1923. 


RUBBER  ASSOCIATION    OF  CANADA 

THE  third  annual  meeting  of  the  Rubber  Associa- 
tion ot  Canada  was  held  in  Montreal  on  February 
14th.,  concluding  with  the  annual  banquet. 
Mr.  YV. A.  Eden,  of  the  Canadian  Consolidated  Rub- 
ber Co.,  President  of  the  Association,  was  in  the  chair, 
The  officers  for  1923  were  announced  as  follows: — 
President,  C.  N.  Candee,   Toronto;  Vice-Presi- 
dent, William  Miner,  Montreal;  Treasurer,  John  West- 
ren,   Toronto;  Assistant  Treasurer,   J.   O'Mara,  Tor- 
onto; General  Manager,  A.  B.  Hannay. 

At  the  annual  banquet  the  leading  speakers  were 
Hon.  George  P.  Graham,  Minister  of  Militia;  Rev. 
Canon  Shatford,  and  Mr.  W.  O.  Rutherford,  Vice- 
President  of  the  Rubber  Association  of  America. 
Hon.  Geo.  P.  Graham  said  in  part: — 
"Rubber  is  everlasting,  it  seems;  something  like 
the  Canada  Banking  Act.  When  it  wants  you  it 
stretches  out  nicely,  when  you  want  it,  it  closes  up. 
We  need  rubber  at  all  times,  from  the  baby's  nipple 
to  the  old  man's  goloshes.  Its  greatest  achievement 
is  found  when  aided  by  air. 

"During  the  war,  we  spent  the  money  we  made 
like  drunken  sailors.  We  all  did,  the  farmers  as  well. 
Had  we  but  had  foresight  we  should  not  be  facing  the 
difficulties  we  are  to-day.  Not  that  I  am  pessimistic. 
Compared  to  other  countries,  we  are  better  off  than 
any  in  the  world.  But  we  must  learn  to  construct  our 
brains  on  optimistic  lines,  organize  our  minds  so  that 
we  undertake  our  work  with  confidence.  The  battle 
is    more    than    half   won  then. 

"It  depends  on  the  people,  as  much  as  on  the  country 
we  live  in,  whether  we  shall  gain  and  keep  prosperity. 
We  may  talk  until  doomsday  of  our  great  natural  re- 
sources;   but  what  is  the  use  if  we  do  not  work  to  de- 
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velop  them.  If  we  worked  as  hard  as  our  forefathers 
did  we  should  be  considering  ourselves  as  slaves.  They 
had  no  300-acre  farms  ready  to  be  tickled  by  the  plough, 
but  forests  and  wilderness  to  clear  for  us.  These  hard- 
ships have  made  North  America  what  it  is  to-day. 

"Straighten  up,  stop  whining,  don't  run  around 
the  corner  to  dodge  your  obligations  and  troubles,  but 
face  them  squarely." 


Mid  Winter  Means 

Big  Trade  In 

Samson  Sporting  Shoes 


To  make  your  Mid-Winter  sales  show  full 
volume  it  is  essential  that  you  cater  to  the  val- 
uable sporting  shoe  trade  by  featuring  Samson 
Hockey  Shoes,  Ski  Boots,  etc.  Samson-made 
Sport  Shoes  are  recognized  everywhere  as  the 
last  word  in  improved  features  and  good 
shoemaking. 

SAMSON  STAPLE  LINES,  WITH  THEIR 
UNSURPASSED  VALUES,  ASSURE  BIG 
TURNOVER  FOR  SPRING  TRADE. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &  Football  Boots 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 
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Canadian  Impression 
of  Soviet  Russia 

By  J.  A.  Beaudry. 

(Continued  from  last  issue) 

I  have  brought  back  numerous  newspaper  articles, 
clippings  and  literature  of  all  sorts  in  which  one  finds 
the  speeches  of  the  members  of  the  interim  government. 
They  are  appeals  to  the  people  in  favour  of  their  govern- 
ment, the  capitalist  government,  and  there  do  we  find 
the  other  aspect  of  the  question.  We  are  shown  how 
bitter  was  the  struggle,  and  to  what  tension  these  men's 
minds  had  reached.  Do  not  fear  gentlemen,  I  will 
not  read  them  to-night,  but  I  assure  you  that  this  mass 
of  data  is  highly  interesting. 

This  new  Sovietic  gospel;  "All  power  to  the  Soviets 
as  spread  abroad  by  the  bolshevists  through  millions 
of  booklets,  newspapers  and  publications  of  all  sorts. 
In  November  1917,  the  bolsheviki  decided  to  quit  the 
Duma  and  to  go  out  of  Petrograd  in  order  to  form  a 
government  in  opposition  to  the  provisional  government 
of  Kerensky.  They  received  almost  immediately  the 
support  of  the  soviet  of  workers,  of  the  soviet  of  pea- 
sants and  of  the  soviet  of  soldiers.  Within  ten  days 
they  were  able  to  form  an  army  of  volunteers  to  besiege 
Petrograd  and  to  capture  and  execute  the  members 
of  the  provisional  government  with  the  exception  of 
those  who  were  able  to  escape  from  the  country. 

Then  they  immediately  proceeded  to  put  in  operation 
the  first  item  of  their  political  programme:  they  pro- 
posed peace  to  the  enemy,  and  sent  orders  to  the  army 
accordingly.  Making  peace  with  the  enemy  was  the 
easiest  part  of  their  programme.  They  formed  local 
committees  in  order  to  superintend  the  division  of  the 
land  amongst  the  peasants.  The  third  item,  of  course — 
the  confiscation  of  property — met  with  a  great  deal  of 
opposition  from  those  who  were  then  the  owners.  It 
was  the  beginning  of  the  civil  war.  When  a  country 
is  at  war  with  any  of  its  neighbors,  this  generally  has  an 
immediate  result;  to  strengthen  various  internal  organ- 
izations, that  is  to  say;  the  different  groups  set  aside 
their  petty  differences  to  serve  the  nation  as  a  whole, 
and  to  prevent  invasion;  but  on  the  other  hand,  when 
a  country  starts  a  civil  war,  its  immediate  effect  is  inner, 
nternal  destruction. 

This  was  the  case  in  Russia.    And  for  three  years 


up  to  the"^ month  of  December  1920,  the  Red  Army 
on  one  side,  fostering  the  political  programme  of  the 
bolsheviki  government,  confiscating  (for  the  account 
of  the  nation),  the  land,  the  industries  and  the  natural 
resources  of  Russia,  fought  savagely  against  the  white 
army  representing  the  capitalists  and  the  owners  of  land 
and  industries.  In  this  struggle,  all  those  who  were 
opposed  to  the  communistic  slogan:  "All  power  to 
the  Soviet  of  workers,  peasants  and  soldiers"  were  ex- 
ecuted without  mercy  as  being  the  opponents  and  ad- 
versaries of  the  government  then  in  power.  During 
this  conflict,  many  millions  of  men,  who,  previous  to 
1917,  were  the  captains  of  industry,  the  business  men 
of  the  country,  the  pride  of  Russia,  lost  their  wealth 
and  their  life  with  the  exception  of  a  lucky  few  who 
succeeded  in  slipping  over  the  border  line.  This  re- 
volution of  November  1917  was  not  a  political  revolu- 
tion, but  it  was  essential  an  economical  revolution,  a 
change  of  regime  from  the  capitalistic  regime  to  collec- 
tivism and  nationalization. 

The  opinion  may  be  expressed  that,  had  the  Allies 
not  insisted  (through  their  various  embassies  at  the 
time  of  the  revolution  of  March  1917)  upon  Russia 
carrying  on  the  war  to  a  finish,  which  it  could  not  do 
on  account  of  the  lack  of  railroad  transportation  facil- 
ities, it  is  likely  that  the  provisional  government  of 
Kerensky  would  have  been  able  to  remain  upon  the  seats 
of  power  and  thereby  avoid  the  coming  into  power  of 
the  bolsheviki. 

You  will  remember  that  the  civil  war  lasted  until 
December  1920.  As  long  as  the  soldiers  of  the  Red 
Army  were  in  the  field,  they  were  foraging  in  the  dis- 
trict where  they  happened  to  be,  but  in  January  and  the 
following  months  of  1921,  the  Red  Army  began  to  be 
concentrated  in  large  cities,  and  principally  in  Moscow 
and  in  Petrograd.  Previous  to  the  war,  the  cities  and 
towns  of  Russia,  on  account  of  the  lack  of  railroad  trans- 
portation facilities,  had  to  keep  in  reserve  a  supply 
of  wheat  for  two  years  ahead  at  least  so  as  to  permit 
the  railways  to  haul  in  the  food  for  the  cities  at  such 
time  as  was  most  convenient  to  them.  But,  since  the 
war,  these  reserves  were  of  course  depleted,  and  there- 
fore, when  the  army  had  to  be  concentrated  in  the  cap- 
ital and  in  some  of  the  other  large  cities,  the  question 
of  food  supply  for  the  army  was  immediately  a  most 
pressing  one. 

It  is  a  matter  of  policy  with  the  bolshevik  govern- 
ment in  the  matter  of  food  that  the  Red  Army  comes 
first,  that  the  workingmen  are  taken  care  of  second, 
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and  that  the  public  at  large  comes  last.  Therefore, 
in  January,  February,  March  and  April  1921  the  bol- 
shevik government  had  to  find  a  supply  of  wheat  in  a 
hurry.  The  government  knew  that  there  were  quantities 
of  wheat  in  Siberia  and  in  other  districts  of  Russia,  but 
again  the  question  of  transportation  was  paramount. 

The  Siberian  railroads  were  practically  out  of  com- 
mission and  wheat  could  not  be  brought  from  that 
district  within  six  months.  The  Red  Army  could  not 
remain  hungry  any  length  of  time.  The  Volga  Valley 
was  therefore  the  only  district  where  the  government 
could  obtain  any  supply  of  wheat  in  a  hurry.  Because 
the  railroad  which  ran  through  that  district  had  not 
suffered  so  much  during  the  war  and  during  the  revolu- 
tion. Orders  were  then  given  to  confiscate  the  wheat 
in  that  region,  and  a  population  of  some  twenty  million 
inhabitants  were  left  practically  unprovided  for.  It 
is  to  be  noted  as  well  that  the  wheat  thus  confiscated 
and  taken  away  from  that  region,  was  the  wheat  re- 
serve   intended    for   seeding  purposes. 

Having  pointed  out  one  of  the  principal  causes 
of  the  existence  of  the  famine,  I  am  not  expected,  I 
am  sure,  to  dwell  upon  the  results  that  it  has  carried 
with  it;  the  description  of  these  scenes  of  misery,  as 
related  in  the  press,  is  still  undoubtedly  graven  in  your 
mind.    Let  us  try  to  forget  such  tragic  scenes. 

I  am  now  about  to  analyze  the  second  of  the  two 
impressions,  which  I  mentioned  a  few  minutes  ago. 
The  Russian  soul  is  a  mass  of  sophisms  and  paradox. 
It  is  consequently  very  apt  to  lead  astray  whoever 
endeavors  to  penetrate  it.  The  Russian  is  like  a  clever 
fencer  and  his  thrusts  are  difficult  to  avoid.  I  am  told 
that  it  was  considered  quite  improper  to  mention  an 
axe  in  King  Henry's  Palace.  It  was  also  somewhat 
dangerous  to  discuss  capitalistic  doctrines  in  Moscow. 
You  understand,  Gentlemen,  that  we  were  in  a  country 
where  human  life  weighed  very  little.  You  will  also 
remember  that  the  British  government  was  not  recog- 
nized officially  in  Russia,  and  consequently,  that  there 
was  no  British  embassy  in  the  City  of  Moscow. 

The  United  States,  France,  Belgium  and  Italy  were 
not  recognized  either,  and  consequently,  they  had  no 
official  representatives. 

We  had  come  to  Russia  at  our  own  risks,  knowing 
full  well  that  if  anything  happened  to  us,  we  could  count 
upon  ourselves,  and  our  personal  resources,  in  such  case 
would  have  been  of  little,  or  no  avail.  However,  our 
conversations  taught  us  that  the  bolshevist  propaganda 
had  reached  very  deeply  into  the  mind  of  the  working 
man,  the  peasant  and  the  soldier.  When  we  tried,  with 
the  greatest  care,  to  discuss  the  subject  of  their  hope  of 
financing  their  country  without  capitalists,  they  im- 
mediately and  with  great  vigor,  would  start  to  discuss 
the  respective  merits  of  the  European  and  American 
capitalistic  system. 

Whether,  with  peasants,  workmen  or  soldiers, 
we  were  asked:  "Is  it  true  that  in  America,  the  vaunted 
home  of  liberty,  the  capitalist,  during  election  time, 
buys  the  working  man's  vote?  If  so,  how  can  the 
working  man  obtain  from  the  public  authorities  the 
rights  and  privileges  which  he  claims?"  Or  again, 
"Is  it  true  that  in  a  free  country  like  yours,  it  is  possible 
for  a  small  group  of  citizens  to  control  the  public  utilities, 
and  even  an  entire  city  or  the  whole  of  an  industry, 
and  to  exploit  them  to  their  sole  personal  benefit?"  I 
must  confess  that  a  positive  "no"  would  be  difficult 
in  such  a  case.  Most  of  these  men  are  thoroughly 
familiar  with  the  political  mechanism  of  our  continent, 
they  have  lived  in  America  and  they  have  mixed  very 
closely  with  the  working  men.  They  have,  even,  in 
some  cases,  been  the  leaders  of  workers'  unions. 

This  is  why  they  would  conclude  triumphantly: 


"How  then,  do  you  explain  that,  in  so  free  a  country 
the  people  do  not  rise  as  we  have  done?  Here,  in  Russia 
such  things  could  not  have  happened,  even  under  the 
Tsars."  And  should  we  press  our  point,  the  traditional 
Slavonic  irony  would  come  to  the  rescue,  and  they  would 
say:  "Doubtless,  you  have  in  America,  a  very  dis- 
tinguished, learned  and  intelligent  capitalistic  class, 
but  does  it  not  control  your  legislature  and  your  courts 
of  justice?  We,  of  course,  do  not  claim  to  know  your 
country,  but  bear  with  your  scepticism" — and  they 
would  add:  "You,  Americans,  have  ridiculed  us  and 
found  it  highly  amusing  that  we  should  have  tolerated 
an  autocratic  government  to  rule  us  for  centuries.  Com- 
ing from  that  land  of  freedom,  such  a  calamity  is  beyond 
your  understanding,  but  have  you  ever  thought  that 
the  Tsars  were  not  the  only  tyrants  in  this  world?  We 
have  made  this  discovery,  and  in  March  1917,  we  got 
rid  of  the  Imperial  power,  we  also,  in  November  of  the 
same  year,  threw  overboard  the  selfish  capitalists  who 
endeavored  to  control  our  very  destinies."  "We  have 
no  more  Tsars,  no  more  capitalists,  we  are  now  searching 
for  an  ideal  government  and  we  have  found  it  in  the  logic 
of  modern  communism." 

Modern  communism,  as  practised  to-day  in  Russia, 
is  nothing  more  than  what  we  used  to  call,  some  years 
ago,  collecticism  and  nationalization.  The  Russian 
nation  owns  the  entire  territory,  all  the  land,  all  the 
public  utilities,  the  railroads,  the  banks,  the  insurance 
system,  the  mines  and  natural  resources,  the  buildings — 
in  a  word,  Russia  is  a  vast  national  estate.  The  govern- 
ment adminstrates  all  this  wealth  and  is  responsible 
for  this  adminstration  to  the  communistic  party,  the 
only  one  which  exists  at  present. 

The  Soviet  government  is  nothing,  more  nor  less, 
than  an  organized,  partial,  autocratic  minority,  con- 
trolling the  unorganized  masses  through  sheer  strength 
of  its  Red  Army.  This  form  of  government  is  liable 
to  continue  for  a  long  time  for  the  communistic  party 
believes  that  the  Russian  people,  generally  speaking, 
is  not  sufficiently  educated  to  pass  judgment  on  the 
respective  merits  of  communism  and  capitalism  and 
consequently,  that  it  would  be  dangerous  to  put  the 
question   before   the  people. 

Doubtless  you  wonder  how  long  this  r.  gime  will 
last.  I  am  not  a  prophet,  nor  the  son  of  a  prophet, 
but  I  believe  that  it  can  be  overthrown  n  two  ways, 
only:  through  the  agency  of  the  external  powers 
or  through  the  Russian  people  itself.  In  the  first  case 
it  does  not  seem  possible  that  the  other  nations  should 
be  prone  to  send  an  army  of  occupation  to  Russia.  To 
all  appearances,  they  are  not  giving  a  thought  to  this 
matter.  My  answer,  in  the  second  case,  will  take  the 
form  of  a  question.  Politically  speaking,  how  could 
it  be  possible  to  this  section  of  the  Russian  people,  which 
does  not  belong  to  the  communistic  party,  to  organize 
an  opposition,  in  other  words,  a  counter-revolution 
sufficiently  powerful  to  overthrow  the  present  govern- 
ment, with  its  Red  Army  as  maintained  to-day. 

Economically  speaking,  Russia  is  divided  in  two 
distinct  classes:  The  peasants  and  the  workmen.  They 
form  about  80%  peasants  and  20%  workmen.  In 
Russia,  as  elsewhere,  the  solitary  life  of  the  peasant 
is  more  or  less  affected  by  the  form  of  government. 
Instead  of  working  for  a  rich  landlord,  he  now  has  from 
the  government  a  concession,  that  is  to  say,  the  right 
to  exploit  a  certain  plat,  during  a  certain  period.  The 
income  derived  from  the  land,  his  farming  implements, 
his  cattle,  his  rolling-stock  belong  to  him.  The  only 
modification,  in  his  economic  standing,  is  that  he  cannot 
be  the  owner  with  the  attached  privilege  of  donation 
before,  or  at  his  death.  He  is  only  a  temporary  holder. 
But  this  idea  of  a  temporary  possession  has  not,  ao 
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yet,  penetrated  his  consciousness.  It  is  his  land,  and 
he  uses  it,  and  consequently,  he  believes  that  any  re- 
moval of  himself  from  that  land  is  an  impossibility. 

Russia,  for  the  last  five  years,  has  been  practically 
isolated  from  the  rest  of  the  world.  She  must  be  self- 
supporting.  Would  it  be  possible  for  three  farmers 
to  produce  enough  food  for  themselves,  and  one  town 
dweller  besides?  I  have  just  said  that  80%  farmers, 
and  20%  town  dwellers  is  the  ratio  of  the  population. 
So  there  can  be  no  doubt  in  this  matter,  particularly, 
if  we  remember  that  before  the  war,  agricultural  pro- 
duce constituted  75%  of  the  Russian  exports.  All 
in  all,  there  seems  to  be  no  doubt  that  Russia  can  be 
self-supporting  and  her  present  government  can  con- 
tinue, with  perhaps  some  changes  as  to  form,  but  none 
as  to  the  principles  of  its  organization. 

We  must  also  consider  another  factor.  Every- 
body knows  that  under  the  Tsars,  the  persecutions  were 
mainly  aimed  at  the  Jews.  These  are  the  very  political 
victims  who  started  the  organizing  movement  of  the 
democratic-socialist-labour  party,  and  they  were  helped 
by  other  Russian  subjects  who  were  opposed  to  the  cen- 
tury old  autocratic  system.  The  result  was,  that,  in 
November  1917,  when  the  bolshevists  came  to  power, 
that  is  also  at  the  time  of  the  second  revolution,  many 
of  the  leaders  were  of  Jewish  lineage,  and  this  is  the 
explanation  of  the  jewish  majority  which  now  controls  the 
present  government  of  Russia.  It  is  a  short  step  from 
this  statement  to  understand  the  unspeakable  lack  of 
sympathy  shown  by  the  Soviet  government  when  the 
Russian  nation  writhed  in  the  throes  of  famine,  for 
indeed,  the  dormant  hatred  between  Russian  and  Jew 
is,  and  has  been,  unparalled  in  history. 

You  may  also  ask  me  why  and  how  the  Soviet 
government  ignored  so  completely  the  religious  feeling 
of  the  population,  this  most  respectable  common  pre- 
rogative. I  had  the  luck  of  taking  a  snapshot  of  the 
Red  Army  surrounding  the  church  of  the  Holy  Saviour 
before  they  seized  its  treasures,  and  the  next  day,  the 
Russian  press  announced  that  these  little  expeditions 
to  the  various  churches  had  netted  the  government, 
in  two  days,  five  hundred  million  gold  rubles.  But, 
one  is  so  far  from  everybody  in  that  unfortunate  country 
that  it  is  difficult  to  lay  down  any  rule,  or  express  sur- 
prise of  any  sort.  Russia  is  a  land  where  the  impossible 
has  come  to  the  realm  of  things  possible. 

A  new  economic  era  is  dawning  upon  the  world. 
There  are  two  banners  flying:  one,  representing  the 
individualist  and  capitalistic  system:  the  other,  re- 
presenting the  collectivist  and  communistic  regime. 
Before  long,  we,  in  America,  and  all  other  nations  also, 
will  be  called  upon  to  choose  between  one  or  the  other- 
Even  now,  amongst  business  men,  a  most  illogical  attitude 
can  be  noticed  and  the  experiment  can  easily  be  made 
by  any  of  you.  Ask  a  few  of  your  friends  if  they  are 
in  favor  of  bolshevism  and  communism.  A  categorical 
"no"  will  be  the  answer.  Now,  ask  the  same  persons 
if  they  are  in  favor  of  nationalizing  certain  public  utilities, 
and  most  of  them  will  answe  in  the  affirmative.  This 
is  the  dangerous  point.  Very  few  would  be  in  favor 
of  an  immediate  bolshevist  government,  but  unconscious- 
ly, 5,  10,  and  25%  of  them  are  in  favor  of  a  bolshevistic 
and  communistic  programme.  I  repeat  to  you,  gentle- 
men, if  we  wish  to  hold  on  to  our  present  prosperity, 
we  must,  before  all,  exercise  our  God-given  power  of 
logic.    As  for  me,  I  declare  that  I  am  100%  individualist. 
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On  account  of  the  continued  growth  of  our  business 
we  find  it  advisable  to  change  the  form  of  our 
organization  from  a  Partnership  to  a  Corporation. 
From  February  1st,  1923,  we  will  operate  as 
McDowell  &  Lincoln  Limited. 

The  management  and  policy  will  continue  the  same. 
The  original  partners,  H.  N.  Lincoln  and  H.  O. 
McDowell  will  hold  all  but  a  small  amount  of  stock, 
balance  being  distributed  amongst  employees.  They 
will  continue  to  direct  the  policies  of  the  business 
along  the  lines  they  have  always  followed. 

From  a  small  beginning  in  1915  our  business  has 
increased  steadily  which  clearly  indicates  that  our 
methods  have  the  approval  of  Canadian  Shoe 
Manufacturers.  We  have  endeavored  to  handle 
only  Goods  of  the  highest  Grade  from  reliableMan- 
ufacturers.  The  goods  we  sell  are  doubly  guaran- 
teed, by  the  Manufacturer  and  by  us.  Coupling 
the  Best  Goods  with  Fair  Prices,Fair  Dealings  and 
Real  Service.we  have  a  combination  that  can't  be 
beat. 

Ourorganization  is  composed  ofyoung  men  who  know 
their  business  and  who  are  sufficiently  interested  to 
give  intelligent  attention  to  their  work. 

We  thank  you  for  past  favors  and  hope  our  pleas- 
ant relations  will  continue  for  a  long  time. 


Mcdowell  &  Lincoln 

LIMITED 

formerly 

INTERNATIONAL  SUPPLY  CO. 


Main  Office 


154  Notre  Dame  St.,  W. 


Montreal 


Branches 
Kitchener,  Ont.  Quebec 
Established  1915 
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TX/ HAT  you  want  when  you  want  it 
"    is  the  satisfaction  of  acquaintance 
with  VAN  SCHAACK.  Complete 
stocks  at  Chicago  and  Boston. 


SOLUBLE  COTTON 
PATENT  LEATHER  SOLUTIONS 
AMYL  ACETATE 
COTTON  SOLUTIONS 

ETHYL  ACETATE 
REFINED  FUSEL  OIL 


VAN  SCHAACK  BroC 
cheamga^lFworks    .  ) 
CHICAGO  -  ILL-  *^ 


BOSTON    •  CLEVELAND 


CINCINNATI 
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1  FINEST  ENGLISH  1 

I  CURRIED  SHOE  1 
I      LEATHERS  [ 

=  a  a  a  | 

Every    good   quality    which  E 

upholds   the  tradition  of  = 

E  English   Leather    Manufac-  E 

E  ture   is  maintained  in  our  j§ 

products  E 

Ask  us  about  our  specialties  = 

I  BOX  &  WILLOW  SIDES  I 

=   Belt  and  Suspender  Leathers,  Case  E 
E   and     Bag    Leathers    and    Account  E 
Book  Leathers  = 

I  THOS.  REARDEN  &  Co.,  LTD.  1 

BROCKLEY  LEATHER  WORKS  = 

LONDON,  S,  E.  4.  ENGLAND 

jnilllllllHI    Telegrami:  Rearden,  Brockley,  London  fill  1 1 1 1  f  1 1 1  fF 


FREIGHT  CLASSIFICATION. 

Following  resolutions  passed  by  all  branches  of 
the  shoe  trade,  a  strong  delegation  waited  on  the  Freight 
Classification  Committee  at  Montreal  on  January- 
nth.  A  comprehensive  memorandum  was  submitted 
by  the  deputation  opposing  the  proposed  increase  in 
freight  rates  on  shoes  shipped  in  anything  but  wooden 
boxes  with  metal  strapping. 

After  emphasizing  the  changes  in  conditions  since 
the  increased  rate  was  first  contemplated,  and  the  diffi- 
culties through  which  the  shoe  trade  has  been  passing, 
the  memorandum  indicated  that  the  present  time  was 
most  inopportune  for  any  action  which  would  tend  to 
increase  the  consumer  cost  of  commodities.  It  enumer- 
ated the  reasons  for  the  adoption  of  the  fibre  case,  and 
some    of   its  advantages. 

The  deputation  also  protested  against  the  proposed 
increase  in  carload  minimum  on  boots  and  shoes  from 
20,000  to  24,000  pounds,and  against  the  proposed  change 
in  respect  of  nested  cartons.  They  also  supplied 
copies  of  their  proposed  standards  of  measurements 
for  cartons,  and  asked  that  some  changes  be  made  in 
present  classifications  to  bring  in  some  of  the  larger 
sizes  necessary.  Summarized,  their  representations  were 
as  follows: — 

1.  We  protest  against  the  proposal  to  increase 
the  rating  on  boots  and  shoes,  except  in  strapped  wooden 
boxes,  as  unwarranted  by  pilferage  claims  or  by  the 
record  of  shipments  in  fibre  board  cases  or  unstrapped 
wooden  boxes,  and  as  certain  to  add  to  the  difficulties 
of  the  boot  and  shoe  manufacturing  industry  and  the 
shoe  trade  generally,  at  the  present  time. 

2.  We  ask  for  a  continuance  of  the  special  com- 
modity rate  to  Vancouver  on  both  l.c.l.  and  carload 
shipments. 

3.  We  urge  that  the  carload  minimum  on  boots 
and  shoes,  for  third  class  rating,  be  continued  at  not 
more  than  20,000  pounds. 

4.  We  ask  for  a  special  classification  with  a  car- 
load minimum  of  not  more  than  16,000  pounds,  third 
class  on  felt  footwear,  with  the  privilege  of  making 
mixed  carload  shipments  under  a  third  class  rating,  but 
subject  to  a  carload  minimum  of  not  more  than  20,000 
pounds. 

5.  We  protest  against  the  proposed  new  classifica- 
tion of  cartons,  inasmuch  as  it  would  involve  an  increase 
from  l}/2  to  D-l  rate,  l.c.l.,  on  almost  all  shipments  of 
cartons  to  shoe  manufacturers,  and  suggest  a  slight 
revision,  which  would  be  of  assistance  to  the  shoe  in- 
dustry, and  which  would  offer  definite  encouragement 
of  the  effort  to  standardize  cartons  and  fibre  shipping 
cases.  In  making  the  above  requests,  we  are  applying 
only  for  maintenance  of  the  present  conditions  rela- 
tive to  freight  shipments  of  boots  and  shoes,  except 
that  we  ask  for  a  reduction  from  20,000  to  16,000  pounds 
in  the  minimum  weight  for  carload  shipments,  third  class 
of  felt  footwear,  because  it  is  physically  impossible  to 
load  the  present  minimum  of  light  felts,  and  for  a  slight 
revision  of  the  classification  in  respect  of  cartons  (paper 
boxes.) 


A  CORRECTION 

In  our  issue  of  February  1st  a  correction  should 
be  made  in  the  advertisement  of  Canadian  Shoes  Ltd., 
whereby   the   last   paragraph   should   read: — 

"Buy  little  and  often  from  a  reputable  Tn-stock' 
House  carrying  a  complete  range  of  seasonable  novel- 
ties  and   staple  shoes." 
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Larges  t  Man  ufacturers 
in  the  World  of 
Black  Glazed  Kid 


Surpass  Leather  Co. 

FACTORY  FACTORY 
Philadelphia,  Pa.  Gloversville,  N.Y. 

SALES  OFFICES 
New  York  Philadelphia 
Cincinnati  Chicago  St.  Louis  London 

SURPASS  LEATHER  CORPORATION,  Boston,  Mass. 
BOOTH  8s  COMPANY  (London)  Ltd.,  London,  Eng. 


THE  MERCHANTS'  CODE  OF  ETHICS. 

Principles  Endorsed  by  the  N.S.R.A.  at  Chicago  as 
a  Permanent  Platform. 

No.  1 — That  our  vocation  is  a  worthy  one, 
affording  us  a  distinct  opportunity  to  serve  society. 

No.  2 — That  the  exchange  of  our  goods  and 
service  and  our  ideas  for  profit  are  legitimate  and 
ethical  provided  all  parties  in  the  exchange  are  bene- 
fited thereby  and  no  deception  is  practised. 

No.  3 — That  our  business  dealings,  ambitions 
and  relations  shall  cause  us  to  take  into  considera- 
tion our  highest  duties  as  members  of  society. 

No.  4 — That  our  best  endeavors  shall  be  to 
elevate  the  standards  of  the  vocation  in  which  we 
are  engaged,  and  so  conduct  our  affairs  that  others 
in  our  vocation  shall  find  it  wise,  profitable  and 
conducive  to  happiness  to  emulate  our  example. 

No.  5 — That  our  business  shall  be  conducted  in 
such  a  manner  as  to  give  a  perfect  service,  and  when 
in  doubt  to  give  added  service  beyond  the  strict  mea- 
sure of  doubt  or  obligation. 

No.  6 — That  we  shall  consider  no  personal  suc- 
cess legitimate  or  ethical  which  is  secured  by  taking 
unfair  advantage  of  certain  opportunities  in  the 
social  order  that  are  absolutely  denied  to  others. 

No.  7 — That  our  employees  shall  be  paid  wages 
consistent  with  living  conditions  and  services  rend- 
ered, and  given  every  opportunity  of  advancement. 

No.  8 — That  to  all  our  customers  be  quoted  the 
same  prices.  That  price  reductions  be  passed 
promptly  to  the  public.  That  we  make  no  misrepre- 
sentations of  goods  in  any  manner,  in  our  advertis- 
ing, or  allow  our  salespeople  to  do  so. 

No.  9 — That  truth,  honesty  and  courtesy  shall  be 
observed  with  all  factories  and  houses  of  whom  we 
buy. 

No.  10 — That  we  shall  strive  to  increase  the  effi- 
ciency of  the  craft  by  the  exchange  of  ideas  and  busi- 
ness methods,  not  to  make  or  allow  our  employees 
to  make  false  or  disparaging  remarks  or  circulate 
harmful  rumors  respecting  a  competitor's  product, 
prices,  business  or  personal  standing. 

No.  11 — That  we  shall  assist  the  government 
whenever  possible  in  our  line,  or  otherwise,  and  par- 
ticipate in  all  worthy  movements  for  the  public 
welfare  for  which  our  special  training  or  experience 
qualifies  us. 


PROSPEROUS  WESTERN  CONCERN 

In  an  account  given  by  the  Vancouver  Sun  of  the 
development  of  the  J.  Leckie  Co.,  Limited,  a  historical 
sketch  appears.  Eighteen  years  ago  their  factory 
was  a  small  building  at  the  corner  of  Granville  and  Duns- 
muir  Streets,  their  output  being  about  thirty-five  pairs 
a  day  of  heavy  boots.  The  demand  grew  for  the  pro- 
duct, and  in  1909  the  new  building  was  completed.  In 
1914  an  addition  33  x  143  was  erected,  the  two  buildings 
comprising  their  present  plant.  Mr.  J.  A.  Thurston 
who  has  been  in  charge  of  the  factory  from  the  beginn- 
ing is  an  old  Toronto  boy,  who  went  to  Vancouver  thirty- 
one  years  ago.  Speaking  of  recent  developments,  Mr. 
Thurston  says: 

"Our  output  increased  steadily  until  the  market 
slump  and  war-time  reaction  period  of  1920-1921.  At 
this  period  our  production  slackened  as  the  buying 
and  selling  markets  passed  through  a  period  of  read- 
justment. 


Cabinette 

Wooden  Heels 

for 

Ladies'  Shoes 

•t  +  + 

Manufactured  by 

CANADA  CABINETTE  HEELS 

Limited 

2732-2736  St.  Hubert  St.,  Montreal,  Canada 
Calumet  1959 


Morton  Double 
Bottom  Flange 
Tubes  for  Lasts 

Made  in  all  sizes 
straight  and  flange 

"The  strongest  Last 
Tube  in  thej  World" 


E.  S.  Morton  &  Co.  « 


mm 

Pat.  Feb.  29,'70  13  Bay  St.,  Brockton,  Mass 
Pat.  Sept.  14,'15 


Pat.  Feb.  26, 'OS 
Pat,  Sept.  14,'17 
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New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch — 335  Craig  St.  W.  Montreal 
Factory — Wilmington,  Del.,  U.  S.  A. 


Shanks 


WE  have  an  up-to- 
date  plant  devoted 
to  the  production  of 
McKay,  Turn  and  Welt 
Shanks  made  up  in  fibre, 
steel   and  combination. 

Any  inquiries  regarding 
your  shank  problems 
will  be  gladly  ans- 
wered. 

Write  us  for  prices 
MADE  IN  CANADA 


The  H.W.  Steel  Shank  and  Specialty 
Company    -  Limited 
I  PR  ESTON  1 


"But  (with  a  certain  air  of  pride)  the  year  1922 
has  been  the  best  ever."  He  lifted  from  his  desk  a  small 
loose-leaf  book  containing  the  proof.  Up  to  December 
1922  "Leckie"  product  eclipsed  the  year  1921  by  over 
44,000  pairs  of  boots  and  shoes. 

"Right  now  we  have  enough  orders  on  hand  to  keep 
the   factory  busy  until  spring." 

Mr.  Thurston  attributes  the  success  of  the  Leckie 
product  to  the  fact  that  nothing  but  the  best  leather 
is  used.  The  firm,  of  which  the  heads  are  W.  H.  and 
R.  J.  Leckie,  has  its  own  tannery,  which  supplies  most 
of  its  requirements  in  raw  material.  For  the  past  two 
or  three  years  the  Leckie  Co.  has  been  making  some 
finer  grades  of  shoes  and  they  expect  to  extend  their 
trade  to  Eastern  territory  in  the  near  future.  The 
staff  including  the  tannery  numbers  about  150  hands. 

THE  CLASSIC  BALL 

A  large  number  of  guests  enjoyed  the  hospitality 
of  the  Getty  and  Scott  Benefit  Society  at  their  four- 
teenth annual  ball  recently  held  in  the  armory  at  Gait, 
and  which  proved  a  happy  event.  The  armory  was 
attractively  decorated  with  flags,  bunting  and  balloons, 
the  lights  being  shaded  in  red,  making  a  pretty  effect, 
while  the  orchestra  stand  was  a  bower  of  palms,  ferns, 
azalias  and  primroses.  An  eight  piece  orchestra  ren- 
dered a  delightful  programme  and  at  midnight  supper 
was  served.  A  "moon"  was  installed  in  the  centre 
of  the  hall  and  cast  a  pleasing  glow  in  the  "moon  waltzes" 
and  in  one  of  the  after  supper  dances.  A  number  of 
guests  were  present  from  Guelph,  Kitchener,  Hespeler, 
Preston,  Brantford  and  Hamilton,  in  addition  to  the  large 
number  of  Galtonians.  The  committee  in  charge  of 
the  event  was,  Hon.  Pres.,  F.  S.  Scott  and  J.  J.  Mc- 
Hale;  Hon.  Vice-Pres.,  F.  A.  Scott;  Pres.,  A.  Rhodes; 
Vice-Pres.,  L.  Maddock;  Treasurer,  J.  McCash;  Sec- 
retary, J.  Dandeno;  Executive  Members,  J.  Webber, 
J.  Sheppard,  J.  Murray,  J.  Walker,  E.  Vrooman,  M. 
Blain   and   D.  Murray. 


THE  INEVITABLE  HAPPENED 

In  the  case  of  Jas.  Barter,  of  London,  Ont.,  shoe 
merchant,  who  assigned  last  August,  the  authorized 
trustee  moved  to  set  aside  a  chattel  mortgage  given 
to  one  of  the  creditors  as  fraudulent.  Judgment  was 
delivered  last  month  by  Justice  Fisher  at  Toronto  who 
in  summing  up  the  case  said,  "The  inevitable  happened" 
This  short  sermon  delivered  from  the  bench  hits  the 
nail  on  the  head.  The  retail  shoe  trade  is  full  of  just 
such  inevitableness. 

Four  years  ago  Barter  was  a  prosperous  farmer 
and  had  been  reeve  and  assessor  of  the  Township  of 
London.  He  decided  to  go  into  mercantile  life  and 
sold  his  farm,  realizing  $8,000,  which  he  invested  in  a 
boot  and  shoe  business  in  London.  Then  the  inevitable 
happened.  On  August  16th,  1922,  Barter  assigned 
for    the    benefit    of   his  creditors. 

On  June  17th,  preceding  the  assignment,  Barter 
had  given  a  chattel  mortage  for  $3,000  to  Dupont  & 
Frere,  of  Montreal,  in  the  hope  of  securing  further  credit 
from  them  and  of  being  able  to  retrieve  his  position. 
F.  W.  Raymond,  authorized  trustee,  disputed  the  val- 
idity of  this  mortage.  Justice  Fisher,  after  the  trial 
of  an  issue,  determined  that  there  was  no  element  of 
fraud  in  the  manner  in  which  the  mortgage  was  ob- 
tained and  that  it  does  not  constitute  a  fraudulent  pre- 
ference   over    the   other  creditors. 

As  a  result,  Dupont  &  Frere  are  held  to  be  protec- 
ted to  the  extent  of  the  chattel  mortage,  and  the  un- 
secured creditors  are  out  of  luck,  as  the  total  sum  realiz- 
ed by  the  trustee  from  the  sale  of  assets  was  only  $3,- 
132.43. 
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ASSOCIATION  ACTIVITIES 
MARITIME  WHOLESALERS  MEET. 

The  Annual  Meeting  of  the  Maritime  Wholesale 
Shoe  Association  was  held  at  the  Halifax  Hotel,  Hali- 
fax, February  6th.,  1923.  Mr.  S.  Roy  Weaver,  Man- 
ager of  the  National  Shoe  Wholesalers'  Association  ad- 
dressed the  meeting  and  reviewed  the  work  of  the  Na- 
tional Association  during  the  past  year,  and  outlined 
work  for  the  coming  year.  Part  of  his  address  was 
devoted  to  explaining  the  new  Credit  Service  developed 
by  the  National  Association.  He  pointed  out  that  since 
the  Armistice  there  had  been  approximately  forty-five 
shoe  manufacturing  firms  who  had  failed,  as  well  as 
about  thirty  wholesale  houses,  and  that  several  hund- 
red retail  shoe  stores  had  failed  or  been  obliged  to  com- 
promise with  their  creditors  or  discontinue  business 
because  of  unsatisfactory  results,  or  had  been  forced 
into  financial  re-organization.  Figures  indicated  that 
the  weeding  out  process  in  the  shoe  trade  has  gone 
farther  than  in  most  other  lines  of  business,  and  that 
consequently  the  shoe  trade  is  closer  to  stable  conditions. 
Although  the  process  of  readjustment  had  involved 
no  small  amount  of  hardship  it  was  a  process  that  had 
to  be  faced,  and  the  shoe  trade  was  on  a  sounder  basis 
to-day  than  it  was  a  year  ago. 

The  meeting  adopted  a  resolution  approving  the 
activities  of  the  National  Shoe  Wholesalers'  Associa- 
tion and  expressing  confidence  in  the  Manager,  Mr. 
Weaver. 

Mr.  C.  S.  Sutherland,  of  the  Amherst  Boot  &  Shoe 
Co.,  Limited,  occupied  the  chair,  and  among  those 
present  were:  Col.  A.  E.  Massie,  St.  John;  Walter 
Stewart,  St.  John;  Eric  Spinney,  Yarmouth;  Mr. 
Kodner,  Halifax;  Mr.  Hunter,  Halifax;  Mr.  Doig, 
Halifax;  Mr.  R.  F.  Hayes,  St.  John  and  Mr.  J.  W. 
Priest   of  Pictou. 


WESTERN  PROVINCE  INTERESTED  IN 
TECHNICAL  EDUCATION 

The  Manager  of  the  Shoe  Manufacturers'  Associa- 
tion of  Canada  has  received  a  communication  from 
the  Director  of  Technical  Education  for  the  Province 
of  Manitoba  stating  that  it  is  proposed  to  teach  boys 
from  the  eighth  grade  on  about  various  industries  and 
industrial  processes,  and  asking  for  information  which 
could  be  used  in  this  connection.  Mr.  Weaver  has 
replied  to  the  letter,  promising  the  co-operation  of  the 
Association,  and  full  information  with  regard  to  the 
boot  and  shoe  industry  has  been  forwarded  to  Win- 
nipeg. 


CREDIT   SERVICE   DEVELOPED   UNDER  NAME 
OF    "SHOE    TRADE    CREDIT  BUREAU". 

The  Shoe  Trade  Credit  Bureau,  which  has  been 
organized  and  will  be  operated  under  the  joint  auspices 
and  direction  of  The  Shoe  Manufacturers'  Association 
of  Canada  and  The  National  Shoe  Wholesalers'  Associa- 
tion of  Canada  is  intended  to  protect  the  interests  of 
the  deserving  retailers  as  well  as  those  of  the  manu- 
facturers and  wholesalers.  By  producing  information 
upon  which  the  suppliers  can  form  an  intelligent  judg- 
ment as  to  whether  or  not  an  account  is  deserving  of 
credit,  the  new  service  should  afford  very  real  protection 
to  the  better  element  in  the  trade  against  unfair  com- 
petition   from    irresponsible  traders. 

At  the  commencement  of  this  new  activity  it  is 
opportune  to  appeal  to  the  better  class  of  merchants 
throughout  the  Dominion  for  their  co-operation.  It 
is  no  reflection  to  be  asked  for  a  financial  statement. 
If  the  new  service  is  to  realize  to  the  fullest  extent  the 
aims  of  the  two  associations  most  directly  concerned, 


it  is  important  that  retailers  supply  the  information 
requested.  If  the  responsible  merchants  are  not  will- 
ing to  co-operate  with  their  suppliers  in  a  business  pro- 
position of  this  kind,  they  cannot  expect  protection  against 
accounts  which  victimize  their  supply  houses  and  un- 
fairly cut  into  the  business  of  the  legitimate  accounts. 


Mr.  L.  P.  Deslongchamps 

Taking  an  active  part  and  interest  in  the  Shoe 
Manufacturers'  Association  of  Canada,  Mr.  L.  P.  Des- 
longchamps was  elected  first  Vice-President  at  the  last 
convention.  With  a  keen  mind,  a  broad  vision  of  the 
shoe  business  and  of  business  in  general,  Mr.  Deslong- 
champs should  bring  to  the  councils  of  the  association 
many  valuable  contributions. 

Mr.  Deslongchamps  was  born  in  1878,  and  edu- 
cated at  Joliette  Seminary,  and  graduated  in  science 
from  Laval  University.  In  1896  he  started  a  general 
store  in  St.  Jean  de  Matha,  but  sold  it  out  to  establish  an 
exclusive  shoe  store  in  Joliette,  in  1900. 

He  was  called  by  the  late  Chas.  E.  Slater  to  re- 
present the  Slater  Shoe  Co.,  Ltd.,  in  Quebec,  and  later 
opened  their  retail  stores  in  Paris  and  London.  In 
1906  he  sold  his  store  in  Joliette,  and  seeing  the  wider 
field  for  his  activities  devoted  all  his  time  to  the  Slater 
Shoe  Co.,  Ltd.  In  1909  he  was  elected  to  the  board 
of  directors  of  that  company,  of  which  he  is  now  Vice- 
President. 

Among  the  members  of  the  shoe  trade  he  is  recog- 
nized also  as  a  speaker  of  a  high  order,  as  a  keen  student 
of  financial  and  credit  conditions,  and  an  authority, 
among  other  things,  on  the  Bankruptcy  Act. 


PERTH  SHOE  "AT  HOME'' 

The  second  annual  "At  Home"  of  the  Perth  Shoe 
Co.,  Ltd.,  was  a  gratifying  success,  and  needless  to 
say,  the  employees  and  their  friends  were  there  en  masse, 
numbering  upwards  of  three  hundred. 

The  firm  spared  no  expense  to  make  the  evening 
an  enjoyable  one,  and  their  efforts  resulted  in  a  "rip 
roaring"  good  time.  Prizes  were  given  for  the  euchre 
and  for  various  of  the  dances,  and  a  prize  cake  made 
specially  for  the  occasion  was  awarded  the  holder  of 
the    lucky  number. 

During  the  evening  a  vote  of  thanks  was  tendered 
the  firm  for  this  opportunity  of  making  merry  together, 
which  was  heartily  endorsed  by  all  present. 
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J.  A.  MCL  AREN  C  mmS 

THE 

Assorting  Orders 

SHOE 

REG'D 

for  Prompt  Delivery 

Now  For 

Moccasins 

White  Goods 

There  is  still  time  to  sell  moccasins 
for  outside  work  and  all  sporting 
occasions.    A  full  range  on  hand. 

Spring  is  on  its  way!    With  it  will 
come  the  regular  heavy  demand  for 

Speed  King  Tennis  Shoes 
and  Sport  Shoes 

L11C  IcdLllIl^  dllU  bpCCCllCoL  bclllllg  1111C 

before  the  trade. 

We  have  complete  stocks  of  all  the 
latest  styles  in  White  Canvas  Strap 
Shoes  and  Oxfords.    This  range  is 
particularly  strong  in  Patent  Leather 
Trimmed  Shoes,  now  so  much  in 
vogue.    The  dealer  who  places  his 
order  now  is  sure  of  well  stocked 
shelves  for  spring  selling. 

"Superior"  Felts 

All  sizes  and  all  styles  can  be  shipped 
at  once.    Are  you  running  short  on 
this  line  ? 

Hockey  Boots 

The  demand  for  Hockey  Boots  for 
men,  women  and  children  is  still 
strong.    Can  you  still  supply  it  ? 

Oil  Tan  Shoepacks 

For  Full  flnH 

Real  values!    This  line  is  noted  for 
its  wearing  qualities,  durable,  reliable 
and  easily  sold. 

Winter  1923-24 

Independent  Rubbers 

Our  salesmen  are  now  showing  a 
very  complete   line   of  reasonably 
priced  Hockey  boots  for  next  winter's 
trade.    Men's  fine  leather  Slippers 
in  Everetts  and  Romeos.    Black  and 
Chocolate  leather  slippers  are  also 
included  in  their  samples.  These 
lines   are   worthy  of  your  closest 
inspection. 

The    thaws    will    soon    be  here. 
Independent  Rubbers  will  sell  like 
hot  cakes.    There  is  an  Independent 
style  for   every  man,  woman  and 
child,  and  size  for  every  foot. 

Orders  Filled  as  Specified — Prompt  Deliveries 

J.  A.  McLaren  CfSSSS 

30  FRONT  STREET,  W. 

-:-  TORONTO 
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ongThe  vShoe  Men 


Mr.  J.  E.  Des  Roche,  of  the  Geo.  A.  Slater,  Ltd., 
Montreal,  has  a  sample  room  at  the  King  Edward  Hotel. 

Mr.  Peter  Doig,  of  Aird  &  Son,  Montreal,  was  a 
recent  visitor  to  Toronto. 

The  Huron  Old  Boys'  Association,  of  which  Mr. 
J.  A.  McLaren,  of  the  J.  A.  McLaren  Co.,  Ltd.,  Toronto, 
is  President,  held  a  successful  at-home  in  the  Odd- 
fellows' Temple,  College  St.,  Toronto,  on  Friday  evening 
of  last  week.  Among  the  guests  who  enjoyed  a  delight- 
ful programme  of  dancing,  cards  and  music,  were  Mr. 
and  Mrs.  J.  A.  McLaren;  Mr.  and  Mrs.  Hugh  White 
and  Mr.  Hugh  White  Jr.  Mr.  Peter  Doig,  of  Aird 
and  Son,  Montreal,  was  the  guest  of  Mr.  McLaren. 

Mr.  J.  E.  Knott  and  Mr.  F.  Lashbrook,  of  Getty 
&  Scott,  Ltd.,  had  sample  rooms  at  the  King  Edward 
Hotel    during   their   recent   Toronto  visit. 

Fire  recently  gutted  the  third  floor  of  the  build- 
ing occupied  by  the  H.  B.  Johnston  Tannery  Company, 
of  Toronto,  entailing  a  loss  of  $15,000,  partially  covered 
by  insurance. 

A  few  days  past  saw  the  46th  anniversary  of  Mr. 
Richard  E.LeSueur's  shoe  business  on  North  Front  Street, 
Sarnia.  With  one  other  exception,  Mr.  Le  Sueur  has 
been  in  business  longer  than  any  other  merchant  in 
the  city. 

Messrs.  W.  S.  and  P.  M.  Robins  have  opened  a 
shoe  store  on  Charlotte  Street,  St.  Catharines,  next 
to    the    King   Edward  Hotel. 

The  Boot  and  Shoe  Store  of  Messrs.  Garber  and 
Son,  of  Midland,  was  recently  destroyed  by  fire.  No 
insurance  was  carried. 

The  death  occurred  recently,  at  Combermere,  Ont., 
of  Mr.  Francis  X.  Stafford,  in  his  78th  year.  Mr.  Staf- 
ford was  a  well  known  shoe  traveller  and  merchant  in 
the  Ottawa   and   Montreal  districts. 

Mr.  and  Mrs.  F.  S.  Scott  entertained  a  number 
of  friends  at  the  annual  ball  of  the  Getty  and  Scott 
Benefit  Society  recently,  when  their  guests  included 
Mayor  and  Mrs.  John  A.  Mclrvine,  Aid.  and  Mrs.  James 
E.  Gardiner,  Mr.  and  Mrs.  Wardlaw  Vair,  Dr.  and  Mrs. 
J.  R.  Beaven,  Mr.  and  Mrs.  Alex.  Porter,  Mr.  and  Mrs. 
Marsh  Preston,  Col.  and  Mrs.  A.  J.  Windell  and  Miss 
Jean  Windell. 

The  excellent  markmanship  of  Mr.  Jules  Payan, 
of  Duclos  &  Payan,  Montreal,  was  again  demonstrated 
at  the  weekly  shoot  of  the  Grand  Trunk  Riverside  Gun 
Club  on  Saturday  afternoon,  Feb.,  10th.,  when  Jules 
was  the  only  one  of  the  twenty-six  marksmen  to  get 
into  the  "A"  Class,  making  the  enviable  record  of  forty- 
nine    birds    out    of  fifty. 

The  death  occurred  on  Feb.,  7th.,  at  his  home 
4444  Sherbrooke  St.,  West  Montreal,  of  Mr.  J.  A.  Ros- 
ton,  a  man  long  identified  with  the  retail  shoe  trade 
in  Montreal.  Until  recently  Mr.  Roston  conducted 
the  business  of  Roston's  Shoe,  Limited,  200  St.  Cath- 
erine St.,  West,  and  news  of  his  death  will  be  learned 
with  regret  by  his  many  friends  in  the  trade. 

Mr.  J.  E.  Warrington  and  Mr.  John  Sheehy,  of  the 
John  Ritchie  Co.,  Limited,  Quebec  City,  were  recent 
visitors   to   Montreal   on  business. 

Mr-  J-  J-  Keating,  of  the  United  Last  Co.,  Limited, 
Montreal,  spent  a  few  days  in  Toronto  recently  in  the 


business    interests    of   his  firm. 

Mr.  P.  A.  Doig,  General  Sales  Manager,  of  the  Tet- 
rault  Shoe  Mfg.,  Co.,  Limited,  has  been  in  Toronto  and 
vicinity   lately   on  business. 

Messrs.  Charbonneau  and  Deguise,  Montreal,  are 
busy  making  alterations  to  their  premises.  These  al- 
terations, when  completed,  will  allow  them  about  22,000 
square  feet  extra  floor  space.  They  intend  installing 
latest  machinery  so  as  to  take  care  of  their  increased 
business. 

Mr.  A.  L.  Dupont,  of  Dupont  &  Frere,  Aird  Ave., 
Montreal,  is  leaving  shortly  on  an  extended  trip  to 
Florida,  Havana  and  other  points.  He  will  be  absent 
from  Montreal  about  six  or  seven  weeks,  and  it  is  Mr. 
Dupont's  intention  to  so  arrange  his  trip  to  spend  Easter 
week  in  Atlantic  City.  His  friends  join  in  hoping  that 
Mr.  Dupont  will  return  to  Montreal  greatly  benefited 
by    his    trip  abroad. 

The  shoe  store  of  Mr.  J.  O.  Guidry,  of  Campbell- 
ton,  N.  B.,  was  recently  destroyed  by  fire. 

The  representatives  of  Robt.  Ralston  &  Co.,  Ltd., 
Hamilton,  are  calling  on  the  trade  in  their  respective 
territories  with  a  complete  line  of  1923  samples  of  spats, 
gaiters,  slippers,  boudoir  and  Ralston  polishes,  shoe  store 
supplies  and  findings.  W.  (Bob)  Robinson,  Winnipeg 
to  Coast;  Harry  Dubin  and  Frank  Munholland,  Ontario; 
K.  C.  McFadden,  Toronto  and  district;  J.  C.  Steven- 
son, Hamilton   and  district. 

Mr.  Montie  Jenner,  generally  known  as  "Slim" 
who  for  the  past  three  years  has  worked  the  territory 
from  Kingston  to  Toronto  and  north  for  the  J.  A.  John- 
ston Co.,  of  Brockville,  has  severed  his  connection  with 
that  firm  and  is  covering  Kingston  to  Montreal  for  the 
Miner  Shoe  and  Rubber  Co.,  Ottawa  Branch. 

The  many  friends  of  Mr.  Jas.  A.  Scott,  of  Quebec, 
will  be  sorry  to  learn  that  he  has  been  seriously  ill  with 
pleuro-pneumonia.  We  understand  he  is  progressing 
satisfactorily,  though  still  confined  to  his  home. 

Mr.  and  Mrs.  C.  E.  Fice  have  gone  to  Florida 
for  a  few  weeks  to  escape  the  rigors  of  the  present  old 
fashioned  winter. 

Mr.  Geo.  Saunders'  Boot  and  Shoe  Store,  of  Stouff- 
ville,  suffered  damage  to  the  extent  of  $1,500  during 
the    fire    of    February  9th. 

Mr.  Wm.  Robertson,  of  Brockville,  has  purchased 
the  Robinson  boot  and  shoe  store  in  Gananoque,  Ont. 

Fire  caused  by  an  overheated  stove,  burnt  out  the 
shoe  repair  shops  occupied  by  Mr.  H.  Miller  and  Mr. 
A.  Butler.  Mr.  E.  H.  Culledge  is  part  owner  of  the 
building. 

John  Marlow  &  Sons,  Ltd.,  of  Northampton,  Eng., 
Makers  of  fine  shoes  for  men  and  women  have  appoin- 
ted J.  F.  Bentley,  of  77  Victoria  St.,  Toronto,  their 
Canadian  representative  on  all  territory  East  of  Win- 
nipeg. Their  well  known  lines  of  "Tru-Phit"  for  ladies, 
and  their  "Marvik",  a  waterproof  boot  for  men  and 
their  "Waukeezie"  men's  fine  shoes  will  be  made  on 
lasts  suitable  for  the  Canadian  trade.  A  full  line  of 
samples   are   now   being  shown  by  Mr.  Bentley. 

The  banquet  of  the  Toronto  Shoe  Repair  Associa- 
tion, planned  for  February  14th  at  the  King  Edward 
Hotel,  has  been  postponed  until  March  7th  owing  to 
the  now  prevailing  amount  of  sickness. 
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By  winning  their  games  last  Thursday  night  at 
Ravina  Rink,  Toronto, A,  R.  Clarke  and  C.P.R.  be- 
came favorites  for  the  play-off  honors  of  the  T.  and 
Y.  Industrial  hockey  group.  Clarke's  beat  Canadian 
National  Express  2  to  1.  They  were  exceptional  hockey 
games,  with  Ravina  Rink  packed  to  the  doors. 

Louis  H.  Jefferies,  of  Brock  Street,  Whitby,  says 
that  business  has  been  very  good,  but  is  quiet  iust  now. 
He  looks  for  good  business  again  in  the  spring.  He 
has  already  installed  a  model  40  American  Finisher  and 
is  considering  the  installation  of  a  sole-stitcher. 


Mr.  A.  G.  Barbery 

Mr.  A.  G.  Barbery,  who  for  several  years  repre- 
sented Waterbury  and  Rising  in  the  Maritime  Provinces, 
has  severed  his  connection  with  that  firm,  and  has 
joined  the  selling  force  of  the  Talbot  Shoe  Co.,  Ltd., 
St.  Thomas.  Mr.  Barbery  is  a  young  man  of  ambition, 
of  whom  great  things  are  expected  in  the  future. 

The  shoe  store  of  Mr.  S.  M.  Cohen,  of  Montreal, 
recently    suffered    a    fire  loss. 

Mr.  J.  A.  Pelletier's  shoe  store  in  Montreal  was 
recently  damaged  by  fire. 

The  shoe  business  of  Messrs.  Saune  &  Frere,  Mon- 
treal,   has    been  registered. 

The  Laurentian  Shoe  Co.,  of  Montreal,  has  been 
registered. 

Seeks  Damages.  A  woman  in  Parkersburg,  Vir- 
ginia, is  suing  an  American  shoe  manufacturer  for  $5,000 
through  injury  resulting  to  her  toes  from  the  explosion 
of  one  of  her  shoes,  which  she  claims  had  a  celluloid  box 
in  the  toe,  instead  of  leather.  She  had  her  foot  close 
to  an  open  gas  fire,  and  the  end  of  the  shoe  exploded, 
damaging   her  toes. 

Discontinue  Wholesale  Business.  Waterbury  and 
Rising,  Limited,  of  St.  John,  N.B.,  have  announced 
their  retirement  from  the  wholesale  shoe  business,  and 
are  clearing  out  the  balance  of  their  stock  through  their 
three  retail  stores  in  St.  John. 

f.   B.  Wilson,  of  Hagersville,  had  damage  to  his 


stock  of  about  $300.00  done  last  month  through  the 
bursting  of  a  soft  water  tank  in  the  third  floor  of  the 
building  in  which  his  store  is  situated. 


Mr.  D.J.  Tallant 

Mr.  D.  J.  Tallant  is  covering  Eastern  Ontario  and 
Montreal  City  for  the  Nursery  Shoe  Co.,  Ltd.,  St.  Thomas. 
A  district  he  knows  very  well  owing  to  previous  ex- 
perience on  the  same  territory.  Mr.  Tallant  is  resid- 
ing in  London,  Ont.,  where  he  also  holds  a  responsible 
position  as  Chairman  of  the  London  Housing  Commis- 
sion. 

CANADIAN  MADE  SHOE  COLORS 

A  new  made-in-Canada  line  of  Shoe  Colors,  the 
"Venetian"  is  being  marketed  by  Shoe  Store  Specialties, 
Ltd.,  Toronto.  It  is  claimed  that  Venetian  Shoe  Colors 
possess  a  delightful  color  charm,  giving  a  rich  water- 
proof and  durable  finish,  that  drys  quickly.  The  colors 
are  not  dyes  but  surface  colors,  that  may  be  applied 
one  color  over  another,  shoes  colored  gold  or  blue  to-day 
may  be  transformed  to  silver  or  any  other  color  or  shade 
desired  to-morrow.  They  flow  smoothly,  and  are  easy 
to  apply. 

BRANDON  SHOES 

"Following  the  Chicago  Style  Show  we  are  now 
working  on  some  new  styles,  and  when  we  get  through 
with  them,  we  think  they  will  be  the  snappiest  line  shown 
in  the  Dominion. 

"The  season  we  are  now  working  on  has  been  very 
busy,  and  we  have  enough  orders  on  hand  now  to  keep 
us  going  until  after  our  new  samples  are  out  and  returns 
come    in    for   immediate  business. 

"The  outlook  for  this  year  is  much  better  than 
last  year.  We  are  quite  satisfied  that  when  the  spring 
opens  up,  with  these  new  samples  business  will  be  far 
ahead  of  last  spring. 

"Our  travellers  will  be  out  with  their  new  samples 
during   the   early   part  of  March. 

"From  the  quality  of  the  Brandon  Shoe  that  has  been 
made  for  our  customers,  and  the  many  satisfied  cus- 
tomers we  have,  we  are  laying  our  plans  for  large  business 
next  season." 

The  Brandon  Shoe  Co.,  Ltd. 


ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  O  NT 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEA  THERS 

OOZE.  FLEXIBLE  And  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 
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The  Shoe  Repair  Man 


Better  Times 
Coming 

Quiet  Spell  Should  be  Follow- 
ed by  Better  Business. 

SPEAK  respectfully  of  the  dead,  is  the  answer 
to  a  recent  question  as  to  how  business  was. 
February  is  generally  a  quiet  month  in  business, 
and  particularly  with  the  shoe  repairer.  But  for  the 
past  few  weeks  trade  in  many  localities  has  pretty  well 
flattened  out,  and  conditions  have  been,  to  say  the  least, 
discouraging.  There  is  magic  in  the  words  "the  turn 
of  the  year",  to  the  extent  that  people  look  for  an  im- 
mediate change,  in  one  direction  or  the  other,  though 
why  any  particular  date  should  have  a  beneficial  or 
detrimental  effect  on  business  is  difficult  to  understand. 
But  with  the  turn  from  1922  into  1923  nothing  start- 
ling happened  until  we  ran  into  a  slump  in  February, 
that  in  some  quarters  has  been  very  serious.  It  is 
of  little  use  to  speculate  as  to  the  reason  for  trade  dis- 
appearing. It  is  not  a  case  of  competition,  for  nobody 
is  getting  additional  trade.  The  real  winter  weather 
undoubtedly  has  had  something  to  do  with  it.  But 
on  the  other  hand,  lines  such  as  whitewear  and  ladies' 
clothing,  which  are  not  covered  by  rubbers  or  over- 
shoes, have  experienced  the  same  flattening  out. 

The  nearest  we  can  come  to  it  is  to  characterize 
it  as  one  of  those  recurrent  periods  during  which  the 
consumer  tightens  up  his  purse-strings  and  refuses  to 
be  tempted.  If  that  is  true,  then  the  only  solution  is 
to  keep  digging,  to  be  ready  when,  as  is  inevitable, 
the  public  are  again  prepared,  or  forced,  to  spend  money 
for  necessities. 

In  a  matter  of  a  few  weeks  warm  sunshine  and  rains 
will  be  flooding  the  streets,  overshoes  must  be  discard- 
ed, and  worn  shoes  repaired  to  withstand  the  wetness 
and  to  keep  feet  off  the  sidewalk.  Beneath  talk  of 
quietness  in  nearly  all  lines  of  business  can  be  felt  an 
under-current  of  optimism  which  will  make  itself  felt 
more  and  more  as  winter  gives  way  to  spring. 

If  a  quiet  period  does  not  do  anything  else  it  allows 
plenty  of  time  for  thought  and  planning  for  the  future. 
There  is  time  for  cleaning  up  the  shop,  repairing  and 
cleaning  machines,  in  addition  to  laying  out  circulars, 
advertisements,  blotters,  letters,  that  will  be  useful 
when  trade  warrants  expenditure  of  the  money.  Cer- 
tain types  of  advertising,  personal  solicitation,  tele- 
phone calls  can  be  called  into  service  at  the  moment 
to  get  business  that  otherwise  would  not  come  in. 

For  when .  trade  gets  brisker,  and  repair  shops  are 
busy  again  the  routine  of  handling  the  work  as  it  comes 
in  tends  to  take  up  so  much  time  that  other  activities 
are  set  to  one  side,  or  taken  care  of  in  such  a  hurry  that 
they    lose    much    of    their  effectiveness. 

Therefore,  while  business  is  quiet,  in  spite  of  every 
effort  made  to  improve  it,  the  repairman  who  is  in  busi- 
ness to  stay  is  not  sitting  idly  waiting  for  customers. 
He  is  capitalizing  the  dull  season  by  planning  for  the 
coming  spring  and  summer.  For  year  in  and  year  out, 
there  is  going  to  be  a  certain  amount  of  shoe  repair 


work  passing,  and  the  man  who  is  on  the  job  will  get 
his  share — and  perhaps  part  of  the  other  fellow's. 


IDEAS  FOR  REPAIRERS. 

The  following  three  tips  for  repairers  from  Shoe 
Repair  Service  are  timely  and  useful. 

On  Nassau  Street,  New  York,  is  Klein's  shoe  re- 
pair shop.  Nassau  is  a  very  narrow  street,  with  a  very 
narrow  sidewalk.  The  street  is  so  narrow,  in  fact, 
that  during  the  noon  rush  vehicles  are  not  permitted. 
Klein  works  three  men  in  his  window,  under  very  strong 
light.  In  his  window  is  displayed  a  sign:  "Do  not 
blockade  the  sidewalk."  And  the  sidewalk  is  always 
blockaded  by  men  who  like  to  see  other  men  work. 

The  customer  who  enters  a  shoe  repair  shop  us- 
ually goes  out  only  half  sold.  When  a  customer  tosses 
a  pair  of  shoes  upon  your  counter  and  says  "Half  sole, 
please,"  why  not  call  his  attention  to  the  need  of  a  heel 
lining?  If  the  heels  are  slightly  worn,  why  not  call 
his  attention  to  them  and  suggest  a  new  pair?  Why 
not  examine  the  insole,  and  if  it  is  in  bad  condition  sug- 
gest a  new  one.  Suggest  new  laces.  If  you  have  not  been 
doing  it  in  the  past  you  can  increase  your  business  volume 
50  per  cent,  right  in  your  own  shop  by  this  method  of 
salesmanship. 

George  Weber,  President  of  the  Peoria,  111.,  Re- 


It's  The  Shoe  Plate  That  Is  Made 


Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1 :  Packed  10  one-gross  cartons  in  box 
"     2:       "       10     "      "  "        "  " 

"    3:       '*        6     "  " 
Furthermore,  the  boxes  are  neatly  re-wrapped 

in  stout  paper  with  plain  markings  as  to  description 

and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  II 
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Edwards  &  Edwards  umited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  &  Edwards  Limited 

Head  Office  Tanneriea 
27  Front  Street  East  Woodbridge,  Ont. 

Toronto 
Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  -    Montreal,  Que 


Turn    Into  Money 

Your  slow  and  doubtful  book  accounts. 
Hand  them  to  the  Collection  Department 
of  The  Mercantile  Agency. 

R.G.  Dun&Co.,38King  St.  W. 

TORONTO 

The  Collection  Service,  which  has  been 
proved  most  satisfactory  by  all  users  of  it,  is 

OVER  70  YEARS'  RECORD  OF  EFFICIENCY 


NEWS  FROM  THE  OLD  COUNTRY 

Send  $3  and  we  will  mail  you  regularly  every 
week  for  52  weeks  a  copy  of  any  British  Weekly 
Newspaper,  such  as:  Lloyd's,  People,  Tit  Bits, 
Pearson's.etc, etc., etc. Hundreds  of  papers  on  our 
Big  List  mailed  free.  A  different  paper  sent 
weekly,  or  the  same  publication  for  52  weeks. 
$3  pays  for  a  year's  subscription.including  post- 
age. Most  unique  and  up-to-date  service, 
greatly  appreciated  by  members  throughout  the 
Empire. 

Send  $3  to-day  to 

Periodical  Posting  Coy.,  Plymouth,  England 


Mention  "Shoe  and  Leather 


pairmen's  Association,  owns  a  shop  near  a  grade  school. 
One  day  he  displayed  a  window  card  with  a  misspelled 
word.  It  proved  a  good  advertising  stunt.  Dozens 
of  children  detected  the  error.  They  opened  the  door 
and  said,  "Oh,  Mister  Shoemaker,  there  is  a  word  spelled 
wrong  in  your  advertisement."  And  those  same  kids 
went  home  and  told  their  parents  about  it.  It  was 
good  advertising,  and  now  Mr.  Weber  makes  it  a  point 
to  misspell  at  least  one  word  in  every  card  he  puts  out. 


ANNUAL  BANQUET  OF  TORONTO  REPAIRERS 

The  Toronto  Shoe  Repairers'  Association  have 
postponed  their  annual  banquet,  and  latest  advices 
are  that  it  will  be  held  on  March  7th,  at  the  King  Ed- 
ward Hotel.  A  number  of  out  of  town  visitors  are 
expected,  and  the  committee  are  determined  to  make 
this    year's   banquet   the   best  ever. 


COMMUNITY  ADVERTISING 

That  the  idea  of  co-operative  advertising  is  tak- 
ing hold  is  evidenced  by  the  frequent  instances  that 
come  to  one's  attention  in  this  country  as  well  as  in 
the  United  States.  The  idea  and  the  method  may 
vary,  but  the  principle  back  of  all  the  campaigns  is 
the  same,  viz.,  that  what  is  too  expensive  for  one  be- 
comes quite  feasible  when  handled  by  an  association 
or  group.  One  of  the  recent  examples  is  the  cam- 
paign of  a  number  of  the  shoe  repairers  in  St.  Paul, 
in  which  they  feature  the  much  discussed  three-grade 
system.  Their  copy  carries  an  appeal  to  the  public 
to  have  shoes  repaired  rather  than  throw  them  away, 
and  goes  on  to  describe  the  characteristics  of  the  three- 
grade  plan,  followed  by  details  as  to  prices,  and  a  list 
of  the  shops  where  the  work  can  be  obtained. 


CHANGE  IN  NAME  OF  WELL  KNOWN  SHOE 
MANUFACTURERS'  SUPPLY  HOUSE. 

The  executive  of  the  firm  formerly  known  as  The 
International  Supply  Co.,  Limited,  have  found  it  ad- 
visable owing  to  growth  of  trade  and  the  desire  to  give 
their  increased  patronage  the  best  possible  service, 
to  make  certain  changes  in  the  form  of  their  organiza- 
tion, and  instead  of  operating  a  partnership  company 
will  hereafter  conduct  a  limited  corporation  under  the 
name  of  McDowell  &  Lincoln  Limited.  This  change 
is  in  form  of  organization  only,  the  personnel  of  the 
executive  and  the  policy  of  management  remain  the 
same.  The  firm  as  heretofore  will  be  under  the  per- 
sonal direction  of  Mr.  H.  O.  McDowell  and  Mr.  H. 
N.  Lincoln  whose  policies  in  conducting  the  affairs 
of  the  company  and  in  giving  reliable  service  and  qual- 
ity goods  in  shoe  manufacturers'  supplies  have  won  for 
them  a  wide  patronage  and  high  standing  in  the  trade, 
ever  since  the  establishing  of  their  business  in  1915. 
Assisted  by  a  staff  of  young  and  progressive  men  ex- 
perienced in  their  work,  the  management  are  confident 
of  continuing  the  prestige  of  their  firm  under  the  new 
name    of   McDowell    &    Lincoln  Limited. 


The  National  Shoe  Wholesalers'  Association  is 
working  on  a  plan  to  obtain  lower  fire  insurance  for 
its  members. 

Due  to  the  increase  in  the  price  of  pulp,  the  prices 
of  cardboard  cartons  and  fibreboard  shipping  cases 
have    been    advanced  10%. 
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CLASSIFIED  ADVERTISEMENTS 

SHOE  SALESMAN,  with  9  Years'  Experience,  desirous  of 
a  Position  with  Reliable  Firm  as  Salesman  or  Manager,  or 
will  Travel  for  Wholesale  House  with  Boots  and  Shoes  or 
Shoe  Findings,  either  in  Ontario  or  Maritime  Provinces. 
Best  of  References.  Address  Chas.  Thompson,  143  Home- 
wood  Ave.,  Hamilton,  Qnt. 

"TRAVELLERS  WANTED." 
STRONG  LINE  OF  CHILDREN'S  SHOES  Open  on  Com- 
mission Basis  for  Manitoba  and  Eastern  Saskatchewan. 
Applications  must  show  full  Experience  and  References. 
Apply,  Box  80,  Shoe  and  Leather  Journal,  545  King  St. 
West,  Toronto. 

TRAVELLER  WANTED  to  Carry  a  Line  of  High  Class 
Ontario  Samples  and  McKays  on  Commission  in  New 
Brunswick,  Nova  Scotia  and  Prince  Edward  Island.  No 
objection  to  Goodyear  line  being  carried  with  them.  Ad- 
dress.  Box  79,  Shoe  and  Leather  Journal,  Toronto. 
WANTED— Position  as  Clerk  in  Retail  Shoe  Store,  18 
years  with  one  firm.  Best  references,  window  trimmer  and 
expert  shoe  fitter.  Address,  Stanley  Robinson,  Box  112, 
Gananoque,  Qnt. 

SHOE  TRAVELLER  WANTED— For  New  Brunswick  on 
Commission  Basis.  Manufacturers  and  Wholesalers,  W.  B. 
Hamilton  Shoe  Co.,  Toronto. 

M  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you  His  Services.  Address,  Box  75,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto,  Qnt.   

WANTED— Experienced  Shoe  Traveller  for  Eastern  Town- 
ships of  Quebec,  to  carry  a  full  range  of  felts,  white  canvas 
goods  and  rubber  footwear.  Good  position  for  energetic 
man.    Apply,  Post  Office  Box  2663,  Montreal.  

AN  ONTARIO  STAPLE  FACTORY  is  desirous  of  getting 
in  Touch  with  a  Thoroughly  Experienced  Shoe  Traveller 
for  Quebec  Province  only  to  sell  to  Wholesale  and  Large 
Retail  Accounts.  Commission  Basis.  Must  come  highly 
recommended  and  be  thoroughly  conversant  with  Quebec 
Accounts.  Box  76,  Shoe  and  Leather  Journal,  545  King  St. 
W.,  Toronto. 

A  SALESMAN  Calling  on  the  Shoe  Trade  in  Maritime  Pro- 
vinces three  times  a  year,  now  carrying  a  Line  of  Children's 
Shoes,  is  open  for  a  Non-conflicting  Line.  Best  of  Refer- 
ences. Now  doing  good  business.  Box  78,  Shoe  and 
Leather  Journal,  545  King  St.  W.,  Toronto. 

HIGH  GRADE  SHOE  SALESMAN  WANTED.— Pre- 
ferably  Yonge  Street  Experience.  When  replying  give  age, 
experience  and  salary  expected.  Box  77,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto.  

SHOE  REPAIRING  BUSINESS  FOR  SALE— Old  estab- 
lished. Up-to-date  Machinery,  the  Best  Appointed  and  Most 
Central  Shoe  Repairing  Store  in  the  City,  Good  Lease. 
Apply,  Rapid  Shoe  Repairing  Co.,  107  James  St.  N.,  Ham- 
ilton.  

WANTED — For  British  Columbia  Territory  on  Commission 
Basis  High  Class  Line  Turn  Sole  Evening  Slippers  for 
Women,  also  Good  Line  Working  Shoes,  Men's  in  Welts 
and  Standard  Screw.  Also  Boys',  Women's,  and  Children's, 
and  any  Good  Line  for  Jobbing  Trade.  First  Class  Connec- 
tion.   Address,  J.  R.  B.,  307  Northwest  Building,  Vancouver. 

SHOE  STORE  LOCATION— To  anyone  who  is  thinking  of 
Starting  in  the  Retail  Shoe  Business  in  Toronto,  or  moving 
to  another  location  in  the  City,  it  will  be  to  their  advantage 
to  communicate  with  A.  W.  Bird,  2076  Queen  St.  East, 
Toronto. 

SALESMAN  WANTED  to  Sell  Greb  Shoes  in  Manitoba, 
on  Commission.  Resident  of  Winnipeg  preferred.  Greb 
Shoe  Company,  Limited,  Kitchener,  Ont. 

WANTED — Traveller  covering  Western  Canada  to  carry  well  known 
lines  of  English  footwear,  gaiters  and  leggings,  commission  basis.  Apply 
Box  86,  Shoe  and  Leather,  545  King  St.  W.,  Toronto,  Ont. 

FOR  SALE — Small  shoe  factory  and  repair  shop.  Goodyear  stitch- 
ing machine,  full  plant  of  machinery,  lasts,  patterns,  full  equipment. 
Wholesale  references  given.  Good  lease.  $2,500.00  worth  double. 
Joseph  S.  Fry,  514  Yonge  Street,  Toronto,  Ont. 


CLARKE  #  CLARKE  Limited 

Established  1852 


Tanners  of 


SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 


WANTED — By  an  experienced  salesman  with  connection  in  Mari- 
time Provinces  line  of  shoes  for  above  territory.  Manufacturer's  line 
preferred.  Ambitious  and  can  furnish  good  references.  Must  be  a 
good  line.    Box  81,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto 

WANTED — Young,  experienced  shoe  traveller  with  connection  seeks 
good  line  for  Western  Ontario.  What  have  you?  Box  82,  Shoe  and 
Leather  Journal,  545  King  St.  W.,  Toronto,  Ont. 

WANTED — Experienced  salesman  to  carry  men's  and  women's  fine 
welts  in  Ontario.  Apply,  Box  83,  The  Shoe  and  Leather  Journal, 
545    King  St.   W.,   Toronto,  Ont. 

SHOE  MAN — wants  position  as  shoe  store  or  Department  Manager 
or  road  position.  Experienced.  Real  business  getter.  Would  con- 
sider buying  small  shoe  business  which  small  capital  would  handle. 
Apply,  Box  84,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 

TWO  EXPERIENCED  TRAVELLERS  wanted  to  handle  English 
shoes  of  Quality.  Eastern  and  Western  Canada.  Good  opportunity 
for  right  men.  Box  85,  Shoe  and  Leather  Journal,  545  King  St.  W., 
Toronto,  Ont. 
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ALL  ABOARD  Direct  through  Connections  from' 'HOOF  TO  BEAMHOUSE" 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy' 


INDEX  TO  ADVERTISERS 

Ackerman,  B.  F.  Son  &  Co.,  Ltd.    14     Globe  Shoe  Co.,  Ltd   12     Miner  Shoe   Co.  Ltd   19 

Aird   &   Son    4     Gutta  Percha  &  Rubber  Ltd.   ..  6 

Ahrens  Chas.  Ltd   34     Canada   Cabinette   Heel    41 

National  Shoe  Plate  Co   47 

New  Castle  Leather  Co.,  Inc.   . .  42 

Bell,  J.  &  T.  Ltd.   -     7     H    w    Steel  Shank  &  Specialty 
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Clarke.  A.  EL,  Co.,  Ltd   O.B.C.  1  1  '  Rearden,  Thos.  &  Co.,  Ltd   40 

Collis   Leather  Co   14  Robson  Leather  Co.,  Ltd   11 

Cote.  J.  A.  &  M   9 

Condensed   Ads   49 

Canadian  Shoes  Ltd                         31      Kingsbury  Footwear  Co.,  Ltd.  ..  29 

King  Bros.,  Ltd   46     „  _ 

Samson,   J.   E.   Enr   36 

Scott-McHale,   Ltd   17 

-  Schmoll,  Fils  &  Co   SO 

Davis  Leather  Co.,  Ltd   5  Sisman  T.  Shoe  Co.  Ltd   20 

Duclos  &  Payan    3     Lachance   &  Tanguay    35     Surpass   Leather   Co   41 

Dun  K.  G.  &  Co                             41     La  Duchesse  Shoe  Co.,  Ltd   15 


Edwards  &  Edwards    48  _  4A     United  Shoe  Machinery  Co  I.B.C. 

McLaren,  J.  A.,  Co.,  Ltd   44 

Miner  Rubber  Co.,  Ltd   13 

Morton  Co.,  E.  S   48 

Foerderer,   Kobt.  H.,  Inc   15     Marsh,  Wm.   A.  Co.  Ltd   33     Van    Schaack   Bros   40 
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SMALL  MACHINES 

THAT  ARE 

BIG  SAVERS  OF  LABOR 


SHOWING  OUR  6  FT.  REPAIR  OUTFIT  MODEL  P.  WITH  SKATE  SHARPENING  MACHINE  ATTACHED 

— Built  in  our  Montreal  Factory. 

OUTFITS  FOR  EVERY  SIZE  BUSINESS 

6  ft.  to  22  ft.  or  larger 

STYLES  FOR  EVERY  REQUIREMENT-CASH  OR  EASY  TERMS 

It's  no  longer  a  Question  of  Can  you  Afford  Machinery  in  the 
Shoe  Repairing  Business-But  Can  you  Afford  to  do  WITHOUT 

Write  for  our  latest  Catalogue  and  Prices. 

UNITED  SHOE  MACHINERY  CO.OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street  W.  88  Ontario  Street,  S.  28  Demers  Street 
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Clarke's  Patent— 

A  shoe  is  as  good  as  the 
leather  used 

Largest  Producers  of  Patent  Leather  in 
the  British  Empire 

Offices  in  all  parts  of  the  World 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


Toronto/March,  1st,  1923 


Featuring 

The  New  Rubber  Season. 
Felt  Goods. 

Limiting  Shoe  Styles. 
Easter  Advertising. 

Window  Display  Methods. 

Stray  Shots  from  Solomon. 

The  Market  Place. 


Acton  PublishingGfe"5*^ 

Toronto  Montreal 
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"The  Wear 


Is  There' 


Our  Trent  Valley  Oak  Tannage,  in  all  sizes  and  grades 
of  cut  soles,  can  be  supplied  by 

PROVINCIAL  CUT  SOLE  CO. 
311  Victoria  Street,  Kitchener,  Ont. 

The  Breithaupt  Leather  CoXimited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 


SALES  OFFICES 
Kitchener  Toronto  Vancouver 

TANNERIES  AT 
Penetang  Hastings  Kitchener  Woodstock 


Montreal  Quebec 
Burk's  Falls 


TRENT  VALLEY  OAK  1 


The  name  Trent  Valley  Oak  as  applied 
to  Sole  Leather  is  inseparably  associated 
with  Highest  Quality  and  Longest  Wear. 

This  Tannage  is  to  be  found  on  Can- 
ada's best  shoes. 
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STRENGTH 

Uals    Made   Them  Famous 


An   ideal   combination   of  carefully  prepared   material,  expert 

methods  of  manufacture   and  perfect  shaping,  that  is  D.  &  P. 

FIBRE  COUNTERS. 

They  are  the  Counters  of  QUALITY  and  ECONOMY  that  help 
manufacturers  to  produce  THE  VALUE  SHOE  everwhere  in 
demand  to-day. 

Every  D.  &  P.  user  is  getting  results  that  prove  the  superiority 
of  D.  85  P.  COUNTERS  for  every  kind  of  footwear. 


DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse 

224  Lemoine  Street 
MONTREAL 


REPRESENTATIVES 
For  Ontario: — E.  R.  Lewis,  45  Front  St.,  East  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 


TTTlirTTTITnTlfmlTTTTlnTl 
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Shoemakers  To  The  Wholesale  Trade 

I 
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Popular 
Priced  Shoes 


The  demand  for  attractive  and  reliable 
shoes  for  both  men  and  women  for 
spring  wear  at  popular  prices,  is  fully- 
met  in 


Davis  Boarded  Veals 

In  Three  Colors 


The  unmistakable  quality  that  is  de- 
noted by  the  finish  and  texture, 
pleases  the  buying  public,  and  at  the 
same  time,  meets  popular  views  as  to 
prices. 


Every  shoe  manufacturer 
should  have  these  lines  in 
his  samples.  They  afford 
splendid  cutting  gains. 

Samples  and  cuttings 
gladly  furnished. 


A  Leather  for  Every  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 
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II 


RUBBER  FOOTWEAR 


A  representative  will  soon  call  on  you.  He  has  many- 
interesting  things  to  show  you  concerning  the"Gutta 
Percha"  line.  There  are  many  important  new 
additions  and  many  improvements  in  the  old  lines. 

We  suggest  that  a  little  time  spent  in  looking  over 
the  samples  carefully  will  prove  a  good  investment 
and  pay  you  well.  An  order  placed  with  any  of 
our  distributors  will  receive  prompt  and  careful 
attention. 


Gutta  Percha  &  Rubber,  Limited 

Head  Offices  and  Factories,  Toronto 


Branches 


Distributors 


Halifax 

St.  John 

Montreal 

Ottawa 

Toronto 

Hamilton 

London 

Fort  William 

Winnipeg 

Regina 

Saskatoon 

Calgary 

Edmonton 

Lethbridge 

Vancouver 

Victoria 


W.  B.  Hamilton  Shoe  Co.,  Ltd  

Geo.  E.  Boulter  

Pomer,  Winberg  &  Co  

John    McPherson   Co.,  Limited  

Sterling   Bros.,  Limited  

Federal    Shoe  Co  

F.  E.  Smith  

Northern  Canada  Supply  Co.,  Limited 

Bignell  &  Knox  

Canada  Shoe  

La  Maison  Girouard,  Limitee  

J.  H.  Larochelle  &  Fils,  Limitee  

T.  L.  Parkman  &  Co  

J.   W.  Boyer  &  Co  ' 

Dowling    Shoe  Co  

Great  West  Saddlery  Co.,  Limited.... 

Archie  McKillop  

Darner,  Lumsden  Co  


Montague,  P.E.I. 
.  .    Victoria,  N.B. 


Winnipeg,  Man. 
Calgary,  Alta. 


Vancouver,  B.C. 


Brandon,  Man. 


Hamilton,  Ont. 

London,  Ont. 
.    Ottawa,  Ont. 

Guelph,  Ont. 
.  .   Cobalt,  Ont. 


Montreal,  Que. 


Montreal,  Que. 

Quebec,  Que. 
.   Quebec,  Que. 


Toronto,  Ont. 
Toronto,  Ont. 
Toronto,  Ont. 
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The  Stamp  of  Sterling  Quality 


marks  this  Bell  Oxford,  impressing  the  cus- 
tomer with  the  positive  assurance  that  beneath 
an  attractive  appearance  there  is  the  substan- 
tial shoemaking  by  which  style  is  retained 
while  wear  service  is  prolonged. 

Among  the  leaders  in  Spring  sales  this  shoe 
will  be  found  well  to  the  front,  admirably 
suited  to  the  needs  of  the  Season. 

The  many  other  Spring  Specials  in  the  Bell 
Line  can  also  be  used  right  now  to  wonderful 
advantage  in  making  your  displays  irresist- 
ible in  their  appeal. 


J.  &   T.  BELL,  LIMITED 


Montreal,  Quebec 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Pillow  Welts  Preferred 

In  Globe  "Pillow  Welt"  and  "Baby  Pillow  Welt"  Shoes  the  Pillow 
Welt  idea  results  in  such  longer  wearing,  better  fitting  shoes  that 
they  become  PERMANENTLY  preferred  by  children  and  parents 
everywhere. 

They  are  the  only  genuine  Goodyear  Welt 
Shoe    made   with  a  Pillow  Welt  Insole. 


Because  no  other  shoes  possess  this  feature,  no  other  shoes  produce 
the  same  volume  of  sales. 

Havela  Globe  Salesman  visit  you  now  and  aid  you  in  completing 
your  lines  for  Spring. 

Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  limited 

TERREBONNE      -  QUE. 

Montreal  Office— 11  St.  James  St.         Representative— J.  A.  BLUTEAU 
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These 
Staples 
Lead 
All  Over 
Canada 


aluc ! 


C2  vzzzMzmzzmm  m 


Baiting 

The  Hooks  of  Trade 


Value  as  represented  in  Yamaska  Brand  Shoes  is  the  bait 
that  catches  the  shoe  trade  in  all  localities  at  all  times. 

In  creating  extra  trade  for  Spring,  they  provide  the  dealer 
with  exactly  what  is  needed  to  meet  the  demands  of  the 
majority  of  people  for  attractive  shoes,  at  a  reasonable 
price,  that  can  be  absolutely  depended  upon  for  good 
shoemaking. 

Invest  in  these  lines  now,  direct  from  the  maker,  and 
certain  profitable  turnover  will  result. 


illlliHM^IIllimn^ 


llirlnilmnm'ifml 


MiiTNiMHlfi 


ill 


L?vCompagnie  JA&M  Cote 

ST. HYACINTHE ,  QUE. 
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ARCH  PRESERVER 

SHOE 


The  better  trade  follows  the  better"merchandise.  It  is  profit- 
able to  gain  the  one  by  having  the'other.  In  Arch  Preservers, 
that  large  mass  of  prosperous  menlfmd  shoes  that  keep  their 
feet  properly  dressed  and  free  fromVundue  strain  which  comes 
as  a  result  of  taxing  the  muscles  beyond  normal  endurance. 


The  Arch  Preserver  Shoe  is  made  by  us  under  special  license  from 
E.  T.  Wright  &  Co.  Inc.,  Rockland,  Mass. 


"Keeps  Good  Feet  Good" 


The  Talbot  Shoe  Co.,  Limited 

St.  Thomas        :-:  Ontario 
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An  Arch  Pre- 
server selling 
fr  anchise  is 
worth  having. 
A  large  number 
of  smart  retail- 
ers have  been 
building  up  a 
strong  trade  in 
this  shoe. 


"You  can  sell 
it  for  its  style;  it 
will  resell  itself 
on  its  comfort." 


"Keeps  Good  Feet  Good" 

The  Talbot  Shoe  Co.,  Limited 

St.  Thomas        :-:  Ontario 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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The  "Arch  Preserver"  Shoe  Name  and  Trade- 
Marks  are  the  Exclusive  Property  of  the 
Trustees  "for  Arch  Preserver" 
Shoe  Patents  and  Trade-Marks. 


BEG.  U.S.  PAT.  orncE 


ABOL  T  fifteen   years  ago   there  was 
placed  upon  the  market  a  certain 
shoe    with    features    calculated  to 
be  of  special  value  in  the  treatment  of 
advanced  cases  of  weak,  or  flat-foot  trouble. 

The  shoe  mentioned  became  eenerallv 
known  as  an  "arch  support"  or  "arch 
prop"  shoe — also  as  a  "corrective"  shoe. 

As  soon  as  it  began  to  show  signs  of 
success  from  a  merchandising  point  of 
view,  the  market  was  flooded  with  all 
sorts  of  cheap  imitations  and  substitutes. 
Each  manufacturer  copied  some  one  out- 
standing, visible  feature  of  the  original 
shoe.  None  copied  all  of  the  features. 
Also,  no  one  copied  any  of  the  really  valu- 
able  and    essential  features. 

But  every  one  called  his  shoe  an 
"arch  prop"  or  "arch  support"  shoe.  For 
about  ten  years  every  out-of-the-ordinary 
type  of  shoe  was  called  by  the  above  names 
by  every  man  and  woman  connected  with 
the    shoe  business. 


When  the  "Arch  Preserver"  Shoe 
was  offered  to  the  shoe  trade  and  the 
public,  it  was  carefully  explained  that 
the  revolutionary  features  of  the  shoe 
—the  radical  changes  in  last  modeling, 
the  steel  bridge  construction,  and  the 
scientific  system  for  fitting — were  all 
based  upon  the  discovery  of  deficien- 
cies and  discrepancies  in  previous  model- 
ing and  shoe  making  methods  and  shoe 
fitting  practices,  all  of  which  latter  were 
responsible  for  practically  every  form  of 
foot  trouble,  especially  those  troubles 
affecting  the  various  aches  of  the  feet. 

The  primary  object  of  the  "Arch 
I'rescrver"  shoe  was  to  preserve  feet 
to  prevent  the  development  of  foot 
troubles— especially  to  eliminate  the 
foot-strain  which  eventually  resulted 
in  broken  arches  and  flat-feet. 

The  whole  story  of  the  "Arch  Pre- 
server" Shoe  is  embodied  in  this  claim: 
\  Shoe  modeled  and  constructed  and 
fitted  as  all  shoes  should  have  been  from 
the    beginning    of  shoe-making. 


Every  Shoe  Dealer  in  the  United 
States  should  carefully  study  the 
decision  of  the  Court  of  Common 
Pleas  of  Allegheny  County,  Pa. — 
The  use  of  the  name  "Arch  Pre- 
server," orally  or  in  any  printed 
form,  for  the  purpose  of  selling  or 
advertising  any  type  of  leather  or 
rubber  footwear  which  does  not 
bear  the  "Arch  Preserver"  shoe 
trade-mark  makes  the  shoe  dealer 
liable  to  Severe  Fines  and  Pen- 
alties. 


Patented  Bottom 
Design 
Men's  Arch  Preserv- 
er Shoe 


Made  Exclusively 
by 

E.  T.  Wrinht  Sr  Co 
Inc. 

Rockland,  Mass. 


Th  -  name  "Arch  Preserver"  was 
given  to  the  shoe  for  the  sole  purpose 
of  conveying  to  the  trade  and  public  the 
one  important  fact  that  it  was,  as  the  name 
implies,  a  preventative  shoe  and  not  a  corrective  shoe,  nor  a 
or  "support"  shoe. 


Patented  Bottom 
r  Design 
Women's  Arch  Pre- 
server Shoe 


prop 


Made  Exclusively 
by 

Selby  Shoe  Co 
Portsmouth, 
Ohio 


and  "support" — and  ; 
devices  became  "Arch 


Because  of  its  success,  commer- 
cially, the  "Arch  Preserver"  Shoe  has  be- 
come the  most  imitated  patented  article 
in  the  world.  The  imitation  of  the  shoe,  how- 
ever, is  confined  entirely  to  certain  non- 
essential outward  appearances  which  were 
designed  solely  to  enable  the  public  to 
recognize  the  genuine  "Arch  Preserver" 
Shoe. 


These  imitations  are  made  on  the 
same  old  lasts  with  practically  the  same 
old  construction,  and  are  fitted  by  the 
same  old  guesswork  methods  which  have 
been  responsible  for  practically  every 
foot  trouble  in  the  world. 


The  only  logical  conclusion  regard- 
ing the  sudden  appearance  on  the  market 
of  the  horde  of  imitations,  is  that  the  makers 
and  retail  handlers  of  these  imitations 
hope  to  deceive  the  public  into  purchas- 
ing their  shoes  in  the  belief  that  they  are 
getting  the  "Arch  Preserver"  Shoe  or  a 
shoe  possessing  the  same  patented  features 
of  last  modeling  and  shoe  construction. 

Some  of  these  imitation  shoes  were 
given  names  as  nearly  as  possible  to  the 
name  "Arch  Preserver";  others  employed 
trade-mark  designs  as  nearly  like  the 
"Arch  Preserver"  Shoe  Trade-Mark  as 
they  felt  the  law  would  permit. 


In  almost  every  instance — no  mat- 
ter what  name  was  stamped  on  the  shoe 
— both  the  salesmen  for  the  makers  and 
the  salesmen  in  the  retail  stores  called 
the  imitation  shoes  arch  preservers;  or 
it  was  claimed  that  they  were  "Just  the 
same";  or  were  "similar  to,"  or  "had 
the  same  features,"  etc.,  as  the  genuine 
patented    "Arch    Preserver"  Shoe. 


And  on  the  other  hand,  the  success 
of  the  "Arch  Preserver"  Shoe  soon  caused 
a  remarkable  revolution  in  the  language 
used  in  most  of  the  retail  shoe  stores  of 
the  country.  Almost  every  store  in  the 
land  had  one  or  more  of  the  old  types  of 
shoes  which  were  called  "aroh  prop"  or 
"arch  support"  shoes;  they  also  had  num- 
erous "arch  prop"  devices.  But  suddenly 
almost  every  person  connected  with  the 
retail  shoe  business  appeared  to  forget 
the  old,  time-honored  trade  terms —  "prop" 

11  of  their  special  types  of  shoes  and  their 

Preservers." 


The  "Arch  I'rescrver"  Shoe  has  become  an  outstanding  com- 
mercial success  because  it  deserved  to  be  a  success.  It  is  saving 
millions  of  dollars  annually  to  the  wearers  of  the  shoes;  it  is 
increasing  their  productive  and  earning  efficiency  to  the  value 
of  many  more  millions  of  dollars;  it  is  eliminating  an  amount  of 
suffering  which  is  beyond  human  calculation. 


Long  and  extensive  use  of  the  "Arch  Preserver"  Shoe 
name  and  trade-mark,  together  with  registration  at  the  Patent 
Office  at  Washington,  as  well  as  under  the  trade-mark  registration 
laws  of  the  various  states,  encouraged  the  Trustees  for  Arch  Preserver 
Shoe  Patents  to  believe  that  legal  and  moral  rights  to  the  exclusive 
use  in  trade  of  the  words  "Arch  Preserver"  had  been  established. 
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To  determine  our  rights,  a  Suit  in 
Equity  was  started  against  theCarterShoeCo., 
of  Pittsburgh,Pa.Many  complaints  hadbeen 
received  from  persons  in  Pntsbuigh  which 
indicated  that  a  number  of  prominent  stores 
were  selling  shoes  claiming  them  to  be 
"arch  preservers,"  but  which  the  pur- 
chasers found  upon  trial  and  inspection 
were  not  the  genuine  "Arch  Preserver" 
Shoe  which  they  supposed  they  were 
buying. 


Members  of  our  shopping  organiza- 
tion were  sent  into  Pittsburgh.  The 
reports  of  unfair  trade  practices  in  various 
stores  were  confirmed.  The  salespeople 
and  department  managers  in  the  store 
of  the  Carter  Shoe  Co.,  215-217  Smith- 
field  Street  were  found  to  be  the  most 
persistent  and  vicious  in  their  methods 
of  deceiving  the  public  by  making  unfair 
use  of  our  registered  name — "Arch  Pre- 
server" both  orally  and  in  written  form 
on    sales    checks,  etc. 


Soon  after  the  bill  of  complaint  against 
the  Carter  Shoe  Co.  was  filed,  their  attor- 
ney, having  examined  the  evidence  in  the 
case  and  finding  it  conclusive  beyond 
question,  asked  the  privilege  of  confess- 
ing judgment  for  his  clients.  This  was 
agreed  to,  and  in  due  course  the  decree 
of  the  Court  was  handed  down. 


Omitting  the  Findings  of  Fact  and 
Conclusions  of  Law,  which  covered  nine 
legal  cap  typewritten  pages,  we  offer  for 
the  benefit  of  the  retail  shoe  dealers  of 
the  United  States  that  part  of  this  import- 
ant document  which  comes  under  the 
heading  of  Order  of  Court. 


No.  2136 


OCTOBER  TERM,  1922 


in  the 

COURT  OF  COMMON  PLEAS 
of  Allegheny  County,  Pa. 


Sitting  in  Equity 
Between 

CHARLES  H.  BROWN,    et    al,  Plaintiffs 
and 

MORRIS  S.  PERELST1NE.  et  al,  Defendants 


Bill  of  Complaint 


To  Morris  S.  Perelstine  and  Samuel  Supowitz, 

doing  business  as  the  Carter  Shoe  Company, 

the    within    named  defendants: 

You  are  hereby  notified  and  required  within 
fifteen  (15)  days  after  service  hereof  on  you, 
to  cause  an  appearance  to  be  entered  for  you 
in  the  Court  of  Common  Pleas  of  Allegheny 
County,  Pa.,  and  to  file  your  answer  within 
thirty  (30)  days  to  the  within  Bill  of  Complaint 
of  Charles  H.Brown,  Mark  W.  Selby  and  James  A. 
Munroe, Trustees  of  the"Arch  Preserver"  Shoe  Pat- 
ents and  Trade  Marks,  and  Berenice  Brown, 
the  within  named  plaintiffs  and  to  observe  what 
the  said  Court  shall  direct. 

You  are  also  notified  that  if  you  fail  to  com- 
ply with  the  above  directions  by  not  entering 
an  appearance  in  the  Prothonotary's  office  with- 
in fifteen  (15)  days,  and  by  not  filing  your  answer 
within  thirty  (30)  days.you  will  be  liable  to  have 
the  bill  taken  pro  confesso,  and  a  decree  made 
against  you   in  your  absence. 

Witness  my  hand  at  Pittsburg,  Pa.,  this ... 
day  of  August,   A.D.  1922. 

SHOEMAKER  8f  KNOELL, 
Solicitors  for  Plaintiffs, 


or  any  name  or  imitation  thereof,  any  men's, 
women's,  misses',  boys'  and  children's  leather 
and  rubber  footwear  of  any  description  what- 
soever, other  than  the  genuine  "Arch  Preserver" 
leather  and  rubber  footwear  made  by  the  above 
plaintiffs  or  their  licensees,  and  from  the  using 
either  ORALLY  or  in  filling  orders  or  in  any 
other  manner  whatsoever,  the  name  "Arch  Pre- 
server" or  any  similar  name  or  any  combina- 
tion of  words  wherein  the  words  "Arch  Preser- 
ver," or  any  likeness  thereof,  shall  be  used  to 
designate  or  identify  any  goods,  except  such 
as  are  manufactured  by  or  under  the  Trade- 
Mark  of  said  plaintiffs  and  their  assignors,  and 
that  defendants  be  ordered  and  decreed  to  pay 
to  complainants  the  sum  of  $1,200.00,  being 
$200.00  for  each  of  the  six  sales  herein  com- 
plained of  and  the  additional  sum  of  $200.00 
for  each  additional  sale  made  by  defendants, 
where  the  name  "Arch  Preserver"  was  used 
selling  shoes,  rubbers  and  like  footwear  to  the 
public  or  where  any  other  shoes,  etc.,  were  sold 
with  the  representation  that  it  was  "Arch  Pre- 
server" shoes  or  articles  or  where  "Arch  Preser- 
ver" shoes  or  footwear  were  demanded  and  articles 
of  some  other  'make  delivered  in  making  the 
sale,  and  for  other  relief  as  therein  more  spec- 
ifically prayed,  and  it  further  appearing  to  the 
Court  that  the  time  for  filing  answers  by  the  de- 
fendants had  elapsed,  and  no  answers  having 
been  filed,  judgment  was  regularly  entered  Pro 
Confesso,  and  that  on  the  2nd  day  of  January, 
1923,  Findings  of  Fact  and  Conclusions  of  Law 
were  found  by  the  Court  on  due  consideration 
thereof,  it  is  ordered,  adjudged  and  decreed  as 
follows: 


ORDER  OF  COURT 

And  now,  to  wit,  January  2nd,  1923,  this  cause  came  on  to  be  heard,  and 
it  appearing  to  the  Court  that  the  plaintiffs  in  the  above  case  had  filed  their  Bill, 
praying  an  injunction  preliminary  to  be  made  permanent  on  final  hearing,  re- 
straining defendants  from  selling  or  offering,  exposing  or  advertising  for  sale 
as  and  for  the  "Arch  Preserver"  Brand  or  under  the  "Arch  Preserver"  name 


1.  That  Defendants,  their  officers,  agents  and  employees  be  perpetually 
enjoined  and  restrained  from  selling  or  offering,  exposing  or  advertising  for  sale 
as  and  for  the"Arch  Preserver" brand  or  under  the  "Arch  Preserver"name  or  any 
name  or  imitation  thereof,  any  men's,  women's,  misses',  boys'  and  children's 
leather  and  rubber  footwear  of  any  description  whatsoever,  other  than  the  gen- 
uine "Arch  Preserver"  leather  and  rubber  footwear  made  by  the  above  plaintiffs 
or  their  licensees,  and  from  the  using  either  ORALLY  or  in  filling  orders  or  in 
any  other  manner  whatsoever,  the  name  "Arch  Preserver"  or  any  similar  name 
or  any  combination  of  words,  wherein  the  words  "Arch  Preserver"  or  any  like- 
ness thereof,  shall  be  used  to  designate  or  identify  any  goods,  except  such  as 
are  manufactured  by  or  under  the  Trade-Mark  of  complainants  and  their  agents. 


A  Timely  Warning  to 
Every  Shoe  Dealer 


No.2 


In  a  previous  advertisement  we  suggested  to  shoe  dealers  the  ad- 
visability of  demanding  from  the  makers  of  shoes  carrying  a  bot- 
tom design  in  near  resemblance  to  the  patented  bottom  design 
of  the  "Arch  Preserver"  Shoe  a  written  and  signed  contract  guar- 
anteeing the  dealer  from  loss  in  connection  with  any  suits  which 
may  be  brought  by  the  undersigned  for  protection  of  rights  under 
the  "Arch  Preserver  '  Shoe  Patents. 

We  believe  that  a  dealer  who  exposes  for  sale — by  window  dis- 
play, printed  advertisements,  or  otherwise — an  "Arch"  shoe  hav- 
ing a  bottom  design  in  close  resemblance  to  the  patented  bottom 
design  of  the  "Arch  Preserver"  Shoe  is  subject  to  prosecution  either 
for  infringement  or  for  unfair  trade  practices,  or  both.  It  is  the 
purpose  of  the  undersigned  to  do  every  reasonable  thing  to  protect 
the  public  from  deception  and  defend  the  rights  conferred  under  the 
"Arch    Preserver"  Shoe  Patents  and  Trade  Marks. 


Trustees  For 

Arch  Preserver  Shoe 

Patents 


2.  That  defendants  be  ordered  and  decreed  to  pay  to  complainants  the 
sum  or  $1,200.00,  being  $200.00  for  each  of  the  six  sales  complained  of  in  said 
Bill;  and 

3.  That  defendants  be  directed  to  pay  the  cost  of  these  proceedings. 

BY  THE  COURT  . 

S. 

We,  Solicitors  for  Plaintiffs  and  Defendants,  do  hereby  consent  that  the 
foregoing  Order  be  made  and  do  waive  exceptions  to  Findings  of  Fact  and  Con- 
clusions of  Law. 


SHOEMAKER  &  KNOELL, 

Solicitors  for  Plaintiffs. 


A.  C.  STEIN, 

Solicitor  for  Defendants. 
Filed  January  2,  1923 

From  the  Record, 

(Signed)    JOHN  VOGT, 
(Seal)  Prothonotary 
Court  of  Common  Pleas  of  Allegheny  County,  Pa. 


Mark  W.  Selby  for  THE  SELBY  SHOE  CO. 
James  A.  Munroe  for  E.  T.  WRIGHT  &  CO.,  Inc. 
Chas.  Henry  Brown  for  THE  LICENSOR 


No.  15  Ash  Street,  FLUSHING,  L.  L,  N.Y. 
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There's  a  Reason 

and  a  good  one  too,  for  the  con- 
tinual selling  success  of  Amherst 
Shoes.  For  over  50  years  these 
reliable  shoes  have  held  first  place 
in  quality  of  workmanship,  service 
to  the  consumer  and  sales  for  the 
dealer. 

AMHERST 

SOLID  SHOES 
AND 

Reliable  Staples 

are  manufactured  along  scientific 
lines  on  the  latest  and  most  approv- 
ed lasts.  Only  high  grade  materials 
are  used,  a  feature  that  assures  long 
wear  and  excellent  fitting  qualities. 

Your  order  to  our  Amherst,  Halifax, 
or  Regina  branch  is  sure  of  thorough 
attention  and  prompt  delivery. 

Amherst  Boot  &  Shoe  Co.,  Limited 

Amherst         —  Halifax         —  Regina 
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Independent 
Rubbers 


will  again  impress 
the  rubber  footwear 
trade  with  these 
leading  character- 
istics:- 

QUALITY 

To  make  goods  that  will 
wear  has  always  been 
considered  much  more 
important  with  us  than 
quantity  production. 


STYLE 

Our  entire  range  of  foot- 
wear has  been  carefully 
revised.  Yo u  will  q uick  - 
ly  note  that  we  are 
showing  this  year  many 
new  lines  and  lasts. 


SERVICE 

The  class  of  Shoe  Whole- 
salers distributing  In- 
dependent Rubbers  will 
assure  to  the  Retailer 
the  utmost  in  prompt 
and  efficient  service  and 
every  consideration  in 
his  rubber  footwear 
problems. 


SNOWFLAKE 


THREE  IN  ONE 


HERO 


SERVICE 


Independent  Rubbers  for  Fit  and  Wear 

Independent    Rubber    Company,  Limited 

Merritton       ...       -  Ontario 


Distribution  from   coast   to  coast 
through   Shoe  Wholesalers 
only. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Kewpie  Kewps  for  Kiddies 

A  Flexible  Cushion  Sole  Shoe  for  Children 

i Process  fully  protected  by  Patent) 


Infants'  2-5  Sizes  made  with 
Chrome  Tanned  Elk  Sole,  and  the 
larger  sizes  with  regular  high  grade 
Oak  Sole  Tannage. 


Designed  for  Growing  Feet— 

Kewpie  Kewps  for  Kiddies  have  been  experimental  stages  and  are  now  well 

designed  to  best  aid  the  foot  health  established  in  the  market.  Many  keen 

and  comfort  of  the  child.  Lots  of  space  buyers  now  recognize  the  merits  of  this 

for  growing  feet.  It  is  made  on  a  welt  construction   and  have  permanently 

process  with  our  Patent  Cushion  Sole  installed    Kewpie    Cushions  in  their 

absolutely  flexible.    During  the  life  of  stocks.    Write  for  illustrated  price  list 

the  shoe,  the  cushion  never  loses  its  of  our  in-stock  line, 
position.    Kewpie  Kewps  are  past  the 


The  Eclipse  Line 

Turns  and  McKays 
For  Growing  Girls,  Youths,  Misses 
and  Children. 

A  high  grade  line  at  a  reasonable  price.  Eclipse  Shoes  are 
well  known  for  their  wearing  qualities  and  easy,  comfortable 
fitting.    A  big  seller. 


W rite  for  Complete  Details 

Gait  Shoe  Manufacturing  Co.,  Ltd. 

GALT,  ONTARIO 

TORONTO  PERMANENT  SAMPLE-ROOM 

Room  7C  Cosgrave  Bldg.,  167  Yonge  St.  (Telephone  Main  2250) 
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W.B.  Hamilton  Shoe  Co.,  Limited 

15  &  17  Front  St.,  East  Toronto 

The  New  "MODEL  SHOE"  is  undoubtedly  the  best  value 
in  Women's  Goodyear  Welts  made  in  Canada  to-day. 
Look  them  over  again  and  you  will  agree  with  our 
statement. 


W.B.  Hamilton  Shoe  Co., Limited 

15  &  17  Front  St.,  East  Toronto 


Largest  distributors  of  GUTTA  PERCHA  RUBBERSin 
Canada.  Our  Salesman  will  call  with  Hockey  Bals; 
Lumbermen's  Sox;  Felts  of  all  kinds,  Boudoirs,  etc.~be 
sure  to  see  him,  he  can  interest  you. 


TORONTO. 
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D.  D.  Hawthorne  &  Co. 


Toronto 


Ontario 


ARE  NOW  AND  HAVE  BEEN 

THE  LARGEST  DISTRIBUTORS 

for 

The  Northern  Rubber  Company,  Ltd.    -    Guelph,  Ont. 

producing  the  following  well-known  lines: — 

Partridge  Nimble  Step  Tennis  Footwear. 

Partridge  Pressure  Cure  Fall  &  Winter  Rubbers. 

We  carry  a  large  assorted  stock  all 
through  the  year  for  prompt  shipment. 

Special  1923  Feature- 
Pressure  Cure  for  Partridge  Rubbers. 

We  are  sure  our  salesmen  can  convince 
you  that  you  will  be  money  in  pock- 
et by  giving  us  your  orders. 

Another  line  that  we  specialize: — 

The  Hawthorne  Leather  Top  Rubbers. 

These  have  been  proven  the  best  made. 
Special  features  and  qualities  that  secure 
new  business.  Be  sure  to  see  our  salesmen 
before  buying  Leather  Top  Rubbers.  We 
are  the  originators  of  this  line.  They  are 
better  for  the  consumer  and  increase 
your  sales. 

FALL  PLACING  SEASON  WILL  OPEN  MARCH  5th. 

Our  salesman  will  call  on  you  early.    It  will  pay  you  to  wait  for  him. 

IF  PRICES  GO  DOWN  WE  PROTECT  YOU— IF  THEY  GO  UP  YOU  ARE  COVERED. 
YOU  HAVE  NOTHING  TO  LOSE  AND  EVERYTHING  TO  GAIN. 

The  lines  are  the  best  made  and  right  up-to-the-minute. 
Our  service  is  excellent  and  our  prices   are  lowest. 

What  More  Can   We  Offer   To  Solicit  Your  Business? 

D.  D.  HAWTHORNE  &  COMPANY 

Toronto       -  Ontario 

Distributors  Of  Everything  In  Footwear 
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REFINEMENT 


Continued  cultivation  throughout 
years  of  experience  has  developed 
Black  Beauty  Chrome  Patent  Sides 
to  a  high  degree  of  refinement.  A 
leather  may  be  tanned  and  still  be 
coarse  or  hard  to  work.  To  be  used 
with  the  exact  fitness  that  produces 
fine  shoes,  it  must  have  an  expression 
of  its  own — hence  Black  Beauty. 


The  Robson  Leather  Co.,  Ltd. 

Tanners  and  Curriers 

OSHAWA  CANADA 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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CALF  AND  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 
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.Ira  JDucAesse, 


3SE 


If  you  are  to  make  a  successful  appeal  for  the  Spring  and  Summer 
Trade  in  Style  Footwear  you  will  want  the  fashionable,  moderately 
priced  La  Duchesse  Lines  in  your  stock,  and  among  them  this  One 
Strap  Colonial  will  be  particularly  essential. 


The  decidedly  worth  while  advantages  derived  by  Wholesalers  in 
featuring  La  Duchesse  Shoes  are  proven  by  the  fact  that  however 
keen  the_  competition  they  remain  the  leading  line  of  the  leading 
Houses. 


LaDuchesse"  Shoe  Co.,  Registered 

MONTREAL,  QUE. 

Making  Women's  Welts,  McKays  and  Turns  of  a  Standard 
quality  for  the  Wholesale  trade 


zxxz 


S2ZZSE 


r 
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HADES 


BROWN 

w(?STOR,  ' 

Buckskin  Etc 

Robt  Ralston  4  G. 

Haxiltcn.  Ont. 


No  1 


No.  3 


Above  line  comes  in  Brown, 
Tan  and  Oxblood 


BEAUTY 

.-k  a*  events 
of  color 

Eton's  j 

jtBeautj 

Ralston's 
Polishes 

A  Page  of  Summer 
Business  Builders 
that  Speak  for 
Themselves 


Slippers 


Have  you  placed  your  order  for  Fall  De- 
liveries on  our  Felt  Boudoir  Slippers  in 
all  colors,  roll  top,  plain  ribbon  trimming? 
Also  Juliets,  hard  and  soft  soles. 


Spats 


The  spats  and  overgaiters  for  men,  wo- 
men and  children  that  we  are  showing 
for  Fall  are  real  values.  The  kind  that 
hold  the  trade.    Order  now. 


Alstons' 

KID 


THE  8EST  °* 
THE  MARKET 
FOR  CLEAN'"'  | 
HMD  POUSMWS 
ALL  KID  CKf 
OR  SMOOTH 
LEATHERS 


Complete  Range  of  Shoe  Findings 

ROBT.  RALSTON  <&  CO.,  Limited 


HAMILTON 


ONTARIO 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


Popular  style  as  represented 
in  this  model  is  originated  only- 
through  special  effort  to  give 
dealers  such  attractive  creations 
that  trade  in  fashionable  foot- 
wear can  be  won  with  utmost 
certainty,  and  with  the  greatest 
possible  number  of  sales. 


This  is  one  of  our  many  styles 
featured  for  Spring,  all  of  which 
possess  points  of  unusual  distinc- 
tion in  appearance,  and  in  addi- 
tion are  notable  for  their  high 
standard  of  shoemaking  and  their 
splendid  value, — the  shoes  that 
set  the  record  for  popularity. 


Inspect  Our  Complete  Lines  And  Choose  Your 
Season's  Special  Offerings  Early. 


DUFRESNE  &  LOCKE,  LIMITED 

MONTREAL  QUE. 


Mention 


'Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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The  Largest  Rubber  Factory 
in  The  British  Empire 

Ready  to  serve  its  Canadian  Customers  with  a  range  of  Rubbers  and  Overshoes 
to  meet  the  requirements  of  the  most  exacting  retailer  from  Coast  to  Coast. 


Quality  Rubbers 


This  Trade  Mark  on  the  /^Sl'S^^Pa^  For  over  fifty  years  we  have 
sole   of   a   rubber   is    your   (§3^5  M  manufactured   Rubbers  for 

guarantee  of  quality.  V^.  The  Peoples  of  the  World. 


Dreadnought  Duck 

The  Farmer's  Friend.  Real  Para  Rubber  and  real 
Duck  used  in  their  make-up. 

Distributed  exclusively  through  jobbers  located  in 
Quebec,  Montreal,  Toronto  and  Winnipeg 

The  North  British  Rubber  Co.,  Ltd. 

43  Colborne  Street 

Toronto  Ontario 
Factories,  Edinburgh,  Scotland 


Mention 
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Greater  Values  Than  Expected! 


No.  S812  $3.15 


S812  Black  Satin  One  Strap,  Tongue  effect, 
Brocade  Quarter,  Imitation  turn,  14/8  Half 
Spanish  heel,  widths  B  to  D,  code  "Joey" 
  $3.15 

S878  Same  as  above  except  all  Satin  Bro- 
cade Overlay  Panel  and  Tongue,  Genuine 
turn,  14/8  Full  Spanish  heel,  widths  A  to 
D,  code  "Mary"    $3  75 


Send  for  Hannahsons 
News — It's  Valuable 


No.  S576  $1.85 

S576  White  Canvas  One  Strap,  Patent 
checker  board  trimmed,  Imitation  turn, 
12/8  Cuban  heel,  widths  B  to  D,  code  "Erato" 
  $1.85 


A  Canadian  customer  recent- 
ly wrote  us:  "Your  shoes  are 
better  values  than  we  expect- 
ed for  the  money."  This  is 
gratifying.  It  is  one  import- 
ant reason  for  HANNAH- 
SONS  unusual  growth.  Take 
any  HANNAHSONS  shoe 
illustrated — compare  it  with 
other  lines — and  you  will 
agree  that  it  represents  a  lar- 
ger profit  opportunity. 


No.  S876  $3.50 

S876  Black  Satin  Brocade  Overlay  Panel 
and  Tongue  Pump,  Genuine  turn,  14/8 
Full  Spanish  heel,  widths  A  to  D,  code  "Sally" 
  $3.50 

S874  Same  as  above  except  16/8  Full 
Louis  heel,  code  "Irene"    $3.50 

S808  Same  as  above  except  imitation  turn, 
14/8  half  Spanish  heel,  widths  B  to  D,  code 
"Alice"   :   $3.00 

A  card  to  us  will  bring  a 
Hannahsons  salesman  to  you 


No.  S365  $1.60 

S365  White  Canvas  Two  Button  One  Strap, 
12/8  Cuban  heel,  imitation  turn,  widths 
B   to   D,   code   "Grace"   $1.60 


No.  S848  $3.85 

S848  Black  Satin  Colonial,  Brocaded 
Quarter,  genuine  turn,  14/8  Full  Spanish 
heel,  widths  A  to  D,  code  "Bunny"....  $3.85 


.    No.  S560  $1.60 

S560  White  Canvas  One  Strap,  imitation 
turn,  9/8  Military  heel,  widths  B  to  D,  code 
"Dandy"    $1.60 


No.  S786  $3.10 

S786  Black  Satin  Wide  One  Strap,  9/8 
Flapper  Heel,  rhinestone  button,  genuine 
turn,   leather   lined,   widths,   B  to   D  code 

"Clover"   $3.10 

S776    As  above  except  imitation  turn,  code 

"Edna"    $2.75 

S742  As  above  except  black  drill  lined, 
plain  button  and  circular  vamp,  code  "Inda" 
  $2.15 


IN  STOCK 


HANNAHSONS  SHOE  CO. 

HAVERHILL,  MASS.,  U.S.A. 
Fabric  Footwear  Manufacturers 


IN  STYLE 


CANADIAN  REPRESENTATIVES 


A.  Cloutier,  518  New  Birks  Bldg.,  Montreal,  P. 
A.  Pearsall,  11  Fern  Ave.,  Toronto,  Ont. 
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LIFE-  BUOY 


LIFEBUOY 


SUPERIOR  QUALITY 
RUBBER  FOOTWEAR 


If  there  is  anything 
you  require  in 


RUBBER  FOOTWEAR 


let  our  nearest 
Branch  supply  you. 


Try  out  "Life-Buoys"  during  your  Spring  sorting  demand  and 
you  cannot  help  but  decide  in  their  favor  when  considering  the 
placing  of  your  order  for  1923  Fall  delivery. 


SEE  THE  LIFE-BUOY  RANGE  OF  SAMPLES^BEFORE 
PLACING 

COMPARE  THE  MATERIALS,  WEARING  QUALITY, 
CONSTRUCTION  AND  LASTS 

TAKE  INTO  CONSIDERATION  THE  QUICK  '  AND 
EFFICIENT  SORTING  SERVICE 


We  will  appreciate  your  kind  orders  and  do 
out  best  to  satisfy  you  with  superior  quality 
goods  and  prompt  deliveries. 

THE  KAUFMAN  RUBBER  CO.,  LIMITED 

KITCHENER  ONTARIO 

Branches  Warehouses  at :- 

TORONTO  —  230  Bay  St. 

LONDON  —  342  Richmond  St. 

OTTAWA  —  282  Wellington  St. 

MONTREAL  —  137  McGill  St. 
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No.  6017 


IN  STOCK 


This  popular  strap  in  patent  and  grey  suede  is  one  of  our  best 
selling  styles.  It  will  be  in  big  demand  for  Easter  and  Spring 
and  we  would  suggest  protection  by  buying  now. 

Same  style  in  brown  calf  and  grey  suede.  No.  6015 

$4.6o 

Net  30  April  1. 

Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments,  C  or  D  widths,  all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers ot  Women's  Welts  Exclusively  in  Canada 

Perth,  Ontario 


W.  S.  PETTES, 
Room  413,  Windsor  Hotel, 
Montreal. 


H.  B.  McGEE, 
Room  706,  King  Edward  Hotel, 
Toronto 


R.  W.  CLARK, 
404  Travellers'  Bldg., 
Winnipeg. 
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S  ER  VI  CE   ^ 


Where  Accuracy 
MUST  Be  Secured 

In  Last-Making  absolute  accuracy 
must  be  obtained  at  all  costs. 
Without  it  perfect  fit  is  impossible. 

Only  long  experience  and  endless 
effort  produces  such  accuracy,  and 
the  United  Last  Company's  care- 
fully selected  staff  of  experts  have 
so  mastered  their  art  that  every 
one  of  their  productions  is  a 
masterpiece  of  last-making,  perfect 
in  measurement  and  proportion,  to 
the  smallest  detail. 


United   Last   Company  Limited 

Lasts  and  Upper  Patterns 

MONTREAL,  QUE. 

Toronto  Sales  and  Pattern  Shop,     76  Richmond  St.  East 
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Mr.  Shoe  Retailer :- 


Do  you  believe  in  National  Advertising? 

National  Advertising  is  like  placing  an  extra 
sales  clerk  in  your  store — with  this  difference, 
the  advertiser  pays  the  salary. 

We  do  not  consider  the  sale  of  our  Dominion 
Rubber  Footwear  and  Fleet  Foot  Shoes  to  you 
completed  until  we  have  assisted  you  to  sell  the 
goods. 

Dominion  Rubbers  and  Fleet  Foot 
Shoes  are  the  only  Nationally  Adver- 
tised lines  of  their  kind  in  Canada. 

MORAL:  Help  those  who  help  you  to  sell 
your  goods. 


Dominion  Rubber  System  Limited 


Head  Office:  Montreal 


SERVICE  BRANCHES  AT 


HALIFAX 
ST.  JOHN 
QUEBEC 


HAMILTON 
BRANTFORD 
KITCHENER 
LONDON 


REGINA 


SASKATOON 
CALGARY 


BELLEVILLE 


MONTREAL 


OTTAWA 
TORONTO 


WINDSOR 
NORTH  BAY 
FORT  WILLIAM 
WINNIPEG 


LETHBRIDGE 
EDMONTON 
VANCOUVER 
VICTORIA 
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Men's  Curler 

No.  3118-Four  Eyelet  Cashmerette, 
Blucher  Cut,  Felt  Insole.Plain  Edge. 


j.  a.  McLaren 

30  Front  St.,  W. 

Independent 


Men's  Yale 
No.  3134-Light  Self  Acting  Over. 


It's  rubber  time  again.  Days  of  slush  and 
sodden  roads  call  for  Independent  Rubbers. 
The  new  1923-24  range  of  Independent 
Rubbers  includes  every  rubber  need  for  city 
or  country,  from  rubbers  for  milady's  dainty 
feet  to  heavy  duty  rubbers  for  the  farm,  all 


Men's  Dolge 
No.  3655-Heavy  Dolge  Over 


Men's  Kant  Krack 
Bottom 

No.  3384-Duck  Bottom,  Red  Sole, 
Plain  Edge. 


Women' s  Bess 

No.  6122-Five  Buckle  Jersey  Exclud- 
er, Fleece  Lined. 


Men's  Romeo 
No.  3124-Fine    Jersey  Storm  Over, 
Fleece  Lined. 


Women's  Elite 
No.  6137-Light  Croquet 
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COMPANY, 

Toronto 

RUBBERS 


LIMITED 


carrying  the  three  leading  characteristics  of 
Independent  Rubber  supremacy,  namely 
style,  quality  and  service  to  the  userJ 

We  can  give  prompt  and  efficient  service^and 
every  consideration  to  your  rubber  problems. 


Men's  Holdfast 
No.  3 141 -Invisible  Clog. 


Men's  Derby 
No.3135-Light  Self  Acting  Clog. 


Men's  Perfection 
No.  3027-Two  Buckle, Gum,  Fusion 
Lined,  Plain  Edge. 


Men's  Model 
No.  3 131 -Men's  Light  Storm,  Plain. 


Men's  Moccasin 
No.  3657-Gum   Over,  Dull  Finish, 
Spring  Heel. 


Women's  Acme 
No.  663 1-Women'sHeavy  Storm  Over. 


Men's  Royal  Hip 
No.   3003-Net   Lined  Top,  Heavy 
Gum, Red  Sole. 
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Columbus 


Prince 


Rubbers 


These  models  are  typical  of  the 
superior  productions  in  Rubber 
Footwear  that  still  keep  COL- 
UMBUS RUBBERS  in  the 
lead  for  Style,  Fitting  Features 
and  Wearing  Quality. 

In  our  1923-24  Lines  Columbus 
Quality  sets  its  highest  stand- 
ard. It  is  the  dealer's  assurance 
of  big  volume  Rubber  Trade 
and  completely  satisfied  cus- 
tomers. 


Milden 


Send  for 
New  Catalogue 
and  Price  List 


Regina 


Columbia 


THE  COLUMBUS  RUBBER  CO., 
OF  MONTREAL,  LIMITED 

Branches  At 

Montreal,  Que.,  Ottawa,  Ont.,  Toronto,  Ont.,  Winnipeg,  Man.,  Calgary,  Alta. 


Sales  Agencies: 


Wrn.  Cook  Shoe  Co  Moncton,  N.B. 

Fleetwood  Footwear  Ltd  St.  John,  N.B. 

Poliquin  &  Darveau  Quebec,  Que. 

Louis  McNulty  St.  John's,  Que. 

J.  I.  Chouinard   Montreal,  Que. 


S.  Marantz  Winnipeg,  Man. 

Wholesale  Distributors  Ltd  Winnipeg,  Man. 

Tree  Spriggs  Co.  Ltd  Winnipeg,  Man. 

W.  A.  Law  Footwear  Co.  Ltd  .  Winnipeg,  Man. 

Shaw  Brothers  Edmonton,  Alta. 

Anderson  &  MacDonald  Vancouver,  B.C. 
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Announcement 

m 

To  the  Shoe  Trade,  of  the  opening  of  a 

New  Columbus  Rubber 
Branch  Warehouse 
At 

284  Yonge  Street 
Toronto,  Out. 

carrying  a  complete  stock  of 

COLUMBUS  RUBBERS 

and 

TIPPERARY  OUTING  SHOES 

We  invite  Ontario  Sh.oem.en  to  make  use  of 
this  Warehouse  in  selecting  their  coming 
Season's  lines  of  Rubber  and  Outing  Footwear . 

THE  COLUMBUS  RUBBER  CO., 
OF  MONTREAL,  LIMITED 

Branches  At 

Montreal,  Que.,  Ottawa,  Ont.,  Toronto,  Ont.,  Winnipeg,  Man.,  Calgary,  Alta. 


Important 
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You  Can  Depend  On 

LAWRENCE  LEATHERS 

It's  the  absolute  reliability  of 
Lawrence  Leathers  that  makes 
them  so  satisfying  to  shoe  manu- 
facturers and  retailers,  a  constantly 
increasing  number  of  whom  are 
learning  to  insure  receiving  the 
latest  and  best  things  in  leathers 
by  keeping  in  touch  with  A.  C. 
Lawrence    Leather  Company. 

A.  C.  LAWRENCE  LEATHER  CO. 

210  South  Street,  Boston,  Mass. 

New  York  Chicago  Philadelphia  Gloversville 
St.  Louis  Cincinnati  Rochester 


'St 


RELIABLE 
LEATHERS 


y 


mi  Oiriiiiiiinic)  miinu  riiiincJmimiiiiOliim  i]llilliiiiilit]iiiitiiiin,:J  ,  m.  : 
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CALFSKIN 
SHEEPSKIN 
SIDE  LEATHER 
PIGSKIN 
WELTING 
COUNTERS 
INSOLES 

Write  for  Samples 


III  J  Mini  IIKMi. 


win  :)  mniuiu 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


March  1,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


VICI  Kid  is  now  being  ad- 
vertised in  the  SATURDAY 
EVENING  POST  and  the 
LITERARY  DIGEST.  The 
combined  circulation  of 
these  magazines  in  Canada 
is  85,000  copies.  On  an 
average,  at  least  three  people 
read  each  copy.  Therefore, 
a  quarter  of  a  million  Can- 
adian people  will  read  VICI 
Kid  messages  regularly.  They 
will  want  shoesofVlCl  Kid. 
They  will  buy  shoes  of  VICI 
Kid. 


Sell  shoes  of  VICI  Kid 
because  they  sell 

Since  Robert  H.Foerderer  revolutionized  methods  of  leather 
tanning  and  introduced  VICI  Kid  to  the  shoe  world  this 
famous  leather  has  met  with  ever-increasing  popularity. 

VICI  Kid  commands  instant  attention  through  its  beauty  to 
the  eye  in  lustre,  color  and  finish.  It  gives  lasting  shoe  satis- 
tion  through  its  blending  of  firmness  and  pliancy — a  combina- 
tion of  ease  and  support  to  the  foot  found  in  no  other  leather. 

Shoes  of  VICI  Kid  are  in  demand  for  dress,  for  style,  for 
elegance,  for  refinement. 

No  other  leather  combines  ALL  the  advantages  of  VICI  Kid. 


ROBERT  H.  FOERDERER,  Inc. 

Philadelphia 

Selling  Agencies  in  all  parts  of  the  world 


THERE  IS  ONLY  ONE  VICI  KID       ...       THERE  NEVER  HAS  BEEN  ANY  OTHER. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


36 


THE  SHOE  AND  LEATHER  JOURNAL 


March  1,  1923. 


'Grips  the  GArcK\ 


9617— Kid  Lace  Oxford,  IV. C 
Last  57, $5.65 

A.B.C.D  Widths.  Sizes  3  to  9 


yust  Five  of  the  Treasons 


Before  you  buy  a  shoe,  you  want 
to  know  whether  it  will  sell,  and 
whether  it  will  be  profitable — to 
you.  Any  arguments  that  may  be 
urged  in  favor  of  any  shoe  are 
futile  unless  they  help  you  answer 
one  or  both  of  those  questions. 

Archgrip  shoes  answer  a  definite 
and  growing  demand  for  scientific- 
ally designed  shoes  that  fit  the 
foot,  give  comfort,  and,  at  the  same 
time,  beauty.  They  help  you 
materially  in  your  service  to  your 
customers. 

Archgrip  shoes  represent  the  best 
in  materials  and  shoemaking.  They 
will  keep  their  shape  and  appear- 
ance. They  will  wear.  They  are 
Blachford  quality. 


Archgrip  shoes  are  designed  to  be 
steady  sellers.  You  don't  have  to 
sacrifice  them  every  few  months 
as  unseasonable.  They  build  up 
your  net  profits  by  cutting  down 
your  mark-downs. 

Archgrip  shoes  are  carried  in  stock 
at  the  factory  so  you  can  size  up 
on  short  notice.  That  means  that 
you  can  carry  a  lower  stock  and  at 
the  same  time  get  a  quicker  turn- 
over, and  in  rapid  turnover  to-day 
lies  your  profit. 

Archgrip  shoes  bring  repeat  orders. 
Satisfaction  and  comfort  create 
satisfied  customers  who  will  not 
only  come  back  to  your  store,  but 
will  advertise  your  service. 


IV e  have  prepared  some  interesting  and  attractive  window  cards  and 
electros  to  help  you  sellArchgrip  shoes. A  postcard  to  us  brings  them  to  you. 

MAKERS  OF 

0nyx  ^ytrcAgrip — §eo/yma 
3HO€5  por  women 

90T0  94   SNER  BOURNE  ST 

Toronto 
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Following  The  Crowd 

WHEN  you  see  a  business  that  is  a  pronounced  success  you  can  put  it  down  that  luck  has 
had  the  least  to  do  with  it.  There  may  be  genius  but  it  is  the  sort  of  genius  that  some- 
one has  called  an  infinite  capacity  for  hard  work. 

An  industrial  captain  who  has  "done  things"  in  his  particular  line  was  recently  complimen- 
ted upon  his  successful  handling  of  big  propositions.  With  a  twinkle  in  his  eye  he  said  "If  you 
knew  the  brain  sweat  involved  in  some  of  them  you  would  know  that  it  is  not  merely  a  nimble 
mind  that  evolves  satisfactory  solutions  of  difficult  problems. 

Too  many  people  are  content  to  follow  the  crowd.  They  leave  too  many  of  their  problems 
to  work  themselves  out  or  be  solved  by  the  action  of  friends  or  competitors.  The  result  is  that 
they  tag  along  at  the  tail  end  of  the  procession. 

It  is  the  same  in  the  commercial  race  as  in  the  physical.  The  man  who  wins  is  the  one  who 
is  prepared  to  forswear  ease  and  get  down  to  hard,  honest  toil  with  both  brain  and  hands,  and 
the  man  of  mediocre  talents  if  he  puts  the  full  amount  in  the  job  will  distance  his  nimble-minded, 
ease-loving  competitor  every  time. 

In  the  retail  shoe  trade  there  are  as  abundant  opportunities  as  ever  for  the  man  who  is 
willing  to  put  every  ounce  of  brains,  energy  and  purpose  into  the  game.  Competition  is  keener 
than  ever  it  was,  but  that  is  all  the  more  reason  for  forsaking  the  beaten  track  and  picking  out  a 
course  that  points  to  a  definite  goal. 

One  of  the  greatest  needs  of  the  merchant  these  days,  is  a  clear  cut  vision  of  the  possibilities 
of  the  business  and  a  careful  analysis  of  all  the  factors  that  enter  into  the  achievement  of  steady 
and  permanent  success. 

The  man  who  does  not  know  his  business  and  especially  the  one  who  has  not  constantly 
before  him  information  as  to  how  his  business  is  moving  is  at  a  serious  disadvantage.  Following 
the  ignorant  crowd  is  dangerous  and  never  more  so  than  at  the  present  time. 

The  retail  merchant  should  know  the  goods  he  is  selling,  and  how  they  are  moving.  He 
should  know  the  profitable  selling  lines  and  the  shelf  warmers  that  keep  down  turnover  and  eat 
up  profits. 

He  should  know  whether  he  is  not  selling  all  the  goods  he  should  and  should  also  know 
whether  his  cost  of  selling  is  out  of  proportion  to  his  volume  of  business. 

All  this  is  not  only  possible,  but  necessary  to  scientific  retailing,  which  is  the  only  kind  that 
leads  to  real  success. 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  op<;n  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 

l-~  "  1 —  — '  "  — — —  4 
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In  The  Market 
Place 

Retail  Conditions 

WHILE  the  continued  cold  and  snowy  weather 
of  February  might  be  considered  seasonable 
and  likely  to  benefit  the  retail  shoe  trade 
throughout  Canada,  reports  received  from  all  oyer 
the  country  would  seem  to  indicate  that  it  is  possible 
that  there  can  be  too  much  of  a  good  thing.  The 
Shoe  and  Leather  Journal  has  had  reports  from  the 
Maritimes.  Quebec.  Ontario,  and  the  Western  Pro- 
vinces that  would  appear  to  show  that  retail  busi- 
ness through  February  was  very  disappointing.  One 
Ontario  retailer  in  the  eastern  part  of  the  province 
says  :  "The  least  said  the  better"  and  that  about  hits 
the  nail  on  the  head.  Everybody  seems  to  think  that 
between  snow,  the  "flu"  and  "goloshes,"  the  leather 
shoe  business  has  suffered  very  considerably,  and  all 
are  hoping  devoutly  for  a  change  in  the  weather  and 
conditions  generally  to  give  business  a  fresh  start. 
The  few  days  of  sunshine  at  the  end  of  February 
made  quite  a  difference  and  was  evidence  of  what 
may  be  expected  with  a  change  in  the  weather. 
Manufacturing  Conditions 

Manufacturers  are  for  the  most  part  working 
only  from  half  to  two  thirds  of  their  capacity.  There 
may  be  one  or  two  that  are  doing  a  little  better,  but 
not  much.  "This  time  last  year,"  said  one  fine  goods 
man.  "We  were  working  full  time,  while  to-day  we 
are  only  turning  out  two-thirds  of  our  quota  of 
shoes."  Anyone  can  figure  what  the  result  must  be. 
"Our  overhead  is  the  same,  and  we  will  have  to  sell 
shoes  at  a  loss  or  prices  must  go  up."  There  was  a 
spurt  of  buying  in  January,  but  February  has  been 
most  disappointing  in  every  respect.  Dealers  will 
undoubtedly  want  shoes  within  the  next  few  weeks 
and  some  of  them  will  be  up  against  it.  The  same 
report  comes  from  the  east  where  makers  of  staples 
are  endeavouring  to  hold  their  organizations  together 
in  expectation  of  better  business  later.  In  spite  of 
this  fact,  very  few  concessions  are  being  offered 
for  immediate  delivery  which  goes  to  show  that  the 
market  for  materials  remains  firm  in  spite  of  the 
hand-to-mouth  policy  being  followed  by  the  shoe 
manufacturer.  Everybody,  however,  seems  to  think 
that  a  change  is  coming  soon,  and  that  just  as  soon 
as  the  consumer  demand  quickens  there  will  be  a 
rush  for  supplies. 
The  Jobbing  Trade 

Careful  enquiry  amongst  the  wholesale  houses 
reveals  the  fact  that  sorting  trade  has  been  ex- 
tremely quiet.  Retailers  claim  that  the  midwinter 
sales  were  not  as  successful  this  year  as  formerly, 
and  they  are  not  inclined  to  freshen  up  their  stocks 
with  new  goods.  There  has  been  some  sizing  up  but 
the  enquiry  has  been  principally  for  "jobs"  to  meet 
the  competition  of  frenzied  sales  that  have  been  the 
rule  in  most  of  the  large  centres.  Some  of  the  best 
retailers  have  been  quietly  filling  in  sizes  and  short 
lines,  but  this  has  not  been  been  sufficient  to  meet 
travelling  expenses  or  keep  the  warehouse  staff  busy. 
Payments  have  naturally  been  disappointing  and  the 
uncertainty  of  conditions  has  prevented  wholesale 
houses  putting  much  aggressiveness  into  their  sell- 
ing plans.  Sales  of  rubber  footwear  both  for  present 
and  future  needs,  have  been  somewhat  better  and 


everybody  is  hoping  for  better  things  all  around  as 
soon  as  spring  opens  up.  Wholesalers  admit  that 
there  is  a  spirit  of  optimism  abroad  that  will  respond 
to  the  first  movement  that  a  little  bright  spring 
weather  will  start. 
Leather  Conditions 

Leather  men  as  a  consequence  of  the  slackness 
amongst  manufacturers  are  practically  marking 
time.  In  some  lines,  if  it  were  not  for  the  export 
demand,  trade  would  be  almost  dead.  Manufacturers 
will  not  buy  ahead.  Those  who  usually  anticipate 
their  requirements  at  least  three  months  in  advance 
are  buying  both  upper  and  sole  leather  only  to  meet 
their  immediate  and  pressing  needs.  Calf  and  side 
leather  are  moving  slowly,  the  only  lines  in  which 
there  is  anything  like  activity  is  kid  and  patent,  and 
these  are  feeling  the  particular  stress  of  raw  markets 
and  increased  demand,  abroad  more  than  in  Canada, 
for  fashionable  women's  shoes  that  call  for  these 
materials.  Still  a  fair  amount  of  business  is  being 
done,  and  in  spite  of  the  backwardness  of  manufac- 
turers and  the  desire  of  tanners  to  keep  their  equip- 
ment moving,  there  is  little  talk  of  any  easing  of 
prices,  especially  for  the  best  grades  of  stock.  Tan- 
ners seem  confident  that  the  next  three  months  will 
see  a  revived  interest  in  all  classes  of  shoe  leather 
and  are  sitting  tight. 
General  Business  Situation 

The  prospects  for  general  trade  revival  continue 
hopeful.  The  gradual  lessening  of  unemployment, 
the  fact  that  farmers  who  have  been  getting  better 
prices  for  cattle  and  produce  and  will  shortly  be  in 
the  market  for  spring  supplies,  that  there  has  been  a 
quickening  in  the  steel  industry,  and  a  decided  ten- 
dency towards  increased  activity  in  building  at  all  the 
important  centres,  all  point  to  a  break  in  the  dead- 
lock in  buying  that  has  characterized  the  past  three 
or  four  months.  The  financial  situation  is  also  en- 
couraging. The  money  market  has  eased  off  and 
the  number  of  new  industrial  undertakings  under  way 
all  would  seem  to  indicate  confidence  in  the  imme- 
diate future.  Business  has  been  on  an  economical 
footing  so  long  and  buying  has  been  so  conservative 
that  stocks  are  about  as  low  as  may  be  considered 
safe,  so  that  it  is  fair  to  conclude  that  as  soon  as 
improved  weather  conditions  set  in  there  will  be  a 
steady  demand  for  all  classes  of  staple  commodities. 
Payments  are  somewhat  unsatisfactorily  but  not  as 
bad  as  was  predicted  a  month  ago  as  possible. 
Getting  Ready  for  Business 

The  retail  trade  is  expecting  and  preparing  for 
a  good  spring  business.  That  they  are  going  to  en- 
deavour to  get  rid  of  present  lines  if  possible  in  the 
spring  rush  is  evident  and  to  a  certain  extent  praise- 
worthy. Many  of  them  have  stock  on  their  shelves, 
especially  in  women's  lines,  which  they  thought  three 
or  four  months  ago  might  prove  unsaleable.  They 
are  banking  on  the  expectation  that  almost  anything 
in  the  way  of  an  attractive  shoe  will  sell  this  spring. 
They  are  taking  chances  on  this  policy  but  will  no 
doubt  find  that  they  have  not  enough  new  lines  to 
carry  of  the  old  ones  with  the  satisfaction  they  would 
like.  No  doubt  there  will  be  a  sharp  demand  towards 
the  close  of  the  month  for  fillers  and  new  goods.  That 
there  will  be  considerable  disappointment  owing  to 
the  fact  that  few  manufacturers  are  prepared  with 
in-stocks  goods.  It  looks  as  though  the  lesson  of  the 
folly  of  waiting  until  the  last  moment  for  new  goods, 
were  going  to  be  demonstrated  again  this  season. 
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Stray  Shots  from 
Solomon 

The  man  who  must  be  a  big  _toad_  in  the 
puddle  or  he  won't  play  in  it  is  invariably  a 
little   pollywag,   whose   room    is    better  than 
his  company.      Much  harm  is 
ONLY  done   many    a   good   cause  by 

TADPOLES  the  little  'tadpoles,  whose  ex- 
aggerated ideas  of  their  own 
importance  led  them  to  stir  up  strife.  The 
world  is  impartial  in  its  judgment,  and  the 
man  who  fills  his  sphere  will  find  it  expand^  as 
he  occupies  it.  There  is  no  need  for  swelling 
yourself  up,  and  seeking  to  impress  people  with 
your  size.  They  know  how  much  gas  is  be- 
neath your  bloated  mental  corporation.  "Do 
you  see  that  consequential  looking  fellow  fuss- 
ing about  the  platform,"  said  a  gentleman 
the  other  day  in  a  meeting.  "If  you  stuck  a 
pin  into  him  he  would  collapse."  There  are 
plenty  like  him,  not  even  bull  paddies,  but 
swelled  tadpoles.  Fill  your  place,  however 
humble,  and  you  will  have  the  respect  of  the 
world,  and  best  of  all  your  own.  When  the 
"books"  are  made  up  in  the  "great  day"  there 
will  be  a  revelation  that  will  transcend  all  the 
history  or  fiction  ever  written.  We  shall  then 
know  the  names  of  the  men  or  perchance  the 
women  who  held  the  ropes  that  night  in  Dam- 
ascus, "when  Paul  of  Tarsus  was  let  down  in 
a  basket  by  the  wall"  and  given  to  a  needy  world. 
The  unsung  heroes  of  earth's  mighty  conflicts 
will  shine  forth  with  a  glory  the  lustre  of  which 
will  not  be  enhanced  by  human  partiality  or 
dimmed  by  earthly  prejudice.  Act  well  your 
part.  Be  content  to  "hold  the  ropes"  if  you 
cannot  fill  the  basket.  Push  behind  it  if  you 
cannot  find  a  place  to  pull  in  front.  Work 
if  you  cannot  plan.  Follow  if  you  cannot  lead. 
Take  your  place  with  the  crowd  if  you  can- 
not  get   on   the  platform. 

*    *  * 

"Through  idleness  of  the  hands  the  house 
droppeth  through."  There  is  many  a  busi- 
ness that  is  being  slowly  swamped  by  small 

leaks.  There  is  too  little 
WATCH  THE  regard  amongst  em- 
LEAKS  ployees     for     the  flying 

minutes,  the  proper  use  of 
which  means  much  in  a  year  to  the  establish- 
ment. Ten  minutes  wasted  by  a  half  a  dozen 
hands  in  a  store  means  a  whole  hour  a  day, 
three  working  days  in  a  month,  and  thirty- 
nine  days  in  a  year.  But  this  amount  of  time 
and  more  is  frequently  squandered  in  the  most 
wanton  manner,  not  only  by  employees  but 
employers  themselves.  People  who  would  faint 
at  the  thought  of  stealing  money  seem  to  have 


little  compunction  about  pilfering  time.  The 
man  who  gives  light  weight  or  short  measure, 
is  pilloried  as  a  scoundrel,  but  the  fellow  who 
holds  back  his  time  may  teach  a  Sunday-School 
class,  or  be  president  of  an  Endeavor  Society, 
and  think  the  two  things  compatible.  The 
"greater  than  Solomon"  said  "Render  unto 
Caesar  the  things  that  are  Caesar's."  A  man 
owes  it  to  himself,  as  well  as  the  firm  who  pays 
his  salary,  to  give  full  measure  in  time  and 
attention  to  the  business  in  hand;  anything 
short  of  that  is  fraud.  Put  that  down.  The 
business  man  who  idles  away  opportunities  for 
making  money  or  improving  his  prospects,  is 
on  no  higher  plane  than  the  clerk  who  does 
not  earn  his  salary.  He  may  say  he  is  his  own 
"boss,"  but  that  does  not  release  him  from  his 
responsibility  to  his  creditors  and  family.  The 
man  who  is  truly  his  own  boss  will  prove  it  by 
exercising  the  same  authority  over  himself 
that  a  judicious  employer  does  over  his  help. 
See  that  you  earn  your  salary  old  fellow,  just 
as  much  as  the  clerks.  Idle  hands  around  a 
business  these  days  will  soon  result  in  leaks. 
Down  in  the  West  Indies  the  shiftless  negroes 
are  accustomed  to  piously  attribute  all  their 
troubles  from  the  failure  of  the  banana  crop 
to  a  dripping  roof  to  "Gor-a-Mighty."  There 
are  lots  of  lazy,  slovenly  business  men  who 
blame  everybody  but  themselves  for  misfortune 
that  is  as  certain  to  follow  neglect  as  colic  green 
apples. 

There  are  men  who  would  rather  work 
a  day  than  think  a  minute;  and  they  live 
up  to  their  convictions.    It  is  mostly  because 

of  this  the  poor  are  "always  with 
JUST  us."  You  have  only  to  see  the  way 
THINK    some   people   go    about   their  work 

to  understand  why  they  never  make 
any  headway.  The  man  who  uses  his  head 
will  come  out  ahead,  whether  his  business  be 
handling  a  shovel  or  managing  a  bank.  Brains 
win  every  time,  and  Providence  exercises  no 
partiality  in  their  bestowment.  The  trouble 
is  not  that  people  are  without  brains,  but  that 
they  do  not  use  what  they  have.  Some  people 
imagine  that  they  have  to  go  to  school  or  attend 
a  university  to  get  brains,  but  they  forget  that 
if  a  man  has  no  brains  education  will  only  make 
the  greater  fool  of  him.  It  takes  brains  to 
shovel  a  ton  of  coal  into  a  cellar  in  a  quick, 
clean,  satisfactory  way,  quite  as  much  as  it 
does  to  engineer  a  railroad.  The  thinker  will 
accomplish  more  in  a  month  than  the  plod- 
der will  in  a  year,  if  he  add  to  his  thinking  in- 
dustry. The  wise  man  says  "Much  study  is 
a  weariness  of  the  flesh"  and  it  is  through  fear 
of  this  weariness  that  so  many  of  us  just  amble 
along  and  trust  to  luck  to  bring  things  out  on 
the  right  side.  Let  us  weary  the  flesh  a  little 
this  year.  Do  more  studying  and  less  flounder- 
ing. 
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EDITOR  IALETS 

Pointed  Paragraphs  on  Practical  Problems 


PROBLEMS  OF  THE  TRADE. 

CONDITIONS  were  never  quite  as  they  are  to- 
day in  the  shoe  industry  and  few  retailers 
realize  the  problems  that  meet  manufacturers 
at  every  turn,  and  make  it  difficult  to  keep  down 
shoe  costs.  The  epidemic  of  styles  has  certainly 
prevented  manufacturers  getting  back  to  a  normal 
basis  more  than  anything  else.  In  cutting  shoes 
alone  it  has  seriously  hampered  output  and  dis- 
arranged former  schedules.  Then  there  has  been 
the  additional  cost  of  lasts,  patterns  and  selling. 

The  leather  situation  has  also  been  a  source  of 
perplexity  and  cost.  Owing  to  the  fact  that  tanners 
have  been  operating  conservatively  it  has  been  im- 
possible to  get  selections  in  certain  classes  of  upper 
stock  and  also  in  sole  leather.  Heavier  grades  have 
been  in  demand  and  not  enough  to  go  around,  and 
prices  have  naturally  stiffened  in  these  lines. 

Patent  and  other  lines  of  fancy  leather  have  been 
in  such  active  demand  that  special  selections  have 
soared  and  even  then  manufacturers  have  had  to 
take  what  they  could  get.  And  so  it  goes.  It  is 
practically  hopeless  to  stabilize  prices  when  it  is  im- 
possible as  formerly  to  contract  ahead  for  a  season's 
supply  of  materials.  For  this  state  of  affairs  the 
complete  change  in  methods  of  retail  buying  is  large- 
ly responsible. 

ADVERTISING  AS  AN  INVESTMENT. 

THE  time  when  advertising  could  be  regarded  as 
a  mere  expense  like  freight,  insurance  or  even 
selling,  has  passed.    The  intelligent  advertiser 
looks  on  his   appropriation  as  an  investment  and 
handles  it  just  as  he  buys  his  goods. 

While  direct  results  are  always  to  be  desired 
and  sought,  there  is  "good  will"  to  be  considered  in 
all  real  advertising.  An  advertisement  that  simply 
sells  goods  and  does  not  promote  the  prestige  of  the 
store  is  of  doubtful  value.  The  late  John  Wanna- 
maker  was  possessed  of  this  idea  and  for  many  years 
insisted  upon  personally  supervising  and  often  direct- 
ing the  advertising  policy  of  his  immense  concern. 
He  was  fond  of  saying  "A  misplaced  light  on  shore 
has  led  to  many  a  shipwreck.  It  is  equally  fatal 
to  the  storekeeper  if  his  advertising  chief  handles  a 
light  that  misleads."  With  this  in  view  the  medium 
is  as  important  as  the  advertisement  itself.  If  ad- 
vertising is  an  investment  it  should  be  placed  where 
its  effect  not  only  with  regard  to  sales  but  influence 
should  be  the  very  best.  Circulation  is  not  every- 
thing. The  class  of  paper  and  the  people  it  reaches 
should  be  paramount.  If  you  want  prestige  as  well 
as  permanent  trade,  place  your  advertising  where 
it  will  reach  the  people  whose  business  you  want. 

BACK  ADVERTISING  BY  SERVICE. 

IT  is  the  fault  of  some  retailers  that  they  do  not 
g'  t  the  results  they  should  out  of  their  adver- 
tising.    People  see  the  advertisement,  enter  the 
store  and  often  encounter  either  ignorance  or  in- 
difference on  the  part  of  the  clerks  who  may  not 


have  seen  the  announcement.  There  is  nothing  quite 
so  disconcerting  as  to  enter  a  store  in  quest  of  an 
advertised  article  and  have  to  inform  the  salesman 
or  clerk  that  the  establishment  has  been  inviting 
people  to  call  and  purchase.  Every  advertisement 
should  be  discussed  with  those  who  are  supposed  to 
sell  the  goods,  and  their  co-operation  enlisted  in  the 
endeavour  to  make  the  announcement  effective.  Get 
enthusiasm  into  the  clerks  and  they  will  meet  cus- 
tomers with  a  spirit  that  will  back  up  your  advertis- 
ing to  the  limit. 

In  many  of  the  best  retail  establishments  the 
advertisement  writer  goes  over  the  lines  to  be  ad- 
vertised with  the  salesmen  every  day,  and  gets  their 
views  in  advance  as  to  the  points  to  be  emphasized 
in  the  advertisement  and  in  the  selling  talk. 

MAKING  THE  MOST  OF  EASTER. 

THE  danger  with  most  people  who  mean  well 
in  life  is  that  they  awaken  too  late  for  realizing 
the  best  results  of  their  efforts.  To  be  fore- 
handed is  more  than  half  the  battle  in  business. 
Know  what  you  are  going  to  do  far  enough  in  ad- 
vance to  give  yourself  a  chance  to  accomplish  what 
you  desire.  It  is  the  beginning  in  most  battles  that 
counts.  Great  generals  have  been  those  who  planned 
their  battles  long  before  they  met  the  enemy. 

Easter  is  now  so  near  that  there  will  not  be  time 
for  much  preparation.  There  is,  however,  still  an 
opportunity  to  do  something  that  will  make  it  tell 
in  business  results.  Put  what  brains  and  brawn  you 
can  in  the  effort  before  it  is  entirely  too  late. 

If  you  have  not  time  to  do  anything  more  see 
to  it  that  your  advertising  and  windows  do  their  ut- 
most to  bring  you  a  fair  share  of  Easter  business. 

DON'T  GROUSE,  SMILE. 

AMONGST  the  business  maxims  of  John  Wanna- 
maker,  the  prince  of  retail  merchants,  was  one 
he  was  most  particular  to  impress  upon  his  sales- 
people.   It  ran  like  this  :  "There  are  knights  of  polite- 
ness and  princes  of  sunshine.    Smiles  are  roses  along 
the  way." 

It  pays  to  smile.  Grousing  never  gets  a  man 
anywhere.  It  is  particularly  fatal  when  allowed  to 
crop  up  with  customers  and  will  demoralize  a  sales 
force  when  indulged  in  by  the  head  of  a  business 
establishment.  A  retail  shoe  store  should  be  above 
everything  else  a  place  of  smiles.  When  you  find  a 
spirit  of  antagonism  amongst  employees  it  may  usu- 
ally be  traced  back  to  a  grouchy  boss. 

The  successful  merchant  is  the  one  who  can  not 
only  smile  himself,  but  get  those  around  him  to 
smile.  There  is  nothing  that  will  disarm  a  dissatisfied 
or  grouchy  customer  more  effectively  than  a  genuine 
smile.  There  is,  of  course,  a  stereotyped  smirk  that 
is  only  skin  deep  and  never  deceives  anyone.  But  a 
wholesome  genial  countenance  will  melt  and  disperse 
the  meanest  scowl  that  can  come  in  the  front  door  or 
lurk  behind  a  fitting  stool.  Try  the  smile  instead 
of  the  grouch. 
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Limiting  Shoe 
Styles 

Some  Suggestions  as  to  Curtailing 
Riot  of  Fashions  in  Shoes.  Opinions 
of  Retailers  and  Manufacturers. 

EVERYBODY  seems  agreed  that  one  of  the  prime 
evils  in  the  shoe  trade  to-day  is  the  multiplicity 
of  styles  and  lines.  It  reacts  upon  manufacturer 
and  retailer  alike  in  a  tremendously  increased  cost  of 
production  and  selling.  The  manufacturer  has  found 
the  investment  in  lasts  and  patterns  mounting  steadily 
upwards,  and  this  with  the  increased  cost  of  turning 
out  half  a  dozen  lines  where  one  ought  to  do  is  main- 
taining a  status  that  is  making  it  difficult  to  get  the 
industry  back  upon  a  more  or  less  normal  basis. 

The  retailer  feels  the  effect  of  it  in  the  rapidity 
with  which  his  lines  become  obsolete  and  the  difficulty 
in  maintaining  his  stock  in  a  position  in  which  it  will 
meet  the  regular  demands  of  trade.  There  is  no  doubt 
in  the  world  that  the  average  retail  shoe  store  through- 
out the  country  is  carrying  from  a  quarter  to  a  half 
more  stock  than  there  is  any  need  for,  which  not  only 
means  a  larger  investment,  but  all  the  worry  of  get- 
ting rid  of  lines  that  may  be  unsaleable  in  less  than  three 
months. 

With  a  view  to  arriving  at  some  practical  under- 
standing and  possible  solution  of  the  problem,  the  Shoe 
and  Leather  Journal  sent  out  some  time  ago  a  question- 
naire to  a  number  of  retailers  and  shoe  manufacturers 
asking  for  opinions  and  suggestions.  At  the  Shoe  Man- 
ufacturers' Convention  in  Montreal,  Mr.  A.  Lecours 
proposed  a  remedy  in  the  establishing  of  three  placing 
dates  during  the  year,  January  1st,  May  1st  and  Sep- 
tember 1st,  at  which  dates  only  new  styles  would  be 
shown.  The  time  was  too  limited  for  discussion  and 
nothing  practical  was  done,  it  being  left  for  the  Executive 
to  take  the  matter  up  with  the  National  Retailers' 
Association. 

What  They  Think 

Being  asked  what  they  thought  of  Mr.  Lecours' 
idea  and  to  offer  what  further  suggestions  they  might 
deem  desirable,  we  are  in  a  position  to  quote  at  length 
opinions  on  both  sides.  Some  manufacturers  say  that 
the  scheme  is  not  feasible,  and  that  just  so  long  as  it 
is  necessary  to  push  for  increased  business,  someone 
will  make  a  bid  by  showing  new  stuff.  In  this  con- 
tention, they  are  supported  by  some  prominent  retailers, 
especially  those  who  are  selling  fancy  lines  and  who 
say  that  the  remedy  lies  more  or  less  in  careful  stock 
handling,  and  a  deteimination  to  increase  the  turn- 
over. It  is,  they  claim,  after  all  a  matter  of  buying 
and  selling.  Some  agree  that  the  seasonal  idea  is  good, 
but  do  not  agree  with  the  dates  for  showing  new  goods. 
One  shoe  manufacturer  sends  us  a  clipping  from  an 
American  publication  dealing  with  the  problem  as  re- 
lated particularly  to  women's  shoes.  The  writer  says 
that  only  one  out  of  ten  women  will  be  found  to  be 
extravagant  in  regard  to  her  shoe  equipment  and  the 
mistake  made  by  shoe  manufacturers  is  in  getting  after 
this  one  woman  instead  of  the  nine  normal  purchasers. 
He  thinks  there  is  business  to  be  had  and  profits  to 
be  made  regularly  out  of  normal  stuff  even  in  fine  goods, 
both  men's  and  women's. 
The  Retailers'  Viewpoint 

A  retailer  from  the  far  West  says:  "We  want  more 
co-operation  in  styles  from  all  parties.  Confining 
styles  to  these  dates  or  as  near  as  possible  would  be 


good.  Let  us  stabilize  things  a  little  for  profits' sake." 
Another  from  the  extreme  East  says:  "The  idea  is 
good  and  we  do  not  see  why  new  styles  September  1st, 
January  1st  and  May  1st,  would  not  be  best  for  all. 
This  style  changing  craze  will  break  us  if  we  don't  kill 
it  soon." 

An  Ontario  dealer  writes:  "The  plan  suggested 
by  the  speaker  in  Montreal;  as  to  featuring  new  ideas 
at  seasonable  periods  of  the  year  is  undoubtedly  a  most 
practical  one.  It  is  indeed  gratifying  that  manufacturer, 
wholesaler,  traveler  and  retailer  alike  have  come  to 
realize  that  the  style  situation  has  become  bugaboo 
to  the  trade  in  general,  and  a  child  groping  in  the  dark 
is  as  near  a  simile  as  could  be  applied  to  the  average 
merchant  when  selecting  styles  in  the  last  few  seasons." 

A  prominent  New  Brunswick  retailer  says:  "We 
think  the  craze  of  new  styles  is  diminishing  to  some 
extent,  and  we  intend  to  handle  more  staple  lines  each 
season  as  far  as  possible,  keeping  away  from  the  fads 
with  which  the  people  have  been  carried  away  during 
the  past  year  or  two.  Styles  certainly  should  not  change 
during  the  month  of  February.  The  January  Fairs 
have  too  much  bearing  on  the  Spring  styles  instead  of 
the  Fall  styles.  Any  Style  Shows  for  Fall  should  be  held 
in  April  or  May,  and  Style  Shows  for  Spring  in  October 
or  November.  Styles  should  not  be  changed  any  more 
than  twice  a  year  at  the  most." 

A  Western  Ontario  shoe  man  says:  "We  favour 
the  dates  named,  and  not  any  more  often.  Would 
suggest  that  when  the  shoe  convention  is  held  should 
hold  a  special  meeting  with  a  merchant  from  each  city 
represented.  Put  the  style  samples  before  them,  select 
the  leaders  and  have  manufacturers  advertise  lines 
picked,  discarding  the  others  when  on  sample  trips." 

A  Toronto  dealer  says  the  suggestion  looks  good 
to  him,  but  another  of  the  same  place  says  the  evil  will 
cure  itself.  As  to  seasons,  he  says  he  cannot  see  that 
it  matters  so  long  as  the  times  are  fixed." 

A  retailer  in  a  border  city  in  Ontario  writes:  "I 
do  not  think  it  would  be  possible  to  set  a  date  for  new 
styles  to  come  out  any  more  than  it  would  be  possible 
to  set  a  date  for  a  man  to  invent  new  ideas.  There 
is  a  very  old  saying,  older  than  the  most  of  us,  that 
there  is  a  fool  born  every  minute.  Just  as  long  as  there 
is  there  will  be  new  styles  and  it  is  impossible  for  any 
one  other  than  a  prophet  to  hit  the  right  thing  every 
time.  What  suits  one  part  of  the  country  doesn't  in- 
terest another.  For  instance  a  boot  that  sold  very 
well  here  this  season  I  am  told  did  not  sell  to  any  ex- 
tent in  any  other  part  of  Canada.  This  would  exemp- 
lify  the  situation." 

A  prominent  Montreal  retailer  who  knows  the  style 
game  says:  "Do  not  believe  the  new  patterns  or  styles 
can  be  controlled  so  that  they  will  only  be  shown  Sep- 
tember 1st,  January  1st  and  May  1st.  Believe  the 
merchants  themselves,  must  develop  a  workable  plan 
that  will  cover  their  own  situation.  First,  I  would 
suggest  that  a  merchant  analyze  and  secure  a  clear 
picture  of  his  business.  Believe  the  average  store  can 
operate  and  still  render  a  style  service  on  the  basis  of 
70%  staple  and  30%  style.  The  store  that  is  catering 
to  style  demands  exclusively,  must  control  the  number 
of  lines  and  operate  at  a  very  fast  turn-over  pace  to 
secure  a  net  profit.  Believe  it  is  up  to  each  merchant 
to  develop  his  own  staple  numbers,  and  through-  a  gradual 
growth  will  eliminate  lines  or  styles  that  would  ordin- 
arily be  short  lived." 

A  Nova  Scotia  retailer  who  has  been  many  years 
in  the  business  puts  it  thus:  "The  suggestion  to  have 
three  seasons  only  when  new  styles  should  be  introduced, 
September  1st,  January  1st  and  May  1st,  does  not 
go  far  enough.    These  are  at  present  about  the  periods 
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which  new  styles  are  sprung  by  manufacturers.  To 
limit  the  multiplicity  of  styles,  a  style  committee  of 
three  retailers  and  three  manufacturers,  all  members 
of  the  Shoe  Retailers'  and  Manufacturers'  Associations 
of  Canada  should  at  certain  set  times,  have  placed 
before  them  for  approval  all  new  prospective  styles 
and  which  should  have  their  approval  before  the  re- 
railer  is  asked  to  buy  them  indiscriminately." 

A  Toronto  retailer  of  wide  experience  and  a  large 
business  in  high  class  staple  lines  as  well  as  men's  and 
women's  fancy  shoes  says:  "With  reference  to  cur- 
tailing of  styles,  I  believe  that  this  is  an  impossibility 
unless  the  creators  of  these  styles,  who  are  really  the 
New  York  people,  will  take  a  hand  to  stop  them.  I 
do  not  believe  it  possible  that  a  Canadian  Committee 
can  have  any  weight  on  the  merchants  or  manufacturers 
as  long  as  the  originators  in  the  States  or  Paris  con- 
tinue   their    detrimental  work." 

Another  Toronto  retailer  doing  a  high  class  trade 
writes:  "New  styles  coming  out  three  times  a  year 
would  be  better  I  think,  than  having  them  coming 
out  four  times  and  sometimes  more.  One  of  the  best 
methods  for  curtailing  multiplicity  of  styles,  is  to  con- 
fine your  buying  to  a  small  number  of  houses." 
The  Manufacturers'  Side 

Notwithstanding  the  fact  that  the  suggestion  came 
from  the  manufacturers'  side  of  the  house,  very  few 
of  the  latter  seem  to  think  the  scheme  feasible. 

One  of  the  largest  Quebec  houses  says:  "As  far 
as  curtailing  the  multiplicity  of  styles  is  concerned, 
we  do  not  see  any  remedy  for  this  except  a  general  im- 
provement in  business  conditions.  Under  present  con- 
ditions the  retailer  will  not  buy  unless  something  new 
is  offered  him,  and  no  doubt  the  manufacturer  is  at  fault 
in  offering  too  many  choices  so  that  the  retailer  is  con- 
fused and  unable  to  judge  what  will  be  sure  sellers.  But 
it  seems  to  us  impossible  to  eliminate  this  multiplicity 
of  styles  until  factories  are  solci  ahead  and  will  be  able 
to  take  a  firmer  stand  on  the  question  of  adopting  new 
styles,  and  the  retailer  will  be  able  to  concentrate  as 
well  on  more  staple  lines." 

A  Montreal  shoe  manufacturer  of  prominence  writes: 

"It  is  disastrous  to  make  so  many  styles  and  every 
manufacturer  should  cut  them,  at  least  by  half.  The 


suggestion  made  that  new  styles  should  come  out  only 
on  September,  January  and  May  1st.,  is  worth  trying, 
and  we  believe  that  it  would  be  a  step  in  the  right  direc- 
tion." 

An  Ontario  shoe  manufacturer  thinks  something 
should  and  ought  to  be  done.  He  says:  "We  believe 
that  styles  can  be  controlled  to  a  very  great  extent  by 
close  co-operation  between  manufacturer,  wholesaler 
and  retailer.  Our  opinion  is  that  a  joint  committee  from 
these  three  sections  of  the  trade,  could  deal  very  effec- 
tively with  this  perplexing  problem.  New  styles  could 
be  submitted  to  this  joint  committee  by  any  manufac- 
turer, wholesaler  or  retailer.  This  committee  could 
then  pass  upon  the  style,  and  if  found  suitable  to  the 
trade  in  general,  could  be  adopted.  This  could  be  done 
well  in  advance  of  the  season  for  sampling,  and  our 
idea  would  be  to  bring  out  new  styles  not  more  than 
three  times,  preferably,  twice  a  year.  The  retail  trade 
could  be  advised  well  in  advance  of  any  new  models 
that  would  -be  forthcoming,  so  that  they  would  have 
the  opportunity  of  unloading  any  lines  that  would  like- 
ly be  displaced  by  the  new  models  adopted.  No  doubt 
many  objections  could  be  raised  to  this  method  of  deal- 
ing with  the  matter,  but  the  ultimate  result  would,  we 
believe,  be  a  great  saving  in  dollars  and  cents,  as  well 
as   any   anxiety   and   forced   sales,  etc." 

An  Ontario  maker  of  men's  shoes  thinks  that  "men's 
shoes  have  been  fairly  stabilized  as  regards  styles,  and 
we  hardly  need  touch  on  this  question.  It  is  doubt- 
ful if  the  idea  of  having  new  styles  come  out  only  on 
September  1st,  January  1st  and  May  1st,  could  be  worked 
out  to  advantage,  either  in  men's  or  women's  styles. 
It  might  be  a  very  good  thing  for  the  trade  if  it  could  be 
done,  particularly  in  women's  shoes,  but  where  com- 
petition is  so  keen  to-day,  and  with  everyone  looking 
for  all  the  business  they  can  get,  it  is  doubtful  if  man- 
ufacturers would  agree  to  any  such  suggestion." 

Another  maker  of  men's  lines  has  this  to  say:  "I 
believe  that  September  and  May  are  the  only  times  it 
is  necessary  to  bring  out  new  styles  or  lasts.  The  curse 
of  the  shoe  business  at  the  present  time  is  the  multip- 
licity of  styles,  which  absolutely  upsets  the  retailer  and 
has  a  tendency  to  stop  him  buying  his  requirements 
at  the  proper  season  which  would  keep  the  manufac- 
turer with  an  even  production." 


i 

i 
i 
i 


One  of  the  attractive  new  lines  offered  by  the 
Perth  Shoe  Co.,  Ltd. 
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The  New  Rubber 
Season 

Business  off  to  a  Fresh  Start.  New 
Lists  Sent  Out.  Advance  of  about  10 
percent.  Discounts  and  Terms  Same 

THE  rubber  shoe  season  is  on  again  and  travellers 
for  the  various  companies  are  covering  the  country 
placing  orders  for  next  fall  and  winter's  supplies. 
The  start  on  March  5th  is  made  under  more  auspicious 
conditions  than  usual  as  far  as  rubber  stocks  are  con- 
cerned, as  the  unusually  inclement  weather  of  the  past 
two  months  have  had  the  effect  of  clearing  up  stocks 
with  both  wholesaler  and  retailer. 
The  New  List 

On  account  of  recent  advances  in  raw  rubber, 
linings  and  other  materials,  there  have  been  changes 
in  the  list  prices  for  the  current  season  that  amount 
to  in  the  neighborhood  of  ten  per  cent,  all  around  with 
the  exception  of  jersey  cloth  lines.  The  recent  sharp 
advance  in  the  raw  rubber  market  brought  plantation 
rubber  from  about  thirteen  cents  in  a  little  over  two 
months  to  thirty  nine,  and  as  already  stated  there  have 
been  substantial  increases  of  costs,  in  other  depart- 
ments. The  feeling,  when  the  ten  per  cent,  reduction 
took  place  in  the  fall  of  1921,  was  that  it  was  unwarranted 
by  conditions  and  manufacturers  claimed  that  they 
were  placed  at  a  considerable  disadvantage  later.  Never- 
theless the  discount  for  early  orders  was  added  in  March 
of  last  year  on  account  of  the  difficulty  in  getting  busi- 
ness placed.  The  winter  was  an  unfortunate  one  for 
the  rubber  trade,  and  business  dragged  on  through  the 
year  with  the  result  that  very  little  money  if  any  was 
made   by   any  of  the  concerns. 

The  trade  claim  that  business  is  now  on  a  more 
normal  basis  for  nobody  expected  raw  rubber  to  remain 
in  the  condition  it  has  been  for  a  considerable  period 
past.  It  was  bound  to  go  up  and  it  is  safe  to  say  that 
the  market  is  going  to  strengthen  still  further.  The 
boom  in  the  rubber  tire  business  has  added  to  the  ten- 
dency in  this  direction,  and  with  anything  like  normal 
business  in  this  and  mechanical  lines,  there  will  be  no 
chance  of  an  easier  market.  This  is  the  attitude  of 
manufacturers  who  point  to  the  fact  that  the  American 
trade  has  seen  and  acted  upon  the  situation.  An  ad- 
vance has  also  been  necessary  in  canvas  goods  and  ten- 


nis and  sporting  goods  were  advanced  two  weeks  ago 
to  about  five  per  cent,  on  former  prices. 
The  New  Goods 

There  are  not  many  changes  noticeable  in  the  new 
samples,  although  some  additional  touches  have  been 
given  to  the  best  sellers.  A  noticeable  feature  is  the 
increase  in  the  lines  of  women's  high  buckle  overshoes, 
which  sold  so  well  this  year.  Everybody  seemed  afraid 
of  this  class  of  goods  last  year.  The  fact  that  it  appeared 
to  be  the  peculiar  property  of  the  "flapper"  made  re- 
gular buyers  rather  afraid  of  it.  This  year,  however, 
everybody  seems  to  have  fallen  for  the  high  overshoe, 


The  Byng  Boot 
Canadian  Consolidated  Rubber  Co.  Ltd. 

and  as  the  fashion  of  wearing  it  fastened  up  has  super- 
ceded the  fad  of  leaving  it  unbuckled,  the  mode  has 
taken  with  those  who  wear  it  for  the  use  for  which  it 
was  intended,  to  keep  the  feet  warm.  It  was  difficult 
this  season  to  get  enough  of  these  goods  at  times,  and 
it  is  morally  certain  that  there  will  be  a  big  demand  for 


The  Strap-Way  Line---Gutta  Percha  &>  Rubber  Ltd. 
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the  coming  season.  At  all  events  manufacturers  seem 
to  be  preparing  for  it. 

The  "flapper"  has  taken  to  the  short  boot  of  which 
quite  a  tew  have  been  worn  this  winter.  The  Russian 
idea  with  the  fur  at  the  top  has  been  varied  and  this 
style  of  boot  will  be  found  next  season  in  different  de- 


Miner  Rubber  Co.,  Ltd.,  featuring 
"Boy  Scout"  and  "Girl  Guide" 

signs.  On  the  other  side  of  the  line,  it  has  taken  better 
than  over  here,  but  it  is  safe  to  say  that  next  winter 
will  see  an  increased  demand,  especially  amongst  those 


"Sedan"  Carriage  Boot 
Amis  Holden  McCready ,  Ltd. 

who  formerly  affected  the  flopping  overshoe.  It  would 
seem  that  in  New  York  and  a  number  of  other  centres 
the  short  rubber  boot  in  a  modified  form  has  taken 


"Eden" 

Canadian  Consolidated  Rubber  Co.,  Ltd. 

fairly  well  with  other  classes  than  those  who  are  looking 
for  something  outre,  and  quite  a  number  have  been  sold 
to  those  who  want  something  that  is  easily  put  on  and  off. 
Overshoes  Back  in  Favor 

It  is  the  general  belief  that  the  overshoe  for  women 
has  come  back  to  stay.  There  was  a  time  when  the 
high  buttoned  variety  was  a  regular  seller  all  over  the 
country.    It  was  made  both  plain  and  with  fancy  work 


"Spanish" 
Columbus  Rubber  Co.,  Ltd. 

on  the  front  and  the  latter  seemed  to  have  a  large  de- 
mand. It  would  not  be  a  matter  of  surprise  to  find 
that  this  ornamentation  may  be  revived.  It  is  also 
a  question  whether  there  will  not  be  a  larger  sale  this 
coming  season  for  men's  arctics  and  snow  excluders 
as  a  good  many  have  been  sold  during  the  current  winter. 
Men  have  begun  to  find  that  they  are  convenient  for 
wearing  with  oxfords  and  preferable  to  spats,  especially 


"Greyhound" 
Miner  Rubber  Co.,  Ltd. 
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during  heavy  snowy  weather.  Altogether  it  looks  as 
though  overshoes  were  on  for  a  period  of  growing  popu- 
larity. 

Crepe  Sole  Shoes 

There  have  been  some  attempts  to  introduce  the 
crepe  sole  shoe  in  canvas  lines,  at  present  popular  in 
England  in  both  leather  and  canvas  goods  for  golfing, 


"Beck" 

Canadian  Consolidated  Rubber  Co.,  Ltd. 

but  the  rubber  trade  has  not  so  far  taken  hold  of  the 
idea.  It  is  claimed  that  it  is  difficult  to  secure  a  sat- 
isfactory joint  by  cementing  on  account  of  the  vulcan- 
ization of  the  regular  rubber  sole,  and  that  better  re- 
sults are  obtained  by  stitching  on  the  crepe  sole,  which 
of  course,  is  a  proposition  for  which  the  rubber  factory 
as  a  rule  is  not  prepared.  Just  the  same,  there  is  go- 
ing to  be  a  demand  on  this  side  for  a  sole  of  this  type 


"Pinafore" 
Ames  Holden  McCready ,  Ltd. 

on  account  of  its  suitability  for  use  in  sporting  shoes. 
Already  some  leather  shoe  manufacturers  are  consider- 
ing its  possibilities. 
Retail  Rubber  Shoe  Conditions 

We  are  practically  at  the  end  of  the  possibilities 
for  rubber  footwear  from  a  retail  standpoint  this  sea- 
son. Stocks  are  pretty  well  cleaned  up  and  retailers 
are  averse  to  ordering  more  than  what  meets  their  im- 
mediate necessities.  The  snow  has  been  a  great  bless- 
ing to  the  shoe  trade  which  has  been  passing  through 


"Louise" 
Columbus  Rubber  Co.,  Ltd. 

a  period  of  woeful  lassitude.  From  now  on  only  the 
lighter  lines  of  rubber  shoes  will  be  required  as  the  next 
month  will  practically  see  the  disappearance  of  the  snow. 
One  thing  that  has  militated  to  some  considerable  ex- 
tent against  retail  business  in  the  heavier  lines  such  as 
lumbermen's  goods,  has  been  the  heavy  snowfall  early 
in  the  year  in  certain  districts,  which  has  in  some  cases 
stopped  operations  and  in  many  others,  interfered  with 


getting  supplies  into  the  camps.    A  few  of  these  goods 
will  be  carried  over  but  mostly  by  jobbers. 
Watching  the  Weather 

Weather  bulletins  are  available  to  everybody  and 
are  issued  far  enough  ahead  to  allow  the  retailerfto 
prepare  for  a  rush  demand  for  rubber  shoes.  Some 


"Turcot" 
Columbus  Rubber  Co.,  Ltd. 

of  the  large  establishments,  such  as  departmental  stores, 
for  instance,  have  adopted  the  policy  of  planning  ahead 
for  rubber  business.  Naturally,  they  keep  a  good  tab 
on  their  stocks  and  when  stormy  weather  is  promised 
by  the  weather  man  they  prepare  accordingly  by  get- 
ting in  touch  with  their  sources  of  supply.  Thefaver- 


"  Allenby" 
Independent  Rubber  Co.,  Ltd. 


age  shoe  dealer  leaves  too  much  to  chance  and  usually 
finds  the  rubber  shoe  stock  all  shot  to  pieces  when  the 
rush  comes.  Of  course,  if  he  is  some  distance  from  a 
jobber,  it  is  somewhat  different  from  the  man  who  has 


Independent  Rubber  Co.,  Ltd. 


only  to  call  up  his  jobber.  Nevertheless,  it  is  usually 
possible  to  telephone  or  wire  in  for  supplies  to  com- 
plete stock  a  day  or  two  ahead.  Jobbers  say  that  rainy 
days  bring  an  avalanche  of  orders,  many  of  which  are 
impossible  to  fill  in  time. 
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Do  Your  Windows 
Pay? 

Are  they  Revenue  Producers?  Is  it 
possible  to  know  if  Windows  Draw? 
Are  they  the  Merchant's  best  Adver- 
tisement? 

A LARGE  departmental  store  in  Philadelphia  has 
gone  to  an  immense  amount  of  trouble  in  mak- 
ing a  thorough  study  of  the  relative  importance 
of  the  five  senses,  sight,  sound,  smell,  touch  and  taste 
with  a  view  of  establishing  their  relation  to  retail  busi- 
ness. After  a  study  of  the  reactions  of  several  thous- 
and customers,  it  was  found  that  87%  will  buy  from  the 
attractiveness  of  sight,  including  goods  on  display  in 
the  windows,  show  cases  or  on  counters.  The  other 
senses  they  found  attracted  in  the  following  propor- 
tions: 7%  by  sound,  3}/>%  by  smell,  1J4%  by  touch 
and  1%  by  taste.  Here  is  quite  a  homily  for  the  re- 
tail merchant  on  the  question  of  the  efficient  displaying 
of  his  goods. 

Its  Bearing  Upon  the  Store 

At  -once  it  will  be  understood  how  important  the 
question  is  of  the  general  effect  of  the  store  upon  possible 
customers.  First  impressions  are  lasting  ones  and  it 
is  hard  to  overcome  the  handicap  of  a  poor  looking  front 
or  a  badly  arranged  shop.  An  elaborate  modern  store 
front  may  be,  temporarily  at  least,  out  of  the  question, 
but  that  is  no  reason  why  an  effort  should  not  be  made 
to  make  the  most  of  existing  circumstances.  With  the 
fact  in  view  that  the  window  is  meant  to  attract  cus- 
tom, begin  to  put  it  in  shape  to  do  its  work  as  effec- 
tively as  possible.  Giving  it  a  coat  of  paint  is  an  easy 
matter,  but  choosing  the  right  color  or  colors  is  quite 
another  proposition.  The  latter  should  be  in  keeping 
with  the  character  of  the  store  as  well  as  such  as  will 
distinguish  it  easily  from  the  other  shops  about  it.  Flashy 
cheap  looking  effects  may  do  as  much  harm  as  a  run- 


down front  itself.  If  you  are  not  artistic  in  your  tastes, 
get  suggestions  for  exterior  decorations  from  those  who 
may  be  in  a  position  to  help.  There  are  a  dozen  ways 
of  decorating  a  store  front  so  that  it  will  be  attractive, 
dignified  and  suggestive  of  the  business  within.  Have 
the  name  where  it  will  be  seen,  but  have  the  goods  so 
arranged  and  so  displayed  that  they  will  tell  their  story 
to  everybody  who  passes  by — so  that  "he  may  read 
that  runneth." 

An  Ordinary  Show  Window 

It  must  pay  to  put  in  the  elaborate  fronts  that  some 
stores  have  adopted  or  the  money  would  not  be  spent 
on  them.  If  you  can  afford  it,  it  might  be  well  to  re- 
model your  window  or  windows,  but  at  least  you  should 
be  able  to  make  some  improvement  on  it.  If  your 
door  is  flush  or  nearly  so  with  the  street,  it  ought  not 
to  cost  much  to  deepen  your  windows  a  little  and  give 
more  chance  for  displaying  the  goods  by  setting  the 
entrance  back  to  a  level  with  the  rear  of  the  window. 
The  next  thing  with  regard  to  the  window  is  the  back- 
ground and  floor.  The  custom  of  having  a  fixed  back- 
ground of  mirrors  or  hardwood  paneling  and  curtains 
saves  a  lot  of  changing  and,  in  the  end,  expense,  but 
it  often  leads  to  what  must  be  avoided  always  in  a  show 
window,  sameness  or  monotony.  Some  dealers  and 
especially  salesmen  use  the  fact  that  a  lot  of  money 
has  been  spent  in  permanent  fittings  and  fixtures  as 
an  excuse  for  indifference  and  laziness.  Even  with 
an  expensive  front  and  window  accessories  the  establish- 
ment must  put  enough  "pep"  into  its  window  displays 
to  keep  them  working.  It  does  not  matter  how  elab- 
orate the  surroundings  are  the  store  must  talk  of  its 
goods  or  a  good  investment  is  wasted. 
How  To  Get  Results 

Visualize  the  effect  you  wish  to  obtain  in  the  way 
of  selling  those  you  talk  to  in  your  advertisements  and 
those  who  merely  pass  your  store,  making  everything 
bend  towards  a  definite  purpose.  You  can  easily  de- 
sign a  more  or  less  permanent  floor  for  your  window 
or  a  background  for  same  if  you  give  the  serious  atten- 
tion to  the  subject  that  you  do  to  other  important  mat- 
ters of  good  merchandising.    You  can  have  a  polished 
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hardwood  floor  at  a  comparatively  low  cost  which  you 
can  either  leave  bare  or  vary  with  occasional  changes 
either  in  draperies  or  beaver  board.  As  to  backgrounds, 
some  dealers  have  half  a  dozen  changes  made  up  with 
building  board,  and  other  accessoiies  which  they  can 
alternate  using  mirrors,  plants  and  other  accessories. 
The  object  of  this  article  is  not  to  give  instructions 
on  window  trimming,  but  to  impress  upon  the  dealer 
that  he  has  at  his  disposal  a  space  much  more  valuable 
than  a  whole  page  in  the  local  paper,  because  he  can 
place  before  his  customers  the  actual  goods  to  challenge 
their  consideration.  It  is  up  to  him  to  so  use  this  means 
at  his  disposal  for  trade  building  as  to  get  the  most 
out  of  it.  Every  person  who  passes  the  store  is  a  poten- 
tial buyer.  The  question  is  how  to  get  him  interested 
in   what   you   have   to  sell. 

As  to  Showing  Goods 

With  the  average  high  class  or  novelty  store  the 
dressing  of  a  window  is  a  comparatively  simple  affair 
although  some  serious  mistakes  are  made  in  displays 
of  this  class.  Usually  comparatively  few  lines  are 
used  and  these  can  easily  be  picked  out.  Neverthe- 
less, it  too  often  happens  that  those  selected  are  not 
the  real  goods  the  dealer  wants  to  sell  most.  Up  to 
a  certain  point  novelties  serve  a  good  purpose  in  attrac- 
ting attention,  but  the  highest  achievement  of  a  win- 
dow is  to  sell  regular  goods.  There  should  always 
therefore,  be  an  effort  to  connect  the  mind  of  the  spec- 
tator with  his  needs  and  not  merely  dazzle  him  or  her 
with    a   showing   of   bizarre  footwear. 

With  the  ordinary  dealer  who  has  to  depend  upon 
the  steady  sale  of  everyday  lines,  the  window  problem 
is  a  little  more  difficult.  While  there  should  be  enough 
of  the  novel  in  the  window  to  attract  attention,  there 
should  be  a  sufficient  display  of  regular  lines  to  form 
at  least  a  suggestion  to  the  prospective  purchaser.  There 
are  two  extremes  in  displaying  footwear  that  should 
be  avoided,  sparseness  and  crowding,  and  of  the  two 
the  latter  is  perhaps  the  more  dangerous.  Many 
retailers  make  the  same  mistake  with  their  windows 
that  they  do  with  their  advertisements.  They  crowd 
so  much  into  them  that  nothing  stands  out  to  focus 
attention.  The  wise  plan  in  both  is  to  allow  for  breath- 
ing space.  Have  something  in  the  window  that  you 
feel  sure  ought  to  attract  attention,  and  then  work 
in  enough  other  suggestions  to  catch  the  eye  of  those 
who  may  not  be  interested  in  your  chefs  d'oeuvre. 


What  About  Tickets? 

Well  a  show  window  like  an  advertisement  these 
days  should  give  the  fullest  possible  information.  What 
is  the  use  of  elaborating  your  displays,  moving  heaven 
and  earth  to  get  people  to  look  at  your  goods  and  then 
have  them  turn  away  without  any  idea  as  to  their  cost? 
It  may  be  well  occasionally  to  have  a  few  fancy  lines 
in  the  window  without  price  tickets,  but  even  that 
policy  is  questionable.  Business  to-day  is  conducted 
in  the  open  and  people  are  afraid  of  a  store  that  is  not 
willing  to  put  prices  on  its  goods.  Good  attractive 
show  cards  and  neat  price  tickets  are  now  practically 
a  necessity. 

A  Dangerous  Practice 

Another  thing  to  be  avoided  is  placing  shoes  in 
the  window  that  do  not  represent  stock  in  the  store. 
The  old  custom  of  purchasing  special  display  shoes 
for  this  purpose  is  played  out.  It  does  not  pay  the  dealer 
to  have  a  prospect  pick  out  a  line  in  the  window  only 
to  discover  that  the  store  is  out  of  the  size.  It  arouses 
suspicion  and  promotes  antagonism.  The  window  like 
the  advertisement  should  be  designed  to  sell  goods  in 
hand,  and  not  to  cajole  customers  into  the  store  for  the 
purpose  of  selling  him  goods  he  had  not  thought  of 
buying.  One  of  the  most  serious  mistakes  is  for  a  re- 
tailer or  clerk  to  refuse  to  take  goods  out  of  the  window. 
It  always  creates  a  bad  impression. 

The  windows  should  be  kept  clean,  bright,  well 
lit  and  above  all,  fresh — the  fresher  the  better.  The 
sum  of  the  whole  matter  is  this:  Use  your  windows  to 
tell  the  people  what  you  have  to  sell.  Have  them  attrac- 
tive, but  have  them  truthful.  If  they  are  failing  to 
draw,  as  windows  ought  to,  sit  down  with  your  staff 
and  consider  what  ought  to  be  done.  The  fault  does 
not  rest  with  the  window  so  much  as  you,  unless  your 
store  be  placed  where  your  efforts  are  wasted  for  lack 
of  those  to  see  them.  The  window  is  costing  you  so 
much  per  day  whether  you  use  it  wisely  or  not.  It  is 
your  duty  to  see  that  it  produces  a  proper  revenue. 


ADDITION  TO  PLANT. 

The  Columbus  Rubber  Co.,  of  Montreal,  Limited, 
will  shortly  begin  the  erection  of  a  three  storey  ex- 
tension to  their  plant,  which  will  allow  them  over 
20  000  square  feet  more  space.  This  new  addition 
will  be  used  for  manufacturing  and  warehouse  pur- 
poses. 


i 
j 


Christmas    Display  in  Wigget*s  Shoe 
Store,  Sherbrooke,  Que. 
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Suggestions  For 
Easter  Trims 

Getting  out  of  Ruts.  Thinking  Out 
Ahead.  Elaborations  Not  Always 
Effective.  Simplicity  and  Forceful- 
ness  the  Thing. 

EASTER  is  the  one  time  in  the  year  when  specia1 
attention  should  be  given  to  trimming  the  show 
window.  It  is  the  beginning  of  Spring,  and  it 
is  associated  with  the  greatest  festival  of  the  Christian 
Church.  The  various  means  used  to  celebrate  the 
occasion  by  people  themselves  lend  themselves  naturally 
to  the  work  ot  making  both  store  and  window  unusually 
attractive.  There  are  the  sacred  and  secular  aspects 
to  be  considered  and  the  first  thing  to  be  decided  is 
whether  the  one  or  the  other  is  to  be  given  prominence. 

The  Religious  Idea 

It  this  side  of  Easter  is  to  be  used  in  connection 
with  window  service  both  the  window  and  goods  must 
have  distractive  treatment.  For  instance  such  ideas 
tor  backgrounds  will  at  once  be  suggested  as  "Gates 
Ajar",  "The  Cross  and  Rising  Sun,"  "Angels"  and  so 
forth  which  all  call  for  the  quiet  but  vibrant  note  that 
must  not  be  vulgarized  by  either  surroundings  or  goods. 
But  a  good  window  may  be  designed  with  this  side 
of  Easter  in  view  with  ordinary  materials  in  colors  suited 
to  the  occasion  such  as  purple,  white  and  gold.  With 
words  on  the  background  such  as  "A  Happy  Easter". 
A  plain  shirred  white  or  mauve  background  with  border 
of  contrasting  color  will  make  up  nicely  and  a  good 
floral   display   will   do   the  rest. 


The  Secular  Idea 

Chickens,  ducks,  rabbits  are  all  associated  with 
Easter,  particularly  in  the  minds  of  children,  and  one 
who  can  interest  them  can  always  count  on  catching 
the  eye  and  thought  of  their  elders.  The  easter  egg 
is  also  a  favorite  in  window  decoration  and  can  either 
be  used  in  the  natural  state  or  made  up  and  colored 
if  necessary  for  use  in  backgrounds  or  corners.  A  nice 
background  for  an  Easter  window  may  be  made  of 
lattice  work  in  white  with  a  space  in  the  centre  runn- 
ing diagonally  the  shape  of  a  large  egg.  Into  this  aper- 
ture could  be  inserted  a  beaver  board  egg  either  white, 
Colored  or  decorated  or  attached  suitably  with  ribbons. 
A  nest  in  the  corner  of  the  window  will  heighten  the 
effect  and  the  lattice  work  can  be  interwoven  with  arti- 
ficial flowers.  Plants  may  be  used  such  as  Spirea, 
Easter  Lilies,  etc. 


A  Practical  Suggestion 

We  give  on  this  page  a  couple  of  illustrations  sug- 
gesting treatment  entirely  different  from  each  other 
for  an  Easter  window.  In  the  one  case  is  a  background 
in  which  Easter  eggs  and  Easter  lilies  figure.  The 
entire  back  is  plaited  in  white,  light  green  or  lavender 
tarletan  according  to  your  color  scheme  for  the  window. 
The  border  at  the  top  is  made  with  a  wide  board  covered 
flat  with  gold  foil  paper  on  which  is  a  frieze  of  colored 
eggs  made  of  egg  shaped  cardboard  or  heavy  paper. 
The  colors  must  be  light  in  shade,  as  delicate  as  possible, 
the  edge  of  the  board  being  finished  with  white  mould- 
ing or  plaster  beading.  At  one  side  is  a  panel  of  very 
light  green  art  denim.  The  frame  of  the  panel  should 
be  of  wood  covered  flat  with  white  felt.  A  cross  or  spray 
of  artificial  violets  may  be  put  in  the  upper  part  of  the 
panel,  the  lower  part  being  filled  in  with  tall  stalks  of 
artificial  Easter  lilies.  Some  Easter  lilies  may  be  used 
back  of  the  panel  as  shown  to  break  the  severeness  of 
the  border. 


The  Barn  Yard  Window 

We  also  append  a  sketch  of  a  window  such  as  would 
delight  children  anywhere.  Life  always  attracts  and 
Easter  and  chickens  seem  to  work  well  together.  Have 
as  a  background  an  irregular  fence  as  shown  made  of 
boards.  If  the  latter  are  new,  have  them  stained  a 
dark  green  or  brown  so  as  to  look  old.  If  you  prefer 
it,  use  a  flat  muslin  background  and  paint  it  to  repre- 
sent a  fence.  The  window  may  then  be  divided  in 
half  by  a  wire  screen  or  one  third  only  may  be  used 
for  the  barn  yard.  Get  an  old  stump  for  one  corner 
and  build  a  hutch  with  a  nest  in  the  other.  A  small 
tree  if  it  can  be  procured  will  have  a  good  effect  at  the 
back.  If  a  real  live  setting  hen  and  a  rooster  can  be 
secured,  the  thing  will  be  complete,  but  it  will  be  more 
so  if  the  hen  has  a  brood  of  chicks.  Have  the  floor 
littered  with  straw  to  a  fair  depth  and  have  a  poultry 
drinking  fountain,  feed-box,  etc.,  in  the  foreground. 
The  balance  of  the  window  may  be  used  for  displaying 
goods  and  with  these  may  be  interspersed  Easter  eggs, 
rabbits  and  anything  else  that  may  add  interest.  A 
real  live  window  that  will  be  the  talk  of  the  town  is 
possible  if  the  details  be  carried  out  carefully.  This 
is  only  a  suggestion  and  is  possible  of  being  improved 
upon  almost  without  limit.  Rabbits  could  be  used 
instead  of  chickens  to  good  advantage,  and  the  layout 
could  be  arranged  accordingly. 


March  1,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


49 


There  are  dead  ones  but  we  don't  handle  them 


Moral : 

The  skeleton  of  good  business  is  built  up  on  a  frame 
work  of  buying  seasonable  novelties  and  staple  shoes 
ECONOMICALLY,  from  a  reputable  IN-STOCK 
House. 


Specialty  Wholesalers,  Men's,  Women's,  Children's  Shoes 


Canadian  Shoes  Ltd. 

"The  House  With  a  Policy" 

Toronto 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Great  West"ColdprooP  Felts 


For  Men 
Women  and 
Children,  Both 
Indoor  and 
Outdoor  Wear 


Made  From  Our  Own  Felt 


Specially  manufactured  machinery 
produces  our  own  felt — a  felt  warmer 
and  longer  wearing  than  other  makes. 
From  this  material  Great  West  "Cold- 
proof"  Felts  are  manufactured. 

From  the  making  of  the  felt  to  the 
finishing  of  the  shoe,  our  expert  me- 
thods allow  only  the  highest  grade  of 
material  and  skilful  workmanship  to 
go  into  this  business  building  product. 


For  style,  fit  and  ability  to  stand 
rough  usage,  as  in  their  ability  to 
satisfy  customers,  Great  West  "Cold- 
proof"  Felts  have  the  lead. 

Place  your  order  now  for  Great  West 
"Coldproof"  Felts  for  your  next  Sea- 
son's requirements.  Handled  by  all 
good  jobbers.  If  your  jobber  cannot 
supply  you  write  us  for  the  address  of 
a  jobber  who  can. 


The  Great  West  Felt  Co.  Limited 

Elmira,  Ontario 


Mention 


"Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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The  Felt  Goods 
Trade 

Business  looking  up.  Heavy 
weather  stimulated  trade. 

RETAIL  trade  this  winter  in  felt  goods  has  taken 
on  slightly  increased  activity  on  account  of  the 
heavy  winter  weather.  Dealers  who  ordered 
sparingly  last  season  have  regretted  this  fact  fre- 
quently during  the  past  two  months,  especially  with 
regard'  to  staple  lines  which  have  been  in  fairly  good 
demand  since  before  Christmas.  Country  trade  has 
been  particularly  good  in  some  quarters,  and  in  many 
cases  dealers  have  had  to  substitute  rubber  lines 
when  they  could  not  meet  the  call  for  felts.  During 
the  past  'month  sorting  trade  has  shown  consider- 
able improvement,  and  as  stocks  in  the  hands  of  man- 
ufacturers and  jobbers  have  been  light  it  has  been  dif- 
ficult to  secure  styles  and  sizes.  However,  condi- 
tions have  been  much  better  during  the  past  couple  of 
weeks,  and  the  outlook  is  promising. 

The  New  Season 

The  felt  companies  have  been  out  with  their 
new  season's  samples  for  a  couple  of  months  and 
report  conditions  much  more  satisfactory  so  far  than 
they  were  last  year.  The  fact  that  stocks  have  been 
pretty  well  cleaned  up  is  responsible  to  a  consider- 
able extent  for  the  change  in  attitude  of  the  retail 
trade.  Christmas  trade  was  good  this  year  in  fancy 
lines  which  seemed  to  sell  better  than  ever  and  this 
with  the  general  clearing  up  of  staples  has  made  it 
easier  to  get  retailers  to  talk  business.  The  slight 
advance  in  prices  amounting  to  about  five  per  cent, 
all  around  in  last  year's  quotations,  has  not  seemed 
to  hinder  ordering  so  far  although  naturally  dealers 
are  averse  to  increasing  their  costs.  Manufacturers 
however,  realize  that  last  year's  business  was  on  an 
altogether  unsatisfactory  basis,  and  with  the  en- 
hancement of  costs  in  various  directions  they  say 
that  a  stronger  advance  than  that  asked  was  neces- 
sary to  put  business  on  a  sound  basis.  On  some  lines 
the  advance  has  been  less  than  the  amount  stated 
while  in  other  it  has  been  larger. 

The  Fine  Good  Trade 

Competition  has  made  it  difficult  to  get  adequate 
prices  on  some  of  the  fancy  lines  of  felt  footwear. 
This  competition  has  come  largely,  of  course,  from 
imported  lines,  although  the  centering  of  this  trade 
in  certain  directions  has  made  price  cutting  a  pro- 
minent feature  in  the  business.  Makers  of  first  class 
goods,  however,  are  determined  not  to  do  business 
at  a  loss  and  are  endeavoring  to  get  customers  to 
see  that  in  felts  as  well  as  other  lines  quality  cannot 
be  had  on  such  competitive  prices  as  have  been  quo- 
ted by  some.  In  felt  goods  there  is  a  more  general 
tendency  towards  the  use  of  leather  soles  than  has 
been  the  case  in  the  past  and  this  has  brought  up 
costs  to  a  certain  extent.  Soft  soled  goods  do  not 
seem  to  be  as  popular  as  they  Avere  but  still  a  good 
many  seem  to  be  shown  in  the  samples.  Some  of 
the  manufacturers  have  changed  their  lines  in  order 
to  get  away  from  the  close  competition  that  has  been 
the  rule  for  several  seasons,  and  with  good  results. 
Certainly  this  season's  samples  are  about  the  best 
yet  shown  to  the  trade. 


Quality  Counts. 

In  felt  goods  perhaps  more  than  any  other  line 
of  footwear,  quality  counts.  The  felt  must  be  there 
to  stand  the  requirements  of  Canadian  wear  and 
weather.  It  is  a  poor  policy  for  the  sake  of  a  few 
cents  to  buy  inferior  materials.  The  workmanship 
is  also  an  important  consideration  in  both  staple  and 
fine  lines.  The  nature  of  the  material  and  the  uses 
to  which  the  goods  are  put,  call  for  the  utmost  care 
in  manufacture  and  finish.  Our  Canadian  factories 
are  to  be  congratulated  upon  the  marked  improve- 
ment in  the  character  of  the  goods  they  are  turning 
out,  which  will  compare  favourably  with  the  same 
product  of  any  country  in  the  world.  The  fact  that 
the  trade  is  so  limited  and  spread  over  so  much 
territory  has  been  a  serious  handicap,  but  improved 
methods  of  production  and  a  thorough  knowledge  of 
Canadian  requirements  in  this  particular  class  of 
goods  is  enabling  home  trade  to  gradually  attain  a 
prestige  that  will  ensure  an  ever  growing  share  of 
the  trade  in  felt  boots  and  shoes. 
Good  Time  to  Buy 

Just  now  seems  to  be  a  good  time  to  buy  almost 
any  class  of  manufactured  commodity  for  prices  do 
not  seem  to  promise  any  easing  off  in  the  near 
future.  Raw  materials  seem  to  be  down  to  a  sound 
basis.  Both  felt  and  leather  are  more  likely  to  go 
up  than  otherwise.  Linings  and  other  findings  are 
feeling  the  effects  of  recuperation  from  low  prices, 
and  the  slightest  acceleration  of  demand  is  likely 
to  stiffen  the  market.  The  merchant  who  buys  either 
leather,  felt  or  rubber  footwear  to-day  may  feel  rea- 
sonably safe  as  to  the  future  for  while  prices  may 
be  said  to  be  fairly  easy,  the  general  feeling  is  that 
within  a  few  months  there  may  be  a  decided  change 
in  the  situation.  At  all  events  it  would  seem  to  be 
a  wise  policy  to  purchase  a  fair  proportion  of  the 
requirements  of  next  season  in  this  particular  line 


Mr.  J.  A.  Taylor  of  Petrolia,  who  has  been  in  the 
retail  shoe  business  since  1890,  has  taken  the  Shoe  and 
Leather  Journal  from  the  very  commencement.  He 
writes  to  us  congratulating  the  Journal  upon  its  years 
of  service  to  the  trade.  We  are  always  glad  to  hear 
from  our  old  subscribers,  and  we  reciprocate  by  wish- 
ing Mr.  Taylor  continued  health  and  prosperity. 
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Another  New 
McCaughan  Model 

FOOTWEAR  of  VOGUE 
MODERATELY  PRICED 


ered  Louis  Heel.  Made  in 
different  Combinations. 

The  minute  you  see  this  shoe  and  note  its  snappy  appearance  and 
exceptional  value  you  will  pronounce  it  a  sure  seller  for  Spring 
and  Summer.  It  is  another  proof  of  our  ability  to  produce,  through 
specialization,  shoes  that  will  win  out  anywhere  when  compared 
for  style  and  popular  price.    Take  advantage  of  them  for  Spring. 


J.  A.  McCAUGHAN  85  SON 


681-689  Champlain  St. 


Montreal 


SAMSON 

Sporting  Shoes 

The  Shoes  the  Champions  wear— 
and  the  shoes  that  all  who  skate,  ski, 
play  hockey,  football,  baseball,  etc. 
prefer,  because  their  improved  features 
and  quality  shoemaking  mean  perfect 
fit  and  maximum  wear— always. 


SAMSON  STAPLE  LINES,  WITH  THEIR 
UNSURPASSED  VALUES,  ASSURE j  BIG 
TURNOVER  FOR  SPRING  TRADE. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  85  Football  Boots 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Easter  Window  Cards 

A  Few  Ideas  For  The  Retailer  s  Benefit 

By  The  Advertising  Service  Department 

Many  shoemen  would  write  their  own  cards  if  they  only  knew  what  to  say.  Many  clerks  could 
produce  better  dressed  windows  if  they  had  more  cards  at  their  disposal.  Cases  have  been 
known  where  clerks  with  the  ability  to  write  cards  have  found  themselves  stumped  through  lack 
of  short  and  snappy  catch  sentences.  To  meet  these  needs  and  to  help  the  retailer  to  get  a  little 
more  life  in  his  Easter  windows  we  would  suggest  the  following  slogans.  The  choice  of  paper, 
ink  and  color  combination  is  left  to  the  designer's  choice. 


Spring  is  Here, 

Put  Spring  in  Your  Feet. 


Smart  Shapes 
Snappy  Styles 


Easter  Footgear 

For  Man,  Matron  and  Maid. 


Stylish  Models  to 

Match  the  Spring  Costume. 


Are  You  Properly  Shod 
For  Easter? 


Latest  Ideas  in 

Dainty  Easter  Foot  Toggery. 


New  Shapes,  New  Styles, 
Everything  New  for  Easter. 


Spring  Novelties  that  Please 
the  Eye  and  Fit  the  Foot. 


Latest  Expressions 

of  Spring  Styles  in  Shoes. 


Easter  Brightness  You  are 
only  as  Smart  as  Your  Feet. 


Match  Your  Easter 
Costume  with  Shoes. 


Do  You  Want 
Shoe  Comfort? 


Health  Helps  Wealth 
Good  Shoes  Help  Health 


Ask  the  Man 

Who  Owns  a  Pair 


Smart  Suggestions  in 
Spring  Shoes. 


A  Price  to  Suit 
Every  Purse. 
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Easter  Suggestions  for  Every 

Timely  Ideas,  which  help  to 


By  the  Advertising  Service  Department 


Blotter  Suggestion 

The  above  design  is  rather  a  new  twist  on  an  old 
idea.  It  gets  away  from  the  conventional  square  cut 
blotter  and  would  catch  the  eye.  If  you  are  looking 
for  something  different,  try  it,  the  art  work  and  cut 
would  not  cost  a  great  amount. 

Easter! 

Here  is  a  dignified  advertisement,  that  should  pull 
business.  Use  a  nice  cut  and  display  the  price.  Tie 
your  selling  talk  to  the  importance  of  well  shod  feet 
for  Easter.  Use  a  light  border  and  above  all  things 
keep  to  one  type  face,  if  your  printer  can  do  it. 


The  Charm 
of  a  Well  Shod  Foot 


I 


Easter ! 

Shoes  for  Your 
New  Costume 


Cover  Design 


You  can  appeal  to  the  better  class  trade  through  style 
and  vanity,  more  so  than  price.  If  you  publish  a 
house  organ,  this  design  is  suggested  as  an  attractive 
and  reserved  cover.  When  advertising  style  goods 
to  your  prospects, don't  use  cover  designs,  type  faces 
and  selling  talk  suitable  for  heavy  staples.  The 
picture  of  a  lumber  camp  won't  sell  dancing  shoes 
to  women,  while  very  often  a  delicate  picture  that 
stirs  her  imagination,  will. 
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Branch   of   Your  Advertising 

Please  Your  Customers  and  Pull  Sales 


By  the  .Advertising  Service  Department 


Easter  Thoughts 


Please  the  kiddies  and  you  please  the  parents.  When 
parents  bring  children  to  your  store  find  out  from 
them  their  wishes  on  their  own  shoe  problems.  You 
will  probably  pick  up  a  suggestion  or  two  that  will 
lead  to  future  sales. 


Sky-High 


.Easter  Thoughts, 


for  Kiddies'  Feet 

Tie}  too,  Have  Their  Style  Ideas 


Sky-High 


With  this  heading  talk  Easter  dress,  style,  quality,  price"and 
the  pleasure  and  comfort  the  shoe  illustrated  will  give  the 
wearer.  This  idea  could  be  used  as  a  circular  or  newspaper 
advertisement. 


From  Paris, 
London  and 
New  York 

Come  New  Styles  for 

the  Well  Dressed 
Women 


From  Paris 


A  style  advertisement  quoting  the  three  centres  of 
style  creation.  Women  have  no  higher  authority 
than  these  places;  what  comes  from  there  is  accepted 
and  worn.  You  boost  your  latest  style  creations  in 
this  manner.  Use  only  high  grade  cuts,  light  type 
faces  and  a  suggestion  of  illustration. 
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Prompt  Shipments 

from 
Peterboro  or  Regina 


No.  560  smooth  tan  Mennonite,  Plain  Toe,  Half 
Bellow  Tongue,  Standard  Screw,  Munson  Army 
Last,  Chrome  Waterproof  Bulldog  Sole,  Lock 
Stitch,  Welted  Back.    F.O.B.  Peterboro  $3.25 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

Peterboro,  Ont.  Regina,  Sask. 

Western  Dealers  may  sort  from  our  Regina  Branch 


UPPER  LEATHER 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  &  SON,  LIMITED 

KINGSTON,  ONTARIO 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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With  Spaulding's  Fibre  Counters  in  your  shoes 
you  can  be  sure  that  they  will  retain  a  trim,  perfect 
shaped  back  that  will  reflect  credit  on  your  line 
and  result  in  greater  all-around  buying  appeal. 

We  make  our  own  fibre 

J.  SPAULDING  &  SONS  CO.,  Inc. 


Main  Office  and  Factory 
NORTH  ROCHESTER,  N.H. 

r  PHILADELPHIA  CINCINNATI 
John  G.  Traver  8s  Co.     The  Taylor-Poole  Co. 
141-143  No.  4th  St.  410-412  E.  8th  St. 

SEVEN  FACTORIES 
Tonawanda,  N.  Y.  Rochester,  N.  H. 

No.  Rochester,  N.H.  Milton,  N.H. 

Townsend  Harbor,  Mass. 


Boston  Office 
203-B  ALBANY  BUILDING 

ST.  LOUIS  CHICAGO 
The  Taylor-Poole  Co .  J  .E  .D .  McMechan  &  Co . 
1602  Locust  St.  217  W.  Lake  St. 

English  Agents:  J.  Whitehead  &  Co.,  Ltd. 
Leicester,  England 


Canadian  Agents:    International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City 

V.  Champigny,  Montreal. 
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Everything 

In  McKays 

except  Men's 

Stock  Always 
On  Hand 

See  our  lines  and  be 
convinced  that  they 
are  Trade  Winners 


DOMINION 


Shoe,  Limited 


2298-2302  Chabot  St. 


Montreal 


To  Visit  Our  Plant  Take  Papineau  Avenue  Street  Car  Going  North  And  Get  Off  At  Bellechasse  Street 


L 


ECLERC 
INES 
E  AD 


m 


Value, 

Popular  Style 
And  Wear 


The  growing  popularity  of  our  lines  is  evidence  of  their  superior 
value  and  attractiveness,  backed  up  by  good  shoemaking. 
Satisfied  dealers  everywhere  are  meeting  the  keenest  demands  of 
the  time  with  these  moderately  priced  well  made  shoes. 


A  COMPLETE  LINE 

OF  McKAYS  &  STANDARD 

SCREW  FOR  MEN, 

BOYS,  YOUTHS  AND  GENTS 


SEE  OUR  SAMPLES 
NOW  AND  MAKE  A 
SELECTION  FOR 
SPRING  TRADE 


Leclerc  Freres 

96  Montmartre  St.  Quebec 
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Notes  from 
American  Centres 

BUSINESS  on  this  side  of  the  line  has  not  been 
any  better  during  the  past  month  than  it  should. 
The  January  and  February  sales  in  spite  of  huge 
advertising  and  unwonted  effort  have  not  been  as  suc- 
cessful as  was  hoped  for  by  dealers  early  in  the  winter. 
In  the  East  the  unusual  snow  fall  drove  business  into 
rubbers  and  overshoes.  There  was  a  flurry  for  a  week 
or  so,  when  the  weather  abated,  but  on  the  whole  Feb- 
ruary has  been  a  month  of  watchful  waiting.  Con- 
ditions are  however,  brightening  to  some  extent,  and  in 
localities  where  the  weather  has  not  been  so  unpro- 
pitious  there  has  been  a  break  in  the  clouds. 
Boston  Bits 

New  England  has  had  an  old  fashioned  winter 
and  shoe  men  say  that  those  who  like  it  are  welcome 
to  it.  There  was  a  short  period  when  the  shops  and 
windows  took  on  a  spring  like  appearance,  but  another 
spell  of  winter  put  an  effective  damper  on  enthusiasm. 
Trade  has  been  slow  and  immediate  business  has  drop- 
ped off  considerably,  so  manufacturers  and  wholesalers 
report.  There  has  been  some  selling  nevertheless,  for 
March  1st  delivery.  The  best  sellers  at  present  seem 
to  be  greys  and  patents.  Grey  suede  seems  to  lead 
although  combinations  of  suede  and  patent  are  in  good 
demand.  One  prominent  shoe  concern  here  recently 
displayed  an  entire  window  of  greys.  Strap  patterns 
lead  although  there  is  some  call  for  patent  oxfords  with 
cutouts  and  inlays. 
New  York  Notes 

Business  is  light  but  comparatively  steady.  Whole- 
salers are  endeavouring  to  force  sales  of  surplus  stocks 
and  are  selling  at  close  prices.  In  women's  lines  grey 
ooze  plain  and  in  combinations  with  patent  are  sell- 
ing for  early  delivery.  Sport  goods  are  moving  well, 
the  demand  for  two  tone  effects  being  quite  noticeable. 
Retailers  report  a  good  demand  for  black  satin  and 


patent,  and  cutout  oxfords  seem  to  meet  with  popular 
favour  on  the  part  of  women.  In  men's  lines,  business 
seems  to  be  better  than  in  women's.  Sport  models 
look  promising  and  oxfords  already  show  a  tendency 
towards  increased  popularity. 
Philadelphia  Paragraphs 

Business  is  reported  as  only  fair  although  business 
generally  speaking  is  claimed  to  be  ahead  of  this  time 
last  year.  There  has  been  a  decided  improvement 
in  the  past  week  or  so,  and  all  that  is  needed  here  is 
a  few  days  of  real  bright  weather  to  start  things  mov- 
ing. Men's  shoes  have  been  selling  passably  well  and 
women's  lines  have  begun  to  show  signs  of  activity. 
There  has  been  a  sharp  advance  recently  in  raw  mater- 
ials affecting  the  higher  grades  of  women's  shoes,  and 
this  is  being  reflected  in  wholesale  shoe  pi  ices  quoted 
recently.  Dealers  are  hoping  they  will  be  able  to  get 
into  spring  business  without  the  disturbing  factor  of 
increased  costs. 
Chicago  Chat 

Wholesalers  report  orders  coming  in  fairly  well 
for  spring  with  a  noticeable  accentuation  in  the  past 
week.  Retail  business,  however,  has  been  disappoint- 
ing, notwithstanding  the  fact  that  Chicago  has  escaped 
pretty  well  the  avalanche  of  snow  that  has  hindered 
trade  in  many  Western  centres.  There  is  a  better  feel- 
ing noticeable,  however,  and  a  little  more  enquiry  for 
new  goods.  Dress  and  semi-dress  shoes  are  moving 
and  suedes  in  greys  with  black  satins  and  patents  are 
beginning  to  open  up.  One  bar  pumps  seem  to  be 
coming  strong,  some  of  them  being  in  striking  design. 
Greys  seem  to  have  the  stage  in  straps  and  promise 
to  run  strong  as  soon  as  good  weather  opens  up. 
St.  Louis  Symptoms 

The  factories  here  seem  all  to  be  busy,  some  of 
them  claiming  the  orders  taken  in  Chicago  at  the  Fair 
will  keep  them  going  well  through  March.  There 
also  seems  to  be  a  fairly  good  business  in  staple  lines, 
merchants  in  the  West  and  South  West  particularly 
seeming  anxious  to  complete  their  stocks  for  spring 
business,  which  starts  a  little  earlier  than  farther  north. 


BOYS  OF  THE  "OLD  BRIGADE" 

Retailers  who  have  been  on  duty  for  years  in  business  and  still  in  the  game.  Have  taken 
Shoe  &>  Leather  Journal  from  its  establishment  in  1888. 


Chas.  E.  Blachford 
H.  &>  C.  Blachford,  Toronto 


James  Maynard 
Victoria,  B.  C. 


John  Maw 
John  Maw  &>  Son,  Ormstown,  Que. 
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OF  THE  OLD  BRIGADE 

When  the  Shoe  and  Leather  Journal  was  estab- 
lished in  1888,  the  firm  of  Louis  Cote  and  Bros.,  of  St. 
Hyaeinthe,  Que.,  was  amongst  the  first  advertisers.  A 
little  later  Mr.  Louis  Cote,  one  of  the  best  known  and 
most  respected  members  of  the  trade,  who  was  an  in- 
ventor ot  shoe  appliances  as  well  as  a  shoe  manufacturer 
of  high  standing  retired  and  the  two  brothers,  J.  A. 
and  Magloire  continued  the  business.  From  that  day 
until  the  present  time  this  firm,  which  is  now  one  of 


the  oldest  in  the  country,  has  been  represented  in  the 
Shoe  and  Leather  Journal.  They  have  consistently 
turned  out  a  product  that  has  given  them  unchanging 
supremacy  in  their  particular  line.  Conservative  but 
aggressive  they  have  continued  to  supply  goods  that 
are  considered  the  real  bread  and  butter  of  the  shoe 
industry.  We  are  fortunate  in  being  able  to  reproduce 
herewith  the  first  photograph  of  Mr.  J.  A.  Cote  that 
has  ever  appeared  and  are  sure  that  the  trade  will  wish 
him  and  those  associated  with  him  in  the  Cote  business 
continued  health  and  prosperity. 


MR.  J.  E.  PARE  JOINS  GOSSELIN  SHOE  COM- 
PANY LIMITED. 

Mr.  J.  E.  Pare,  formerly  of  Dupont  &  Frere, 
Montreal,  and  previously  connected  with  other  well 
known  shoe  manufacturing  concerns,  has  become  as- 
sociated as  Managing  Director  with  the  Gosselin 
Shoe  Co..  Limited,  of  Quebec,  of  which  Mr.  Nap. 
Bedard.  one  of  Quebec  City's  young  and  enterprising 
capitalists,  is  President.  Mr.  Pare,  in  addition  to  his 
duties  as  Managing  Director,  will  look  after  the  sell- 
ing end  of  the  business  as  well,  and  it  will  be  part  of 
his  policy  to  give  particular  attention  to  the  whole- 
-alc  trade.  The  firm  will  make  a  full  line  of  Boys', 
Youths',  and  Cents'  High  Class  McKays  and  a  line 
of    i»ecialties  in  Women's  Medium  Class  McKays. 

Mr.  Pare  is  an  old  Quebecer,  and  for  over  thirty 
years  ha-  been  connected  with  the  shoe  and  lea- 
ther industry  of  the  Dominion,  his  headquarters  dur- 
ing the  past  fifteen  years  being  located  in  Montreal. 
Through  his  long  and  thorough  experience  he  has 
gained  complete  knowledge  of  the  shoe  trade  as  well 
as  of  -hoe  manufacturing,  and  this,  together  with  his 


proven  abilities  as  an  executive,  give  him  every  ad- 
vantage in  directing  the  affairs  of  this  recently  re- 
organized company. 


Mr.  J.  H.  Vigneault,  who  for  the  past  six  years-, 
has  looked  after  the  interests  of  The  Dominion  Rub- 
ber System  Ltd.,  Montreal,  will  now  represent  Mr. 
Geo.  E.  Boulter,  of  Toronto,  for  the  Province  of 
Quebec,  with  the  samples  of  the  John  McPherson 
Co.  Ltd.,  Hamilton,  the  Newport  Shoe  Co.  Ltd.,  Tor- 
onto, and  the  Gutta  Percha  Rubber  Co.  Ltd.,  of  Tor- 
onto. 


Mr.  Vigneault  has  been  in  the  shoe  business  for 
the  last  18  years;  he  is  also  a  partner  in  the  firm  of 
Daoust  &  Vigneault,  retail  merchants,  of  675  St. 
Catherine  St.  East,  Montreal. 

Mr.  Vigneault  will  have  a~  permanent  sample 
room  in  La  Patrie  Bldg.,  120  St.  Catherine  St.  East, 
Montreal. 
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mongThe  vShoe  Men 

We^like  to  receive  items  for  "Among  the  Shoe  Men."    Send  'em  in ! 


Messrs.  L.  LeClair  and  Son,  shoe  retailers,  of 
Farnham,  Quebec,  are  going  out  of  business. 

Mr.  Frank  M.  Smith,  formerly  with  the  Greb 
Shoe  Co.,  is  now  covering  Western  Ontario  for  the 
Bauer  Shoe  Co.,  Kitchener. 


Mr.  Griff.  Clarke 

The  many  friends  of  Mr.  "Griff"  Clarke  will  be 
glad  to  hear  that  he  has  recovered  from  his  recent 
attack  of  pneumonia. 

Mr.  T.  A.  Lebeau,  formerly  with  Nault  and  La- 
croix,  Sherbrooke,  Quebec,  is  now  in  business  for 
himself  at  249  King  St.  West. 

Our  news  editor  will  insist  on  associating  Mr. 
Peter  Doig  with  Aird  &  Son,  when  he  knows  quite 
well  it's  the  Tetrault  Shoe  Mfg.  Co.  Although  Mr. 
Doig  has  great  respect  for  Aird's,  we  don't  believe 
he  has  forsaken  his  Tetrault  love. 

Mr.  J.  R.  Yorke,  of  the  Yale  Shoe  Store,  Moose 
Jaw,  recently  attended  the  Masonic  Convention  at 
Toronto. 

Mr.  W.  G.  Tapp,  of  Coulters-Johnson  Limited, 
Port  Arthur,  has  been  visiting  Montreal  and  Tor- 
onto, during  the  past  week. 

Mr.  Charles  A.  Blachford,  of  the  Blachford  Shoe 
Mfg.  Co.,  Limited,  Toronto,  spent  several  days  in 
Montreal  recently. 

Mr.  Harvey  McKean,  of  the  Blachford  Shoe 
Mfg.  Co.,  Limited,  Toronto,  is  in  Montreal  calling  on 
the  trade. 

Mr.  Leslie  Porter,  of  Porter  and  Robins,  Yar- 
mouth, N.S.,  has  been  spending  the  past  several 
months  in  the  Sanitorium.  He  has  been  improving 
steadily,  but  we  regret  to  say  that  the  last  reports 
were  not  so  favorable. 

We  understand  that  a  most  enjoyable  party  took 
place  in  the  west  end  of  Toronto,  made  up  by  a  num- 


ber of  the  jovial  members  of  the  shoe  fraternity  and 
their  wives.  We  understand  that  after  having  a  con- 
siderable snowshoe  walk,  they  returned  and  spent  an 
enjoyable  evening  up  to  4  o'clock  Sunday  morning. 
We  would  like  to  know  where  .they  got  their  refresh- 
ments.   Ask  Arthur  Bell,  he  may  know. 

Mr.  Joseph  Daoust,  of  Daoust  Lalonde  and  Co., 
Limited,  has  been  elected  first  vice-president  of  the 
Montreal  Chamber  of  Commerce. 

Mr.  T.  S.  Fetterly  has  opened  a  shoe  store  in 
Lethbridge,  Alta. 

Albert  Carey,  of  the  Carey  Shoe  Co.,  bought  the 
entire  wholesale  stock  of  the  Davies  Footwear  Co. 
which  recently  assigned,  for  $199,630.90  from  Butler 
and  Co.,  trade  auctioneers,  at  rate  of  67y2  cents  on 
the  dollar.  This  is  said  to  be  the  largest  quantity  of 
merchandise  ever  sold  in  one  lot  in  Canada. 

Over  one  hundred  and  fifty  people  sat  down  to 
the  H.  H.  Crosby  Company's  banquet,  held  in  Corona- 
tion Hall,  Hebron,  N.S.,  recently.  Speeches  by  mem- 
bers of  the  Executive  were  plentiful,  but  dancing  for 
those  who  wanted  it  proved  popular. 

The  opening  of  a  new  Miner  Rubber  Co.  Limited 
branch  at  190  King  Street,  London,  Ontario,  will  al- 
low them  to  give  a  complete  service  to  Western  On- 
tario dealers  in  both  leather  and  rubber  shoes.  Their 
new  warehouse  when  fitted  up  will  give  ample  room 
to  carry  a  large  variety  of  shoes  and  a  complete  stock 
of  rubber  requirements.     Mr.  S.  Bryant  has  been 


placed  in  charge  of  this  branch,  under  the  Toronto 
office.  "Stanley"  as  Mr.  Bryant  is  best  known  to 
Western  Ontario  dealers  has  had  a  long  and  varied 
experience  in  the  shoe  business.  For  the  past  ten 
years  he  has  been  with  Coates,  Burns  and  Wanless, 
of  London,  Ontario.  The  following  salesmen  will 
co-operate  with  "Stan",  Messrs.  H.  A.  Westlake, 
G.  A.  Hand,  F.  H.  Jennings. 
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Mr.  H.  S.  Crosby.  President  of  the  H.  H.  Crosby 
Co.  Hebron.  N.S..  has  returned  to  Halifax. 

\Ye  understand  that  Mr.  David  S.  Crosby  has  re- 
cently purchased  an  interest  in  the  H.  H.  Crosby  Co. 
of  Hebron.  N.S. 

The  Ryan  Devlin  Shoe  Store  in  the  Clarendon 
Block,  on  Portage  Avenue.  Winnipeg",  suffered  a  $50.- 
000.00  fire  loss  recently. 

Mr.  Ed.  Sotners,  sales  manager  of  the  Eagle 
Shoe  Co..  Limited.  Montreal,  is  at  present  calling  on 
the  trade  in  Ontario.  His  many  friends  in  that  Pro- 
vince recognize  in  him  the  genial  Ed.  minus  his  straw- 
hat,  which  some  accuse  him  of  wearing  beyond  the 
regulation  season.  He  reports  business  getting  bet- 
ter and  is  looking  forward  to  a  much  improved 
condition  of  trade  by  early  Summer. 

.Mr.  George  Saunders,  of  Newmarket,  recently 
lost  his  boot  and  shoe  store  and  repair  shop  by  fire. 
No  insurance  was  carried. 

The  Lloyd-Rose  Shoe  Store  on  Roncesvalles 
Ave.,  Toronto,  recentlv  suffered  fire  damage  to  the 
extent  of  $4,400.00. 

The  J.  P.  Cook  Co.,  shoe  store,  in  London,  in 
charge  of  Mr.  Phillip  Cook,  Jr.,  recently  staged  a 
successful  60th  anniversary  sale. 

Mr.  T.  X.  Campbell,  for  over  forty  years  secret- 
arv  of  the  Amherst  Boot  and  Shoe  Co.,  Amherst,  N.S., 
has  retired. 

Mr.  \Ym.  Chamberlain,  of  the  Newport  Shoe  Co., 
Toronto,  who  has  been  laid  up  with  the  "flu"  for  the 
past  two  weeks,  is  getting  along  fine  and  is  expected 
back  at  the  office  shortly. 

Mr.  Geo.  E.  Fortin.  who  is  well  known  in  the 
shoe  trade  of  Eastern  Canada,  and  who  was  recently 
elected  vice-president  of  the  Quebec  Division  of  the 
Shoe  Travellers'  Association,  has  become  associated 
with  the  Hurlbut  Company  Ltd.,  of  Preston.  He  will 
represent  them  in  Quebec,  with  headquarters  at 
Montreal. 

On  account  of  the  continued  ill  health  of  his 
wife,  J,  Gregory  Hove,  President  of  the  Provincial 
Cut  Soles,  is  compelled  to  give  up  business  here  and 
return  with  her  to  their  former  home,  at  Boston, 
Mass.  E.  B.  Page,  the  other  member  of  the  firm  has 
acquired  Mr.  Hoy's  interests  in  the  business  and  will 
carry  on  with  the  same  vigor  that  has  characterized 
':he  management  since  its  inception.  ' 

Mr.  N.  Collins,  of  the  Slater  Shoe  Co.,  Montreal, 
has  a  sample  room  at  the  Queen's  Hotel,  Toronto. 

The  two  very  popular  representatives  of  the 
Kaufman  Rubber  Co.,  Kitchener,  Mr.  J.  C.  Bryant 
and  Mr.  Len.  Hutchison,  are  shortly  starting  on  their 
spring  hike.  "Jimmie"  w  ill  cover  eastern  Ontario  and 
"Hutch"  will  do  the  Toronto  to  Kingston  run. 

Mr.  W.  E.  Woelfle,  of  the  Woelfle  Shoe  Co., 
Kitchener,  is  spending  a  pleasant  holiday  in  California 
accompanied  by  his  wife. 

Mr.  H.  D.  Dobson,  Winnipeg,  manager  of  the 
Kaufman  Rubber  Co.  Limited,  was  a  recent  visitor 
to  Toronto. 

Ill  health  has  sent  Mr.  Clayton  Corson,  of  the 
Corson  Shoe  Co.,  Toronto,  to  Atlantic  City  for  a 
short  holiday. 

hire  recently  damaged  the  factory  of  the  Adams 
Shoe  Co..  Penetang,  to  a  considerable  extent. 

Mr.  James  Bonthion.  well  known  shoe  traveller, 
died  at  his  residence  in  Toronto  recently  at  the  age 


ONTARIO  TRAVELLERS  MEET. 

The  executive  of  the  Ontario  Division  of  the 
National  Shoe  and  Leather  Travellers'  Association 
was  held  recently.  A  report  was  made  on  the  meet- 
ing of  the  Eastern  Section  in  Montreal.  The  general 
meeting  of  the  Ontario  Division  was  postponed 
subject  to  the  call  of  the  executive.  Meanwhile 
members  at  the  time  of  the  last  annual  meeting  re- 
main in  good  standing  without  further  dues  until  the 
next  general  meeting. 

Considerable  complaint  having  been  made  by  tra- 
vellers as  to  hotel  rates,  Messrs.  McFee,  Settle  and 
McKean  were  appointed  a  committee  to  deal  with 
several  matters,  but  particularly  hotel  rates,  and  to 
get  in  touch  with  the  Commercial  Travellers'  Asso- 
ciation of  Canada. 


RUBBER  CATALOGUES. 

With  the  opening  of  the  fall  placing  season  have 
appeared  the  annual  catalogues  of  the  various  manu- 
facturers of  rubbers. 

Ames  Holden  McCready  Ltd.,  have  issued  a 
"Buying  Guide,"  which  covers  both  leather  and  rub- 
ber shoes.  It  is  probably  the  most  comprehensive 
publication  of  its  kind  that  has  ever  been  issued  in 
Canada.  Comprising  120  pages  and  heavy  cover,  it 
will  be  very  useful  for  reference. 

Columbus  Rubber  Co.  Limited,  of  Montreal,  have 
issued  their  rubber  catalogue  of  over  fifty  pages  cov- 
ering heavy  goods,  rubbers  and  overshoes.  This  is 
in  two  colors  on  fine  stock  and  gives  a  broad  view 
of  the  Columbus  line. 

"Footprints"  is  the  name  of  the  1923  catalogue 
of  "Dominion"  Rubber  Footwear,  issued  by  the  Dom- 
inion Rubber  System.  In  this  handy  catalogue  are 
shown  the  boots,  lumbermen's  goods,  overshoes  and 
rubbers  for  the  fall  season. 

Minor  Rubber  Co.  Ltd.,  have  issued  their  annual 
catalogue  calendar,  with  some  improvements  and  in- 
novations. On  each  page  is  an  illustration  of  a  scene 
in  which  the  shoes  are  used.  Illustrations  are  also 
shown  of  the  various  types  of  shoes  on  which  the 
rubbers  shown  will  fit,  so  that  by  reference  to  the 
catalogue  the  dealer  knows  the  proper  last  to  use. 
They  also  feature  window  posters  and  displays  for 
"Boy  Scout"  rubbers.  In  addition  they  issue  a  handy 
pocket  catalogue  to  supplement  the  calendar,  which 
covers  their  full  line  of  rubber  shoes  and  clothing. 

Gutta  Percha  &  Rubber,  Limited,  have  changed 
the  shape  of  their  catalogue,  issuing  a  forty-eight 
page  book,  seven  inches  by  ten  and  one  half,  which 
opens  with  the  longer  dimension  at  top  and  bottom. 
This  gives  possibly  a  better  opportunity  for  display 
of  cuts  than  the  old  form.  The  line  shown  covers 
croquets,  footholds,  excluders,  imitation  fur-top 
lines,  gum  boots,  lumbermen's  in  white,  gray,  and 
red,  leather-tops,  and  their  special  line  of  strap-way 
leather  tops. 

Independent  Rubber  Co.  Ltd.,  of  Merritton, 
have  issued  their  usual  high  class  catalogue  compris- 
ing forty-eight  pages  with  embossed  cover  in  brown, 
blue,  and  black.  The  goods  shown  are  divided  into 
boots,  lumbermen,  leather  tops,  cloth  shoes,  and  fine 
shoes.  Made  to  order  styles  are  shown  separately. 
The  line  has  been  carefully  revised  and  many  new 
lines  and  lasts  are  shown. 
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SELL  SATISFACTION 

by  using  Kendex  Insoles 

1.  They  eliminate  burning  &  stinging  of  the  feet. 

2.  They  conform  readily  to  the  feet,  and  thereby 
eliminate  callouses. 

3.  They  never  harden  or  crack;  remain  always 
flexible. 

4.  They  are  nonconductors;  warm  in  winter;  cool 
in  summer. 

Kendex  once  worn — always  worn 

KENWORTHY  BROS.  OF  CANADA,  LIMITED 

St.  John,  Que.  Montreal  Office,  224  Lemoine  St. 


Remember  "The  feeling  of  the  feet  is  reflected  in  the  face."    Wear  Kendex 

PACKARD'S 

Goodyear  Welt  Shoes 

For  Spring  and  Summer  Wear 

We  are  prepared  to  ship 

IMMEDIA  TEL  Y 

from  stock — all  lines  in  Children's, 
Misses'  and  Youths'  sizes. 

 NO  WAITING  = 

Rush  Orders  Our  Specialty 

L  H.  Packard  &  Co.,  Limited,  Montreal 


Our  FIRSTRED 

Baby  Shoe 

also  in  stock 

f  1  to  4.    No  Heel 
SIZES  \ 

(5  to  734  Spring  Heel 
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"^nd  the  "Hotel  Cleveland" 

is  mv  home  when  mv  trip 
brings  me  to  Cleveland!" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 


We  hope  to  see  you  before  long 


Hotel  Cleveland 

CLEVELAND,  OHIO. 


Hydro   City   Solid    Leather  Shoes 
Solid    Wear    in    every  Pair 


The  honest  values  of  Hydro  City  Shoes  are 
surpassed  by  no  other  line.  Solid  leather 
— nothing  else — goes  into  the  manufacture 
of  these  shoes  and  their  long  wear  and 
comfort  makes  selling  easy.  To  the  critical 
buyer  who  demands  these  qualities,  Hydro  City 
Shoes  stand  for  real  service  and  satisfaction. 

The  popularity  of  our  line  is  nowhere  more 
established  than  in  the  West,  where  merchants 
are  cashing  in  on  its  reputation.  Increase 
your  sales  and  profits  with  Hydro  City  Shoes. 
They  should  have  a  place  on  your  shelves. 


Hydro   City   Shoe  Manufacturers  Limited 


Kitchener 


Ontario 
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HAS  GROWN  WITH  THE  YEARS 

The  late  James  Robson,  of  Oshawa,  who  established 
the  Robson  leather  business  in  1865,  was  the  active  per- 
sonal head  of  the  concern  when  the  Shoe  and  Leather 
Journal  came  into  being  thirty-five  years  ago,  and  even 
at  that  time  the  Robson  product  was  favorably  known, 
not  only  in  Canada,  but  abroad.  On  the  death  of  Mr. 
Jas.  Robson  in  1907,  the  management  devolved  upon 
the  two  sons  Charles  and  Frank  W.,  and,  although  at 
that  time  the  business  had  developed  from  ordinary 
dimensions  to  one  of  the  foremost  industries  of  the 
country,  it  took  on  still  greater  strides,  patent  leather 
having  been  added  to  their  already  popular  lines  of  side 
leather. 

Since  the  recent  death  of  Mr.  Frank  W.  Robson, 
the  responsibility  of  this  immense  plant  has  fallen  large- 
ly upon  the  shoulders  of  Mr.  Charles  Robson  who  has 
always  conducted  the  practical  end  of  the  business. 
He  has  been  ably  assisted,  however,  by  Mr.  G.  M.  Jacobs, 
who  has  practically  taken  over  the  work  of  the  late  Mr. 
Frank  W.  Robson.  Mr.  Charles  Robson  or  "Charlie" 
as  he  is  known  from  one  end  of  the  shoe  industry  to 
the  other,  has  had  the  advantage  of  growing  up  with 
the  business  which  he  entered  when  a  mere  lad.  There 
is  no  man  in  the  Canadian  leather  business  who  is  more 
familiar  with   all  its  phases  to-day  than  Mr.  Robson. 

It  is  a  far  cry  from  the  little  one  horse  bark  mill 
tannery  of  1865  to  the  present  magnificent  plant  which 
contains  the  most  modern  equipment  and  employs 
the  most  up-to-date  principles  and  methods.    A  glance 


at  the  acompanying  illustration  will  visualize  the  tre- 
mendous achievements  realized  by  steady  unremitting 
attention  to  the  essentials  of  high  class  leather  pro- 
duction and  the  indomitable  energy  which  has  brought 
such   results   from   comparatively  small  beginnings. 


ARTIFICIAL  LEATHER  IN  MONTREAL. 

Considerable  comment  has  been  caused  by  a  case 
in  the  Montreal  courts  wherein  one  Philias  Bell  is 
charged  with  obtaining  fraudulently  $100,000  by 
claiming  to  be  able  to  make  artificial  leather.  Various 
experts  and  leather  men  called  in  have  testified  as 
to  their  belief  that  the  materials  exhibited  as  artificial 
leather  were  real  leather.  Attempts  to  check  up  the 
process  of  the  inventor  were  unsuccessful  to  the  ex- 
tent that  witnesses  believed  it  was  another  case  of 
the  "hand  is  quicker  than  the  eye." 

Tanners  and  shoemakers  are  all  interested  in  the 
possibility  of  producing  a  real  substitute  for  real 
leather,  as  such  a  product  would  have  an  important 
effect  on  business.  To  date,  however,  the  best  me- 
thod found  is  to  raise  cattle  or  other  animals  and  let 
nature  take  its  course. 

Meanwhile  the  quest  for  these  products  goes  on 
and  there  are  still  people  who  will  sink  money  in  such 
ventures,  as  well  as  for  inventions  involving  per- 
petual motion,  and  wild-cat  oil  propositions.  Easy 
come,  easy  go. 


Chas.  Robson 


Robson  Leather  Works,  Oshawa,  Ont. 


ESTABLISHED  1863 


THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  And  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


KANGAROO 

We  are  headquarters  for  all  Finishes, 
Grades  and  Kinds. 

Sheepskins  Skivers   "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.S. A. 

Branch:    5*  South  Street,  BOSTON,  MASS. 
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Display 
Fixtures 

That  Sell  Shoes 


Shoes  thrown  carelessTy  into  a  window 
will  not  get  the  attention  of  the  buy- 
ing public.  Observe  the  windows  of 
the  successful  retailers,  and  you  will 
find  the  shoes  laid  out  individually  or 
in  pairs  on  attractive  fixtures  in  such 
a  way  that  the  eye  of  the  passerby  is 
caught  and  his  attention  held.  An 
attention  compelling  window  de- 
mands Dale  Shoe  Display  Fixtures — 
the  fixtures  that  sell  shoes. 


Write  for  Catalogue  Now! 


Dale  Wax  Figure  Company,  Limited 


Toronto 


Canada's  Leading  Display  Fixture  House 


MONTREAL 

P.  R.  Munro 
320  New  Birks  Bldg. 


WINNIPEG 

O'Brien  Allan  8s  Co. 
Phoenix  Block 


Canada 

VANCOUVER 

E.  R.  Ballert  &  Son 
Mercantile  Bldg. 


Felt  Cosy  Slippers 


Felt  soft  sole 
cosy  slippers  all 
colors,  plain  and 
ribbon  trimmed. 
With  or  without 
p  o  m  p  o  m  s, 
spring  or  rubber 
heels.  Order 
now. 


Strap  Slippers 


Padded  soft 
sole  strap 
slipper,  in 
felt  or  patent 
Daisy  and 
suede  quar- 
ter and  pat- 
ent combina- 
tion or  all 
daisy  or 
suede.  Spring 
or  rubber 
heels. 


Jobbing  Trade  a  Specialty,  Close  Prices 

B  &  M.  SHOE  &  SLIPPER  CO.,  Ltd. 

126-128  GARDEN  AVE.     -  TORONTO. 


Kiwi  is  made  in 
sevenl  shades, Pat- 
ent Leather,  Black 
Tan,  Light  Tan, 
Tan  and  OxBlood, 
Stain  Polish. 
Wholesale  price 
on  application. 


Kiwi,  that  long 
established  line 
cf  high  quality 
shoe  polish. 
Many  dea  !ers 
sell  a  tin  of  Kiwi 
with  every  pair 
of  shoes.  Why 
not  you? 


CANADIAN  AGENTS 

J.  W.  Price  (Si  Co- 
Lombard  Bldg'.       Toronto,  Ont. 
Anglo  British  Corporation,  Ltd. 

Mercantile  Bldg.       Vancouver,  B.C. 

MANUFACTURED  BY 
THE  "KIWI"  POLISH  CO.PTY.  LTD.  FINCHLEY,LONDON,  N.3. 
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COLUMBUS    RUBBER    CO.    OPEN  TORONTO 
WAREHOUSE. 

The  Columbus  Rubber  Co.,  of  Montreal,  have 
opened  a  warehouse  in  Toronto  for  the  convenience 
of  their  Ontario  trade.  The  warehouse  is  located  in 
the  Cuthbertson  Bldg.,  at  284  Yonge  St.,  in  the  heart 


of  the  city,  and  will  be  in  charge  of  Mr.  Fred 
Mcintosh.  Mr.  Mcintosh  is  well  known  to  the  shoe 
trade  of  Ontario,  His  early  training  was  received 
with  John  Agnew  Co.,  of  Brantford,  while  recently 
he  has  been  with  the  Dominion  Rubber  System  in 
London  and  Brantford. 


VANCOUVER  NOTES. 

The  coast  cities  and  towns  have  been  visited 
during  the  last  few  weeks  with  severe  wintery  wea- 
ther with  several  days  of  intense  cold,  accompanied 
by  a  strong  wind.  A  heavy  fall  of  snow  followed 
which  disorganized  traffic  and  business  in  general 
for  several  days,  and  completely  stopping  the  sale 
of  leather  footwear  and  the  repairing  trade.  On  the 
other  hand,  rubber  boots  and  shoes  had  a  tremendous 
sale  and  jobbers'  stocks  were  almost  completely 
exhausted  in  some  lines,  especially  ladies'  rubber 
boots.  Stocks  were  rushed  in  by  express  from  Ed- 
monton and  Calgary. 

We  are  pleased  to  learn  that  the  Nugget  Shoe 
Company  are  taking  means  to  put  a  stop  to  the  de- 
partmental stores  and  the  grocery  trade  selling  the 
Nugget  polishes  at  less  than  15  cents  per  tin.  For 
years  it  has  been  a  hardship  upon  the  shoe  trade 
to  successfully  compete. 

Mr.  B.  Kesner's  tender  for  the  J.  W.  Kitley 
stock  was  accepted  by  the  Credit  Men's  Association 
at  61  cents  on  the  dollar. 

Tenders  are  also  being  asked  by  the  Credit 
Men's  Association  for  the  stock  and  fixtures  of  P. 
Webb,  Granville  Street. 

Mr.  W.  Reeves  has  taken  over  the  stand  of  Mr. 
Lindstrom  on  Seymour  Street.  Mr.  Reeves  is  a 
native  of  the  county  town  of  Middlesex,  England. 

Mr.  J.  Smith  (Jim— You  know  me  Al)  who  is  a 
member  of  the  staff  of  the  B.C.  Leather  and  Findings 
Co.,  and  is  a  player  in  the  Burnaby  Base  Ball  team 
which  had  a  very  successful  season  in  1922,  in  win- 


Edwards  &  Edwards  umiten 


TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  &  Edwards  Limited 


Tanneries 
Woodbridge,  Ont. 


Head  Office 

27  Front  Street  East 
Toronto 

Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  -   Montreal,  Que 


New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  aa 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch— 335  Craig  St.  W.  Montreal 
Factory — Wilmington,  Del.,  U.  S.  A. 
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ning  two  cups  and  other  trophies,  was  the  recipient 
of  a  gold  stick  pin.  presented  by  the  President  of  the 
Club  at  a  smoking  concert.  This  was  also  a  special 
token  from  his  admirers  from  Vancouver. 

Mr.  C.  Sims,  who  recently  came  to  this  city  from 
Salmon  Arm.  has  issued  a  real  live  circular,  not  very 
large  in  size,  hut  to  the  point,  and  which  must  be 
a  real  business  puller.  He  starts  out  by  stating: 
"Our  Motto — By  Service  We  Prosper"  and'then  goes 
on  to  say  in  a  i'ew  well  chosen  words  that  he  natur- 
ally is  anxious  to  prosper  and  desirous  of  giving  his 
customers  the  best  possible  service,  mentioning  his 
quality  of  goods,  methods  and  small  profits,  finishing 
by  saying  he  will  do  his  best  to  merit  their  future 
business.  On  the  reverse  side,  he  gives  a  full  line 
of  all  the  goods  he  keeps  in  stock.  Air.  Sims  is  cer- 
tainly to  be  congratulated  on  his  efforts  put  forward. 

Mr.  T.  A.  Ball,  who  was  manager  of  the  shoe  de- 
partment of  Woodward's  departmental  store,  has 
taken  over  the  stock  and  store  of  H.  D.  Rae  onHast- 
mgs  St.  E.  Mr.  Rae  has  gone  south  for  the  benefit 
of  his  health. 

-Mr.  W.  Theohald  has  returned  from  a  holiday 
trip  extending  over  six  weeks  having  visited  relations 
and  friends  in  San  Francisco  and  other  cities  in  Cali- 
fornia. 

Mr.  R.  B.  Francis,  of  the  B.  C.  Leather  and  Find- 
ings Company  is  spending  a  vacation  in  California. 

Mr.  H.  Lutes.  Lonsdale  Rd..  North  Vancouver, 
has  been  elected  President  of  the  north  shore  Ki- 
wanis  Club. 

Mr.  R.  C.  McDonald,  Columbia  St.,  New  West- 
minster, has  been  again  elected  as  a  Councillor  of  the 
Coquet  land  Municipality. 

Mr.  Randall  and  Mr.  Foot,  both  of  Winnipeg 
have  taken  over  the  stand  of  Mr.  J.  W  Nevill  on 
Georgia  Street.  Mr.  T-  W.  Nevill  has  bought '  the 
machinery  and  stand  of  the  late  Mr.  J.  Moorey  on 
4th  Avenue. 

Mr.  W.  Sprule.  who  was  for  several  years  with 
Messrs.  Storey  and  Campbell,  has  severed  his  con- 
nection with  that  firm  to  take  up  similar  duties  with 
another  local  firm. 

Mr.  F.  Sprule.  brother  of  the  above,  is  again  back 
in  business  after  a  spell  of  sickness  and  operation  for 
appendicitis. 


Mr.  ().  H.  Featherston,  long  connected  with  the 
retail  shoe  trade  of  Montreal,  died  on  Feb.  16th.,  at 
In-  late  residence.  657  St.  Catherine  St.  West,  Mon- 
treal. The  late  Mr.  Featherston.  who  was  sixty-five 
years  of  age,  was  horn  at  Lacolle,  Que.  He  came  to 
Montreal  thirty-five  years  ago  and  began  in  business 
at  the  corner  of  St.  Catherine  and  Victoria  Streets. 
For  the  past  twenty-five  years  he  conducted  his 
rtore  at  659  St.  Catherine  St.  West,  acquiring  an 
enviable  reputation  as  a  man  of  integrity  in  business 
affairs,  respected  by  a  wide  circle  of  friends.  He  is 
survived  by  his  wife,  one  son  and  three  daughters. 

NEW    WHOLESALE    FOOTWEAR    HOUSE  IN 
QUEBEC  CITY. 

A  new  wholesale  firm  has  started  business  in 
Quebec  City  under  the  name  of  the  Quebec  Shoe  & 
Rubber  Co.,  Limited. 

This  firm  will  replace  the  jobbing  house  of  Du- 
boil  .V  Dubois,  and  will  be  under  the  management 
Of  Mr.  Wilfrid  Dubois,  who  is  very  well  known  to 
the  trade. 


NEW  CANADIAN  MANAGER  FOR  J.  EINSTEIN 
LIMITED. 

Mr.  G.  Ernest  Borner  is  now  Canadian  director 
of  J.  Einstein  Ltd.,  of  152  Notre  Dame  St.  West, 
Montreal,  the  well  known  manufacturers  of  shoe 
fabrics. 

Mr.  Borner,  formerly  represented,  in  New  York, 
C.  F.  Bally  &  Co.,  of  Schoenenwerd,  Switzerland, 
who  are  the  largest  shoe  manufacturers  in  Europe, 
having  plants  in  Switzerland  and  in  France. 


Mr.  Borner  is  a  thorough  shoe  man,  having  had 
experience  in  all  the  departments  of  manufacture 
and  has  for  many  years  been  buyer  of  all  shoe  mate- 
rials. Due  to  former  connections  he  has  also  had  ait 
opportunity  to  come  in  contact  with  the  largest  and 
most  important  shoe  manufacturers  in  Brooklyn  and 
New  York.  With  these  varied  associations  in  the 
trade  making  his  knowledge  of  the  industry  very 
complete,  Canadian  shoe  manufacturers  can  look  to 
receiving  most  satisfactory  attention  from  Mr. 
Borner  in  their  dealings  with  J.  Einstein,  Ltd. 


NORTH  BRITISH  RUBBERS. 

During  the  war  and  to  some  extent  since,  the 
North  British  Rubber  Co.  Limited,  of  Edinburgh, 
the  largest  rubber  manufacturers  of  the  British  Em- 
pire, had  to  curtail  its  Canadian  output  to  a  consider- 
able extent  to  meet  its  governmental  and  local  obli- 
gations. This  well  known  concern  having  made 
important  additions  to  its  premises  and  equipment 
is  once  more  in  a  position  to  meet  the  demand  in 
Canada  for  its  well  known  product,  and  is  announc- 
ing this  fact  elsewhere  in  this  issue.  Mr.  E.  L. 
Kingsley,  the  Canadian  manager,  claims  their  goods 
are  not  only  fully  up  to  the  high  standard  of  this 
world  known  establishment,  but  meets  in  many  im- 
portant respects  the  demand  of  the  Canadian  trade 
for  goods  that  have  the  fullest  and  highest  quality 
of  rubber  in  their  make  up  as  well  as  the  merit  of 
design  and  finish  that  have  always  characterized 
the  product  of  this  concern. 
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The  Shoe  Repair  Man 

= 


Call  for  Co-operation 

The  following  letter  to  the  repair  trade  over  the 
signature  of  Secretary  Walt.  Stevens,  of  the  Ontario 
Federation  of  Shoemakers  and  Repairers,  outlines 
some  of  the  plans  and  ideals  of  the  organization : — 
Brother  Craftsmen : — 

I  think  a  few  lines  concerning  the  doings  of  the 
Federation  Councillors  will  help  to  cheer  you  all. 
We  are  now  nearly  over  the  depressed  season.  It 
has  been  very  bad,  I  know,  but  let  us  look  up  to  the 
bright  future,  and  get  Dr.  Coue's  slogan  going  "Every 
day  in  Every  way  business  is  getting  better  and 
better."    Try  it  every  one  of  you. 

Now  back  to  where  I  started  to  tell  you  about 
ourselves.  We  are  going  to  send  circulars  to  every 
repair  man  in  the  province,  quite  a  large  undertaking 
but  with  the  kind  and  generous  help  of  the  several 
manufacturers  and  jobbers  we  are  able  to  get  a  com- 
plete mailing  list,  over  fifteen  hundred  names.  The 
plan  is  to  send  you  all  a  friendly  letter,  asking  every 
man  in  the  Province  to  kindly  send  in  ONE  DOLLAR, 
application  for  membership  to  "Ontario  Federation 
Shoemakers  and  Repairers".  Just  think  what  it  will 
mean  to  us  all.  It  is  impossible  to  quote  here  the 
many  advantages  it  will  give  us,  but  you  fellows  are 
all  able  to  picture  the  future  of  a  great  organiza- 
tion. 

The  convention  will  be  of  benefit  to  everybody, 
both  our  patrons  and  ourselves.  Your  dollar  is  go- 
ing to  do  wonders.  Did  you  ever  stop  to  think  what 
a  great  convention  costs?  And  our  next  one  is  to  be 
one  of  the  greatest.  We  are  quite  sure  you  all  will 
come  across  with  the  little  greenback.  We  will  send 
you  a  receipt  for  same  and  want  you  to  come  and 
see  just  where  your  dollar  goes.  Then  you  will  not 
be  sorry.  If  you  do  not  receive  one  of  these  letters 
in  a  reasonable  length  of  time  (you  know  it  is  quite 
possible  to  miss  someone  in  such  a  big  undertaking) 
just  send  a  dollar,  tell  us  it  is  for  application  for 
Membership  and  an  acknowledgement  will  be  sent 
you  with  our  many  thanks.  That  is  the  outline  of 
our  biggest  doings,  to  date. 

Now  there  is  the  advertising  in  our  programme 
which  we  hope  all  the  trade  will  be  interested  in.  We 
expect  to  send  every  man  in  the  Province  a  copy,  all 
his  own,  so  those  who  are  absolutely  unable  to  attend 
will  have  an  idea  of  what  is  going  on  July  25-26,  but 
we  want  every  one  to  come  and  SEE  for  himself. 
Seeing  is  believing  and  believe  me,  I  want  to  SEE 
you  all  because  I  BELIEVE  in  you  all. 

Some  of  you  fellows  from  a  distance,  did  you 
ever  look  up  "Brantford"  on  the  Map  of  Ontario? 
Quite  centrally  located  and  within  a  fair  distance 
from  everybody.  Come  from  the  East  and  find  ideas 
from  the  West,  or  vice  versa.  Every  fellow  gets  a 
square  deal. 

The  Banquet,  Oh  Boy,  something  different.  Well 
it  wouldn't  be  right  to  tell  it  all  here  at  once,  but 
you  won't  be  a  darn  bit  sorry  after  you  have  partak- 


en of  the  festive  board  and  enjoyed  the  entertain- 
ment. 

Now  don't  forget,  look  for  the  forms  and  send 
in  your  dollar  as  soon  as  possible.  We  are  underway 
now  and  by  all  appearances  have  clear  sailing  ahead 
of  us. 

Let  us  hear  from  ANYONE  with  ideas  for  our 
future.  Hoping  to  see  everybody  at  the  Convention, 
I  am, 

Yours  sincerely, 
(Sgd.)       Walt.  Stevens, 

Sec.-Treas.,  O.F.S.  &  R. 

AND  HERE  IS  THE  LETTER  THAT  WAS 
BROADCASTED. 

Dear  Sir : — 

Because  you  are  interested  in  the  advancement 
of  your  business  you  will  welcome  the  opportunity 
to  assist  in  making  possible  still  further  improve- 
ments. 

This  can  be  done  if  all  engaged  in  our  business 
throughout  the  Province  of  Ontario  will  associate 
themselves  with  their  organization : — The  Ontario 
Federation  of  Shoemakers  and  Repairers. 

Such  a  membership  would  give  the  organization 
something  substantial  to  work  on. 


It's  The  Shoe  Plate  That  Is  Made 


Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 

"    2:      "       10     "  " 

"    3:      "        6     "     "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 
in  stout  paper  with  plain  markings  as  to  description 
and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  II 
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The  membership  fee  suggested  is  one  dollar  per 
year.  This  amount  is  so  small  that  it  is  fully  ex- 
pected that  every  man  in  the  business  will  hustle 
along  this  amount. 

This  will  also  mean  we  will  have  a  most  helpful 
convention  during  July. 

Send  along  your  membership  fee  now  and  in  the 
meantime  prepare  for  the  convention — that  is,  plan 
to  attend  and  bring  constructive  suggestions  with 
you. 

Yours  verv  sincerely, 
THE  ONTARIO  FEDERATION  OF  SHOE- 
MAKERS AND  REPAIRERS, 
Walter  Stevens.  W.  S.  Pettit, 

Secretarv-Treasurer.  President. 


BRANTFORD  NEWS  NOTES. 

On  Tuesday  evening.  Feb.  13,  the  Brantford  As- 
sociation, wives  and  sweethearts  were  the  guests  of 
the  Hamilton  Association.  The  evening  was  spent 
in  cards,  music,  dancing  and  a  sumptuous  luncheon, 
which  was  heartily  partaken  of  by  every  one  present. 
Good  old  Brantford  "romped"  home  with  the  two 
big  prizes.  Mrs.  J.  Smith,  winning  the  ladies'  first, 
and  our  Federation  President,  Mr.  W.  S.  Pettit,  put 
in  the  count  for  the  gent's  first.  Congratulations 
must  certainly  be  extended  to  our  neighbour  brethern 
for  the  creditable  manner  in  which  the  evening  was 
handled.  The  boys  and  girls  returned  home  at  a 
late  hour,  every  one  feeling  happy  and  contented 
and  looking  forward  to  a  return  visit  from  our 
genial  Brethren  of  the  Ambitious  City. 

Our  New  President,  Mr.  Sid  Rogers  says  he  is 
no  Orator,  so  look  out  for  him.  If  he  does  not  talk 
much,  we  can  rest  assured  he  will  give  a  good  ac- 
count of  himself  in  some  other  way. 

During  the  very  depressing  time  which  we  have 
been  experiencing  it  is  indeed  gratifying  to  see  our 
membership  holding  its  own.  Everybody  is  game 
and  staying  to  the  finish. 

All  the  boys  are  looking  forward  to  the  Conven- 
tion here  July  25-26.  expecting  to  meet,  One 
Thousand  New  Faces  of  fellow  craftsmen,  hungry 
for  advancement  of  our  trade.  We  will  be  all  running 
in  high  gear  and  promise  a  most  excellent  and  pro- 
fitable holiday  for  you  all. 

HAMILTON  REPAIRERS'  ASSOCIATION. 

On  Tuesday.  Feb.  13.,  the  Hamilton  Association 
held  a  ladies'  night. 

Some  fifty  members,  friends  and  ladies  were  pre- 
sent including  a  goodly  number  with  their  wives  from 
B  rant  ford. 

The  affair  commenced  about  8.30  p.m.  with  an 
address  of  welcome  from  Mr.  Grayson,  the  President, 
after  which  euchre  was  indulged  in  for  upwards  of 
an  hour,  eight  tables  being  occupied. 

Then  the  company  repaired  to  a  well  decorated, 
heavily  laden  table  of  refreshments  to  which  all  did 
ample  justice.  After  a  few  short  speeches  from 
various  members  assembled  around  the  festive  board, 
dancing  was  in  order,  and  many  couples  took  the 
floor. 

Miss  Rogers,  of  Brantford,  favored  the  company 
with  several  well  rendered  songs  and  Jimmy  Jarvis 
led  in  the  community  singing. 

The  company  broke  up  about  eleven  o'clock  all 


expressing  their  appreciation  of  a  jolly  good  evening. 

The  next  meeting  of  the  Hamilton  Association 
was  scheduled  for  Tuesday,  Feb.  27th. 


DOES  QUALITY  BRING  SUCCESS? 

We  have  "Quality"  preached  to  us  from  every 
side  as  the  cornerstone  of  business  success.  As  evi- 
dence of  a  concrete  case,  the  Australasian  Leather  Trades' 
Review  instances  the  case  of  two  competing  repairers. 
Canadian  repairmen  may  be  interested  in  reading  and 
commenting  on  the  story  which  is  as  follows: — ■ 

Two  repairers  are  opposite  each  other  in  the  same 
Sydney  street.  One  is  a  fairly  old-established  shop, 
the  other  is  new  to  the  region.  Both  are  good  Associa- 
tion members,  both  maintain  the  reasonable  prices  set 
down  in  the  schedule,  and  both  have  thoroughly  up- 
to-date  shops  with  a  "same  day"  service. 

Theoretically,  the  new  man  should  be  struggling 
to  get  business,  but  practically  the  very  reverse  is  the 
case.  He  has  more  business  than  he  knows  how  to 
handle,  and  every  week  it  increases. 

More  than  one  in  the  trade  is  puzzled;  yet  the 
reason  for  the  new  man's  success  is  delightfully  simple 
— leather! 

The  writer  had  shoes  repaired  at  both  shops,  his 
identity  unknown  to  either  repairer.  Both  made,  ex- 
cellent jobs,  but  whereas  those  repaired  by  the  old 
established  shop  gave  only  fair  wear,  those  repaired 
by  the  new  shop  wore  as  though  they  were  soled  with 
steel.  By  offering  to  bring  into  the  city  shoes  for  friends, 
the  writer  was  able  to  submit  welt,  pump,  and  Blake  sole 
jobs  to  each  repairer — and  in  each  case  the  leather  used 
by  the  new  man  proved  considerably  the  better  from 
a  wearing  viewpoint  than  that  used  by  the  older  es- 
tablished man. 

Without  a  shadow  of  a  doubt,  the  quality  of  the  sole 
leather  used  by  the  new  man  is  reponsible  for  his  sur- 
prising success.  Probably  the  other  man  pays  as  much 
for  his  leather,  but,  if  so,  he  cannot  exercise  the  same 
strict  supervision  as  the  new  man  over  all  the  sole  lea- 
ther that  comes  into  his  shop. 

The  story  has  a  moral,  of  course  (all  these  stories 
have!),  but  it  is  sufficiently  clear  to  need  no  stressing. 
These  facts  prove  beyond  contradiction  the  truth  of 
what  is  often  contemptuously  referred  to  as  "preaching" 
— the  "preaching"  that  the  finest  quality  material  ob- 
tainable must  inevitably  bring  business  to  the  man 
who  uses  it.  It  is  the  direct  reverse  of  price-cutting, 
and  how  much  more  satisfactory  it  is  to  all  concerned! 


N.S.R.A.  NOTES. 

Following  the  resolution  passed  at  the  Montreal 
Convention  the  executive  have  been  working  on  the 
question  of  linking  up  with  the  Retail  Merchants' 
Association.  At  the  moment,  however,  they  have 
nothing  definite  to  report. 

In  the  matter  of  insurance,  the  following  letter 
has  been  sent  by  the  Association  : — 
G.  D.  Finlayson,  Esq., 
Superintendent  of  Insurance, 
Ottawa,  Canada. 
Dear  Sir  : — 

The  delay  in  replying  to  your  letter  of  January 
31,  addressed  to  S.  Roy  Weaver,  Acting-Secretary  of 
tins  Association,  in  Montreal,  does  not  indicate  any 
slackening  of  interest  on  the  part  of  our  members 
in  regard  to  fire  insurance  rates,  nor  a  disposition  to 
accept  without  continued  protest  the  increase  which 
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has  been  put  into  effect.  While  we  recognize  that 
there  are  difficulties  in  dealing  with  a  matter  of  this 
kind  on  any  other  than  an  actual  experience  basis, 
surely  we  are  not  unreasonable  in  objecting  to  rates 
being  based  on  experience  during  a  period  which  is 
almost  unprecedentedly  abnormal.  We  emphatically 
deny  the  suggestion  of  the  underwriters,  as  men- 
tioned in  your  letter  of  December  27th,  that  the 
physical  hazard  involved  in  risks  on  retail  shoe  store 
stocks  has  been  increased  during  recent  years  to  an 
appreciable  extent  by  any  change  in  shoe  manu- 
facturing processes  or  in  the  character  of  materials 
used.  Manufacturers  and  others  to  whom  we  have 
mentioned  this  explanation  offered  by  the  under- 
writers have  assured  us  that  the  argument  is  totally 
invalid ;  if  the  underwriters'  case  is  based  on  any 
such  idea  it  is  weak  indeed.  We  are  convinced  that 
the  heavier  fire  losses  incurred  since  the  business  re- 
action have  been  due  in  large  measure  to  moral 
hazard  and,  if  this  be  admitted,  such  losses  have  been 
the  direct  result  and  penalty  of  acceptance  of  risks 
which  were  not  of  the  very  highest  character.  The 
underwriters  have  had  the  privilege  of  accepting  or 
rejecting  any  risk  offered  and  it  is  not  reasonable 
that  they  should  be  permitted  to  saddle  the  honest 
merchants  with  a  burden  which  does  not  properly 
belong  to  them.  We  do  not  know  of  any  other 
business  which  has  been  able  to  escape  to  pass  on 
to  others,  its  share  of  losses  resulting  directly  from 
a  partial  departure  from  sound  business  principles 
during  the  period  of  abnormal  prosperity,  or  to  re- 
coup itself  for  such  losses  as  the  fire  insurance  com- 
panies now  are  being  permitted  to  do. 

We  protest  against  this  matter  being  dropped. 


We  asked  you  last  October  for  information  as  to 
how  insurance  rates  on  retail  shoe  store  stocks  in 
Canada  compare  with  those  in  the  United  States  but 
have  not  yet  received  such  information.  We  believe 
that  this  is  a  matter  which  properly  comes  within 
the  jurisdiction  of  the  Superintendent  of  Insurance 
and  we  urge  that  you  meet  with  the  Underwriters 
and  present  our  case  as  strongly  as  possible.  The 
experience  of  the  better  class  shoe  stores  does  not 
justify  the  higher  rates — of  that  we  are  satisfied 
and  Ave  are  looking  to  you  and  counting  on  you  to 
go  into  this  matter  fully  and  deeply  and  to  obtain 
for  us  the  relief  to  which  we  believe  that  we  are  en- 
titled. We  suggest  that  you  take  up  this  matter  with 
the  companies  first  in  an  informal  way  and,  if  they 
will  not  consent  to  withdraw  the  increase,  at  least 
in  part,  Ave  are  prepared  to  send  a  deputation  to 
support  the  presentation  of  our  case. 

We  do  not  altogether  accept  your  statement 
that  the  injury  is  being  done  to  straightforward 
dealers  by  the  actions  of  the  other  kind.  The  injury 
is  being  done  by  the  fire  underwriters  who  in  com- 
puting their  loss  experience  include  losses  on  stocks 
Avhich  ought  never  to  have  been  insured,  except  as 
substandard  risks,  and  thus  penalize  the  honest  mer- 
chants. 

We  are  hoping  that  relief  can  be  obtained  for 
us  by  peaceful  negotiations,  but  if  it  is  not  obtainable 
in  that  Avay  Ave  are  prepared  to  carry  the  matter 
further  and,  if  necessary  to  ask  the  Government  to 
appoint  a  Commission  to  investigate  Avhether  or  not 
the  increase  is  justified. 


LANDIS  NO.  12 


Model  D 


OWN  YOUR  OWN 

LANDIS  Stitchers  and  Finishers  for  the 
Shoe  Repair  Trade. 

Highest  Quality. 

Prompt  Shipments. 

Canadian  Representative 

ROBERT  J.  VAN  STONE 

167  John  St.  S. 
Hamilton,  Ont.,  Can. 

Special  inducements  to  immediate  buyers. 
Write  for  particulars. 

Landis  Machine  Company 


No.  1515  25th  St., 


St.  Louis,  U.  S.  A. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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United  States  Hotel 

Lincoln,  Beach  and  Kingston  Sts. 

BOSTON,  MASS. 

Near  South  Terminal  and  easily  reached  from  North 
Station  by  elevated 

Eu  ropean  Plan  $2.00  up 

Jas.  G.  Hickey,  Manager         G.  W.  Hanlon,  Asst.  Mgr. 


gimiiiiiiiiiiiiiimiiiiiimiiiTHE  iiniimmiiimimitiiimiiig 
FINEST  ENGLISH  I 

I  CURRIED  SHOE  I 
I      LEATHERS  | 

=  o  o  o  I 

Every    good   quality    which  E 

upholds  the  tradition  of  = 

English   Leather    Manufac-  E 

E  ture   is  maintained  in  our  = 

E  products  E 

Ask  us  about  our  specialties  = 

I  BOX  &  WILLOW  SIDES  j 

E    Belt  and  Suspender  Leathers,  Case  = 
=   and     Bag    Leathers    and    Account  E 
Book  Leathers  = 

|  THOS.  REARDEN  &  Co.,  LTD.  1 

BROCKLEY  LEATHER', WORKS  = 

LONDON,  S,  E.  4.  ENGLAND 

"illlllllllll    Telegram.:  Rearden,  Brockley,  London    Til  Iff  III  f  f 


Mr.  Maurice  Bastien,  manager  of  Bastien  Bros., 
Loretteville,  P.Q.,  is  leaving  shortly  on  a  business 
trip  that  will  take  in  Peterborough,  Toronto,  Nia- 
gara Falls,  Buffalo,  Philadelphia,  Atlantic  City,  John- 
stown, New  York  and  Montreal. 

Mr.  Harvey  Graham,  that  well  known  represent- 
ative of  Snider's  Creek,  was  in  Quebec  a  short  time 
ago  and  "indulged"  in  a  curling  bonspiel  against  Jack 
Dunbar,  of  Quebec,  and  Jack  Duggan,  of  Montreal. 
The  winner  has  not  as  yet  been  decided  on. 

A  new  shoe  store  has  been  opened  in  Hamilton 
under  the  name  of  the  Wentworth  Shoe  Store,  corner 
Ki  ng  and  Wentworth  Streets. 

CLASSIFIED  ADVERTISEMENTS 

SHOE  SALESMAN,  with  9  Years'  Experience,  desirous  of 
a  Position  with  Reliable  Firm  as  Salesman  or  Manager,  or 
will  Travel  for  Wholesale  House  with  Boots  and  Shoes  or 
Shoe  Findings,  either  in  Ontario  or  Maritime  Provinces. 
Best  of  References.  Address  Chas.  Thompson,  143  Home- 
wood  Ave.,  Hamilton,  Ont. 


"TRAVELLERS  WANTED." 

STRONG  LINE  OF  CHILDREN'S  SHOES  Open  on  Com- 
mission Basis  for  Manitoba  and  Eastern  Saskatchewan. 
Applications  must  show  full  Experience  and  References. 
Apply,  Box  80,  Shoe  and  Leather  Journal,  545  King  St. 
West,  Toronto. 

FOR  SALE. — Up-to-date  Shoe  Repair.  Well  Equipped  and 
Doing  Good  Business.  Write  for  particulars  and  reason  of 
sale  to  S.  C.  Couch,  Box  74,  Nelson,  B.C. 

SALESMAN  WANTED  to  Sell  as  Side  Line  in  Prairie  Pro- 
vinces,  Medium  McKay  Shoes  for  Growing  Girls,  Misses, 
Children,  Infants,  Boys,  Youths,  and  Gents.  Dominion  Shoe 
Limited,   2300   Chabot    St.,    Montreal,  Que. 

YOUNG  MAN,  with  experience  of  Dry  Goods,  and  a  know- 
ledge of  the  Shoe  Trade,  Seeks  Position  of  Trust,  with  High 
Class  Shoe  Manufacturing  Firm  or  Retailer.  Apply  to  Box 

87,  Shoe  and  Leather  Journal,  545  King  St.  W. 

POSITION  WANTED.— Shoe  Salesman  desires  position, 
Lifelong  Experience,  Capable  of  Managing  Store  or  Dept., 
Window  Trimmer,  Card  Writer,  Best  References,  Box  42, 

Orillia.  , 

SALES  EXECUTIVE,  of  Exceptional  Training,  Business 
Experience  and  Selling  Ability,  Conversant  with  Shoe  Trade 
throughout  Canada,  Desires  Connection  with  Manufacturer 
looking  for  increased  output.  Would  consider  representing 
reliable  manufacturer  in  Montreal  and  Eastern  Canada,  as 
connections  on  this  territory  would  be  valuable  asset.  Box 

88,  Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto. 

MARRIED,  Reputable,  Energetic  Salesman  Desirous  of 
representing  good  firm  with  meritable  line.  Is  acquainted 
with  Boot  and  Shoe  Manufacturers  and  Shoe  Finding 
Jobbers  in  Montreal  and  Quebec.  Can  engage  at  once  and 
produce  results.  Al  References  and  if  required  any  amount 
of  Bond  Furnished.  Reply  Box  No.  89,  Shoe  and  Leather 
Journal,  510  Coristine  Building,  Montreal,  Que. 

WANTED  Line  of  Shoes  for  Eastern  Ontario.  Salesman 
has  number  one  connection  in  this  territory  and  can  furnish 
the  best  of  references.  Address  Box  90,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto. 

YOUNG  MAN,  with  High-class  Retail  Shoe  Experience 
wishes  a  good  Line  of  Shoes  or  Shoe  Findings  for  Ontario 
Territory.  Box  91,  Shoe  and  Leather  Journal,  545  King  St. 
W.,  Toronto. 


WANTED.  Jobbers  to  Handle  New  Up-to-date  Line 
of  High  Grade  Infants'  Footwear,  Soft  Soles  only  at 
present,  but  have  other  Lines  Developing,  apply  to 
The  Baby  Shoe  Co.,  Belleville,  Ont. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Shoe  Salesman  Wanted 

For  April  1st,  by  Toronto  firm  of  shoe 
wholesalers,  for  Northern  Ontario. 
Only  man  with  experience  and  record 
of  large  sales  on  this  ground  need  apply. 

Box  92   SHOE  &  LEATHER  JOURNAL 
545  King  St.,  W.  Toronto 


TRAVELLER  WANTED  to  Carry  a  Line  of  High  Class 
Ontario  Samples  and  McKays  on  Commission  in  New 
Brunswick,  Nova  Scotia  and  Prince  Edward  Island.  No 
objection  to  Goodyear  line  being  carried  with  them.  Ad- 
dress, Box  79,  Shoe  and  Leather  Journal,  Toronto. 

SHOE  TRAVELLER  WANTED— For  New  Brunswick  on 
Commission  Basis.  Manufacturers  and  Wholesalers,  W.  B. 
Hamilton  Shoe  Co.,  Toronto.  

MR.  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you  His  Services".  Address,  Box  75,  Shoe  and  Leather 
Journal,  545  King  St.  W„  Toronto,  Ont.  • 

WANTED — Experienced  Shoe  Traveller  for  Eastern  Town- 
ships of  Quebec,  to  carry  a  full  range  of  felts,  white  canvas 
goods  and  rubber  footwear.  Good  position  for  energetic 
man.    Apply,  Post  Office  Box  2663,  Montreal. 

SHOE  REPAIRING  BUSINESS  FOR  SALE— Old  estab- 
lished. Up-to-date  Machinery,  the  Best  Appointed  and  Most 
Central  Shoe  Repairing  Store  in  the  City,  Good  Lease. 
Apply,  Rapid  Shoe  Repairing  Co.,  107  James  St.  N.,  Ham- 
ilton. 

WANTED — For  British  Columbia  Territory  on  Commission 
Basis  High  Class  Line  Turn  Sole  Evening  Slippers  for 
Women,  also  Good  Line  Working  Shoes,  Men's  in  Welts 
and  Standard  Screw.  Also  Boys',  Women's,  and  Children's, 
and  any  Good  Line  for  Jobbing  Trade.  First  Class  Connec- 
tion.   Address,  J.  R.  B.,  307  Northwest  Building,  Vancouver. 

SHOE  STORE  LOCATION— To  anyone  who  is  thinking;  of 
Starting  in  the  Retail  Shoe  Business  in  Toronto,  or  moving 
to  another  location  in  the  City,  it  will  be  to  their  advantage 
to  communicate  with  A.  W.  Bird,  2076  Queen  St.  East, 
Toronto. 

SALESMAN_  WANTED  to  Sell  Greb  Shoes  in  Manitoba, 
on  Commission.  Resident  of  Winnipeg  preferred.  Greb 
Shoe  Company,  Limited,  Kitchener,  Ont. 

WANTED — Traveller  covering  Western  Canada  to  carry  well  known 
lines  of  English  footwear,  gaiters  and  leggings,  commission  basis.  Apply 
Box  86,  Shoe  and  Leather,  545  King  St.  W.,  Toronto,  Ont. 

FOR  SALE — Small  shoe  factory  and  repair  shop.  Goodyear  stitch- 
ing machine,  full  plant  of  machinery,  lasts,  patterns,  full  equipment. 
Wholesale  references  given.  Good  lease.  $2,500.00  worth  double. 
Joseph  S.  Fry,  514  Yonge  Street,  Toronto,  Ont. 

WANTED — By  an  experienced  salesman  with  connection  in  Mari- 
time Provinces  line  of  shoes  for  above  territory.  Manufacturer's  line 
preferred.  Ambitious  and  can  furnish  good  references.  Must  be  a 
good  line.    Box  81,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto 

WANTED — Young,  experienced  shoe  traveller  with  connection  seeks 
good  line  for  Western  Ontario.  What  have  you?  Box  82,  Shoe  and 
Leather  Journal,  545  King  St.  W.,  Toronto,  Ont. 

WANTED — Experienced  salesman  to  carry  men's  and  women's  fine 
welts  in  Ontario.  Apply,  Box  83,  The  Shoe  and  Leather  Journal, 
545    King   St.   W.,   Toronto,  Ont. 

SHOE  MAN — wants  position  as  shoe  store  or  Department  Manager 
or  road  position.  Experienced.  Real  business  getter.  Would  con- 
sider buying  small  shoe  business  which  small  capital  would  handle. 
Apply,  Box  84,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 

TWO  EXPERIENCED  TRAVELLERS  wanted  to  handle  English 
shoes  of  Quality.  Eastern  and  Western  Canada.  Good  opportunity 
for  right  men.  Box  85,  Shoe  and  Leather  Journal,  545  King  St.  W., 
Toronto,  Ont. 


CLARKE  %  CLARKE  Limited 

Established  1852 


Tanners  of 


SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 


Show  Them 
JOHN  BULL 
Shoepacks 


For  your  customers  who  are  looking  for  EXTRA 
VALUE  in  shoepacks  let  them  examine  a  pair  of 

Beal's.    They  will  note  the  good  leather  used  

our  own  tannage — the  high  class  workmanship 
and  the  real  GOODNESS  contained  in  every 
pair.  These  qualities  can  only  give  one  result 
— long  service,  comfort  and  resistance  to 
weather. 

TheR.M.BealLeatherCo. 

T  .    ,        ~  Limited 

Lindsay,  Ont. 
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ALL  ABOARD  Direct  through  Connections  from"HOOF  TO  BEAMHOUSE" 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy" 


INDEX  TO  ADVERTISERS 


Aird  &  Son    4 

Ackerman  B.  F.  &  Son  Co.  Ltd.  56 
Amherst  Boot  &  Shoe  Co.  Ltd.  14' 
Arch  Preserver  Shoe    12-13 


Foerderer,   Robt.   H.  Inc. 


Gait   Shoe   Mfg.  Co.,  Ltd.  .. 

Globe   Shoe,  Ltd  

Great  West  Felt  Co.  Ltd.  .. 
Gutta  Percha  &  Rubber  Ltd. 


Bell.  J.  &  T.  Ltd   7 

Beal.  R.  M.  Leather  Co  73 

Blachford   Shoe   Mfg.   Co.   Ltd...  36 

B.  &  M.  Slipper  Co  66 

Breithaupt  Leather  Co.  Ltd  I.F.C.v^°tel  Qeveland 


35 


Handclan  H.  &  Staff    72 

  64 

Hamilton  W.  B.  Shoe  Co   17 


Hannahsons  Shoe  Co. 
Canadian   Shoes  Ltd  49^  Hawthorne  D   D.  &  Co. 


Columbus    Rubber   Co.   of  Montreal 

Ltd   32-33 

Clark  Bros.  Ltd   O.B.C. 

Clarke  &  Clarke.  Ltd   73 

Cote.  J.   A.  &   M   9 

Condensed   Ads  73 


Dale   Wax    Figure   Co..   Ltd   66 

Davis,  A.  &   Son    56 

Davis  Leather  Co.,  Ltd   5 

Duclos   &   Payan    3 


Hydro  City  Shoe  Mfgs.  Ltd. 


Independent  Rubber  Co.  Ltd. 


Johnston,  H.  B.  &  Co. 


15 


20 


Kaufman  Rubber  Co  26 

King  Bros   65 


Dominion   Rubber  System 

Dominion  Shoes  Ltd  

Dutresne  &  Locke  Ltd.  . . 


Ltd. 


Edwards  &  Edwards 


29 
58 
23 


67 


Kiwi  Polish  Co., 
Kenworthy  Bros. 


Ltd  

of  Canada 


Ltd. 


La  Duchesse  Shoe  Co.,  Rcgd. 

Landis    Machine  Co  

Lawrence  A.  C.  Leather  Co.  . . 
Leclerc  Freres   


66 
63 


21 
71 
34 
58 


McCaughan  J.  A.  &  Son    52 

McLaren  J.  A.  Co.  Ltd   30-31 

New  Castle  Leather  Co.  Inc  67 

National  Shoe  Plate  Co  69 

North  British  Rubber  Co.  Ltd  24 

Packard  L.  H.   &  Co  63  , 

Perth  Shoe  Co.  Ltd  27  / 

Ralston  Robt.  &  Co.  Ltd  22  ' 

^ Robson    Leather    Co.    Ltd  19  ' 

Rearden  Thos.  &  Co.,  Ltd  72 

Samson  J.  E.  Enr  52 

Schmoll,  Fils   &   Co  74 

Spaulding  J.  &  Sons  Co.  Inc.   ..  57 

Talbot  Shoe  Co.,  Ltd  10-11  ^ 

United  Last  Co.  Ltd  28 

LInited  Shoe  Machinery  Co.  . .  I.B.C. 
U.S.  Hotel    72 

Young,    Richard    Co  65 
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SUCCESS 

IN  MODERN  SHOE  REPAIRING 

Depends  On  Suitable  Equipment 


9}4  ft.  Outfit  Model  P,  A  New  Size  Built  in  our  Montreal  Factory 

We  Build  Outfits  for  Every  Size  Business,  In  a  Style  for 

Every  Need. 

From  Simple  Finishing  Shafts-To  Large  Complete  Outfits 

EMBODYING  THE  LATEST  IMPROVMENTS  AND  LABOR   SAVING  FEATURES 
DEPENDABLE  UNITS  THAT  ATTRACT  AND  BUILD  SOLID  BUSINESS 

INSTALLED  ON  TERMS  THAT  YOU  CAN  AFFORD 

Write  for  our  latest  catalogue  and  prices  TO-DAY. 

UNITED  SHOE  MACHINERY  CO.OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide,  Street  W.  88  Ontario  Street,  S.  28  Demers  Street 
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Correct  Style 


For  Spring 
Sensational  Value 


Clark  Bros.   Oxfords  and 
Pumps   Retail    at  $5.00, 
with  full  margin  for  the 
merchant. 


SEE  THE  COMPLETE  LINE 


CLARK  BROS. 


One  Strap  Colonial  Pump. 
Made  in  all  Leathers  and 
Combinations. 


in  Last  and  Pattern 


LIMITED 


St.  Stephen 


N.B. 
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in0  JcDnrari 


ACTON    PUBLISHING    COMPANY  LIMITED 

TORONTO   MONTREAL 
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"The  Wear 


Is  THERE' 


THE  GREAT  ESSENTIAL 

In  Good  Sole  Leather  is  Wear 

TRENT  VALLEY  OAK 


Is  produced  under  conditions  that  fully  ensure  this 

HIGHEST  SOLE 
LEATHER  QUALITY 

In  Ordering  Your  Shoes  Specify  Trent  Valley  Oak  Sole. 

Trent  Valley  Oak  Cut  Soles,  in  all  sizes  and  grades  can  be  supplied  by 

PROVINCIAL  CUT  SOLE  CO. 
311  Victoria  Street,  Kitchener,  Ont. 

The  Breithaupt  Leather  Co.Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 
Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk's  Falls 


WW 
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A  Protector  of  Quality 


These  are  the  clays  when  Quality  in  shoes  must  be  carefully 
guarded,  which  accounts  for  the  fact  that  leading  manufacturers 
are  taking  no  chances  by  using  any  counter  but  their  favorite 
D.  &  P. 

Every  fine  point  of  your  shoemaking  is  protected  by  the  strong, 
perfectly  shaped  D.  &  P.  FIBRE  COUNTERS.  Makers  of  every 
type  of  shoe  find  in  them  the  exact  features  to  give  their  lines 
highest  merit  in  appearance,  fit  and  wear. 

WHENEVER  THERE  IS  A  COUNTER  NEED  CONSULT 
D.  &  P.  COUNTER  SPECIALISTS. 


DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse : 

224  Lemoine  Street 
MONTREAL 


REPRESENTATIVES 
For  Ontario: — E.  R.  Lewis,  45  Front  St.,  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 


ml 
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Dependable 
Profit  Makers 


These  days  profits  depend  largely  on 
turnover.  Both  manufacturer  and  re- 
tailer are  therefore  interested  in  any- 
thing that  means  quick  moving  lines  at 
fair  profits. 


Davis  Boarded  Veals 

In  Three  Colors 


Appeal  to  the  shoe  manufacturer  on  ac- 
count of  their  splendid  cutting  gains. 
They  interest  also  the  shoe  dealer  be- 
cause they  make  possible  a  high  class 
shoe  at  a  moderate  price.  Made  in 
weights  to  suit  both  men's  and  women's 
shoes. 


Samples  and  Cuttings  Furnished  on  Application 

A  Leather  for  Every  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 
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"GUTTA  PERCHA" 

RUBBER  FOOTWEAR 

Now  Is  The  Time  To  Consider 
Your  Next  Seasons  Requirements 


We  are  booking  orders  now  for  the  "Gutta  Percha" 
line  of  Rubber  Footwear.  It  will  pay  you  to  look 
over  the  samples  carefully  because  there  have  been 
important  new  additions,  and  improvements  have 
been  made  in  the  old  models  where  possible. 

A  careful  consideration  now  of  your  future  require- 
ments will  settle  the  matter  and  take  it  off  your 
mind.  This  will  leave  you  free  to  concentrate  on 
your  current  business. 


Stocks  Carried  by  leading  Jobbers  and  Our  Branches 

Gutta  Percha  &  Rubber,  Limited 

Head  Offices  and  Factories,  Toronto 

Branches  from  Coast  to  Coast 
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Provide  now  for  a  showing  of  Bell  Oxfords  in  your  Spring 
displays  and  win  the  better  patronage  in  Men's  Shoes. 


J.  &   T.  BELL,  LIMITED 

Montreal,  Quebec 
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An  Oxford  That  Is  Selling  Fast 

Oxfords  will  as  usual  dominate  much  of  the  Spring 
Footwear  Trade.  Dealers  find  in  this  La  Duchesse 
Oxford  the  shoe  for  this  purpose,  because  in  addition 
to  solving  the  all-important  question  of  popular 
price,  there  is  just  enough  fancy  effect  displayed  in 
its  attractive  pattern  to  place  it  above  the  common- 
place in  Style. 

Even  those  wholesalers  who  place  greatest  confidence 
in  our  lines  have  their  expectations  more  than 
equalled  by  the  specials  in  style  and  value  we  are 
offering  for  the  coming  Season. 


"La  Duchesse"  Shoe  Co.,  Registered 

MONTREAL.  OUF. 

Making  Women's  Welts,  McKays  and  Turns  of  a  Standard 
quality  for  the  Wholesale  trade 
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These 
Staples 
Lead 
All  Over 
Canada 


^t&ples 


aluc ! 
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Their  Value  SELLS  Them 


Trade  in  Yamaska  Brand  Shoes  is  noted  for  its 
STEADINESS  because  the  secret  of  their  sales  is  Value. 
While  they  have  the  attractive  appearance  that  classifies 
them  with  shoes  of  popular  style,  it  is  the  extra  money's- 
worth  in  good  shoemaking  that  makes  so  many  people 
repeat  buyers. 

The  Cote  Policy  of  supplying  direct  to  the  dealer  allows 
you  largest  possible  margin  plus  absolute  safety  in  your 
buying. 

Be  ready  with  LYamaska  Lines  to  satisfy  the  Spring 
footwear  needs  of  your  customers. 


i 
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L^Comp&gnie  JA&M  Cote 

ST. HYACINTHE ,  QUE. 
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Stock  No.  10    Russia  Calf  Oxford,  Andover  Last. 
Stock  No.  12    Gun  Metal  Calf  Oxford,  Andover  Last. 

C  and  D  widths. 

Price  $4.75 

Terms:    Net  30  days. 
For  three  pairs  or  less  an  extra  charge  of  15  cents  per  pair. 


IN  STOCK 

Because  of  the  increased  demand  for  the  Andover  last, 
a  snappy  style  for  young  men,  we  are  carrying  these 
two  lines  of  oxfords  IN  STOCK. 

They  are  really  remarkable  value,  and  quick  sellers. 

Prompt  shipment  of  orders. 

The  Talbot  Shoe  Co.,  Limited 

St.  Thomas        :-:  Ontario 
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The  Man's  Shoe 
With  A  Real  Chassis 


A  shoe  with  an  unusual  appeal  to  men — the 
real  chassis. 


A  shoe  that  has  genuine  advantages  for 
men — because  of  this  chassis. 


The  Arch  Preserver  Shoe  provides  a  cor- 
rect walking  base  for  the  outer  margin  of 
the  bottom  of  the  foot,  supports  the  foot 
where  support  is  needed,  yet  bends  freely 
at  the  ball,  the  only  place  where  the 
foot  itself  bends. 

You  must  be  interested  in  the  Arch  Preser- 
ver Shoe — if  you  really  want  to  secure  the 
greatest  amount  of  business  from  your 
community  and  hold  it. 


The  Arch  Preserver  Shoe  is  made  by  us  under  special  license  from 
E.  T.  Wright  &  Co.  Inc.,  Rockland,  Mass. 


"Keeps  Good  Feet  Good." 

The  Talbot  Shoe  Co.,  Limited 


St.  Thomas 


Ontario 


Tie  Your  Store  to  this  Advertising.  You  11 
see  the  Arch  Preserver  Shoe  advertised  in  The 
Saturday  Evening  Post,  Century,  Harper ' s. 
Scribner 's,  World's  Work,  Review  of  Reviews, 
Atlantic  Monthly  regularly  all  this  year.  Big 
space  and  interesting  copy  that  will  help. you 
sell  the  shoe.  Ask  about  the  numerous  dealer 
helps  we  offer  to  enable  you  to  tie  your  store 
to  this  advertising — newspaper  electros,  book- 
lets, folders,  display  cards,  etc. 
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MINER  RUDDER  COX^ed 

Branches  and  Selling  Atipnts 


The  J.  Leckie  Co.,  Limited   Vancouver,  B.C. 

The  Miner  Rubber  Co.,  Limited   Calgary,  Alta. 

The  Miner  Rubber  Co.,  Limited   Edmonton,  Alta. 

Congdon,  Marsh  Limited  )  gask 

The  Miner  Rubber  Co.,  Limited  j 

Congdon,  Marsh  Limited   Winnipeg,  Man. 

The  Haileybury  Wholesalers,  Limited   Haileybury,  Ont. 

Coates,  Burns  &  Wanless   London,  Ont. 

R.  B.  Griffith  &  Co   Hamilton,  Ont. 

The  Miner  Rubber  Co.,  Limited   Toronto,  Ont. 

The  Miner  Shoe  Co.,  Limited    1  ^ 
The  Miner  Rubber  Co.,  Limited  J ' 

The  Miner  Shoe  Co.,  Limited    J  Montreal,  Que. 
The  Miner  Rubber  Co.,  Limited  j 

The  Miner  Rubber  Co.,  Limited   Quebec,  Que. 

H.  S.  Campbell   Fredericton,  N.B. 

The  J.  M.  Humphrey  Co.,  Limited   St..  John,  N.B. 

The  J.  M.  Humphrey  Co.,  Limited   Sydney,  C.B. 

The  Miner  Rubber  Co.,  Limited   Halifax,  N.S. 


A  Distinction  That  Counts 

Boys'  and  Girls'  sizes  of  Miner's  Plain  and  Storm  Overs, 
Cloth  Shoes  and  Tennis  Shoes  have  Boy  Scout  or  Girl 
Guide  Emblems  on  the  soles. 

These  Emblems  mean  the  difference  between  "just 
Rubbers" 

and 

A  distinctive,  quick  selling  line  that  will  be  ask- 
ed for  by  name. 

SEE  IT  ON  THE  SOLE 
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After  April  1st,  the  Home  of 

ROBINSON  SHOE  HEADQUARTERS 

Will  be  located  at 

29  VICTORIA  SQUARE,  MONTREAL 

These  new  premises  being  better  suited  to  our  requirements 
and  placing  improved  facilities  at  our  command,  the 
efficiency  of  Robinson  Service  will  be  a  more  important 
factor  than  ever  in  supplying  the  footwear  needs  of  the 
trade. 


Having  completed  the  liquidation  of  our  stock,  we  are  now 
in  a  position  to  resume  our  reg'ular  supply  service.  It  will  be 
our  policy  to  meet  the  biggest  demand  of  the  trade  by 
specializing  in 

MEDIUM  GRADE  GOODYEAR  WELTS  for  MEN 
and  McKAYS  for  WOMEN 

As  part  of  our  service  to  the  trade  we  will  from  time  to 
time  show  illustrations  of  latest  productions  in  footwear, 
such  as  we  know  can  be  featured  with  profit  by  our 
customers.  WATCH  FOR  THESE  TIMELY  BULLETINS 

GEORGE  ROBINSON,  LIMITED 

Montreal. 


"mm*. 
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77ze   One  And    Only    "Pillow  Welt" 

Because  of  our  exclusive  "Pillow  Welt"  feature,  if  you  look 
anywhere  but  in  the  Globe  Line  you  will  not  find  Child- 
ren's Shoes  with  the  special  comfort-giving  qualities,  the 
perfect  fit  and  the  durability  that  make  Globe  "Pillow 
Welt"  and  "Baby  Pillow  Welt"  Shoes  so  popular. 

They  are  the  only  genuine  Goodyear  Welt 
Shoe    made   with  a  Pillow  Welt  Insole. 

Your  wisdom  in  featuring  these  shoes  NOW  will  be  proven 
by  the  increased  trade  your  Children's  Department  will  do 
during  the  Spring  Season. 

A  Globe  salesman  will  gladly  call  with 
the  complete  range  whenever  requested. 

Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE, 


TERREBONNE 

Montreal  Office— 11  St.  James  St. 


QUE. 

Representative— J.  A.  BLUTEAU 


Mention 
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to  be  proud  of 

St.  Andrews  Golf  Shoe  was  not  made  in  a  hurry. 

For  one  year  we  tested  and  proved  its  every  point  of 
construction  until  now  we  can  offer  it  as  the  most 
comfortable,  most  practical  and  most  durable  golf  shoe 
you  can  sell.  And  also  it  has  the  added  quality  of  good 
appearance. 

Make  it  a  prominent  feature  in  yourl  ine.  It  is  support- 
ed by  an  extensive  advertising  campaign  which  will 
compel  demand  among  the  kind  of  customers  that 
mean  most  to  you. 

Write  to  secure  the  agency 
for  your  district 

SWtndrews 

GOLF  SHOES 

Made  expressly  for  Golfers  by  The  Tetrault  Shoe  Mfg.  Co.,  Limited, 

Montreal 


14  Points  of 
excellence 

Viscolized  leather  outer  soles 

Patent  rubber  studs 

Welted  heel  and  stitched  "  seat  " 

"  Sani-Pore  "  inner  sole 

Outside  counter  pockets 

Oafy-tanned  counters 

Unlined- — no  painful  wrinkles 

Chrome-tanned  uppers 

One  piece  facings 

Oafy-tanned  welts 

Steel  washer  buried  in  studs 

Studs  riveted  to  outer  sole  only 

Perfect  Ventilation 

Cork  fillings 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Another  of  Kingsbury's 

Most  Beautiful  Patterns  for  Spring 


There  is  unusual  daintiness  about  this  novel  pattern  that  is 
the  outcome  of  both  clever  designing  and  master  shoemaking. 
As  illustrated  it  is  shown  in  as  pleasing  a  combination  of  Patent 
and  Grey  Suede  as  could  be  imagined — with  neat  underlays  on 
toe  and  vamp  and  fancy  stitching  on  strap  and  quarter-but 
it  is  also  made  in  other  attractive  combinations. 

These  who  demsnd  refined  style  features  in  their  footwear 
realize  frcm  creations  like  this  that  Kingsbury  Footwear  is  made 
particularly  for  them. 


KINGSBURY  FOOTWEAR  CO., 

Limited 

MONTREAL 


£1 


I 


KINGSBURY 


SHOE 
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$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$ 

I      Does  It  Pay  YOU  To  Buy  From  THE  FACTORY  J 

$             That  Stocks  The  BEST  SELLERS  ?  $ 

$  .$ 

We  have  one  answer  that  would  consider  a  good  argument  in  favor. 

$                                                                            &  $ 

In  buying  12  pairs  of  a  line  you  may  size  it 

$             3     3>£     4     4^"      5               6     §y2      7     or  in   15  pairs  to  a  line  $ 


$  1        1        1        2       2       2       1        1        1  $ 

$  2>^     3  4     4^      5      5^     6  7       8  $ 


$  11122221111         You  need  the  $ 

small  and  large  sizes  for  some  customers.    Our  records  of  stock  lines  show 

$  that  we  make  15  pairs  of  size  5  to  one  pair  size  2}4,  or  two  pairs  size  3.    Is  $ 

your  buying  of  sizes  out  of  line?    If  you  buy  from  us  you  can  fill  in  every  size 

$  whenever  wanted,  sell  any  quantity  of  any  line,  and  end  the  season  with  a  $ 

clean  stock.    This  is  only  one  argument, and  we  need  others  in  our  business, 

$  and  are  willing  to  pay  you  for  them.    Increased  volume  to  us  means  reason-  $ 

able  prices  to  our  customers. 

$  $ 

$      ONE  HUNDRED  DOLLARS  IN  PRIZES  $ 

open  to  every  merchant  or  clerk  handling  shoes,  for  the  best  reasons  (not  more  $ 

*  than  six)  for  buying  from  a  manufacturing  stock  shoe  house  where  pop- 

^  ular  lines  are  stocked  for  service  to  you.  ^ 

$  1st.  Prize-$50.  2nd.  Prize-$25.  3rd.  Prize-$10.  $ 

$  15  Prizes — $1.00  each  $ 

*  All  answers  to  be  mailed  to  our  factory  before  April  1st.  . 
4>                                   _                     _  $ 

JUDGES:      Mr.  R.  T.  Brymner,  Manager,  Canadian  Bank  of 

$  Commerce,  London,  Ont.  $ 

*  Mr.  A.  A.  Langford,  President,  A.  A.  Langford  Co.,  t 

*  London,  Ont.  $ 

$  Mr.  E.  Hayden,  President,  Hayden  Press,  London,  Ont.  $ 


£  An  impartial  jury  that  will  pass  on  all  entries. 


$ 


t      THE  MURRAY  SHOE  COMPANY, LTD.  $ 

LONDON,  ONTARIO 

$  $ 

We  carry  a  $70,000  stock  of  Men's  and  Women's  Fine  shoes  on  the  floor  for 
$  immediate  shipment:  $ 

$  "Murray  Made"  shoes  for  Men;    "Murray  Maid"  shoes  for  Women.  $ 

SPRING  STOCK  CATALOGUE  SENT  ON  REQUEST. 

H>  $ 

$  $  $  $  $  $$;$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$ 

Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Have  You  Any  Stock  For  Spring 


There  will  be  a  revival  of  Shoe  Selling  this  Spring  ONLY 
for  the  dealer  who  does  not  let  past  conditions  cause  him 
to  face  the  Season  unprepared  either  as  to  volume 
or  variety  of  his  stock. 

Only  immediate  ordering  can  save  the  situation  if  there 
is  anything  you  lack.  DALACO  LINES  FOR  MEN  AND 
WOMEN  solve  ALL  problems  of  Style  and  Value  in 
POPULAR  SHOES  FOR  SPRING  TRADE. 


MEETING  ALL  YOUR  DEMANDS  WITH 
A  COMPLETE  IN-STOCK  DEPARTMENT. 


Daoust  Lalonde       Co.,  Limited 

Montreal  Que. 

BRANCH    The  Metropolitan  Shoe  Co.,  91  St.  Paul  St.  East. 
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Black  Beauty 

Chrome  Patent  Sides 

Patent  Leather  Shoes  are 
still  popular  especially  those 
made  from  Black  Beauty. 
No  other  leather  gives  the 
same  tone  of  distinction. 
Specify  Black  Beauty  in 
your  Patents  this  season. 

The  Robson  Leather  Company 
Limited 
Oshawa,  Canada 
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No.  734 


IN  STOCK 


This  is  a  Louise  one  strap  slipper,  made  in  beige  suede  with 
patent  trimmings,  and  is  ready  to  ship  now. 

The  three  lines  that  we  are  featuring  in  this  issue  are  the  very- 
latest  spring  styles,  and  should  be  in  great  demand. 

$5.25 

Net  30  April  15 

Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments,  C  or  D  widths,  all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of  Women' s  Welts  Exclusively  in  Canada 

Perth,  Ontario 

W.  S.  PETTES,  H.  B.  McGEE,  R.  W.  CLARK, 

Room  413,  Windsor  Hotel,  Room  706,  King  Edward  Hotel,  404  Travellers'  Bldg., 

Montreal.  Toronto.  Winnipeg. 
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No.  139 


IN  STOCK 


This  three  eyelet  tongueless  oxford  is  made  with  patent  vamp 
and  grey  suede  quarter,  cut-outs  backed  with  patent  leather. 
The  sale  of  this  shoe  has  already  been  very  heavy. 

Will  be  ready  for  delivery  the  first  week  in  April,  and  we  would 
suggest  you  reserve  a  lot  now  to  avoid  possible  disappointment. 

$5.25 

Net  30  April  15. 


Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments, C  or  D  widths, all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of  Women's  Welts  Exclusively  in  Canada 

Perth,  Ontario 


W.  S.  PETTES, 
Room  413,  Windsor  Hotel, 
Montreal 


H.  B.  McGEE, 
Room  706,  King  Edward  Hotel, 
Toronto 


R.  W.  CLARK, 
404  Travellers' Bldg., 
Winnipeg 
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No.  743 

IN  STOCK 

Dame  Fashion  has  decreed  grey  suede  and  patent  for  early- 
spring  wear.  This  semi-colonial  one  strap  in  grey  suede  with 
patent  trimmings,  has  already  been  a  popular  seller  for 
spring  trade. 

Will  be  ready  for  delivery  the  first  week  in  April,  and  we 
would  suggest  you  reserve  a  lot  now  to  avoid  possible 
disappointment. 

$5.25 

Net  30  April  15. 


Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments, C  or  D  widths, all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of  Women' s  Welts  Exclusively  in  Canada 

Perth,  Ontario 

W.  S.  PETTES,  H.  B.  McGEE  R.  W.  CLARK, 

Room  413,  Windsor  Hotel  Room  706,  King  Edward  Hotel,  404  Travellers'  Bldg., 

Montreal  Toronto  Winnipeg. 
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Originators  of 

"BIG  CHIEF"  BRAND 
Slippers  and  Moccasins 

Look  for  the  name  on  the  sole. 
All  leading  Jobbers  carry  our  line. 


WESTERN  OFFICE 
Willis  R.  Miller, 
318  Homer  St., 
Vancouver,  B.  C. 
and 

Hammond  Building, 
Winnipeg,  Man. 


Indian  Products 

Included  in  our  well  known  productions  are  the 
following  popular  lines,  all  of  which  will  win 
your  approval  as  superior  goods,  with  exceptional 
selling  qualities. 

Cowhide  Moccasins 

Special  Buck  Moccasins 

Horse  Hide  Moccasins 

Elk  Moccasins 

Jack  Buck  Moccasins 

Deer  and  Elk  Mitts  and  Gloves 

Horse  Hide  Mitts  and  Gloves 

Boudoir  Slippers 

High  Grade  Indian  Slippers 

Also  Specializing  in  Snowshoes 

We  recommend  our  New  Comer 

"SPECIAL  BUCK" 

which  is  really  a  high  class  moccasin 
Attract  EXTRA  trade  by  featuring  our  Sporting  and  Novelty  Lines. 

BASTIEN  BROTHERS 


Indian  Lorette 


Que. 


"And  the  "Hotel  Cleveland" 

is  mv  home  when  mv  trip 
brings  me  to  Cleveland!" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths—there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long ! 

Hotel  Cleveland 

CLEVELAND,  OHIO. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


24 


THE  SHOE  AND  LEATHER  JOURNAL 


March  15,-  1923 


Wholesalers — 


Men's  eleven  inch  smooth  elk  blucher 
with  chocolate  elk  trimming.  The 
ideal  boot  for  heavy  duty  in  rough 
weather. 


Do  You  "Serve  with  Sisman"? 

For  outdoor  life,  on  the  farm, 
in  the  lu  mber  camp,  bush  work, 
hunting  trips,  or  anywhere 
in  the  open,  there  is  no  shoe 
quite  so  satisfactory  as  a 
Sisman  staple. 

Wholesale  Only 

The  T.  Sisman  Shoe  Company 

Limited 

Head  Office,  Aurora     Branch,  Newmarket 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


Vol.  XXXVI.  No.  6  Toronto,  March  15th,  1923 

Shoe  and  Leather  Journal 

Published  Twice  cl  Month, 

»■  ■  ■■  ■  ■  -   — .  •  .  — .. 

$1.50  a  Year  Single  Copies  15c.  Outside  Canada,  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 

I  .  —     -  - 


The  Business  Outlook 


WHATEVER  may  have  been  the  case  with  other  departments  or  sections  of  trade  and  com- 
merce in  Canada,  the  shoe  and  leather  industries  have  had  little  encouragement  in  the 
past  three  months  to  indulge  in  over  optimism. 

Tanner,  manufacturer,  wholesaler  and  retailer,  have  all  been  patiently  marking  time  and 
often  whistling  to  keep  up  their  courage.  For  a  while,  towards  the  end  of  January,  the  horizon 
brightened  to  some  extent,  but  gradually  the  sky  settled  down  again  to  the  same  drab  tints. 

It  is  perhaps  just  as  well  that  we  have  been  experiencing  a  somewhat  slower  recuperation 
than  seems  to  have  been  the  case  with  our  friends  across  the  line,  who  are  reported  to  be  on  the 
threshold  of  another  period  of  commercial  expansion. 

As  compared  with  a  year  ago  prices  in  the  United  States  as  set  forth  in  wholesale  indexes 
have  advanced  from  25  to  30  points,  which  is  an  alarming  increase,  and  only  compares  with  the 
war  period  and  that  of  1919-20  which  was  followed  by  such  disastrous  reaction. 

Reports  seem  to  indicate  largely  increased  activity  not  only  in  industrial  operations  but 
commerce  generally,  and  in  some  lines  there  is  a  recurrence  of  the  tendency  which  brought  such 
fatal  results  three  years  ago,  namely,  the  ordering  of  goods  from  several  concerns  in  the  fear  of 
disappointment  as  to  deliveries. 

It  seems  perfectly  safe  to  assume  that  as  far  as  industrial  and  commercial  expansion  is  con- 
cerned, Canada  will  feel  the  effects  of  any  developments  that  take  place  across  the  line.  We 
are  always  affected  more  or  less  by  our  neighbour's  prosperity  or  adversity. 

We  are  just  now  experiencing  the  quickening  in  basic  industries  that  began  over  there  some 
months  ago,  and  there  is  no  doubt  that  the  coming  summer  will  see  a  marked  improvement  in 
general  business  conditions  throughout  Canada. 

It  is  to  be  hoped  that  a  firm  grip  may  be  kept  upon  the  situation  and  that  the  return  to  more 
desirable  business  conditions  may  not  eventuate  in  price  developments  such  as  inevitably  jeop- 
ardize all  safe  and  permanent  advancement.    Let  us  make  haste  slowly. 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  open  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 
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In  The  Jllarket 
Place 

RETAIL  business  took  on  a  start  at  the  beginning 
of  the  month  on  account  of  the  bit  of  sunshiny 
weather  that  almost  cleared  up  the  snow  in  Ontario 
in  three  or  four  days.  It  was  the  first  good  thaw  since 
the  coming  of  the  winter,  and  it  looked  for  a  while  like 
a  real  break  that  would  usher  in  spring  business.  A 
snow  storm,  the  worst  in  three  months,  followed  almost 
immediately,  and  the  snow  was  as  deep  as  before  the 
gentle  process  of  elimination  that  marked  the  coming 
of  March. 

Business  as  a  whole  had  not  a  chance  to  get  a  start 
although  on  some  retail  lines  there  was  a  welcome  acti- 
vity for  a  while.  Notwithstanding  all  this,  wholesalers 
speak  hopefully  both  of  present  conditions  and  the  im- 
mediate future.  Business  since  the  first  of  the  year 
has  not  been  so  bad  as  it  was  prophesied  in  some  quarters 
and  payments  have  been,  on  the  whole,  a  good  deal 
better  than  seemed  possible  at  the  beginning  of  January. 

In  Ontario  there  is  perhaps  more  activity  than  in 
Quebec  or  the  Maritimes,  as  the  weather  conditions  have 
not  been  so  severe.  Down  East  they  are  still  struggling 
against  the  worst  handicap  that  they  have  experienced 
in  this  respect  for  many  years.  Trains  have  been  snowed 
in,  and  freight  movement,  as  a  consequence  has  been 
very  disappointing. 

Already,  however,  there  are  indications  of  a  revival 
of  interest  particularly  in  construction  and  building 
operations,  which  promise  considerably  increased  activ- 
ity as  soon  as  spring  fully  opens  up.  Improvement 
is  also  noted  in  other  basic  industries,  such  as  steel, 
iron,  cotton  and  many  of  the  trades  connected  with  them. 
Stocks  are  low,  the  market  firm,  and  everybody  seems 
confident  of  good  business  as  soon  as  fine  weather  really 
sets  in. 

Retail  Shoe  Trade 

There  has  been  a  little  more  doing  so  far  in  shoes' 
especially  in  women's  lines.  The  millinery  and  similar 
openings  have  created  interest  that  otherwise  seemed 
impossible,  and  there  has  been  a  little  more  enquiry 
for  spring  shoes  although  there  has  been  little  incentive 
for  their  street  use.  The  return  of  the  snow  has  meant 
the  return  of  the  "golosh"  to  general  use,  which  means 
of  course  that  for  the  time  being  leather  shoes  are  in  the 
background.  Nevertheless,  some  of  the  best  stores 
say  that  they  have  been  steadily,  though  quietly,  sell- 
ing new  shoes.  They  say  that  the  prevalence  of  forced 
sales  has  to  some  extent  retarded  the  purchase  of  new 
up-to-date  goods,  but  amongst  the  fashionable  set  there 
is  a  genuine  spirit  of  expectation  as  to  the  new  season's 
offerings  in  footgear  which  is  manifest  in  enquiry. 

In  men's  lines  there  has  not  been  much  change  in 
the  past  month.  Everybody  seems  to  be  endeavour- 
ing to  make  the  old  shoes  do,  until  the  real  fine  weather 
arrives.  There  has  really  as  yet  been  no  weather  when 
leather  shoes  could  be  comfortably  worn  without  rubbers, 
and  repair  men  as  well  as  shoe  retailers  have  been  suffer- 
ing as  a  result.  A  prominent  west-end  repair  man 
stated  the  other  day,  that  he  has  not  made  his  rent 
during  the  past  month.  There  are  dozens  of  retailers 
who  claim  that  men's  trade  during  the  past  month 
has  been  a  complete  failure.    There  is  every  reason  to 


expect,  however,  that  with  the  clearing  of  the  sidewalks , 
and  a  breath  or  two  of  spring  in  the  air,  there  will  be  a 
good  account  given  of  men's  shoe  business  in  a  couple 
of  weeks.  There  is  no  reason  why  this  should  not  be 
so,  as  conditions  have  improved  naturally  throughout 
the  country  in  the  past  six  weeks. 

Shoe  Manufacturers  And  Wholesalers 

Manufacturers  have  been  practically  marking  time 
and  waiting  for  spring  to  open  up.  While  some  of  the 
factories  have  been  fairly  well  occupied,  the  majority 
have  only  been  working  to  half  capacity.  This  is  par- 
ticularly true  of  the  East  and  those  establishments 
that  manufacture  for  jobbers.  The  latter  complain 
that  business  has  been  too  poor  to  warrant  their  antici- 
pating their  requirements  beyond  the  most  absolute 
necessities.  They  claim  that  sorting  trade  for  the  past 
month  has  been  very  poor  and  payments  slow.  They 
admit  however,  that  the  outlook  is  encouraging.  Re- 
tailers have  been  buying  rubber  goods  for  next  season's 
needs  quite  liberally  and  a  goodly  number  of  fresh  orders 
for  tennis  and  sporting  goods  are  coming  in.  Regular 
lines  of  winter  stuff  in  jobbers'  hands  will  now  have 
to  be  carried  over,  and  the  next  few  weeks  will  no  doubt 
witness  a  healthy  activity  in  saleable  lines  for  early  spring 
wear.    It  cannot  come  too  soon. 

Leather  Conditions 

There  is  very  little  change  from  last  report.  Man- 
ufacturers are  only  buying  what  they  absolutely  need. 
As  a  shoe  manufacturer  said  the  other  day:  "Until 
recently,  it  was  quite  possible  to  gauge  requirements 
for  at  least  three  months  ahead,  to-day  it  is  difficult  to 
see  thirty  days  beyond  you  in  the  shoe  game.  Upper 
leathers  in  the  finer  grades  are  all  selling  slowly  for  this 
time  of  the  year,  in  calf  as  well  as  side  stock.  Manu- 
facturers seem  to  want  to  get  lines  that  will  keep  down 
the  cost  of  their  shoes  to  present  levels  at  least,  and  with 
overhead  expenses  as  they  are,  and  reduced  output, 
it  is  absolutely  necessary  to  purchase  less  expensive 
stock.  Between  this  and  the  general  slowness  of  de- 
mand, tanners  of  both  upper  and  sole  have  been  com- 
pelled to  find  outlets  abroad  for  their  lines.  It  is  re- 
ported that  even  France  is  getting  a  portion  of  Canadian 
made  shoe  leathers.  There  has  been  a  little  more  en- 
quiry from  Great  Britain  of  late,  but  not  enough  to 
build  much  hope  upon. 
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The  Good  Executive 


By  Dr.  Frank  Crane 


Here  are  ten  qualifications  of  a  good  executive.    He  may  need  others,  but  here  are  ten. 

An  executive  means  one  who  gets  things  done.  He  does  not  do  things  himself.  He 
knows  how  to  make  other  people  do  them.  The  good  executive  earns  a  part  of  every  man's 
salary  under  him.  He  is  indispensable.  You  cannot  afford  to  keep  an  executive  at  $50,000 
a  year  when  he  is  not  making  good.  But  you  often  keep  on  workers  at  $4.00  a  day  just  because 
you  are  sorry  for  them. 

1.  Understanding.  This  means  more  than  information  or  knowledge.  It  means 
not  only  seeing  things,  but  seeing  through  them,  not  only  perceiving  situations,  but  grasping 
them,  knowing  not  only  the  surface  of  things,  but  top,  side  and  bottom. 

2.  Tact.  Tact  literally  means  touch.  It  means  to  solve  things  by  handling  them. 
Most  of  the  practical  problems  of  business  are  solved  in  the  doing  of  them.  System  and  rules 
have  little  value  without  tact,  for  the  most  important  thing  to  know  about  a  rule  is  when  to 
break  it. 

3.  Decision.  Indecision  is  simply  a  bad  habit.  We  are  afraid  to  decide  because  we 
are  not  sure.  But  we  can  rarely  or  never  be  sure,  and  we  get  the  habit  of  deciding  by  prepon- 
derance of  probability.    It  is  hard  for  an  indecisive  man  to  maintain  discipline. 

4.  Justice,  or  fairness.  We  cannot  help  liking  some  people  more  than  others.  But 
our  intelligence  should  be  able  to  criticize  our  feelings  and  lead  us  always  to  do  the  fair  thing. 

5.  Enthusiasm.  This  is  the  steam.  The  other  qualities  are  parts  of  the  steam  engine. 
No  matter  how  perfect  the  machinery,  it  will  not  go  unless  there  is  force  in  it.  The  good  ex- 
ecutive needs  not  only  enough  enthusiasm  for  himself,  but  plenty  to  spare  for  others. 

6.  Self-control.  We  cannot  help  being  hurt  or  disappointed  at  times.  But  we  can 
help  showing  it.    Unless  we  have  ourselves  in  hand  we  cannot  keep  other  people  in  hand. 

7.  Imagination.  This  is  the  ability  to  "other"  one's  self,  to  understand  and  appreciate 
the  other  fellow's  point  of  view.    Without  this  we  waste  much  energy. 


Then  follow  three  things  to  avoid. 


It  has 
I  don't 


8.  Avoid  egotism.    Egotism  is  the  sole  quality  in  us  that  makes  us  disliked, 
probably  spoiled  more  efficient  men  than  any  other  trait.    Don't  be  afraid  to  say, 
know,"    but  learn  something  from  everyone  with  whom  you  come  in  contact. 

9.  Avoid  meddling.  When  you  give  a  man  a  job  to  do,  let  him  alone  as  much  as  poss- 
ible. Always  remember  that  the  art  of  efficiency  is  knowing  how  to  pick  the  right  man  to  do  a 
thing  and  then  allowing  him  to  do  it  in  his  own  way. 


10.    Avoid  prejudice, 
think  unchangeable.  Keep 


Be  very  suspicious  of  your  convictions  and  principles  that  you 
your  mind  open.    Be  approachable.    Above  all,  be  human. 


Copyright,  1923,  by  Dr.  Frank  Crane 
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EDITOR IALETS 

Pointed  Paragraphs  on  Practical  Problems 


SELLING  MORE  SHOES 

THE  best  way  to  sell  more  shoes  is  to  sell  one  pair 
well.  There  is  a  lot  more  in  selling  a  pair  of  shoes 
besides  doing  them  up  and  taking  the  money. 
In  the  first  place  the  shoes  themselves  should  bring  the 
customer  back,  not  to  complain  but  to  buy  more.  This 
result  can  only  be  brought  about  by  giving  satisfaction. 
Sell  the  right  shoes,  see  they  fit  the  eye  and  pocket  as 
well  as  the  foot.    Sell  them  right. 

More  customers  come  back  to  a  shoe  store  because 
of  the  personal  service  than  for  the  shoes  themselves. 
Every  time  you  sell  a  pair  of  shoes  you  are  selling  part 
of  yourself.  It  is  a  good  sign  when  people  come  into 
an  establishment  and  ask  for  a  certain  salesman  or 
saleswoman.  A  large  retail  shoe  establishment  has  a 
young  lady  clerk  whose  personal  following  or  connec- 
tion  is   considerably   over   three  hundred. 

BEWARE  THE  FREAK 

IX  spite  of  the  tact  developed  by  recent  style  shows 
that  the  freak  shoe  was  dead  there  will  be  efforts 
made  to  resurrect  it.  The  craze  for  something 
"different"  has  been  evidenced  by  the  efforts  of  style 
artists  to  cash  in  on  recent  Egyptian  explorations.  We 
are  as  likely  to  have  the  "Tut"  shoe  as  the  Egyptian 
dress  and  headgear.  There  are  always  enough  retailers 
as  well  as  women  to  give  fads  like  this  a  start.  With 
the  sandal  back  in  the  ring  and  the  existing  array  of 
colonials,  one  strap,  cross  straps  and  so  forth  it  ought 
to  be  possible  to  develop  enough  Egyptian  style  in  the 
feet  without  wandering  off  into  the  fantastic  and  bizarre. 
At  all  events  the  retailer  who  lets  his  mind  slip  this 
spring  on  novelties  will  do  some  expensive  sliding. 

DO  YOU  SET  THE  EXAMPLE? 

YOl  R  help  are  pretty  much  what  you  make  them. 
They  can  be  no  more  enthusiastic  about  your 
business  than  you  are  yourself.  You  are  uncon- 
sciously directing  their  mental  attitude  towards  customers 
and  towards  their  duties  every  day.  If  you  want  to 
get  the  best  out  of  them  put  your  own  best  into  the 
business  of  buying  and  selling  shoes. 

Give  them  a  chance  to  grow.  Encourage  them  to 
develop  ideas  and  methods.  Above  all  by  your  example 
teach  them  that  real  service  is  the  foundation  stone  of 
business  success  and  that  there  is  nothing  too  small  or 
too  great  to  be  cheerfully  undertaken  to  give  full  expression 
to  this  idea  of  service.  "As  a  man  thinketh  in  his  heart 
so  is  he"  and  as  a  man  is  in  his  own  store  so  will  those 
about  him  be. 

GIVE  AND  TAKE. 

THERE  should  be  the  utmost  spirit  of  co-operation 
between  a  merchant  and  those  from  whom  he 
buys  his  goods.  There  is  nothing  more  senseless 
or  fatal  than  the  attitude  taken  by  some  retailers  when 
a  dispute  arises  with  a  manufacturer  or  wholesaler.  The 
latter  is  in  exactly  the  same  relation  to  the  retailer  as 
the  retailer  is  to  his  own  customers.  His  business  is 
to  give  satisfactory  service.  Success  or  failure  depends 
upon  retaining  the  goodwill  of  those  to  whom  one  sells. 
No  seller  who  hopes  to  have  a  customer  come  back  will 
treat  him  meanly  or  wrongly.  This  is  fundamental. 
There  are  always  two  sides  to  every  question  and  it 
is  a  matter  of  justice  as  well  as  decency  to  give  the  other 
fellow  credit  for  the  sincerity  claimed  for  oneself. 


HIGH  COST  OF  SHOEMAKING. 

ONE  of  the  things  that  is  running  up  the  cost  of 
shoes  these  days  is  ornamentation.  Taking  cut- 
outs in  oxfords  and  similar  effects  in  straps,  the 
cost  in  the  cutting  room  apart  from  the  fitting  room  is 
simply  enormous.  It  has  been  figured  that  these  holes 
in  the  shoes  cost  from  three  quarters  of  a  cent  to  a  cent 
each  and  that  does  not  touch  the  question  of  damage 
going    through    the  factory. 

It  is  the  same  with  fancy  stitching,  beading  and 
other  gimcracks  that  have  made  their  appearance  in 
recent  years  in  men's  as  well  as  women's  lines.  When 
one  takes  a  look  at  the  samples  of  a  first  class  shoe 
manufacturing  concern  to-day  and  compares  them  with 
those  of  a  few  years  ago,  he  no  longer  wonders  why  there 
is  no  money  in  the  shoe  game.  It  is  all  eaten  up  with 
frills. 

MAN  AND  HIS  SHOES 

How  much  a  man  is  like  his  shoes! 

For  instance:    both  a  sole  may  lose; 

Both  have  been  tanned;    both  are  made  tight 

By  cobblers;    both  get  left  and  right; 

Both  need  a  mate  to  be  complete, 

And  both  are  made  to  go  with  feet. 

With  shoes  the  last  is  first:    with  man 

The  first  shall  be  the  last;    and  when 

The  shoes  wear  out  they're  mended  new; 

When  men  wear  out  they're  men  dead,  too. 

They  both  need  healing,  oft  are  sold, 

And  both  in  time  turn  all  to  mould. 

They  both  are  trod  upon  and  both 

Will  tread  on  others,  nothing  loth. 

Both  have  their  ties,  and  both  incline, 

When  polished,  in  the  world  to  shine. 

They  both  peg  out.    Now,  would  you  choose 

To  be  a  man  or  be  his  shoes? 


Sandal  after  the  'Egyptian"  mode. 
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Definite  Planning 
For  Business 

Looking  the  Situation  Over.  Get- 
ting the  Most  Out  of  Possibilities. 
Brain  Work  and  Energy  Needed. 

WHEN  you  are  looking  for  the  reasons  for  suc- 
cess or  failure  begin  at  the  beginning.  Take 
stock  of  yourself  and  find  out  if  you  have  the 
essentials  in  personality  and  purpose  that  are  the  founda- 
tion of  all  real  achievement.  In  other  words  do  you 
know  yourself,  and  do  you  know  your  business?  On 
this  depends  what  the  showing  will  be  at  the  end  of 
any  period  of  operation.  Nine  tenths  of  the  men  in 
the  retail  shoe  business  would  probably  not  be  able 
to  give  a  valid  reason  for  being  where  they  are.  In 
connection  with  a  recent  failure  where  a  man  left  a 
successful  farm  to  engage  in  selling  shoes,  the  judge 
said  the  "inevitable"  happened.  He  engaged  in  a  game 
he  knew  nothing  about  and  lost  his  stake. 
Not  Always  Necessary 

A  technical  knowledge  of  a  business  is  not  always 
necessary  to  success  as  has  been  frequently  demon- 
strated by  the  achievements  of  those  who  have  under- 
taken or  been  thrust  into  affairs  with  which  they  were 
unfamiliar  at  the  start.  But  a  business  mind  or  a  de- 
termination to  apply  good  sound  principles  to  its  prob- 
lems, are  always  the  prime  requisites  in  a  calling  that 
is  so  precarious  as  retailing.  Too  many  just  happen 
to  have  a  little  money,  are  looking  for  a  change  and  they 
think  that  merchandising  is  about  as  easy  a  life  as  one 
can  take  up.  Thus  they  get  off  to  a  bad  start.  But 
sermonizing  is  more  or  less  unprofitable.  The  best 
advice  to  give  a  man  in  business  to-day  is  to  either  put 
the  best  he  has  in  the  game  or  get  out  of  it  before  he 
is  compelled  to  seek  other  fields  of  endeavour. 
Knowing  the  Business 

This  does  not  mean  the  understanding  of  the  tech- 
nical details  of  the  goods  a  man  is  handling.  Some 
shoemakers  have  made  a  bad  fist  of  shoe  retailing  as 
others  have  of  shoe  manufacturing.  A  man  should 
know  shoes  sufficiently  to  know  what  he  is  buying, 
for  more  than  half  the  battle,  as  every  successful  man 
knows,  is  in  knowing  what  to  buy.  But  he  may  buy 
good  shoes  at  a  right  price  and  still  come  a  cropper  in 
the  shoe  business.  He  must  be  able  to  buy  shoes  for 
the  people  he  expects  to  sell  to.  To  illustrate,  a  shoe 
merchant  who  knew  all  about  shoes  ran  a  store  in  a 
certain  town,  and  saw  that  he  was  losing  money.  He 
bought  his  goods  right,  but  the  people  did  not  buy  them. 
He  was  one  of  those  who  sit  down  and  think  when  they 
have  a  serious  problem  on  their  hands,  and  he  not  only 
thought  but  called  in  expert  advice.  It  transpired  that 
the  store  was  at  fault.  It  was  not  located  properly. 
It  catered  for  a  rather  good  class  of  trade,  but  was  in 
a  poor  district,  and  it  was  not  otherwise  fitted  to  draw 
trade.  The  shop  was  rather  down  at  the  heel  in  appear- 
ance and  the  store  fittings  and  surroundings  did  not 
invite  the  best  class  of  trade.  He  could  not  move  im- 
mediately so  he  brightened  up  the  store,  shifted  the 
stock  into  departments  and  began  a  vigorous  campaign 
of  advertising.  The  results  were  felt  almost  immed- 
iately, and  by  the  time  he  was  able  to  move  to  a  better 
location  he  was  on  the  way  to  success.  This  man  had 
not  sat  down  in  the  first  place  and  thoroughly  thought 
out  the  question  of  location  and  shoe  appointments.  Often 
the  matter  of  location  is  a  paramount  one  with  a  retail 
store.    Go  where  the  people  are  is  a  safe  rule  to  follow. 


A  Question  of  Stock 

It  is  quite  as  often  a  question  of  suitable  or  ade- 
quate stock.  Buying,  as  has  already  been  said,  is  not 
a  matter  of  knowing  shoe  values  and  ordering  care- 
fully. It  means  a  careful  gauging  of  the  particular 
requirements  of  the  locality  of  the  business  which  in 
an  ordinary  town  is  a  man  sized  job.  The  best  make 
mistakes  and  the  man  who  buys  well  is  the  exception 
rather  than  the  rule.  It  can  be  truthfully  said  that 
trouble  mostly  comes  from  buying  too  much  rather 
than  too  little  and  this  danger  has  been  increased  in 
the  past  few  years  by  the  multiplicity  of  lines  shown 
by  wholesalers  and  too  often  expected  by  purchasers. 
The  man  who  can  avoid  this  tendency  successfully 
has  mastered  one  of  the  great  problems  of  retailing  at 
the  present  time.  A  case  in  point  came  up  recently 
that  illustrates  what  may  be  done  by  careful  manage- 
ment. A  retailer  failed  in  a  certain  town  and  the  stock 
was  purchased  by  another.  The  latter  went  carefully 
over  the  inventory  and  cleaned  out  everything  in  the 
way  of  deadwood  at  prices  that  quickly  removed  them 
from  the  shelves.  He  then  set  to  work  to  re-organize 
his  stock.  He  found  his  predecessor  had  been  run- 
ning about  ten  lines  of  women's  shoes,  running  from 
six  to  ten  dollars.  He  cut  these  lines  down  to  five  and 
did  the  same  with  others.  He  filled  up  completely 
on  sizes  and  widths,  and  in  six  months  was  doing  more 
business  at  better  prices  on  little  more  than  half  the 
stock  that  had  been  formerly  carried.  Anyone  can 
figure  the  results  apart  from  any  other  changes  made 
by  the  new  proprietor.  The  great  danger  of  the  retail 
trade  lies  in  carrying  too  many  lines  that  are  badly 
assorted. 

What  Do  You  Know? 

This  was  a  constant  question  with  the  late  Timothy 
Eaton  with  his  employees.  A  man  should  ask  him- 
self what  he  knows  about  his  business.  In  the  first 
place  what  do  you  know  about  your  stock?  How  many 
times  does  it  turn  over  in  a  year?  Do  you  know  what 
are  your  slow  moving  lines,  not  only  those  you  could 
do  without,  but  those  you  must  carry  to  maintain  your 
business  in  other  lines?  Unless  you  have  this  infor- 
mation how  can  you  intelligently  buy  and  how  can  you 
keep  your  stock  from  being  choked  up  with  goods  that 
are  adding  to  your  expense  of  doing  business?  The 
game  these  days  is  to  get  your  goods  to  turn  over  fast 
with  as  little  increase  in  investment  as  possible. 

Do  you  know  your  district  and  its  needs?  Are 
you  carrying  the  goods  most  of  the  people  in  your  locality 
want  or  will  want  or  are  you  trying  to  force  on  them 
goods  you  think  they  ought  to  buy?  Are  you  trying 
to  run  a  high  class  trade  where  a  medium  or  staple  class 
should  sell  better,  or  vice  versa?  Do  you  realize  the 
possibilities  of  your  town  or  district?  Have  you  ever 
figured  that  you  ought  to  be  able  to  sell  goods  within 
at  least  ten  or  fifteen  miles  of  your  store  instead  of  that 
many  blocks?  How  many  new  houses  have  gone  up 
in  your  district  in  the  past  year?  How  many  families 
have  moved  in  or  moved  out?  These  are  some  of  the 
many  questions  that  vitally  concern  your  business, 
and  in  the  solution  of  which  may  be  profit  or  loss. 
What  About  the  Store? 

Are  you  getting  the  best  out  of  your  location? 
A  case  came  up  not  long  ago  where  a  shoe  store  was  two 
doors  from  a  theatre  and  the  windows  were  not  illum- 
inated at  night.  A  change  in  the  programme  brought 
immediate  results.  Windows  are  designed  and  dressed 
to  be  seen.  There  are  some  people  who  put  a  lot  of 
money  into  the  construction  of  their  show  windows, 
and  then  neglect  them.  It  does  not  call  for  much  brains 
(Continued  on  page  48) 
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The  Handling  of 
Floor  Stocks 

A  Pressing  Question  Requiring 
Thoughtful  Handling.  A  Problem 
Calling  for  Co-operation  of  Manu- 
facturer and  Dealer. 

AT  the  recent  convention  of  the  National  Shoe 
Retailers'  Association  of  Canada,  one  of  the  sub- 
jects that  came  up  for  consideration  was  the 
handling  of  "floor  stocks"  left  on  manufacturers'  hands, 
sometimes  given  the  uneuphonious  name  of  "jobs." 
Every  manufacturer  has  more  or  less  to  deal  with  a  sit- 
uation over  which  he  has  little  or  no  control.  He  finds 
at  the  end  of  the  season,  or  sometimes  between  seasons, 
a  collection  of  shoes  on  his  shelves  for  which  there  has 
not  been  a  sale  in  the  regular  way.  Sometimes  a  part 
of  these  lines  consists  of  over-production,  sometimes 
lines  that  have  not  taken  as  well  as  expected,  and  often 
in  the  lot  will  be  goods  returned  and  travellers'  samples, 
none  of  which  can  be  got  rid  of  at  regular  prices. 

These  goods  have  to  be  disposed  of  in  some  way 
and  the  manufacturer  or  jobber  usually  seeks  the  quick- 
est and  most  satisfactory  way  to  get  rid  of  them.  This, 
as  a  rule,  is  to  some  large  buyer,  who  can  pay  the  cash 
and  who  has  the  means  of  working  them  off"  through 
bargain  sales.  Of  course,  this  is  where  the  shoe  pinches, 
so  to  speak,  for  when  the  "job"  is  unloaded  upon  a 
large  city  establishment,  the  buyer  begins  to  make  it 
interesting  for  the  retailers  of  the  immediate  neighbor- 
hood. 

The  evil  wrought  is  through  the  fact  that  the  pub- 
lic does  not  know  that  these  shoes  are  "jobs"  and  the 
impression  is  created  that  the  ordinary  retailer  is  de- 
manding extraordinary  margins  on  his  regular  lines. 
Added  to  this  these  shoes  all  take  the  place  of  regular 
sales  in  the  long  run,  and  the  ordinary  dealer  feels  the 
effect  more  or  less  in  lessened  sales. 

The  cry  has  often  been  raised,  "Why  not  sell  them 
to  the  regular  trade  in  smaller  quantities,  if  need  be?" 
Well  it  is  more  easily  said  than  done.  In  the  first  place, 
the  average  dealer  finds  it  difficult  enough  to  get  rid 
of  the  oddments  of  his  own  stock,  without  adding  to 
their  volume.  In  the  next  place,  the  expense  of  selling 
and  distributing  would  be  considerable,  and  the  man- 
ufacturer follows  the  line  of  least  resistance.  The  goods 
are  disposed  of  to  a  departmental  store  where  people 
will  buy  anything  at  a  price,  or  concerns  having  several 
outlets  for  the  goods. 

Here  is  a  resolution,  however,  that  was  passed  at 
the  Convention  and  concerning  which  the  Shoe  and 
Leather  Journal  has  gone  to  the  trouble  of  asking  both 
manufacturers  and  retailers  their  opinions: 

WHEREAS  incalculable  embarrassment  and  loss 
to  the  legitimate  retail  trade  results  from  the  indiscrim- 
inate placing  upon  the  market  of  Manufacturers'  floor 
stocks,  and  so  called  samples  or  returns,  and  whereas 
this  procedure  seems  to  grow  more  menacing  each  year 
to  the  retail  shoe  trade  of  Canada, 

KI.SOLVKD  that  the  Executive  be  instructed  to 
confer  with  shoe  manufacturers  or  others  interested 
for  rhe  purpose  of  evolving  some  means  for  the  elim- 
ination of  this  evil  through  the  distribution  of  these 
goods  through  regular  channels  by  means  of  clearing 
house  of  such  other  methods  as  may  best  accomplish 
the  purpose. 

W  hat  Prominent  Manufacturers  Say 

A  Montreal  manufacturer  prominent  in  the  work 


of  the  Association  is  doubtful  if  a  solution  can  be  reach- 
ed.   He  says: 

"We  don't  believe  that  the  exchange  of  clearing 
house  could  be  worked  out  satisfactorily  on  account 
of  the  great  distances  between  some  country  places  and 
cities." 

An  Ontario  manufacturer  of  wide  experience  takes 
the  other  viewpoint  and  says  a  solution  such  as  that 
suggested  is  feasible.  He  writes:  "The  goods  could 
be  shipped  into  a  central  point,  classified  and  sold  in 
small  or  large  blocks  to  legitimate  retailers  throughout  the 
country.  This  plan  would  require  the  co-operation 
of  the  legitimate  retail  trade  because  it  would  be  as  much 
in  their  favor  as  in  the  manufacturers  and  wholesalers, 
in  that  they  would  not  be  forced  to  meet  the  unfair 
competition  due  to  the  sale  of  bankrupt  stock  in  their 
own  locality.  We  think  it  is  high  time  that  some  move 
should    be    made    along    this  line." 

A  Montreal  manufacturer  of  staple  lines  of  men's 
shoes  says:  "We  feel  that  the  manufacturers  are  partly 
responsible  for  the  large  amount  of  manufacturers' 
floor  stocks.  Many  manufacturers  when  they  are  not 
very  busy  make  a  lot  of  shoes,  expecting  to  sell  them 
off  at  full  prices,  but  when  the  time  comes  for  them  to 
turn  these  goods  into  money  they  have  to  sacrifice  same 
at  less  then  their  regular  prices.  There  is  enough  of 
the  inevitable  floor  stocks  that  accumulate  through  wrong- 
ly made  merchandise  or  cancelled  orders  without  add- 
ing to  these  quantities  by  purposely  making  same.  We 
do  not  believe  however  that  the  idea  of  a  clearing  house 
would  be  practicable." 

A  representative  shoe  manufacturer  in  Western 
Ontario  says  this:  "The  clearing  house  idea  might  be 
a  good  one  if  it  could  be  worked  out  to  satisfy  all  man- 
ufacturers. As  a  rule  when  the  manufacturer  has  any 
accumulation  of  floor  shoes  on  hand,  and  these  accum- 
ulations usually  result  from  returns  from  retailers  or 
through  cancellations,  some  of  which  are  fair  and  some 
of  which  are  unfair,  he  is  usually  anxious  to  turn  them 
over  as  quickly  as  he  can,  taking  his  loss  immediately 
and  placing  the  shoes  with  some  one  from  whom  he  is 
sure  he  will  get  his  money  and  get  it  quickly.  We  pre- 
sume that  most  firms  offer  these  goods  to  their  regular 
customers  who  might  be  in  a  position  to  handle  them, 
and  we  doubt  very  much  if  manufacturers  would  want 
to  put  them  through  a  clearing  house." 

A  Toronto  manufacturer  goes  thoughtfully  into 
the  subject,  and  this  is  the  result:  "The  distribution 
of  manufacturers'  floor  stocks  is  a  question  that  calls 
for  a  good  deal  of  thought.  A  clearing  house  controlled 
by  leading  manufacturers  would  be  the  proper  method 
of  distribution,  as  by  this  method  a  uniform  price 
could  be  held.  As  it  is  the  distribution  of  floor  stock 
is  unequal;  some  merchants  who  would  be  interested 
in  a  case  or  two  at  a  time  at  a  certain  price  have  not 
an  opportunity  to  purchase  with  the  distributor  who 
can  buy  in  quantities.  A  clearing  house  with  stock 
lists  with  a  fair  price  on  same  would,  in  my  opinion, 
be    the    proper  outlet." 

Several  others  have  written  in  expressing  the  feel- 
ing that  something  ought  to  be  done  and  favouring  the 
clearing  house  idea,  if  it  can  be  worked  out  satisfactorily. 
Retailers'  Opinions 

The  question  is  a  vital  one,  as  has  been  already 
stated,  for  the  retailer,  who  has  to  meet  the  brunt  of 
the  struggle  with  low  prices.  The  man  who  has  all  he 
possesses  invested  in  a  retail  shoe  store  and  stock,  and 
who  depends  for  a  living  upon  fair  prices  for  his  goods, 
is  constantly  met  with  announcements  of  "manufacturers' 
stocks",  "travellers'  samples"  and  so  forth  offered 
at  "wholesale  prices."  One  dealer  writes  of  a  case  of 
a  shoe  manufacturer  who  sold  a  lot  of  goods  to  a  neigh- 
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bor  and  competitor  in  this  way,  without  giving  him  a 
chance  although  he  had  been  buying  the  firm's  goods 
regularly  for  years.  The  result  was,  that  he  switched 
his  account  and  says  that  he  will  not  buy  from  those 
who  do  such  things.  Of  course,  this  is  one  of  the  most 
effective  ways  of  dealing  with  the  matter  from  an  in- 
dividual retailer's  standpoint,  but  it  does  not  get  any- 
where with  the  problem  as  a  whole. 

There  seems  to  be  some  uncertainty  as  to  how  a 
clearing  house  or  exchange  could  be  set  up,  but  that 
is  a  mere  matter  of  detail.  If  anything  be  done,  it  will 
have  to  be  through  the  co-operation  of  the  three  associa- 
tions backed  by  the  travellers.  At  several  of  the  large 
centres,  arrangements  could  be  made  to  turn  in  portions 
of  stock  of  this  kind,  as  well  as  bankrupt  stocks  and  have 
them  sold  by  tender  or  auction  to  the  local  retail  trade 
or  those  near  enough  to  be  affected  by  the  sale  of  such 
goods.  The  breaking  up  of  the  goods  into  lots,  would 
have  a  good  effect  in  any  case,  as  preventing  "wild 
catters"  or  other  fakers  from  using  the  sale  as  a  club 
on  the  legitimate  trade. 
What  Some  of  Them  Say 

A  "down  easter"  says:  "By  all  means.  At  the 
present  the  few  who  live  near  or  in  the  big  centres  get 
all  the  plums  if  any  going,  while  the  regular  man  who 
is  home  on  the  job  only  get  the  regular,  picked  goods 
at  the  top  price.  Give  all  hands  a  chance  at  cut  price 
lines." 

A  Western  Ontario  retailer  in  one  of  our  manu- 
facturing cities  is  confident  of  the  feasability  of  the 
plan.  He  writes:  "The  exchange  of  clearing  house 
is  a  very  good  idea,  and  could  be  managed  properly 
and  successfully." 

An  Ottawa  retailer  thinks  the  plan  is  well  worth 
trying,  or  at  least,  should  be  thoroughly  discussed  by 
a  joint  committee  of  shoe  manufacturers,  wholesalers 
and  retailers.  There  are  splendid  possibilities  in  the 
idea. 

A  Toronto  retailer  of  many  years'  standing  and 
prominence  in  the  trade,  says:  "The  exchange  or  clear- 
ing house  idea  might  be  a  good  one,  not  only  for  the 
wholesaler,  but  likewise  for  the  retailer.  For  naturally 
there  will  crop  up  from  time  to  time  lines  seemingly 
hard  to  dispose  of,  whereas  if  gotten  together  into  some 
clearing  house,  and  started  off  in  different  channels, 
quite  a  different  value  seems  to  be  put  on  them." 

Another  Toronto  man  in  business  for  over  a  quar- 
ter of  a  century  has  this  to  say:  "I  believe  it  possible 
for  the  manufacturer  to  sell  his  floor  stock  differently 
to  method  they  now  adopt.  I  think  their  travellers 
could  dispose  of  it  to  their  regular  trade,  rather  than 
have  it  dumped  invariably  on  Toronto.  We  seem  to 
be  the  goat  for  that.  A  list  could  be  provided  and  if 
the  same  figures  were  given,  or  somewhat  higher  than 
is  taken  finally  from  the  large  departmental  stores,  the 
stocks  would  be  distributed  over  a  large  area  and  no 
one  would  suffer  thereby." 

A  prominent  Western  Ontario  shoe  man  thinks 
the  jobber  should  be  the  man  to  distribute  such  stocks. 
He  writes:  "It  seems  to  me  that  this  is  what  the  whole- 
saler or  jobber  is  in  business  for.  It  has  been  said  that 
the  wholesaler  is  the  buffer  between  the  retailer  and 
manufacturer.  If  the  manufacturer  has  a  legitimate 
job  of  "floor  stock"  I  am  sure  there  are  jobbers  who 
would  purchase  them  from  him,  they  in  their  turn  dis- 
tribute them  throughout  the  country,  certainly  at  a  pro- 
fit so  that  the  trade  in  no  part  would  be  disrupted  at 
any  one  time." 

A  Montreal  retailer  who  is  regarded  as  one  of  the 
best  heads  in  the  business,  is  not  sure  of  the  remedy 
being  exactly  workable.    He  writes:    "If  retailers  can 


be  educated  to  buy  consistently,  and  at  frequent  periods, 
their  purchases  running  70%  to  80%  staple  styles,  the 
manufacturer's  problem  would  be  greatly  solved.  Floor 
stocks  accumulate,  first  due  to  the  necessity  of  the 
factory  to  keep  up  production,  and  partly  a  style  risk. 
Frankly,  I  do  not  believe  that  the  clearing  house  idea 
could  be  worked.  Believe  there  would  be  too  many 
fingers  in  the  pie.  But  if  each  factory  was  dealing  with 
a  healthy  retail  connection  and  if  the  factories  them- 
selves would  accept  their  loss  and  put  a  fair  price  on 
their  floor  goods,  it  would  enable  the  merchants  to 
develop  extra  volume  at  various  periods  of  the  year." 

An  opinion  from  one  of  the  busy  centres  of  Nova 
Scotia  is  confident  that  the  scheme  is  a  good  one,  and 
can  be  worked.  He  says:  "I  am  of  the  opinion  that 
a  central  clearing  house  for  manufacturers'  floor  stocks 
where  the  retailer  might  visit  and  where  these  over 
accumulations  might  be  distributed  more  generally 
than  at  present,  would  seem  to  me  to  be  a  feasible  and 
workable  scheme." 

One  of  the  oldest  establishments  in  Toronto,  which 
city  suffers  perhaps  more  than  any  other  from  this  kind 
of  merchandising,  writes  as  follows:  "With  reference 
to  question  No.  3,  I  feel  that  if  it  could  be  properly 
worked  that  a  clearing  house  run  under  the  proper  man- 
agement would  be  a  great  benefit  to  the  shoe  trade  at. 
large  in  disposing  of  bankruptcy  stocks  and  out  of  date 
styles  at  a  low  figure  without  injuring  the  regular  trade 
to  any  great  extent.  I  cannot  see  any  other  way  to 
prevent  these  stocks  being  sold  as  they  are  to-day,  un- 
less some  party  would  make  it  a  business  to  go  around 
buying  these  stocks  or  disposing  of  them  on  commission, 
but  I  do  feel  that  a  clearing  house  is  by  all  means  the 
best  idea." 

Another  Toronto  retailer  in  business  in  the  western 
part  of  the  city,  and  who  has  suffered  with  others  from 
the  announcement  of  "manufacturers'  stocks"  says: 
"If  the  manufacturers,  wholesalers  and  legitimate  re- 
tailers were  pulling  together  the  way  they  should  for 
betterment  of  all  concerned,  there  would  not  be  much 
floor  stock  for  sale,  and  if  there  should  be  a  small  quan- 
tity, the  only  thing  would  be  to  have  it  sold  by  auction 
in  small  lots.  Doing  it  in  that  way  it  would  more  likely 
be  spread  over  the  whole  Dominion.  I  think  the  same 
should  be  done  with  bankrupt  stocks." 
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Simple  System  for 
Ordinary  Store 

Stock  Keeping  Methods  Without 
Elaboration.  How  To  Keep  Tab  on 
Buying  and  Selling.  Arranging 
Store  Stock. 

THE  common  complaint  with  regard  to  stock- 
keeping  systems  advanced  by  dealers  who  have 
none,  is  that  they  are  too  complicated  and  re- 
quire special  expert  assistance  to  give  them  proper 
effect.  The  fact  of  the  matter  is  that  the  man  who 
makes  the  excuse  is  either  too  indifferent  or  lazy  to  go 
into  the  matter.  He  adopts  the  policy  of  following 
the  same  old  methods  he  and  his  father  before  him, 
kept  up  without  attempting  to  find  out  whether  he  can- 
not do  more  justice  to  himself  as  well  as  his  business 
by  discovering  better  and  more  profitable  ways.  There 
is  little  use  preaching  to  this  kind  of  a  man  of  the  ad- 
vantage there  is  in  always  just  knowing  where  he  is 
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in  regard  to  stock,  sales,  etc.  He  will  tell  you  he  car- 
ries all  that  in  his  head  and  will  sometimes  point  out 
to  you  that  he  is  still  in  business  at  the  old  stand  while 
the  newcomers  with  their  fads  and  frills  have  passed 
on  and  out.  Now  there  are  some  men  who  can  carry 
all  the  details  of  their  business  in  their  heads  and  man- 
age very  well,  but  even  the  best  are  liable  to  mistakes. 
But  what  about  those  who  are  to  follow?  Is  a  man 
justified  in  running  his  business  so  that  he  cannot  turn 
it  over  for  a  time  at  least  to  someone  else  or,  should 
anything  happen  to  him,  pass  it  on  to  his  subordin- 
ates? 

Simple  and  Inexpensive  System 

A  town  retailer  has  given  the  Shoe  and  Leather 
Journal  the  particulars  of  a  system  which  has  been  in 
use  in  his  store  for  many  years.  He  has  elaborated 
it  somewhat  in  recent  years  and  has  added  a  system  of 
stock  receiving  accounts  which  gives  him  a  check -on 
the  houses  he  buys  from,  their  deliveries  and  the  char- 
acter of  the  goods,  so  that  he  can  tell  at  once  what  goods 
he  has  on  order  and  when  to  expect  them.  He  has 
also  adopted  the  loose  leaf  system  for  the  stock  records 
instead  of  the  book  as  formerly.  He  claims,  however 
that  anything  is  better  than  nothing,  and  says  that  his 
old  srock  book  was  as  efficient  a  record  as  anything 
he    has    had  since. 

He  had  a  thousand  page  blank  book  made  up  as 


a  stock  record,  using  a  page  for  a  single  stock  number 
or  several  of  a  line.  He  ran  his  men's  black  boots  from 
1  to  149;  men's  tans  150  to  199;  men's  black  oxfords 
200  to  249;  men's  tan  oxfords  250  to  299  and  so  on. 
Where  there  were  slight  variations  or  where  there  was 
a  buttoned  boot  or  congress,  he  used  fractions.  For 
instance  50  might  be  a  man's  calf  bal,  and  if  the  same 
shoe  was  made  with  a  slight  variation  he  kept  it  on  the 
same  page  and  numbered  it  50^. 

His  women's  lines  were  run  in  the  same  way,  and 
also  the  boys',  youths',  children's  and  so  forth,  so  that 
it  was  easy  to  provide  any  clerk  with  a  key  to  the  stock. 
Everyone  knew  that  from  1  to  350  were  men's,  and  so 
on.  This  retailer  while  he  did  not  departmentalize 
his  store  at  first,  does  so  now.  From  the  very  begin- 
ning, however,  he  has  carefully  laid  out  his  stock  so 
as  to  segregate  the  various  departments. 
How  the  Scheme  Works 

The  stock  book  is  ruled  so  as  to  have  fourteen  col- 
umns, and  each  page  may  contain  from  four  to  six  stock 
numbers.  At  the  head  of  each  line  is  the  stock  number, 
a  full  description  of  the  shoe,  giving  leather,  style,  toe, 
heel  and  the  maker's  name.  The  columns  below  con- 
tain first  the  cost  and  selling  price,  the  next  the  widths, 
commencing  with  the  narrowest  at  top  and  widest  at 
bottom.  The  remaining  twelve  columns  are  for  the 
various  sizes  received,  in  men's  from  say  5  to  \0}/2- 
Supposing  sixty  pairs  of  the  men's  calf  balmoral  double 
sole  are  received  running  from  C.  to  E.  widths,  they 
are  distributed  under  the  various  sizes  opposite  to  the 
widths.  Thus  if  there  are  five  of  7  C's  there  will  be 
five  strokes  under  size  7,  and  opposite  to  C,  and  so  on 
with  the  balance. 

When  the  sales  are  made,  the  counter  check  book 
contains  the  stock  number,  size  and  width  as  well  as 
the  price  of  the  shoe,  so  that  next  day  it  is  a  simple 
matter  for  the  cashier  to  list  the  figures  in  adding  up 
the  sales  and  mark  off  the  sizes  and  widths  in  stock  book 
by  crossing  those  sold.  If  three  pairs  of  sevens  or  four 
pairs  of  eights  have  been  sold  it  can  be  seen  at  a  glance 
and  the  merchant  knows  ahead  of  time  when  it  is  nec- 
essary to  fill  up  with  new  sizes.  The  condition  of  his 
stock  at  the  end  of  the  week  is  before  him,  all  he  has 
to  do  is  to  take  down  his  stock  book  and  go  over  the 
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lines.  The  merchant  takes  a  physical  inventory  every 
three  months  to  find  out  whether  his  stock  lists  are 
accurate  and  says  there  is  hardly  ever  a  variation  of 
more  than  two  or  three  pairs.  Problems,  such  as  goods 
on  approval,  returned  and  so  forth,  are  easily  adjusted 
to  the  system  as  this  retailer  says,  and  there  is  really 
no  reason  why  a  simple  scheme  like  this  should  not  work 
out. 

Handling  the  Store  Stock 

This  retailer  says  that  cartons  as  supplied  by  man- 
ufacturers are  so  much  more  attractive  to-day  than 
they  were  formerly  that  for  the  ordinary  store  it  may 
not  be  necessary  to  have  one's  own.  Nevertheless, 
he  prefers  to  have  his  establishment  look  as  well  as  the 
best  stores,  and  therefore  uses  his  own  design  and  has 
his  shelving  made  accordingly.  That  has  been  the  one 
great  difficulty  up  to  the  present  with  shoe  manufacturers' 
cartons.  They  are  not  uniform  in  size  or  appearance. 
He  suggests,  however,  that  the  dealer  who  does  not 
wish  to  go  to  the  expense  of  special  cartons  have  his 
own  labels  printed  and  pasted  on  the  ends  of  the  car- 
tons as  they  are  put  in  stock.  He  would  devote  a  third 
of  the  space  at  the  left  side  of  this  label  to  a  descrip- 
tion of  the  goods  such  as  stock  number,  selling  price, 
size  and  width,  so  plainly  marked  as  to  be  easily  dis- 
tinguishable. The  rest  of  the  label  may  be  devoted 
to  the  name  and  address  of  the  shoe  merchant.  The 
effect  of  uniform  labels  may  not  be  quite  as  striking 
as  an  original  carton,  but  a  lot  of  expense  is  saved  and 
it  is  wonderful  what  the  change  will  mean  in  sprucing 
up  the  appearance  of  the  store.  There  is  nothing  looks 
worse  than  a  lot  of  heterogeneous  cartons  in  various 
states  of  repair  gaping  at  customers  from  shelves. 

Arranging  the  Stock 

This  dealer  has  now  departmentalized  his  store, 
but  as  stated,  it  has  always  been  so  in  outward  appear- 
ance at  least.  He  says  he  keeps  his  cheaper  lines  on 
the  lower  shelves,  and  the  more  expensive  ones  towards 
the  top.    In  the  various  sections  which  are  laid  out 


for  twelve  pairs  he  has  the  narrower  widths  on  top  and 
the  wider  at  the  bottom  with  the  sizes  running  from 
left  to  right.  When  a  pair  is  sold  the  carton  is  returned 
to  the  shelf  empty  with  the  back  or  blank  end  out.  If 
there  is  no  reserve  stock  for  the  particular  size,  the  car- 
ton blank  end  out  is  turned  upside  down,  which  is  a 
signal  to  the  stock  department  to  get  busy.  If  the 
shoes  are  taken  out  of  the  cartons  at  any  time  for  win- 
dow displays,  the  cartons  are  simply  turned  upside  down 
with  the  label  end  still  out.  This  merchant  says  there 
is  no  excuse  for  leaving  cartons  on  the  ledges.  It  is 
just  as  easy  to  replace  those  taken  down  for  customers 
at  the  time  as  to  leave  half  a  dozen  of  them  to  be  ad- 
justed after  the  sale  is  concluded.  He  insists  on  all 
goods  being  marked  on  the  linings  with  the  stock  number 
and  price.  He  also  stamps  the  date  of  sale  on  the  in- 
side of  the  shoe  which  he  claims  is  handy  in  case  of  dis- 
putes as  to  the  wear  of  shoes.  Customers  too  often 
have  strange  obsessions  with  regard  to  the  short  time 
they  have  had  them  in  possession  and  on  their  feet. 

The  Merchandise  Account 

The  retailer  volunteering  the  information  regard- 
ing stock  system  says  he  has  a  merchandising  account, 
on  one  side  on  which  is  entered  the  gross  sales,  and  on 
the  other  the  cost  summarized  each  day  at  the  office. 
This  account  reveals  not  only  his  turnover,  but  tells 
him  how  much  gross  profit  his  business  shows  at  the  end 
of  any  stated  period.  By  entering  against  this  gross 
profit  his  expense  of  doing  business  he  can  see  his  net 
profit  at  any  time.  He  says  that  this  is  the  only  sat- 
isfactory way  of  doing  business.  His  stock  keeping 
methods  enable  him  to  keep  his  finger  on  the  business 
pulse  all  the  time.  He  knows  how  his  stock  is  moving 
and  has  practically  eliminated  guess  work  in  his  store. 
The  main  stock  is  always  in  a  healthy  condition  and 
he  has  been  able  to  avoid  doubtful  and  non-paying  lines, 
if  not  gets  rid  of  them  altogether.  He  claims  half  a  busi- 
ness man's  troubles  come  from  lack  of  clear  understand- 
ing of  what  he  is  doing, 
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Profit  in  Findings 
Department 

Properly  Handled  may  be  a  Source 
of  Revenue.  You  Get  Out  of  it  What 
You  Put  Into  It. 

IV  you  look  upon  rubbers  or  findings  in  your  store 
as  a  side  line  that  must  be  endured,  you  will  prob- 
ably make  no  money  out  of  either  of  these  depart- 
ments. Over  and  over  again  we  have  heard  retail 
shoe  merchants  say:  "I  have  never  made  any  money 
out  of  the  rubber  shoe  business,"  which  means  that 
they  have  never  given  it  the  same  consideration  as 
their  regular  lines  of  leather  goods.  In  the  same  way, 
you  will  find  dealers  who  carry  dressings,  laces,  shoe 
trees  and  other  supplies,  because  they  are  asked  for  them, 
but  they  look  upon  this  class  of  trade  as  a  necessary 
evil  that  must  be  endured  because  it  cannot  be  cured. 
They  carry  a  limited  stock  in  various  corners  of  the  store, 
principally  at  the  back,  and  if  they  are  asked  for  a  cer- 
tain article,  ten  chances  to  one  they  are  out  of  it  or  they 
dig  it  out  from  a  back  shelf  and  wipe  the  dust  of  months 
from  it,  before  producing  it  before  the  customer.  In 
recent  years  this  kind  of  thing  has  not  been  so  preval- 
ent, but  nevertheless  there  are  dozens  of  stores  where 
the  proprietor  will  tell  you  that  he  carries  a  limited 
amount  of  findings  just  to  accommodate  his  customers. 
He  persists  in  the  belief  that  the  business  is  not  one  in 
itself  that  can  be  made  a  pleasure  and  profit  to  the  store 
and  its  staff. 

It  Can  Be  Made  Profitable 

There  are  concerns  that  make  handsome  dividends 
on  turning  over  findings,  by  which  is  meant  all  classes 
of  footwear  supplies,  other  than  shoes.  The  success 
of  these  establishments  is  not  due  to  any  special  clever- 
ness in  their  ways  of  handling  the  business,  but  rather 
in  the  seriousness  with  which  they  regard  and  conduct 
the  whole  proposition. 

"I  was  induced  by  a  findings'  house"  said  a  well 
known  retailer  some  time  ago,  "to  visit  a  repair  estab- 
lishment in  the  east  end  of  the  city,  where  I  would  find 
what  could  be  done  by  properly  handling  the  line.  After 
some  delay  I  went  and  certainly  my  eyes  were  opened. 
I  found  that  this  repair  man  was  making  good  money 
out  of  the  handling  of  a  moderate,  well  arranged  stock. 
He  claimed  that  the  profits  from  this  department  not 
only  paid  the  entire  rent  of  his  shop,  but  pretty  well 
provided  his  own  wages.  I  saw  and  heard  enough  to 
lead  me  to  decide  that  I  would  give  serious  attention 
to  the  working  up  of  a  paying  trade  in  this  line  in  my 
own  store.  If  a  shoe  repair  establishment  could  accom- 
plish what  this  man  claimed  he  was  doing,  I  did  not  see 
why  a  good  shoe  store  in  a  lively  district  could  not  do 
more.  I  have  proven  already  the  wisdom  of  my  argu- 
ment." 

Some  of  the  Troubles 

The  initial  obstacle  is  the  mental  attitude  of  the 
average  dealer.  L'ntil  you  reach  the  conclusion  that 
"findings"  is  a  real  department  in  your  store  and  place 
it  on  the  same  basis  that  you  do  the  other  different  de- 
partments, you  will  never  get  anywhere  with  it.  It 
is  a  business  proposition  pure  and  simple  which  must 
be  handled  in  the  way  you  handle  your  buying  and  sell- 
ing of  shoes. 

In  the  first  place  the  stock  must  be  carried.  There 
is  no  use  expecting  to  make  money  handling  a  few  odd- 
ments of  dressings,  laces  and  the  like,  which  you  pro- 


duce from  back  shelves  or  bottom  drawers.  A  findings' 
stock  at  the  most  need  not  be  a  large  proposition  fin- 
ancially, a  few  hundred  dollars  will  put  in  a  complete 
equipment  and  from  a  hundred  to  two  hundred  dollars 
will  provide  a  start.  The  same  care  in  selection,  how- 
ever, must  be  exercised  as  in  buying  shoes.  There  are 
lines  that  would  be  as  useless  to  one  store  as  they  might 
be  valuable  to  others.  The  thing  is  to  have  as  complete 
an  assortment  as  possible  suited  to  the  particular  needs 
of  your  establishment,  and  the  rest  is  a  matter  of  stock- 
keeping,  sales  pushing  and  frequent  turnover.  When 
you  find  a  line  slow  as  a  selling  proposition,  study  out 
the  cause  and  if  there  be  no  remedy  close  it  out.  The 
basis  for  profitable  business  in  findings  is  frequent  steady 
turnover  on  moderate  margins. 
Lines  Must  Be  Displayed 

Waiting  for  people  to  ask  for  goods  in  this  line 
is  a  bad  policy.  Findings  are  mostly  after-thoughts. 
People  come  in  for  shoes,  because  they  need  them  or 
because  they  have  seen  something  that  appeals  to  them 
either  in  the  window  or  an  advertisement.  They  seldom 
think  of  dressings,  laces,  brushes  or  foot  appliances 
unless  the  suggestion  is  made  either  by  seeing  the  goods 
or  having  their  attention  drawn  to  them  by  the  sales- 
man. 

Hence  the  window  show  case  and  advertising  space 
should  be  used  constantly  and  especially  during  the 
spring  season  to  bring  home  to  possible  buyers  the  need 
for  the  various  articles  that  go  with  the  constant  use 
of  footwear.  The  show  window  should  always  have  a 
hint  along  this  line,  and  there  are  many  articles  that 
lend  themselves  quite  easily  to  the  arrangement  of 
a  good  shoe  window,  such  as  buckles,  dressings,  shoe 
trees  and  so  forth. 

But  the  great  lack  in  regard  to  display  is  liable  to 
be  in  the  store  itself.  Many  dealers  feel  that  they  need 
all  their  space  for  shoes  and  are  loath  to  devote  floor 
space  to  the  display  of  findings.  This,  of  course,  means 
that  their  attitude  on  the  whole  question  is  at  fault. 
It  should  not,  however,  be  difficult  to  arrange  for  suffi- 
cient space  for  one  or  two  show  cases  at  the  front  of 
the  store.  Usually  just  inside  the  entrance  there  is 
room  for  a  "silent  salesman"  and  this  gentleman  will 
pay  a  good  profit  on  his  services  if  he  be  handled  dis- 
creetly and  well.  One  of  the  best  displays  we  have 
seen  was  in  a  semicircular  show  case  right  at  the  front 
door. 

Handling  it  Properly 

What  is  everybody's  business  is  nobody's  in  the 
end.  It  pays  to  give  some  individual  in  the  store  special 
charge  over  the  findings'  department  although  that 
person  may  still  have  other  duties  whether  it  be  sell- 
ing or  otherwise.  In  one  establishment  we  have  seen, 
a  young  lady  looks  after  the  "findings"  counter  and 
at  the  same  time  handles  orders  for  repair  work,  which 
she  takes  in,  tickets  and  passes  on  to  the  repair  depart- 
ment. The  goods  come  back  to  her  when  finished, 
neatly  parcelled  and  tagged  for  delivery.  The  repair 
work  gives  her  a  chance  to  ask  customers  if  they  need 
supplies  of  laces,  dressings,  etc.,  an  opportunity  which 
she  fully  uses.  The  other  salespeople  in  the  establish- 
ment are  all  expected  to  ask  customers  for  their  needs 
in  findings  and  refer  them  to  the  young  lady  at  the 
counter.  In  the  case  of  foot  appliances,  the  salesman 
handles  the  matter,  although  the  young  lady  at  the 
counter  sells  the  hosiery  which  is  in  sliding  drawers  be- 
hind her  with  the  exception  of  some  of  the  heavier  lines. 

The  concern  claims  it  is  making  good  money  on 
its  investment  in  findings,  which  it  turns  over  as  often 
as  five  or  six  times  a  year.  In  the  ordinary  lines  the 
{Continued  on  page  38) 
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STYLE  and  STABILITY 

Where  style  is  linked  up  with  real 
shoemaking  and  dependable  quality, 
shoe  retailing  is  made  safe. 


Blachford  quality  is  that  happy  com- 
bination of  "pep"  and  stability  that 
provides  trade  volume  builders,  and 
eliminates  losses  from  unseasonable 
goods. 


To  Retail  Profitably  $7.00  to  $10.00. 
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What  Would 
You  Do? 

Problems  in  Retailing  from  Recent 
Examination  Papers.  How  to  Handle 
Difficult  Situations  in  Selling. 

THE  first  question  on  the  last  semi-annual  ex- 
amination paper  of  the  Shoe  and  Leather  Journal 
on  "Retail  Salesmanship"  seemed  to  develop 
considerable  difference  of  opinion  amongst  the  con- 
testants. The  question  was:  "What  would  you  do 
if  you  are  running  an  absolutely  cash  store,  and  a  well 
known  customer  of  good  financial  standing  insists  on 
having  goods  charged?" 

Quite  a  number  of  the  writers  took  the  viewpoint 
that  if  it  was  an  absolutely  cash  store  there  could  not 
be  any  deviation  from  the  rule  and  that  the  request 
must  be  politely,  but  firmly  turned  down.  Others 
took  the  position  that  business  is  business  and  a  rule 
should  not  be  like  a  law  of  the  Medes  and  Persians, 
unalterable.  Rather  than  lose  the  customer,  they 
would  open  a  credit  account.  The  objection  to  this 
is  that  if  it  were  done  once,  it  would  probably  be  re- 
peated, and  if  the  bars  were  once  down,  the  privilege 
would  likely  be  extended  to  others.  In  this  case  it 
would  no  longer  be  an  absolutely  cash  store.  Various 
expedients  were  suggested  such  as  sending  the  goods 
on  approval,  or  holding  a  cash  memo  but  this  could  not 
really  meet  this  case  as  it  was  stated  that  the  customer 
wished  them  charged. 

Everyone  who  has  started  out  to  run  a  store  on 
the  cash  principle  has  been  up  against  this  question 
from  time  to  time.  The  late  Timothy  Eaton  used  to 
tell  of  the  trouble  he  had  along  this  line  when  he  cut 
off  the  credit  principle  of  doing  business.  He  had  even 
men  from  whom  he  bought  goods,  come  to  him  and  com- 
plain that  clerks  lefused  to  give  them  credit.  His 
usual  brusque  reply  was  to  offer  to  lend  them  the  money. 
This  ordinarily  settled  the  matter.  Even  his  own  family 
could  not  buy  goods  at  the  store  on  credit,  and  C.O.D. 
parcels  would  not  be  left  at  his  own  house  without  the 
cash. 

Sticking  to  Their  Guns 

Here  are  some  of  the  answers  to  the  question  taken 
from  a  few  of  the  best  of  the  papers  submitted.  One 
writer  says:  "I  would  tell  customer  that  my  prices 
were  based  on  a  cash  basis,  and  that  we  do  not  have 
any  charge  accounts.  Be  firm.  He  who  hesitates 
is  lost."  Another  says:  "Would  certainly  demand 
the  cash  from  him.  Would  not  consider  I  was  run- 
ning an  absolutely  cash  store  unless  all  customers  were 
treated  the  same."  Another  writes:  "I  would  ex- 
plain that  our  store  was  run  on  a  strictly  cash  basis, 
and  that  we  could  show  no  partiality,  and  endeavor 
to  make  him  appreciate  our  position  without  causing 
him  the  least  embarrassment."  Still  another  says: 
"I  would  inform  the  customer  that  in  order  to  be  able 
to  sell  our  goods  for  much  less  than  if  we  had  extra 
expenses  to  pay  for  keeping  books,  etc.,  we  had  adopted 
this  principle.  Would  add  that  we  feel  we  are  giving 
more  satisfaction  to  our  customers  by  running  our  store 
on  a  strictly  cash  basis." 

Polio  of  Expediency 

Another  writer  explains  his  attitude  at  length 
thus:  "Undoubtedly  this  is  a  delicate  question  to 
answer,  as  offence  is  easily  given  to  the  man  or  woman 
of  means  and  whose  word  is  par  value  with  gold,  if  an 


accommodation  by  way  of  a  short  time  credit  be  aske 
for  and  refused.  Two  things  should  be  considered  how 
ever — one,  the  amount  of  patronage  obtainable  through 
such  an  accommodation,  eventually  possible,  and  the 
question  of  moral  effect  on  your  patrons'  support  should 
the  circumstance  become  raised  among  them.  I  think 
I  would  try  to  explain  the  awkward  position  it  placed 
us  in  to  grant  the  request,  that  cash  in  hand  really  means 
more  than  the  mere  8%  the  bank  requests  for  the  use 
of  their  money,  as  I  had  to  take  advantage  of  every 
cash  discount  to  make  possible  a  working  margin  over 
operating  c^sts,  and  would  try  persuadingly  to  induce 
him  to  issue  a  check  if  even  post  dated  a  short  time,  to 
cover  the  purchase.  If  "Cash  Only"  was  the  store 
plan  I  would  politely  but  firmly  refuse  the  accommoda- 
tion asked  for." 

This  man  goes  minutely  into  details  in  dealing  with 
the  issue.  He  says:  "Some  plan  of  higher  prices  for 
charge  accounts  should  work  towards  changing  such  a 
customer's  mind  in  regard  to  doing  cash  business.  Ex- 
plain to  the  customer  that  you  can  maintain  the  pre- 
sent prices  on  the  shoes,  only  because  of  the  cash  down 
principle  of  selling,  and  tell  him  about  a  slightly  higher 
charge  which  you  make  on  charge  accounts.  Point 
out  to  him  that  he  can  get  a  discount  for  cash  and  that 
this  would  be  more  satisfactory  to  both  of  you.  How- 
ever, if  he  still  persists  in  wanting  his  goods  charged, 
allow  him  to  do  so.  The  extra  charge  will  cover  the 
cost  of  the  extra  time  and  effort  involved.  Many  men 
like  to  keep  charge  accounts  for  the  use  of  their  families. 
Such  trade  is  worth  keeping  even  if  a  business  rule  must 
be  sacrificed  in  doing  so." 

This  writer  who  is  a  clerk  tells  what  he  would  do, 
but  puts  the  proposition  up  to  the  proprietor  as  fol- 
lows: "A  good  deal  depends  on  the  circumstances 
and  rules  of  the  store.  If  I  was  a  clerk  in  such  an  in- 
stance, I  would  refer  this  customer  to  the  store  manager 
or  the  proprietor.  If  either  of  the  latter  were  absent 
I  would  explain  to  the  customer  that  our  rules  were 
strictly  cash  and  that  being  only  an  employee  I  was 
unable  to  make  any  discrimination.  I  would  say  I 
was  sorry  I  could  not  grant  his  request,  and  hoped  he 
could  appreciate  my  position.  As  to  the  standpoint 
of  the  proprietor,  I  believe  some  exceptions  can  be  made 
in  a  cash  business.  Surely  it  would  do  no  harm  to  give 
credit  to  a  customer  such  as  you  describe." 

This  writer  suggests  a  compromise  plan  that  might 
possibly  avert  the  opening  of  an  account,  although  it 
is  a  somewhat  dangerous  expedient:  "I  would  ex- 
plain our  position  and  that  we  were  doing  a  cash  business. 
Yet  a  customer  might  come  in  not  intending  to  buy 
goods,  or  for  some  other  reason  wants  goods  charged, 
and  I  would  tide  him  over  by  putting  goods  on  appro- 
val, and  any  good  customer  would,  I  think,  be  quite  sat- 
isfied, and  remit  in  a  short  time.  They  then  would 
quite  understand  and  would  not  insist  on  you  opening 
an  account." 

Handling  the  Slow  Customer 

Every  retailer  or  salesman  has  the  experience  now 
and  then  of  trying  to  sell  a  customer  who  cannot  make 
up  his  or  her  mind  in  the  ordinary  time  it  takes  to  get 
suited  with  a  pair  of  shoes.  This  kind  of  customer 
becomes  an  acute  problem  when  others  come  into  the 
store  to  be  waited  upon.  Some  people  are  very  touchy 
about  attention  and  resent  being  left  for  any  length 
of  time,  however  short,  while  the  salesman  waits  on 
someone  else.  Of  course,  it  is  stupid  of  the  slow  cus- 
tomer to  expect  the  sun  and  moon  to  stand  still  while 
his  wants,  or  often  whims,  are  being  attended  to.  The 
question  what  to  do  in  such  cases  was  involved  in  one 
of  the  questions  on  the  examination  paper. 
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There  Is  No  Question! 
that 

"Every  day  in  every  way  our  business 
is  getting  better  and  better" 

(with  apologies  to  Mr.  Coue) 

because 

The  Trade  realizes  that  buying  seasonable 
novelties  and  staple  shoes  from  a  reputable 
IN-STOCK  HOUSE  affords  them  economic 
service  and  quick  turnover. 

Specialty  Wholesalers 
Men's,  Women's,    Children's  Shoes 

CANADIAN  SHOES  LIMITED 

"The  House  with  a  Policy" 

TORONTO 
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One  writer  deals  with  it  in  the  following  snappy 
way:  "Attend  to  the  other  customers,  always  com- 
ing over  to  the  slow  one,  who  is  not  likely  to  be  in  any 
particular  hurry."  Another  says:  "I  would  try  and 
give  her  all  the  attention  possible,  at  the  same  time  keep- 
ing the  other  customer  interested  in  his  footwear  re- 
quirements, making  all  feel  they  .  were  getting  good 
service   under    the  circumstances." 

This  is  how  a  bright  salesman  puts  the  whole  sit- 
uation in  a  few  words:  "When  I  get  in  a  position  of 
this  kind,  I  usually  ask  permission  of  the  customer  to 
give  some  little  attention  to  the  others.  Quite  often 
a  customer  will  tell  me  to  wait  on  another  one,  and  if 
a  salesman  is  active  he  can  show  shoes  to  three  or  four 
customers  at  the  same  time.  If  the  salesman  is  pleas- 
ant with  each  customer,  explaining  to  each  one  that 
he  cannot  give  his  undivided  attention  to  each,  and  that 
he  is  sorry,  why,  in  nearly  every  instance,  the  customers 
will  appreciate  the  circumstances,  and  be  patient.  Al- 
ways of  course,  give  best  and  most  attention  to  the 
first  customer." 
Politeness  and  Tact  the  Thing 

The  following  answers  culled  from  a  number  of 
the  replies  evidence  the  fact  that  politeness  and  tact 
are  the  essentials  of  handling  several  customers  at  the 
same  time  in  the  store.  Care  must  be  exercised  to 
prevent  any  or  the  customers  thinking  that  he  or  she 
is  being  slighted.    We  quote  at  random  from  the  list: 

"I  would  speak  pleasantly  to  the  two  or  three 
waiting  ones,  inquire  the  wants  of  each,  and  in  case 
it  is  some  small  article  needed  that  can  be  handed  out 
in  a  moment  I  would  excuse  myself  to  No.  1.  long  enough 
to  get  it.  If  she  required  shoes  fitted,  I  would  ask  her 
to  be  seated  beside  No.  1.  pass  along  a  shoe  occasion- 
ally for  inspection,  with  a  few  words  on  shoe  styles, 
etc.,  being  careful  to  keep  No.  1.  feeling  that  she  has 
my  first  attention  until  she  is  through." 

"I  would  first  ask  customers  to  be  seated,  and  if 
they  were  in  a  hurry.  If  so,  I  would  explain  that  I 
had  a  rather  particular  customer  at  present  and  ask 
if  they  would  object  to  me  having  another  salesman 
wait  on  them.  If  no  objection,  I  would  immediately 
introduce  a  salesman  explain  to  him  their  requirements, 
and  ask  him  to  give  them  his  best  service,  also  that  I 
had  a  hard  customer  to  satisfy.  This  would  show  cus- 
tomers I  was  interested  in  their  purchases,  although 
not  able  to  attend  to  their  wants." 

"If  you  are  certain  that  the  first  customer  will 
buy  and  all  that  he  requires  is  the  time  to  decide,  be- 
gin to  serve  the  next  customer  at  the  same  time.  Pro- 
duce a  goodly  number  of  shoes  for  the  inspection  of  the 
first  customer,  and  while  he  is  examining  them  find  out 
what  the  second  customer  prefers.  He  being  an  aver- 
age customer  has  an  idea  of  the  kind  of  shoe  he  wants 
and  can  be  quickly  satisfied.  It  will  be  necessary  to 
leave  the  second  customer  while  he  is  looking  over  the 
shoes  shown  him,  to  attend  to  the  first  customer,  either 
to  help  him  to  decide,  or  if  he  has  decided,  to  fit  and 
l>c  rid  of  him.  The  sale  to  the  second  customer,  is  well 
under  way  and  can  soon  be  completed.  Then  on  to 
the  next,  and  the  delay  is  smoothed  over." 

"I  would  act  very  quickly,  and  quietly  in  showing 
her  different  styles  of  shoes  and  in  order  that  she  should 
not  liccomc  too  uncertain  as  to  what  shoes  she  should 
buy,  I  would  put  some  of  the  shoes  out  of  sight,  and 
only  leave  her  a  few  pairs  that  I  would  think  would 
most  likely  please  her.  Then  I  would  put  all  my  best 
selling  efforts  into  convincing  her  that  the  last  pair 
of  sh'Krs  I  have  shown  her,  would  suit  her  exactly  as 
to  fir,  style,  wear,  comfort,  appearance,  etc.  If  she 
should  srill  like  to  have  more  time  in  which  to  decide, 
I  would  ask  her  if  she  would  not  mind  looking  over  the 


shoes,  while  I  see  what  the  other  customers  want.  I 
have  noticed  that  customers  who  can't  decide  quickly 
have  much  more  time  than  a  customer  who  knows  what 
she  comes  in  for,  and  if  a  clerk  knows  her  stock  all  the 
other  customers  can  be  served  while  the  other  customer 
is  still  thinking  it  over.  When  getting  back  to  customer 
No.  1,  I  always  say  I  hope  I  have  not  kept  her  waiting 
too  long,  and  after  I  have  sold  her  the  shoes  she  might 
have  taken  in  the  first  place  without  spending  her  time 
in  our  store  more  than  Was  necessary,  I  never  forget 
to  thank  her  kindly  for  waiting." 

"Granting  that  there  are  people  who  are  very  in- 
sistent upon  an  exclusive  service  and  who  demand  much 
in  variety  and  seem  not  to  appreciate  the  fact  that 
others  were  waiting,  I  would  take  every  possible  oppor- 
tunity in  any  break  of  conversation  to  speak  to  these 
waiting,  get  them  seated,  and  hand  them  some  article 
I  could  get  my  hands  on,  if  not  really  the  merchandise 
customer  happened  to  be  after.  I  would  in  the  extremity 
say  to  customer  No.  1  that  while  I  disliked  to  keep 
her  waiting  by  dividing  my  service,  still  I  really  had 
to  give  others  some  consideration  and  would  appreciate 
a  departure  from  exclusive  service  under  the  circum- 
stances. I  would  concentrate  on  lines  showing  as  much 
as  possible,  and  would  eliminate  bewilderment  in  choice 
by  putting  back  into  stock  all  I  could  after  any  hint 
were  made  as  to  their  likeliness  of  suiting  customer. 
I  feel  that  sales  people  themselves  are  very  largely  to 
blame  for  this  all  too  common  occurrence  and  could 
by  a  keener  and  quicker  conception  of  their  customer 
and  his  individuality,  coupled  with  a  more  thorough 
knowledge  of  the  merchandise  they  were  handling, 
concentrate  into  a  much  narrower  range  and  still  offer 
the   customer   ample   and   quite   satisfactory  choice." 


PROFIT  IN  FINDINGS  DEPARTMENT 

(Continued from  page  34) 
profits  are  better  than  in  shoes,  while  in  specialties 
such  as  corrective  appliances,  they  run  up  to  over  a 
hundred  per  cent.  As  this  particular  merchant  said 
profits  all  depend  upon  the  effort  you  put  into  this  de- 
partment. 

The  findings'  counter  can  be  made  a  help  to  regular 
trade  in  shoes  if  it  be  worked  properly.  Get  people 
coming  into  the  store  for  polishes,  spats  or  other  access- 
ories and  it  will  not  be  difficult  to  interest  them  in  shoes. 
One  prominent  retailer  says  he  always  puts  two  or  three 
striking  novelty  shoes  in  his  show  cases,  just  to  attract 
attention.  He  says  the  idea  works  both  ways.  Those 
who  see  the  shoes  are  given  a  suggestion  as  to  shoe  re- 
quirements, and  ladies  are  particularly  susceptible  to 
influence  along  this  line.  Then  those  who  look  at  the 
shoes  will  often  see  something  they  need  in  the  way  of 
articles  such  as  laces,  over-gaiters  and  so  forth. 
The  gist  of  the  whole  thing  is  to  buy  thoroughly  but 
economically,  display  continually  so  that  goods  may 
be  seen  and  sell  the  proposition  first  to  your  staff.  In 
fact  the  latter  proposition  should  come  first  for  with- 
out enthusiasm  on  the  part  of  yourself  and  your  staff, 
you  will  not  get  far  with  this  or  any  other  proposition. 
One  person  in  your  establishment  enthusiastically  talk- 
ing findings  ought  to  be  able  to  pay  his  own  salary. 
With   everybody   pulling   together   success   is  certain. 

From  this  standpoint  alone  a  shoe  store  ought  to 
put  its  findings'  depaitment  on  an  efficiency  basis.  It 
ought  to  be  a  decided  advantage  to  be  able  to  supply 
a  customer  with  accessories  after  selling  him  a  pair  of 
shoes.  To  send  him  to  some  repair  shop  or  shoe  shine 
establishment  for  laces  or  shoe  polish  is  admitting  the 
fact  that  you  are  not  prepared  to  give  efficient  service 
in   your  store. 
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American  Conditions 
And  Outlook 

Business  Opening  Up  Slowly.  Bad 
Weather  Retards  in  East  and  Mid- 
dle West.    Western  Outlook  Good. 

THE  weather  has  played  havoc  with  business  in 
the  Eastern  States  and  business  has  been  about 
on  a  par  with  what  it  has  been  in  Canada.  Too 
much  snow  and  cold  weather  to  get  even  a  semblance 
of  a  start  in  spring  business.  But  within  the  past  ten 
days  there  has  been  a  change  for  the  better  and  buyers 
are  in  a  better  humor. 

Present  Style  Indications 

It  looks  like  a  good  guess  for  black  satins  for  Easter 
trade.  These  and  patents  seem  to  be  looming  up  large 
although  grey  suede  and  patent  leather  pumps  promise 
to  be  good  sellers,  and  oxfords  and  single  straps  in  patent 
with  cutouts  seem  to  be  attracting  considerable  atten- 
tion. The  newer  pumps  have  wider  straps  and  are 
made  with  buckles  rather  than  buttons.  Combinations 
of  patent  colt  and  black  suede  are  seen  and  also  patent 
and  dull  black.  Some  of  the  cutouts  seen  have  as  many 
as  nine  holes  on  each  side.  There  is  nothing  decidedly 
novel  although  there  are  attempts  to  introduce  the 
"Egyptian"  style  into  sandals.  By  the  way,  the  sandal 
effect  does  not  seem  to  go  down  and  no  doubt  this  Egyptian 
craze  will  help  to  give  it  a  new  lease  of  life. 

Sports  Shoes 

The  American  trade  is  apparently  anticipating  a 
heavy  business  in  sports  shoes  of  all  kinds.  This  year 
not  only  will  full  lines  be  found  in  men's  and  women's, 
but  also  in  children's,  in  which  some  striking  features 
have  been  developed.  It  is  expected  that  sports  trade 
will  follow  closely  regular  spring  business,  and  that  people 
will  be  inclined  to  adapt  these  styles  to  ordinary  street 


wear  very  largely.  This  is  the  reason  for  the  wide  range 
in  both  men's  and  women's  of  combination  effects  in 
smoked  elk,  tan. 

Low  heels  in  women's  sports  are  back  strong  al- 
though in  some  of  the  fancy  lines,  the  French  and  Spanish 
heels  will  still  be  found.  One  of  the  surprises  is  the 
number  of  turns  and  McKays  that  are  now  rivaling  welts 
in  this  line. 

There  is  a  wonderful  profusion  of  colors,  patterns 
and  materials  and  combinations  are  rampant.  The 
favorites  for  general  use  are  smoked  leathers  in  beige 
and  wood  browns,  plain  and  in  combinations.  Smoke 
and  tan  saddle  oxfords  of  the  whole  saddle  type  seem 
to  be  prime  favorites.  A  very  attractive  shoe  seen  was 
of  white  buck  in  a  Grecian  sandal  effect  with  inserted 
saddle  neatly  perforated. 

Strap  pumps  with  wider  straps  and  buckle,  some  of 
them  with  the  Scotch  tongue,  promise  to  be  popular 
even  for  street  wear.  Some  of  the  more  elaborate  styles 
in  white  canvas  are  trimmed  in  elk  of  various  colors  such 
as  red,  blue,  green,  etc.  Some  of  the  solid  colors  are 
also  very  striking  and  may  take  with  the  flapper  trade. 

Dealers  seem  to  be  banking  on  the  low  heel  ox- 
ford for  general  use,  and  are  seeking  to  obtain  them  in 
such  combinations  as  will  make  them  saleable  for  ordinary 
business  wear  as  well  as  for  outing  purposes.  Combin- 
ations of  smoke  leathers,  tan  calf  and  so  forth  seem  to 
be  in  request. 

Leather  soles  seem  to  be  the  most  popular  this 
year  for  sports  shoes,  although  some  rubber  may  be 
seen.  The  attempt  to  introduce  the  crepe  sole  cannot 
as  yet  be  considered  a  striking  success.  The  trade  are 
going  slow  on  the  proposition.  The  uncertainty  as  to 
durability  does  not  count  so  much  as  the  problem  of 
the  outer  sole  being  securely  fastened  to  the  shoe. 

It  looks  as  though  spring  business  over  there  would 
glide  almost  imperceptibly  from  regular  lines  to  sports. 
Nevertheless  there  is  a  large  section  of  the  trade  that 
is  pinning  its  faith  to  a  good  sensible  season  in  men's 
lines  as  well  as  women's. 


Some    Faddish  American  Modes. 
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Announcing — 


PIED 


PIPER 


the  shoe  with  "Playroom"  inside 

We  present  Pied  Piper  Shoes  to  the  trade  in  the  full  assurance 
that  we  are  introducing  a  distinctly  high  class  product. 
This  assurance  is  substantiated  by  examination  of  the  shoe 
itself.  Inspection  of  samples  will  prove  to  you  that  Pied 
Piper  shoes  are  really  wonderful  shoes. 

Our  salesmen  are  now  on  the  road.  But  more  interest- 
ing is  the  fact  that  our  intensive  Pied  Piper  advertising  cam- 
paign is  now  under  way  also — paving  the  way  with  its  sales 
-creating  messages  to  the  thousands  of  buyers  who  have 
been  waiting  for  just  such  a  shoe  as  Pied  Piper. 


SHOWING  CONSTRUCTION  OF  PIED  PIPER 
SHOES  FOR  CHILDREN 


LEATHER  TOP  BAND 
LEATHER  INSIDE  STAY 


FELT  LINEO 
LEATHER  TONGUC 


HIGH  GRADE  OAK  LEATHER  0UTS0LE 
VERY  FLEXIBLE  AND  PLIABLE 


PIED  PIPER  ON  EVERY  SOLE 

ONE  PIECE  LEATHER  INSOLE 


CO00YEAR  SLWEO 
NO  METAL  TASTE 
RESOLED 


THE  SHOE  WITH 
"  PLAYRDOM"l  NSIDE 


00UBLE  SHOULDER 
r.QAIH  WELTING 


Chas.  Tilley  (Q.  Son,  Limited 


Exclusive  Distributors  for  Ontario 


90  Richmond  St.,  W.,  Toronto 
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A  Complete  Range  of 
Shoe  Store  Supplies 


Tilley's^  Shoe  F  Polishes,  Dressings  and 
Pastes  )|  maintain  an  even  standard  of 
quality. «■  A  standard  that  has  held  the 
favor  of  the  trade  and  public  for  many 
years.^_The  Tilley  Range  for  Shoe  Stores 


is  complete,  "There  is  a  Tilley  Dressing 
for  every  shoe  in  every  season."  Shoe 
stores  handling  Tilley  products,  know 
the  meaning  of  satisfied  customers.  Do 
you? 


Patent  Leather  Cream.  A  polish  pre- 
servative for  all  enamel  leathers. 
Black  and  white,  two  sizes,  in  opal 
Jars— $1.50  and  $2.25  per  doz. 


Absolutely  a  waterproof  polish  and 
stain.  Showcard  in  each  box.  $1.10 
per  doz. 


mm 


In  Black,  Tan,  Brown,  Mahogany 
and  Ox  Blood.  Does  not  stain  the 
hands.    $1.10  per  doz. 


Tilley' s  Shoe  Dressing  will  soften  and 
preserve  the  leather.  Lengthens  the 
life  of  the  shoe.    $1.25  per  doz. 


Most  successful  renovator  for  suede 
shoes,  black  and  all  new  season's 
shades.    $2.00  per  doz. 


We  will  supply  you  with  show- 
cards  and  window  display 
materials  on  request. 

JUade  in  Canada 

Leather  and  Shoe  Store  Supplies 


FOR 
PR00UON6A 
PERMANENT 

UJ"  : 

BLACK 

On 
*>■<■  KINDS 

Op 
f°lOK.E(j 
i£*THER 


Tilley's  Black  Stain  Dyoline  will 
produce  a  permanent  jet  black  on 
any  colored  leather.  $1.75  per  doz. 


Chas.  Tilley  (El  Son,  Limited 


90  Richmond  St.  W. 


Toronto 
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POSSIBLY 

You  have  noticed  that  Tom  Jones'  business  has  increased  even  in  quiet 
times — Your  business  has  slowed  down.  The  reason  is  we  are  working 
with  him — and  he  with  us. 

Starting  May  20,  1923,  a  great  mammoth 
GRIFFIN  polish  demonstration  in 

TORONTO,  HAMILTON,  LONDON,  MONTREAL 

in  the  principal  shoe  departments  in  each  city,  also  a  newspaper  campaign  men- 
tioning the  names  of  all  the  retail  shoe  dealers  handling  the  famous  high  grade 
GRIFFIN  line. 

We  have  already  secured  Spring  orders  from  80%  or  more  of  the  dealers  in  these 
cities  and  elsewhere,  so  Mr.  Shoe  Dealer,  place  your  order  at  once,  so  your  name 
will  be  on  these  ads.  without  charge,  as  a  representative  GRIFFIN  agent  in  your 
town,  village  or  city. 

CANADIAN  SHOES  FINDINGS  NOVELTY  CO. 

2  Trinity  Square,  Toronto  153  Peel  Street,  Montreal 


PACKARD'S 

Goodyear  Welt  Shoes 

For  Spring  and  Summer  Wear 


FOR 

WEARING 
&  FITTING 
QUALITIES  B 


THE  PACKARD  SHOE 


We  are  prepared  to  ship 
IMMEDIATELY 

from  stock— all  lines  in 
Children's,Misses\  Youths' 
and  Little  Gents'  sizes. 

NO  WAITING 


Our  FIRSTRED 
Baby  Shoe 

also  in  stock 

f  1  to  5.    No  Heel 
SIZES  { 

(  5  to  iy2.  Spring  Heel 

Goodyear  Welt  chrome  soles 


Rush  Orders  Our  Specialty 

L.  H.  Packard  &  Co.,  Limited,  Montreal 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


March  15,  1923 


THE  SHOE  AND  LEATHER  JOURNAL 


43 


Shoe  and  Hosiery 
Fashions 

As  Seen  by  the  Editor  of  "Vogue". 
Mrs.  Alger  Talks  on  Shoe  Styles 
and  Hosiery  Fashions  in  Toronto. 

IN  connection  with  their  Spring  Opening,  the  Robert 
Simpson  Co.,  of  Toronto,  brought  Mrs.  Alger,  Editor 
of  Vogue,  all  the  way  from  New  York  to  talk  to 
Canadian  women  on  Style.  At  her  last  lecture  this  is 
what  she  had  to  say  about  shoe  and  hosiery  styles: 
"Perhaps  there  is  nothing  more  indicative  of  the 
attention  to  detail  that  has  overtaken  the  mode  in  re- 
cent years  than  the  emphasis  placed  on  shoes  and  stock- 
ings— on  suiting  the  model  to  the  foot  and  to  the  time 
of  day  and  the  occasion,  on  making  a  good  combination 
with  the  color  of  the  frock,  on  matching  or  contrasting 
the  shoes  and  stockings  according  to  more  or  less  fixed 
rules. 

"Many  of  us,  will  not  care  to  follow  out  this  mode 
in  all  its  refinements,  but  unless  we  realize  the  emphasis 
that  custom  has  come  to  place  on  footwear  we  shall 
be  sure  to  spoil  the  effect  of  our  costume  as  a  whole. 

"Short  skirts  gave  an  impetus  to  this  feeling  for 
the  importance  of  shoes  and  stockings,  of  course.  But 
to-day,  when  we  find  that  the  correct  skirt  length 
varies  from  a  permissible  ten  inches  off  the  ground 
for  the  street — or  a  preferable  six,  New  York  seems  to 
think — to  a  skirt  that  touches  for  wear  in  the  evening, 
we  discover  at  the  same  time  that  the  diminished  amount 
of  shoe  and  stocking  that  we  see  doesn't  by  any  means 
indicate  a  diminished  importance.  The  little  flick  of 
blonde  rosee  above  a  silver  slipper  is  just  as  much  a 
witness  to  its  wearer's  chic  as  the  whole  eight  inches 
of  that  chow  color  that  so  many  New  York  women  are 
wearing  with  their -black  patent  leather  street  shoes,  a 
color  by  the  way,  that  makes  us  look  as  though  we'd 
all  changed  legs  with  a  lot  of  graceful  South  Sea  Islanders. 

"Black  patent  was  and  still  is  very  good  in  New 
York,  but  it  is  by  no  means  the  newest  tendency.  There 
is  an  amazing  variety.  There  are  very  few  low  heels 
even  for  country  clothes,  considering  the  unusual  num- 
ber we  saw  last  year.  There  is  a  tendency,  too,  toward 
the  rounded  or  at  least  the  modified  pointed  toe.  Com- 
binations are  frequent,  either  in  two  distinct  colors  or 
in  two  different  kinds  of  leather  in  the  same  shoe.  Cut- 
out patterns  are  seen  on  all  sorts  of  different  models. 
Simple  pumps  are  good,  but  the  exaggerated  tongue 
has  gone  out.  Some  shoes  show  a  definitely  tongued 
outline,  but  this  tongue  is  cut  in  one  with  the  shoe  it- 
self. Where  buckles  are  used  they  are  apt  to  be  self- 
colored.  Arrangements  of  straps  are  often  seen — 
three  straps  from  each  side,  meeting  in  the  middle — or 
one  wide  strap  under  which  the  foot  slips. 
Hosiery  Fashions 

"Stockings  are  at  one  in  regard  to  sheerness — the 
sheerer  the  better.  The  openwork  clock,  too,  is  extreme- 
ly good,  although,  of  course,  the  majority  of  stockings 
will  always  be  plain.  As  to  color,  that  depends  on  shoes, 
though  the  beige  and  'nude'  shades  lead  in  New  York. 

"With  the  lovely  grey  and  beige  costumes  soon 
to  be  worn  will  go  shoes  not  necessarily  to  the  exact 
tone,  but  according  with  it,  and  stockings  as  sheer  as 
possible  of  a  slightly  lighter  shade.  Many  of  these 
shoes  combine  two  shades  of  the  one  color,  or  two  lea- 
thers, a  suede,  perhaps,  and  a  kid.  Shoes  that  com- 
bine beige  with  one  of  the  cocoa  browns  are  a  smart 
novelty.    To  match  the  brown  in  a  purse  or  one  of  the 


new  short,  fat,  twenty-inch-long  umbrellas  is  a  favorite 
Paris  vogue. 

"For  those  who  wear  navy  blue  this  spring  Mrs. 
Alger  recommended  conservative  women  to  choose 
black  shoes  of  kid,  suede  or  patent  and  stockings  in 
chow,  nude  or  one  of  the  beige  shades.  For  those  who 
like  smart  novelties  there  are  black  shoes  touched  with 
red,  or  the  latest  Paris  fad  is  an  all-red  shoe  in  morocco 
leather  with  a  buckle  of  itself.  These  shoes  are  also 
offered  in  green  or  tan.  They  are  worn  with  sand  or 
nude  hosiery  and  will  be  particularly  good  for  country 
wear.  Colored  shoes  in  other  leathers  are  also  pro- 
mised. 

"To  have  all  one's  accessories  match — hat,  purse, 
shoes,  belt — if  one  is  wearing  a  blue  or  black  or  white 
dress  is  a  smart  idea.  All  white  is  to  be  so  good  this 
summer  that  these  bright  notes  in  accessories  are  sure 
to  be  popular.  But  do  not  make  the  mistake  of  having 
too  much  color.  If  later  on  in  the  season  we  choose 
one  of  the  brilliant  printed  crepes  it  is  well  to  keep  the 
accessories  all  in  a  same  neutral  shade. 
Fancy  Shoe  Styles 

"Warm  weather  will  also  see  shoes  of  lizard  skin 
(combined  with  black),  also  black  and  white  combina- 
tions in  canvas,  suede  or  kid.  Some  of  these  show 
brogue  tongues  even  when  their  heels  are  high.  For 
active  sport  England  has  sent  a  shoe  called  the  Peel's 
Oxford,  in  black  and  white  or  brown .  and  white.  It 
has  a  low  heel,  a  novel  form  of  lacing  and  little  tassels 
of  the  black  or  brown  leather  on  the  ends  of  its  laces. 
It  is  having  immense  vogue  for  golf  in  the  Old  Country. 
A  shoe  with  a  thick  rubber  sole  was  much  used  for  golf 
in  the  south. 

"For  evening  the  colored  slipper  leads.  Paris 
likes  a  sandal  in  candy  pink  or  the  lovely  green  so  much 
used  this  year.  Satin  in  colors  is  preferred  in  New 
York.  Brown  satin  shoes  were  much  worn  in  the  south 
with  dresses  of  all  colors.  Blonde  rosee  hosiery  is  al- 
most universally  used  with  these.  Black  satin  pumps 
are,  of  course,  always  good.  Velvet  in  brilliant  colors 
is  occasionally  seen.  Silver  slippers  are  still  in  the 
mode,  but  gold  pumps  are  a  bit  in  eclipse.  Shoes  never 
exactly   match   the  frock." 

With  the  exception  of  the  beige  and  grey  shoes, 
Mrs.  Alger  did  not  mention  shoes  and  stockings  that 
match.    Nor  did  she  allude  to  black  hosiery. 

"These  things  are  not  being  done  to  any  extent," 
said   Mrs.   Alger,   who  added: 

"Yet  I  would  say  a  word  here  to  the  woman  who 
is  clear-sighted  enough  to  recognize  that  she  has  bad 
ankles:  Don't  pay  any  attention  to  the  mode:  wear 
shoes  and  stockings  that  match.  It  is  better  not  to 
expose  a  structural  defect.  Besides  the  greys  and 
beiges,  and,  of  course,  the  blacks  for  which  you  can 
find  matching  stockings,  there  are  beautiful  browns 
of  the  medium  and  darker  shades.  Above  all,  never 
make  the  mistake  of  wearing  light  shoes  and  stockings 
with  a  darker  dress.    This  is  your   worst  blunder." 


BUSINESS  BRIGHTENING  UP 

In  discussing  general  business  conditions,  Mr.  G* 
H.  Ansley,  of  Perth  Show  Company  says  that  while  he 
was  inclined  to  be  somewhat  pessimistic  earlier  in  the 
year,  business  has  looked  up  wonderfully  during  the 
past  month  or  so,  so  much  so  that  lately  the  factory  had 
to  run  overtime,  which  the  company  regrets  as  an  un- 
necessary expense  for  many  of  the  orders  might  easily 
have  been  placed  a  little  earlier.  He  says  that  retailers 
are  beginning  to  realize  a  genuine  shortage  in  bright 
saleable  lines,  and  are  beginning  to  show  anxiety  as  to 
the  filling  of  requirements  in  time  for  spring  business. 
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The  Shoeteria 
Its  Here  at  Last 

The  serve  yourself  idea  has  invaded  the  shoe  field, 
we  have  groceterias,  cafeterias  and  now  a  shoeteria. 
The  one  in  question  is  a  branch  of  Bradley's  Reliable 
Footwear,  owned  by  Mr.  Carson  Bradley  and  is  located 
on  Eighth  Avenue  East,  Calgary,  under  the  manage- 
ment of  Mr.  "Pat"  Rankine,  a  real  Scotchman  straight 
from  Aberdeen.  Mr.  Rankine  took  over  the  manage- 
ment of  this  branch  some  two  and  a  half  years  ago, 
and  at  that  time  inaugurated  the  self  serve  idea,  which 
has  had  a  successful  development.  In  explaining  the 
idea  to  the  Shoe  and  Leather  Journal,  Mr.  Rankine 
says  in  part:  "The  principal  reason  we  had  in  adopt- 
ing this  name  was  to  show  all  our  odd  lines  to  advantage 
and  also  to  develop  the  better  selling  of  our  cheaper 
lines  of  shoes.  For  this  purpose  we  laid  out  these  lines 
in  racks  and  tables,  so  our  customers  could  see  at  a  glance 
what  specials  we  were  showing  and  the  sizes  to  suit 
them.  We  allow  our  customers  free  privilege  of  looking 
these  over  without  pushing  sales,  but  make  it  evident 
to  them  that  these  are  merely  introductory  lines,  and 
that  we  carry  other  lines  in  the  regular  way  that  might 
interest  them.  The  idea  of  the  Shoeteria,  therefore, 
is  really  self  serving  as  far  as  it  goes,  but  we  make  it  a 
strong  point  to  introduce  our  regular  lines  when  the 
idea  does  not  work,  and  in  most  cases  we  have  found  it 
almost  entirely  successful.  It  is  surprising  how  many 
of  these  odd  lines  we  have  cleared  out  and  still  more 
surprising  how  clean  we  have  kept  the  stocks  in  both 
stores.  This  method  shows  how  strong  we  are  in  re- 
gular lines,  and  how  very  short  we  are  in  bargain  lots. 
Our  principal  store  at  811-lst  Street  West,  features  a 
high  grade  stock  of  men's,  ladies'  and  children's  shoes 
showing  only  the  most  dependable  makes  of  shoes  in 
Canada.  We  take  credit  for  adopting  our  plan  of  the 
self  serving  'Shoeteria'  to  the  shoe  business." 

Mr.  Rankine  finds  that  his  customers  prefer  his 
free  and  easy  way  of  looking  around  without  being  pes- 
tered by  salesmen,  and  for  their  criticisms  on  the  shoes 
displayed  he  can  very  easily  decide  what  is  wanted, 


and  thereby  supply  it  from  the  regular  lines.  These 
easy  going  display  methods  are  backed  by  consumer 
advertising  in  the  dailies,  thereby  keeping  the  name 
"Shoeteria"  with  its  special  bargains,  before  the  public. 
To  the  best  of  our  knowledge  this  is  the  first  Canadian 
venture  in  a  "Shoeteria."    We  wonder  if  it  will  take. 


IDEAS  FROM  WINNIPEG. 

"The  financial  situation  is  particularly  tight  in 
this  part  of  the  country.  We  do  not  know  how 
people  are  paying  their  accounts  as  we  do  a  strictly 
cash  business. 

"I  think  low  shoes  are  going  to  sell  strong.  That 
the  leathers  will  be  patents,  kid  calf,  suede,  satin. 
Sport  and  semi-sport  shoes  will  have  trimmings  of 
suede  in  grey  and  beige,  patent,  and  self  colors. 
Patent,  I  think,  will  sell  strong,  but  I  do  not  think 
it  would  be  wise  for  any  merchant  to  buy  too  heavy. 
As  regards  colors,  I  think  they  will  be  mostly  in  two 
tones,  as  black  with  grey  or  beige,  brown  with  grey 
or  beige.  Some  black  and  white,  and  combinations 
of  grey  and  patent. 

'As  regards  prices  I  find  they  are  fairly  set,  their 
being  as  many  downward  tendencies,  as  advances.  It 
seems  to  be  the  idea  all  along  the  line  to  cater  to 
price,  but  of  course  make  shoes  that  will  wear.  The 
high  grade  factories  are  making  big  efforts  to  pro- 
duce shoes  at  lower  prices  than  for  many  years. 

"I  think  well  conducted  businesses  will  buy  cau- 
tiously, study  their  own  trade,  what  their  customers 
demand  in  regard  to  prices,  and  what  will  sell  best ; 
that  three  quarters  of  a  city  store  stock  should  be 
staple  lines  and  that  novelties  should  be  bought  care- 
fully and  wisely  and  sold  out  within  the  season  as 
far  as  possible  ;  that  while  the  present  condition  of 
depression  exists  the  consumer  will  give  his  first 
thought  to  price,  but  that  as  soon  as  conditions 
change  it  will  be  wise  for  the  trade-in  general  to  put 
emphasis  on  quality.  Because  we  all  know  after  all 
that  quality  will  give  better  satisfaction,  and  we  feel 
that  at  the  present  time  a  lot  of  money  is  being 
thrown  away  by  the  general  public  because  they  seek 
price  in  preference  to  quality." 


The  Shoeteria,  Eighth  Ave.,  Calgary 


Mr.  Pat  Rankine,  Manager  of  the  Shoeteria 
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Place  of  Color 
In  Shoes 

Speech  made  by  Mr.  J.  Slater 
at  the  Annual  Convention  of 
The  Textile  Color  Card  Assoc- 
iation. 

IN  looking  over  one  of  the  evening  papers  the  other 
day,  I  noticed  on  the  Woman's  page  this  thought: 
"The  modern  woman  who  appreciates  the  import- 
ance of  expressing  her  individuality  in  every  detail 
of  the  costume  realizes  the  necessity  of  selecting  her 
shoes  with  the  utmost  care.  The  world  of  fashion  has 
decided  at  last  that  color,  the  most  important  element 
perhaps  in  feminine  apparel,  has  a  place  in  shoes  as  well 
as  in  gowns,  accordingly  the  most  striking  note  of  the 
season  is  the  wide  range  of  unusual  and  charming  colors — 
reds,  oranges,  rich  plums,  and  the  softer  and  more  deli- 
cate shades  of  yellow,  blue,  lavender  and  rose."  They 
haven't  left  many  out. 

Now  what  does  color  mean  to  the  retailer  of  shoes? 
Of  course  we  all  think  our  business  is  the  worst,  but 
it  means  a  problem  to  the  shoe  retailer  which  does  not 
affect  you.  When  color  and  style  come  in,  it  is  a  great 
problem  to  us  shoe  retailers.  I  admit  that  we  have 
been  over-styled  regarding  shoes  for  the  last  eighteen 
months  or  two  years.  Now  we  don't  want  to  be  over- 
colored. 

Now  I  won't  talk  of  men  because  they  are  out  of 
the  color  situation.  We  keep  them  down  to  two  or  three 
colors,  but  the  ladies,  in  demanding  color,  must  realize 
that  the  shoe  retailer  may  not  possibly  have  just  what 
the  customer  is  demanding.  I  will  tell  you  the  reason. 
There  is  no  business  that  deals  with  as  many  units  as 
the  shoe  business. 

Take  a  high  grade  store  on  Fifth  Avenue.  We  have 
to  carry  between  65  and  85  pairs  to  carry  one  pair  of  a 
size  of  what  may  be  demanded  in  the  ordinary  course 
of  a  day's  business.  That  does  not  supply  all  the  sizes. 
I  was  looking  over  the  list  a  while  ago  of  a  certain  re- 
tailer in  St.  Louis,  and  he  carries  two  hundred  pairs 
of  shoes  of  a  style  and  that  only  means  one  pair  of  a 
size.  Of  course  that  is  extraordinary,  but  the  ordinary 
store  business  makes  it  necessary  to  carry  between  65 
and  85  pairs. 

Now  if  you  take  these  numerous  colors  and  mul- 
tiply them  by  65  or  75  pairs,  you  have  a  great  amount 
of  goods  in  stock  which  are  not  likely  to  be  called  for, 
and  yet  you  may  sell  your  whole  stock  in  the  first  hour 
that  you  open  up  for  business.  With  these  colors, 
once  you  sell  one  pair,  your  whole  stock  is  destroyed. 
That  makes  it  very  difficult  for  all  these  colors  to  be 
carried  in  stock  even  though  the  ladies  demand  them. 

At  a  meeting  of  the  Joint  Color  Committee  re- 
presenting the  Allied  Shoe  &  Leather  Industries,  held 
on  February  1st,  1923,  in  co-operation  with  the  Tex- 
tile Color  Card  Association,  for  the  selection  of  the 
1923  Fall  shoe  colors,  it  was  resolved  that  when  color 
cards  are  sent  out  by  the  National  Shoe  Retailers'  Assoc- 
iation, the  National  Boot  &  Shoe  Manufacturers'  Assoc- 
iation, the  Tanners'  Council,  and  the  Traveling  Men's 
Association,  particular  stress  be  laid  on  the  mutual 
advantage  to  the  Allied  Shoe  and  Leather  Industries 
in  the  United  States  of  standard  color  names  as  shown 
on  the  official  Color  Cards  issued  by  the  Textile  Color 
Card  Association. 


It  was  also  resolved  that  in  the  future,  when  shoe 
and  leather  associations  issue  style  programmes,  where 
colors  are  mentioned,  it  would  be  well  to  use  the  names 
of  these  colors  and  show  on  the  official  color  card  the 
consensus  of  opinion  of  those  present.  The  feeling  was 
unanimous  that  we  are  now  beginning  to  reach  a  point 
where  the  color  card  programme  for  the  Spring  and  Winter 
seasons  has  now  become  crystallized  to  such  an  extent 
that  it  will  serve  the  purpose  for  which  it  was  intended 
in  all  branches  of  the  industry. 

Now  these  meetings  have  been  of  great  advantage 
to  the  whole  shoe  trade.  They  were  started  with  the 
retailers  and  then  the  manufacturers  came  in  and  then 
the  hosiery  people  and  the  tanners.  These  meetings 
have  been  a  source  of  mutual  satisfaction  and  I  might 
say  of  such  benefit  to  each  and  everyone  in  the  trade 
that  they  are  sought  after  now,  while  in  the  beginning 
it  was  difficult  to  bring  the  men  to  the  meetings.  Now 
they  are  only  waiting  to   be  invited. 

In  adopting  this  resolution  which  I  have  just  read, 
we  are  endeavoring  that  when  the  shoe  retailer  orders 
from  the  traveling  salesman,  particularly  colors,  that 
he  use  the  words  'Adopted  by  our  Association",  that 
he  will  match  up  with  the  tanner's  number  or  the  tanner's 
name,  so  that  when  we  use  say,  for  instance,  Log  Cabin, 
which  is  one  of  the  names  that  we  adopted  at  the  last 
meeting,  it  will  be  immediately  matched  up  with  the 
leather  made  by  some  certain  manufacturer.  Now 
these  tanners  may  use  numbers,  or  they  may  use  names, 
but  when  the  order  is  written  out  the  Color  Card  name 
will  be  used  in  conjunction  with  the  other.  We  are 
doing  that  for  this  purpose:  that  we  want  the  sales 
people  of  all  the  various  stores  to  become  familiar  with 
the  Color  Card  names  and  then  when  the  customers 
hear  the  name,  providing  they  want  hosiery,  they  will 
have  the  shoe  color  name,  and  when  they  go  to  the 
hosiery  counter  or  somewhere  else  they  can  say  that 
they  just  bought  shoes  of  this  color,  and  want  so-and- 
so  to  match  it,  or  for  contradistinction.  We  think 
that  we  are  going  to  help  the  Color  Card  Association  in 
in  establishing  their  work  and  we  trust  that  this  will 
be  followed  out  by  the  rest  of  the  trade.  The  head- 
quarters of  the  National  Association  are  issuing  a  bulletin 
and  will  incorporate   that  in  their  message. 

A  telegram  has  just  been  received  from  the  Sec- 
retary of  the  National  Shoe  Retailers'  Association  stating 
that  the  Canadian  Retailers'  Association  would  like 
to  co-operate  in  promoting  the  Fall  shoe  colors  to  appear 
on  the  Fall  Card  and  they  would  like  to  have  the  Color 
cards  to  supply  their  membership  throughout  Canada. 
This  shows  the  great  co-operation  on  the  part  of  the 
retail  shoe  men  all  over  the  United  States  and  Canada. 

There  is  no  doubt  but  that  the  work  that  has  been 
started  by  your  committee  is  going  to  be  prolific  and  will 
bring  down  colors  to  a  basis  where  they  will  not  run 
riot  or  rampant  as  they  did  some  years  ago. 


SHOE  TRADE  CREDIT  BUREAU  IN 
OPERATION. 

The  Credit  Service  inaugurated  by  the  Shoe 
Manufacturers'  Association  of  Canada  and  the  Shoe 
Wholesalers'  Association  of  Canada  is  proving  even 
more  successful  than  was  anticipated,  and  splendid 
co-operation  is  being  received  from  almost  all  of  the 
manufacturers  and  wholesalers.  Its  services  are 
available  without  added  cost  to  the  members  of  the 
Association. 
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With  The  Shoe 
JVLanu facturers 

The  attention  of  the  Shoe  Manufacturers'  Asso- 
ciation of  Canada  has  been  called  to  the  apparent 
exhorbitant  charges  by  certain  trustees  in  handling 
the  affairs  of  firms  in  bankruptcy.  The  Association 
has  obtained  legal  advice  in  reference  to  one  such 
case,  and  legal  opinion  is  that  the  trustee's  charges 
were  excessive  and  larger  than  the  amount  to  which 
such  trustee  was  entitled  under  the  Bankruptcy  Law. 
The  matter  is  now  receiving  further  consideration, 
and  it  is  possible  an  appeal  will  be  made  to  the 
Bankruptcy  Court  to  make  a  fair  and  equitable  as- 
signment of  fees  and  to  see  that  the  legal  rates  are 
not  exceeded.  A  copy  of  the  trustee's  statement  also 
will  be  sent  to  the  Minister  of  Justice  as  an  example 
of  some  of  the  practices  which  are  now  prevalent. 
It  is  felt  that  this  act  will  serve  as  a  warning  to 
other  trustees  to  comply  with  the  provisions  of  the 
Bankruptcy  Act. 

The  Shoe  Wholesalers'  Association  of  Canada  are 
at  present  making  a  renewed  drive  to  get  into  its 
membership  those  firms  which  are  not  already  in 
the  Association.  By  becoming  members  of  this  pro- 
gressive organization  wholesalers  share  in  the  im- 
portant improvements  which  it  works  in  the  trade 
and  which  would  be  impossible  without  such  co- 
operation, and  in  addition  they  have  the  valuable 
services  which  the  Association  is  able  to  extend. 

Reports  which  have  been  received  at  the  head- 
quarters of  the  Shoe  Manufacturers'  and  Shoe 
Wholesalers'  Associations  from  various  parts  of  the 
country  seem  to  indicate  that  there  will  be  a  decided 
improvement  in  business  this  Spring.  Retail  stocks 
are  very  low,  so  far  as  seasonal  good  are  concerned, 
and  it  is  pointed  out  that  buying  has  been  far  below 
normal  for  some  months.  Many  women  have  worn 
their  old  shoes  with  goloshes.  As  soon  as  goloshes 
and  rubbers  can  be  discarded  there  is  every  prospect 
of  a  very  decided  increase  in  buying. 
Stamps  on  Drafts 

As  intimated  in  a  former  issue  a  good  deal  of  dis- 
satisfaction exists  in  the  shoe  trade  with  regard  to  the 
stamping  of  drafts.  The  loss  that  is  entailed  in  connec- 
tion with  returned  and  partially  paid  drafts  amounts 
to  a  very  considerable  sum.  Recently  the  Finance 
Minister  has  been  memorialized  in  the  matter  as  follows: 
Draft  Only 

"The  members  of  this  Association  are  finding  that 
stamp  taxes  on  drafts  which  are  not  paid,  or  which  are 
paid  only  in  part,  represent  a  considerable  and  irritat- 
ing charge.  In  the  present  abnormal  business  situation, 
such  amount  is  higher  than  it  would  be  under  more 
settled  conditions,  but  we  are  sure  that  the  double  taxa- 
tion involved  never  was  intended  by  yourself,  as  Min- 
ister of  Finance. 

"Almost  every  business  concern  sends  out  drafts, 
many  of  which  are  for  large  amounts  and  require  stamps 
running  up  into  several  dollars.  Until  accepted,  such 
drafts  are  only  worthless  pieces  of  paper.  In  many 
insrances  they  are  returned  because  of  some  alleged 
error  in  the  amount  or  for  other  reasons  and  new  drafts 
have  to  be  issued,  with  more  stamps.  Sometimes  the 
drafts  are  paid  in  part  only  and  new  drafts  to  be  issued 
for  the  balance,  again  with  additional  stamps.  Not 
infrequently  drafts  are  returned  and  the  amount  owing 
is  paid  in  whole  or  part  by  cheque  or  it  often  happens 


that  cheques  and  drafts  cross  in  the  mail,  with  the  re- 
sult that  both  buyer  and  seller  have  to  pay  stamp  taxes 
in  connection  with  the  same  transaction.  The  situation 
is  unfair  to  both  parties  and  operates  to  discourage  the 
use  of  drafts  in  collecting  accounts. 

"We  urge  that  you  deal  with  this  situation  at  the 
earliest  possible  opportunity  and  we  submit  two  alter- 
native suggestions: 

"1.  That  stamps  on  a  draft  be  not  cancelled  until 
the  draft  actually  is  paid,  or,  if  the  draft  be  only  paid 
in  part,  that  only  sufficient  stamps  be  cancelled  to  cover 
the  amount  paid  on  account. 

"2.  That  the  banks  be  authorized  to  accept  with- 
out stamps  drafts  for  collection  and  that,  at  the  time 
the  draft  be  paid  in  whole  or  part,  the  bank  be  required 
to  affix  stamps  to  the  amount  required  for  such  pay- 
ment and  to  charge  the  stamp  tax  to  the  drawer  along 
with  the  bank's  commission  on  collection. 


New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch — 335  Craig  St.  W.  Montreal 
Factory — Wilmington,  Del.,  U.  S.  A. 
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The  MARYON  Shoe 


Proven  Positive 
Sellers 


The  experience  of  the  best  wholesalers 
can  be  taken  as  proof  that  Maryon 
Shoes  always  lead  in  sales  because 
they  link  superior  style  with  moderate 
price. 

For  Spring  and 
Summer 


A  notable  variety  of  attractive  models, 
representing  fashion's  latest  decrees 
in  Strap  Effects  and  Colonials — feat- 
uring popular  patterns  and  pleasing 
combinations — with  quality  workman- 
ship backing  up  their  strong  appeal  in 
style  and  value. 

Also  offering  a  range  of  Turn  Slippers, 
snappy  and  popular  priced,  which  deal- 
ers everywhere  pronounce  a  splendid 
seller. 


Lachance&  Tanguay 


70  BIGAOUETTE  AVE. 


QUEBEC 


P.Q. 
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DEFINITE  PLANNING  FOR  BUSINESS. 

{Continued  from  page  29) 
to  understand  the  folly  of  such  a  course.  As  to  the 
store,  are  you  still  jogging  along  with  the  same  arrangements 
and  equipment  inside,  the  same  methods  of  showing  goods 
that  you  used  five  or  ten  years  ago?  Some  times  a  change 
if  it  be  only  the  moving  of  the  furniture  or  fixtures  will 
prove  beneficial.  But  the  changes  should  be  in  the  line 
of  progress.  Is  your  stock  so  laid  out  that  customers 
may  be  quickly  and  satisfactorily  served?  Get  out  and 
take  a  look  at  some  other  establishments  now  and  then. 
It  will  help  to  keep  you  out  of  ruts.  Then  there  are 
the  clerks.  Have  you  their  complete  co-operation? 
Do  you  talk  over  with  them  the  problems  of  retailing? 
One  large  and  prosperous  retailer  says  he  gets  more  re- 
sults from  a  weekly  conference  of  his  employees  than 
any  one  thing  he  has  done  in  the  way  of  methods.  Once 
a  week  they  get  together  and  thoroughly  discuss  the 
different  phases  of  retail  salesmanship,  stock  keeping 
and  so  forth.  He  consults  the  staff  with  regard  to  the 
goods,  what  they  should  buy  and  how  to  push  sales. 
It  is  little  wonder  that  this  co-operation  is  felt  by  every- 
body who  enters  the  establishment  and  carries  itself 
visibly  into  window  displays,  shop  arrangement  and 
advertising. 
Planning  Sales  Ahead 

The  retailer  referred  to  says  he  and  the  staff  plan 
all  their  sales  ahead  and  as  he  offers  inducements  for 
suggestions  they  have  been  able  to  develop  some  fine 
ideas.    He  not  only  watches  ahead  for  important  public 

its  and  regulates  his  selling  plans  accordingly,  but 
they  adopt  selling  stunts  such  as  dollar  sales,  gift  sales 
or  anything  else  that  offers  a  good  opportunity  for  push- 
ing trade.    The  clerks  are  encouraged  to  procure  per- 


sonal customers  and  they  keep  tab  on  the  needs  of  their 
patrons.  They  have  a  system  of  letters  by  which  the 
latter  are  informed  when  certain  shipments  come  in 
that  are  suitable  to  their  needs.  In  fact  the  store  keeps 
a  card  index  record  of  its  principal  customers  giving 
their  preferences  in  shoes,  sizes  and  other  informa- 
tion that  may  be  valuable  in  letting  them  understand 
they  are  being  looked  after  even  when  they  do  not  enter 
the  shop. 

All  these  things  demonstrate  the  fact  that  it  is 
possible  to  put  personality  and  purpose  into  business, 
and  reap  dividends.  With  all  the  talk  about  slow  sales 
and  narrow  margins,  there  are  those  who  are  going  right 
along  at  the  job  of  business  building. 


SHOE  TRADE  ASSOCIATIONS  TAKE  UP 
QUESTION  OF  DRAFT  TAX 

Representations  are  being  made  to  the  Depart- 
ment of  Finance  jointly  through  the  Shoe  Manufac- 
turers' Association  of  Canada  and  the  Shoe  Whole- 
salers' Association  of  Canada,  asking  that  arrange- 
ments be  made  or  instructions  be  given  to  the  Banks 
not  to  cancel  stamps  on  drafts  until  drafts  are  ac- 
cepted. It  is  pointed  out  that  in  many  cases  drafts 
are  returned,  for  alleged  error  in  amounts  or  for 
other  causes,  or  they  may  cross  cheques  in  the  mails, 
and  a  draft  anyway  is  only  a  worthless  piece  of 
paper  until  it  is  accepted.  This  matter  of  cancelling 
stamps  is  an  important  one  and  steps  should  be 
taken  at  once  to  see  that  only  stamps  on  accepted 
drafts  are  cancelled,  as  particularly  under  present 
conditions  the  tax  on  drafts  represents  a  very  con- 
siderable item  of  expense. 


Sporting  Shoe 
Headquarters 

Dealers  who  sell  Samson  Sporting  Shoes  estab- 
lish the  reputation  of  their  store  as  head- 
quarters for  superior  footwear  for  Hockeylsts, 
Skaters,  Ski-ers,  Football  and  Baseball  Players, 
etc.  The  extra  satisfaction  derived  from  wear- 
ing these  shoes,  due  to  their  improved  features, 
means  growing  repeat  sales. 

Volume  Trade 

In  Staple  Footwear 

To  secure  the  greatest  number  of  sales  in  Staple 
Footwear  for  Spring  and  Summer,  feature  the 
Samson  Lines.  They  SATISFY  in  good  shoe- 
making  and  popular  price. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &  Football  Boots 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 
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Show  Cards  For 
April  Selling 

Use  Bright  Cards  For  Selling  Spring 
Goods.  Let  Them  Be  Attractive  and 
Colorful. 

YOU  will  remember  the  quotation:  "In  Spring, 
the  young  man's  fancy  lightly  turns  to  thoughts 
of  love,"  which  may  be  paraphrased  very  appro- 
priately into  a  business  term:  "In  Spring,  the  shoe 
retailer's  fancy  seriously  turns  to  how  he  can  sell  his 
new  lines  that  he  has  just  placed  on  sale." 

April  should  see  every  shoe  dealer  on  his  tip  toes 
with  new  spring  goods.  They  should  carefully  consider 
their  displays  and  advertising  and  every  detail  about 
their  business  that  will  aid  in  the  disposal  of  their  new 
goods.  If  possible,  they  should  not  have  any  old  stock 
on  hand  to  interfere  with  the  new  goods.  Of  course  it 
is  next  to  impossible  to  have  a  store  completely  cleared 
of  every  pair  of  old  stock,  but  what  we  mean  is  that 
there  should  not  be  enough  on  hand  to  make  necessary 
a  sale  to  clear  these  out  when  one  should  be  giving  every 
attention    to    new  goods. 

Use  plenty  of  decorations  in  the  way  of  artificial 
flowers  and  other  things  that  will  give  a  spring  effect 
to  the  store  and  displays.  Spend  a  little  money  in 
securing  these  things.  Take  a  run  to  some  nearby  city 
and  see  how  the  large  stores  decorate  for  the  spring 
selling  season.  We  know  you  may  not  be  able  to  go 
into  it  so  elaborately,  but  there  will  be  a  normal  pro- 
portionate amount  that  you  may  use  that  will  bring  ex- 
cellent results.  The  one  great  thing  that  prevents  the 
small  merchant  from  doing  more  decorating  than  he 
does  is  his  fear  of  expense.  Mark  well  what  we  say, 
it  is  not  the  actual  expense,  but  the  FEAR  of  expense. 
Take  one  item  alone.  How  many  small  stores  use 
plush  for  decorating  the  bottom  of  their  windows?  Why 
do  not  more  small  stores  use  it?  Ask  any  of  them  and 
they  will  likely  chorus:  "Look  at  the  cost,"  when, 
in  reality,  plush  is  the  cheapest  thing  one  can  use  for 
the  bottom  of  a  window.  The  initial  cost  may  be  a 
little  more,  but  its  long  life  lessens  its  cost  in  addition 
to  its  richness  giving  a  much  better  effect. 

The  same  principle  will  apply  to  the  use  of  show 
cards.  A  real  attractive  card  will  add  greatly  to  the 
selling  effect  of  a  display.  The  samples  shown  here- 
with are  designed  to  give  assistance  in  preparing  cards 


for  your  spring  showing  of  new  goods  which  should  start 
early  in  April  if  not  before. 

The  Smart  Styles  card  is  a  simple  but  effective 
design  that  is  very  easy  to  do.  The  card  is  dark  brown 
and  the  picture  is  cut  out  of  a  magazine  and  pasted  on 
to  the  card  and  a  black  line  border  run  around  it.  The 
ornamentation  is  done  by  hand  in  white  and  black  and 
the  lettering  is  also  in  white  and  black.  This  will  be 
for  a  display  of  women's  high  grade  shoes.  The  pic- 
ture on  the  card  in  no  way  refers  to  shoes  but  it  gives 
the  card  an  attractive  turn  that  will  add  much  to  the 
brightness  of  your  display.  A  piece  of  paper  should 
be  pasted  on  to  the  back  of  the  card  to  keep  it  from 
curling,  which  any  card  will  do  when  a  piece  of  paper 
or  picture  is  pasted  on  one  side  only. 

The  slippers  card  is  made  in  the  same  way  as  the 
card  described  above.  The  picture  is  cut  out  of  a  mag- 
azine and  pasted  on  to  the  card.  The  picture  is  in 
colors  and  the  card  white,  but  the  card  may  be  some 
soft  color  that  will  harmonize  with  the  colors  in  the  pic- 
ture. The  border  around  the  picture  is  plain  black  and 
made  in  panel  effect.  The  lettering  is  not  large  which 
gives  a  very  artistic  effect  to  the  card.  It  is  done  in 
black  but  may  be  done  in  blue  or  red  although  black 
will  possibly  suit  best  as  it  stands  out  strong  and  can- 
not   be  overlooked. 

The  Little  Folk  card  is  another  picture  cut  out'  of 
a  magazine.  These  pictures  show  how  very  simple 
it  is  to  secure  pictures  from  magazines  that  will  adapt 
themselves  to  your  needs  in  shoe  displays.  Not  one 
of  these  pictures  were  shoe  advertisement  pictures, 
yet  they  lend  themselves  to  shoe  displays.  The  rib- 
bed background  of  the  kiddie  card  is  done  by  hand  and 
should  be  in  a  subdued  color  that  will  not  swallow  the 
picture.  That  is  if  the  stripes  are  stronger  than  the 
picture  the  picture  will  be  overbalanced  and  not  show 
sufficiently.  The  lettering  is  in  black  and  like  the  other 
cards  is  not  large. 

The  Exclusive  Spring  Fashions  card  is  drawn  by 
hand  but  scenes  of  this  nature  are  obtainable  in  mag- 
azines and  may  be  worked  as  the  other  cards.  The 
distant  effect  lends  a  certain  charm  to  the  design.  The 
sky  and  water  should  be  in  a  pale  blue  and  the  banks 
in  brown  and  the  trees  in  dark  green,  the  lily  leaves  in 
green  and  the  swan  in  white.  The  lettering  will  look 
well  done  in  black  for  it  will  stand  out  very  promin- 
ently. 

These  cards  are  11  x  17  and  11  x  20,  which  is  about 
the  right  size  for  the  average  window. 
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Make  Use  Of  The 
In-Stock  Department  For 


Shoes  For  Boys  And  Girls 

Genuine  Goodyear  Welts  and  Stitchdown  Welts. 

In  growing  girls'  sizes,  2^2  to  7  there  are  espec- 
ially attractive  additional  lines  on  a  new  natural  foot 
form  last.  You  will  be  much  interested  in  the  season- 
able oxfords  in  plain  bal.,  straps,  two-tones  and  colonial 
tongue-    Write  for  complete  catalogue. 

MADE  IN  CANADA  BY 


Prompt 
Deliveries 


T/TTT'UrXTrD 


KITCHENER,  ONTARIO 


Order 
Now 


All  the  latest  shades  and 
delicate  colorings  as  laid 
down  by  the  Montreal  and 
Chicago  style  shows,  and  the 
leading  fashion  centres  are  to 
be  found  in  Collis  Calf.  The 
range  is  complete. 


Sh  oes  JVLade  of 

Q©LLIS  Q\LF 

Please  Customers 

Shoes  made  of  Collis  Calf  have  a  delight- 
ful dressy  look  that  appeals  to  particular 
people.  The  clear  finishes,  brilliant  and 
attractive  colors,  makes  Collis  Calf 
popular  with  manufacturers  and  whose 
good  judgment  is  reflected  by  repeat 
orders  from  retailers  and  wholesalers. 
As  a  full  grained,  easily  worked  and 
economical  cutting  upper  leather,  Collis 
Calf  is  unsurpassed. 


Made  in  all  weights  and  grades. 
Samples  Sent  on  Request 

The  Collis  Leather  Co.,  Ltd. 


Aurora 


Ontario 
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Selling  Tactics 
That  Fail 

By  a  Retail  Merchant 

AFTER  a  man  has  been  buying  for  twenty-seven 
years,  he  gets  to  be  pretty  hard-boiled,  I'll  admit. 
I  suppose  it's  that  way  with  me.  Selling  talks 
that  used  to  get  me  going  strong  just  seem  to  hit  me 
and  bound  off,  I  find.  But  what  I  have  to  say  here  is 
in    a   somewhat   different  direction. 

Every  retailer  has  one  put  over  on  him  from  time 
to  time.  I'm  no  exception.  I  find,  however,  that 
I've  come  to  a  point  where  I  can  sense  pretty  readily 
the  salesman  who  is  trying  to  slip  a  spare  ace  up  his 
sleeve.  If  I  can  show  a  few  salesmen  that  sharp  selling 
doesn't  pay,  I'll  be  satisfied.  There  are  to-day  certain 
kinds  of  selling  tactics  that  always  make  me  suspicious. 
Talking  with  a  friend  the  other  day,  I  found  that  we 
were  pretty  much  of  one  mind  on  the  subject.  Maybe 
some  sales  managers  and  their  men  would  be  glad  to  be 
tipped  off. 

*  *  * 

Every  now  and  then  a  salesman  comes  in  who 
talks  in  very  low  tones,  looks  around  rather  furtively 
as  he  talks,  dilates  his  eyes,  and  lifts  his  eyebrows.  You've 
met  the  type.  I  wonder  how  it  ever  gets  represented 
among  salesmen.  Usually  this  man  has  a  "confidential" 
line  of  talk.  I'm  always  sure  that  the  same  "confi- 
dence" is  being  handed  out  to  every  other  dealer  he 
calls  on. 

I  don't  doubt  but  that  some  perfectly  good  fellows 
put  on  this  particular  manner  with  the  idea  of  being 
impressive.  Maybe  they  are.  But  it's  a  very  doubt- 
ful sort  of  impression  they  make  on  me. 

Straight   business   goes  with    a   straight  manner. 

*  *  * 

Another  kind  of  selling  that  makes  me  suspicious 
is  the  kind  that's  overpolite.  Some  salesmen  carry 
this  so  far  that  I  lose  respect  for  them  as  business  men 
and  feel  that  secretly  they  may  be  trying  to  do  me  and 
consider  me  an  easy  proposition. 

For  example,  a  young  fellow  the  other  day  insisted 
on  my  hearing  two  men  who  came  in  after  him  before 
he  had  his  turn.  "Oh,"  he  beamed,  "I  have  plenty 
of  time.  See  these  gentlemen  first."  Of  course  that 
doesn't  happen  often,  but  it  is  frequent  enough  to  de- 
serve mention — particularly  as  I  have  discovered  that 
such  men  are  apt  to  have  some  weak  spot  in  their  pro- 
position, and  now  I  carefully  look  for  it.  Usually  it's 
there,  sure  enough. 

*  *  * 

The  salesman  who  doesn't  want  to  make  the  dealer 
suspicious  should  beware  of  being  too  free  with  his  prom- 
ises of  "putting  it  through  special."  I  know  that  there 
are  lots  of  dealers  who  are  taken  in  by  this  sort  of  hokum, 
and  even  demand  "special"  packing,  "special"  ship- 
ment, "special"  sizes,  "special"  discounts.  But  the 
wise  old-timer  remembers  that  the  weakest  houses  are 
usually  the  longest  on  "special"  promises.  The  big 
successful  manufacturer  doesn't  need  to  tack  all  sorts 
of  "specials"  onto  his  goods;  he  knows  how  to  make 
them  saleable  without  such  devices.    When  I  buy,  I 

buy  merchandise,  not  "specials"  and  trimmings. 

*  *  * 

I  sometimes  wonder  if  manufacturers  realize  the 
lack  of  wisdom  they  show  in  ordering  the  salesman  to 
cultivate  every  possible  clerk  in  the  stores  where  they  call, 
I  mean  without  first  getting  the  proprietor's  or  buyer's 
permission.    When  I  see  salesmen  handing  out  cigars 


to  my  clerks,  or  sending  Christmas  presents  to  them 
I'm  apt  to  be  both  suspicious  and  sore.  Briefly,  here 
is  why:  I  pay  the  clerks  their  salaries;  it  is  my  stock 
in  general  that  they  must  push,  and  no  salesman  has 
any  right  to  try  to  influence  them  before  asking  my 
consent.  Further,  I  know  that  the  cigars  and  Christ- 
mas presents,  in  the  last  analysis,  get  into  the  cost  of 
the  goods  to  me,  and  so  long  as  that's  the  case  I  might 
as  well  hand  the  presents  out  myself  and  get  the  credit 
for    the  generosity. 

Another  type  of  salesman  that  makes  me  suspicious 
is  the  fellow  who  attempts  to  avoid  selling  in  front  of 
someone  else.  I  admit  that  such  selling  isn't  always 
comfortable  to  the  road  man,  but  I  respectfully  sug- 
gest that  plain,  honest  selling  shouldn't  be  hard  even 
when  some  other  salesman  is  listening  in — provided, 
of  course,  that  he  represents  a  non-competitive  house. 

*  *  * 

One  sure  sign  of  either  a  weak  product  or  a  weak 
salesman  is  the  selling  talk  that  makes  an  appeal  to 
sympathy.  Now,  my  heart  goes  out  to  the  salesman 
who  has  a  sick  wife,  but  what  right  does  that  give  him 
to  sell  me  an  extra-large  order  or  merchandise  that  I 
can't  readily  dispose  of?  Also  I  hope  he  gets  his  much- 
needed  raise,  or  wins  the  monthly  prize — but  at  my 
expense?  Oh,  no.  And  yet  these  are  fairly  common 
selling  approaches.  These  fellows,  of  course,  don't 
last. 

*  *  * 

_  Sometimes  I  have  had  two  salesmen  for  non-com- 
petitive lines  work  hand-in-glove  on  me.  Bill  sells 
shoes  and  (by  agreement)  recommends  Jim's  line  of 
rubbers.  Jim  reciprocates.  This  is  bound  to  be  an 
artificial  state  of  affairs  and  therefore  weak  and  sus- 
picious. Does  Jim  really  know  comparative  values  in 
Bill's  field?  Hardly.  So  his  recommendation  carries 
little  or  no  weight.  Same  goes  for  Bill.  I  believe  that 
manufacturers  occasionally  encourage  or  even  arrange 
these  unholy  alliances.  To  me,  they're  silly  and  sug- 
gest the  tactics  of  the  frame-up  man. 

*  *  * 

The  fellow  who's  considering  a  change  to  a  com- 
petitive house  is  often  one  of  the  funniest  tacticians 
that  the  retailer  has  to  deal  with.  With  a  childlike 
air  of  innocence  he  puts  out  feelers  to  see  what  you  think 
of  the  other  house's  line.  He  listens  very  sympathetically 
to  your  reasons  against  his  present  employer's  goods. 
In  a  dozen  ways  a  smart  retailer  can  spot  the  man  who 
is  contemplating  a  change,  and,  of  course,  you  can't 
very  well  take  him  seriously  when  you  see  what's  in 
mind. 

*  *  * 

Here's  an  old  game  that  is  silly  in  more  ways  than 
one.  The  salesman  tries  to  use  some  competitor's 
actions  as  a  club.  For  instance,  a  chap  the  other  dav 
told  me  that  my  chief  competitor  was  going  to  buy  a 
big  bill  of  his  goods.  The  inference  was  that  I  should, 
too.  Actually  this  was  the  result:  first,  I  don't  like 
to  deal  with  salesmen  who  divulge  plans  of  their  customers; 
second,  I  didn't  like  being  talked  to  as  though  I  was 
a  piker;  third,  I  doubted  whether  there  was  any  truth 
in  the  statement;  fourth,  since  the  competitor  was  also 
a  friend  and  neighbor,  and  we  were  personally  on  the 
best  of  terms,  I  asked  him  if  the  story  was  true  and  found 
that  the  same  salesman  had  given  him  the  same  story 
about  me!  Salesmen  seem  to  think  that  "competitor" 
means  "enemy,"  and  overlook  the  fact  that  two  mer- 
chants in  the  same  town  may  often  be  warm  friends. 

Printer'slnk  Monthly. 
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Some  Useful 
Information 


The  shoeman  is  sometimes  at  a  loss  for  correct 
information  as  to  sources  of  material  and  trade  terms. 
The  Tanners'  Council  of  the  United  States  compiled 
the  list  which  follows,  and  which  has  been  handed  to 
us  by  the  Shoe  Manufacturers'  Association  of  Canada, 
with  the  authority  of  the  President  of  that  Association. 

HE  following  is  a  list  of  the  classes  of  hides  and 
skins  from  which  shoe  leather  is  made: 


T 


Shoe  Upper  Leather 
Except  Patent  Patent 
Cattle  sides  Cattle  sides 

Goat  and  kid  Goat  and  kid 

Calf  and  kip  Calf  and  kip 

Sheep  and  lamb  Horse  and  colt 

Horse  and  colt 
Cabretta 
Kangaroo 
Deer  and  elk 

Sole  Leather 
From  all  classes  of  heavy  hides. 

The  following  is  a  list  of  trade  descriptions  of  lea- 
ther used  in  the  manufacture  of  boots  and  shoes  al- 
phabetically arranged: 

Basil.  A  heavy  bark  tanned  sheepskin,  used  for 
lining  or  insoles. 

Boarded.  Finished  with  a  lined  surface  faintly 
indented  or  stamped  into  the  leather. 

Box  calf.  A  proprietary  name  for  calf  leather 
finished  with  the  grain  side  boarded  or  stamped  with 
irregular  rectangulary  crossed  lines. 

Buck  or  Buckskin.  This  term  is  loosely  used,  and 
a  great  deal  of  so-called  buckskin  is  suede  finished  calf- 
skin or  side  leather  or  suede  kid.  By  recent  common 
usage,  the  term  "buck"  has  come  to  be  fully  under- 
stood to  mean  the  suede  finished  cowhide.  The  real 
buckskin  leather  is  made  from  deerskins  imported  prin- 
cipally from  Mexico  and  South  America. 

Buff".  A  split  hide  leather,  coarser  than  "glove 
grain"  but  otherwise  similar,  used  for  medium  or  cheap 
grades  of  shoes,  principally,  men's.  The  term  "buff" 
means  to  scour  off"  the  outer  or  grain  side  of  leather. 

Buffalo  sole.  The  hide  comes  from  the  true  Buffalo 
of  Asia  and  the  East  Indies.  This  leather  is  made  by 
hemlock  tannage  and  is  coarser  and  more  porous  than 
cowhide.    Used  for  heavy  nailed  shoes. 

Cabretta.  The  cabretta  is  a  cross  between  a  sheep 
and  a  goat  and  the  leather  partakes  of  the  character 
of  both.  The  leather  is  usually  made  in  dull  or  "mat" 
finish  and  is  used  for  tops  of  patent  leather  and  other 
shoes.  Some  varieties  of  cabretta  skins  produce  a 
good  leather  suitable  for  shoe  vamps,  although  it  is 
principally  vised  for  tops. 

Calfskin.  Skins  of  meat  cattle  of  all  kinds  weigh- 
ing up  to  fifteen  pounds.  Kips  15  to  25  pounds.  All 
above  25  pounds  are  classed  as  hides.  Calfskins  vary 
greatly  in  quality  even  of  same  weight.  These  skins 
are  graded  according  to  standard  methods,  required 
by  the  trade. 

Chrome  Sole.  In  sole  leather  the  full  thickness  of 
cattle  hides  is  used.  Chrome  tanned  sole  leather  is  the 
strongest  and  lightest  sole  leather  made. 

Coltskin.  This  term  is  applied  to  split  leather 
made  from  horsehide,  as  well  as  that  made  from  what 
would  be  strictly  considered  a  colt. 


Colts  are  used  for  food  in  certain  parts  of  Russia, 
just  as  veal  calves  are  used  in  this  country,  and  the  skins 
are  a  staple  article  in  Russian  commerce.  The  leather 
is  of  firm,  solid  texture,  and  has  been  much  used  in  re- 
cent years  for  patent  leather. 

Cordovan.  This  leather  is  made  from  horse  butt 
(rear  part  of  horsehide),  and  finished  on  the  flesh  side. 
A  very  close  waterproof  leather  because  of  the  imper- 
meable shell  in  this  part  of  the  horsehide.  It  is  ex- 
pensive and  is  imitated  in  calf  and  cattle  hides.  The 
adjective  is  derived  from  the  name  of  the  Spanish 
City,  Cordova,  which  had  an  ancient  repute  for  the 
making  of  fine  leather,  either  from  goatskins  or  horse- 
hides.  The  Spaniards  had  been  for  some  centuries  the 
world's  best  tanners. 

Cowhide.  Used  to  refer  to  cattle  hides  weighing 
from  25  pounds  upward,  green  salted.  When  this 
class  hide  is  used  to  make  leather  for  shoe  uppers,  vamps 
and  tops,  it  is  cut  in  two  pieces  called  sides. 

Dull  Calf  or  Kid.  Leather  having  a  smooth  but 
full  and  unglazed  finish. 

Elkskin.  A  term  applied  usually  to  soft  tanned 
calfskin,  used  in  sporting  and  outing  shoes. 

Embossed  Leather.  Leather  stamped  or  carved 
with  various  figures,  geometrical  and  ornamental.  A 
recent  method  of  producing  consisting  of  cutting  away 
a  background,  leaving  the  pattern  in  relief. 

Enamel.  Leather  with  a  shiny  finish  on  the  grain 
side  as  distinguished  from  "patent"  leather  which  is 
usually  finished  on  the  flesh  side,  or  the  surface  of  a 
split  leather. 

French  Calf.  Genuine  French  Calf  was  formerly 
imported  to  this  country  in  considerable  quantity.  It 
was  a  wax  finished  calf  leather  of  firm  quality  and  high 
grade. 

Glazed  Kid.  The  principal  form  in  which  tanned 
goatskins  are  finished  for  use  as  shoe  leather,  either  black 
or  tanned;  in  various  colours.  Glazed  kid  (goatskins) 
lends  itself  to  dyeing  in  a  great  variety  of  delicate  and 
beautiful   colors   for   ladies'  shoes. 

Glazed  or  kid  leather  makes  a  superior  product  because 
of  its  compact  texture  and  durability;  its  light,  soft 
and  pliable  nature;  its  beautiful,  glossy  lustre  and  lux- 
urious finish;  its  adaptability  to  coloring  of  more  deli- 
cate shades.  Shoes  made  from  this  leather  are  stylish, 
durable  and  comfortable,  and  fit  the  feet  and  ankles 
as  the  glove  fits  the  hand. 

Goatskins  are  imported  into  the  United  States 
from  all  parts  of  the  world,  and  the  leather  made  there- 
from is  exported  to  almost  every  nook  and  corner  of  the 
world. 

Glove  Grain.  A  light,  soft-finished  "split"  leather, 
generally  used  for  women's  and  children's  shoes. 

Gun  Metal.  A  proprietary  name  for  a  fine  grade, 
well  finished  calfskin,  chrome  tanned  with  dull  or  semi- 
bright  surface. 

Hemlock  Sole.  Tanned  with  hemlock  bark  liquor. 
A  firmer  leather  than  oak  or  union.  Used  for  medium 
men's  shoes  and  work  shoes  chiefly  nailed  work.  Cheap- 
er than  oak  and  union. 

Kangaroo.  A  fine,  tough,  close-fibred  leather,  made 
from  imported  kangaroo  skins  from  Australia.  "Kan- 
garoo Calf"  calfskin  finished  in  imitation  of  genuine 
kangaroo. 

Kip.  A  bovine  hide  or  skin,  weighing  from  15  to 
25  pounds,  green  salted. 

Mat.    Dull   finished,   with   an   unglazed  surface. 

Morocco.  Originally  a  sumac-tanned  goatskin  lea- 
ther, made  in  Morocco  and  stained  red.  It  is  still  made 
there  and  elsewhere  by  that  process,  and  used  in  book- 
binding.   This  was  the  original  significance  of  the  term, 


54 


THE  SHOE  AND  LEATHER  JOURNAL 


March  15,  1923 


but  it  is  applied  to  leather  made  in  imitation  of  mor- 
occo, also  applied  in  general  to  heavy  goatskin  of  any 
vegetable  tannage  used  for  shoes,  as  well  as  to  goat- 
skin tanned  by  the  chrome  process. 

Nubuck.  A  proprietary  name  for  a  white  or  cream 
colored  buck  leather,  usually  made  from  side  leather 
(split). 

Oak  Sole.  Tanned  with  liquor  or  extract  of  oak 
bark.  This  is  the  best  bark-tanned  sole  leather.  Used 
for  men's  fine  shoes  and  more  used  by  repairers  than 
any  other  sole  leather.    Can  be  sewed  or  nailed. 

Oak  Tanned.  Tanned  with  oak  bark,  the  most 
common  of  vegetable  tannage.  This  kind  of  tannage 
requires  much  more  time  than  the  newer  methods  which 
use  mineral  astringents,  but  the  leather  produced  is 
superior  for  most  purposes. 

Oil  Grain.  A  heavy,  bark-tanned  side  leather, 
finished  in  oil  with  pebble  surface  on  the  grain  side  of 
the  skin.  A  split  is  taken  off  the  flesh  side  in  order  to 
reduce  the  leather  to  a  thickness  suitable  for  use  in 
shoes.  It  was  originally  made,  and  is  used  still,  for 
men's  heavy  working  shoes. 

Ooze  Calf.  A  proprietary  name  given  to  velvet 
or  suede-finished  calfskin.  Some  processes  produce  a 
leather  in  which  the  grain  is  buffed  off  and  the  velvet 
finish  put  on  the  grain  side.  Suede  strictly  is  a  velvet 
or  nap  finish  of  the  flesh  side  of  the  skin,  and  the  grain 
being  left  on  the  other  side,  and  thereby  adding  to  the 
strength  of  the  leather. 

Patent  Leather.  Made  from  kid,  calf  and  colt 
skins,  as  well  as  from  horsehide  and  side  leather  fin- 
ised  with  japan  or  varnish.  The  process  is  quite  an 
intricate    and    detailed  one. 

Pebbled  Goat.  Tanned  goatskins,  finished  on  the 
grain  side  with  a  pebbled  surface  produced  by  passing 
it  between  rollers  under  pressure. 

Retanned  Sides.  A  side  leather  in  combination 
of  chrome  and  vegetable  tannage  to  give  it  strength, 
softness,  and  resistance  to  barnyard  acids.  Boarded 
and  brush  colored  on  the  grain.  Stuffed  with  greases. 
For  use  in  heavy  work  and  farm  shoes. 

Russet.  There  is  no  particular  need  of  retaining 
this  work  in  the  shoe  trade.  It  means  "tan-color" 
and  nothing  else,  although  it  is  often  used  when  the 
word  "Russia"  is  intended.  It  was  originally  used  to 
refer  to  leather  which  was  not  blackened  or  otherwise 
colored,  but  was  left  in  its  natural  tan  color. 

Russian  Calf.  A  calfskin  leather  originally  made 
in  Russia,  whence  the  name  was  taken.  The  leather  is 
usually  finished  in  tan  or  brown,  although  black  Russia 
has  been  more  used  of  late  years.  It  is  now  an  Amer- 
ican product. 

Satin  Calf.  A  grain-leather  split,  dressed  with 
oil  and  smooth  finish.  It  is  made  from  the  skin  of  a 
mature   animal,   not   of  a  calf. 

Seal  Grain.  A  split  leather  which  has  an  arti- 
ficial grain  stamped  upon  it  by  passing  it  through  steel 
rollers  under  pressure.  The  strict  application  of  the 
term  is  to  side  leather  made  to  imitate  the  natural  grain 
of  a  tanned  sealskin. 

Sheepskin  leather.  Is  largely  used  for  shoe  linings. 
The  skins  of  most  variaties  of  domestic  sheep  are  not 
strong  enough  to  use  for  the  outer  part  of  the  shoe. 
There  are  varieties,  however,  including  some  Asiatics, 
which  make  fairly  tough  leather  which  is  sometimes 
used  for  the  cheaper  grades  of  women's  or  children's 
shoes.  It  is  inferior  to  kid  in  firmness  of  texture  and 
tends  to  scuff  and  tear. 

Shrewsbury  Calf.  A  proprietary  name  for  a  fine 
quality  of  oiled  finish  upper  leather. 

Side.  One  half  of  a  tanned  cowhide  of  any  tannage 
or  finish,  the  hide  being  cut  down  the  back. 


Side  Leather.  Cowhide,  split  to  thickness  adapt- 
ing it  for  use  for  uppers  of  shoes  or  for  other  purposes. 
There  is  a  great  variety  of  finish  possible,  and  consid- 
erable variety  in  quality.  The  usual  method  of  fin- 
ishing tanned  cowhides  includes  cutting  the  hides  in 
two  down  the  back  making  two  "sides"  of  it.  The 
trade  refers  to  a  "side  of  sole  leather",  meaning  half 
a  cowhide  finished  whole,  for  soles  or  other  use.  The 
term  "side  leather"  refers  to  cowhides  as  split,  and 
includes  the  leathers  more  specially  referred  to  as  the 
various  kinds  of  "grains"  and  "splits".  Among  these 
varieties  are  so — called  "satin  calf",  "seal  grain",  "box 
calf",  "buff",  "glove  grain",  etc. 

Skins.  The  leather  trade  use  this  term  applied 
to  the  skins  of  small  animals,  such  as  goats,  sheep,  cal- 
ves, colts,  etc.,  as  distinguished  from  the  term  "hides", 
this  referring  only  to  those  skins  from  cattle,  horses, 
etc.  which  are  above  25  pounds  in  weight,  green  salted. 

Smoked  Elk  Sides.  A  soft  chrome  tanned  cow 
or  steer  hide  for  work  or  athletic  shoes.  Very  strong 
and  tough  and  stays  soft.  Hung  in  a  smokehouse  to 
give  it  color,  imitating  the  Indian  tannage.  Called 
"Elk"  because  supposed  to  resemble  Elkskin  in  appear- 
ance.   Made  in  black  and  colors. 

Snuffed  Chrome  Kid.-  Kips  are  coarser  skins  than 
veals  or  calves,  due  to  an  older  or  poorer  fed  animal, 
(grass  fed).  The  grain  if  scratched  or  defective  is  snuffed 
off  by  holding  grain  side  against  an  abrasive  wheel. 
Sponged  over  with  black  dye  and  finished  dull.  Makes 
a  durable  shoe  leather.  Snuffed  calf  and  sides  are  also 
common. 

Sole  leather.  There  are  five  principal  methods  of 
tanning,  viz:  "oak  tanned"  using  an  infusion  of  oak 
bark  in  which  the  hide  is  immersed  some  months;  "hem- 
lock tanned",  using  hemlock  bark  in  a  similar  manner; 
"union  tanned",  partly  oak  and  partly  hemlock; 
"chrome  tanned"  using  bichromate  of  potash  and  mur- 
iatic acid;  and  "mongrel  tanned",  using  a  mixture 
of  various  vegetable  astringents,  and  put  through  by 
a    quick  process. 

Sole  leather  made  from  green  salted  hides  is  the 
best.  Texas  furnishes  the  best  hides  for  this  purpose, 
with  South  America  next.  Imported  dry  hides  are 
principally  used  for  hemlock  sole.  Sole  leather  is  also 
made  from  buffalo  hides. 

Split.  Leather  from  split  hides  is  finished  in  differ- 
ent treatments  and  that  intended  for  shoe  leather  in- 
cludes a  number  of  varieties  known  to  the  trade  as  buff, 
satin  calf,  oil  grain,  glove  grain,  seal  grain,  etc.  The 
split  is  naturally  coarser  in  texture  than  leather  made 
from  calfskin  or  goatskin,  being  of  a  more  open  fibre, 
and  it  does  not  receive  and  retain  a  fine  polish  as  calf 
or  kid. 

Suede.  A  method  of  finishing  leather;  or  the  it- 
self. The  word  "suede"  is  French  for  "Swedish".  The 
velvet  finish  is  supposed  to  have  originated  in  Sweden, 
and  it  was  originally  applied  to  kid  and  not  to  calf- 
skin 

Suede  Calf.  Strictly  from  very  young  calfskin, 
finished  on  the  flesh  side,  used  for  ladies'  shoes. 

Union  Sole.  Tanned  with  a  combination  of  hem- 
lock and  oak  bark  liquors  or  extracts.  Not  quite  as 
firm  as  oak  so'e.  Used  for  women's  and  the  better 
grades  for  men's  shoes. 

Vici.  A  proprietary  name  for  a  brand  of  chrome- 
tanned  glazed  kid.  The  name  has  come  to  be  generally 
but  incorrectly  used  for  all  makes  of  chrome  kid. 

Wax  Calf.  A  heavy  calfskin  leather  with  a  wax 
finish.  This  is  among  the  earliest  and  best  methods 
of  finishing  calfskin  leather. 

Willow  Calf.  A  proprietary  name  for  grained 
calfskin  leather. 
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A  new  shoe  store  was  opened  recently  called  the 
K.  and  H.  Boot  Shop,  98  York  St.,  Fredericton,  N.B. 
Mr.  Morris  Cummings  is  the  proprietor.  They  carry 
ladies'  and  men's  high  grade  shoes,  also  novelty  foot- 
wear. 

Waterbury  and  Rising's  branch  shoe  store  on  677 
Main  Street,  St.  John,  N.B.,  was  damaged  by  fire  a 
short  time  ago.  The  fire  started  on  the  third  storey, 
probably  from   a  defective  flue. 

Shoe  stores  in  St.  John  report  business  very  quiet 
at  the  present  time.  The  public  are  waiting  for  spring 
weather  to  come.  Mostly  oxfords  are  selling  now, 
say  50%,  straps  about  25%,  pumps  and  boots  25%. 
In  men's,  oxfords  mostly  selling  now.  There  was  a 
big  demand  this  winter  for  overshoes,  in  fact  the  de- 
mand was  greater  than  the  supply.  They  were  mostly 
sold  in  black.  Competition  is  very  keen  in  the  shoe 
game,  many  stores  carrying  other  lines  are  also  carry- 
ing boots  and  shoes,  which  does  not  give  the  exclusive 
shoe   store   a  chance. 


Mr.  W.  B.  Fryer  is  the  new  representative  for 
the  Eagle  Shoe  Co.,  Limited,  in  Toronto  and  Eastern 
Ontario  to  Ottawa  inclusive  and  North  to  Sault  Ste 
Marie.  Mr.  Fryer  is  a  thorough  shoe  man  and  well 
known  and  popular  with  the  trade  in  all  parts  of  Can- 
ada. In  his  permanent  sample  room,  "H"  Yonge  St. 
Arcade,  Toronto  (Telephone  Main  3960)  is  a  complete 
stock  of  the  Eagle  Shoe  Company's  best  sellers,  which 
will  always  be  carried  for  the  convenience  of  the  trade. 
A  complete  line  of  samples  are  on  display  at  all  times. 


The  many  friends  of  Mr.  Paul  Lambert,  purchas- 
ing manager  and  director  of  Alfred  Lambert  Inc.,  of 
Montreal,  will  be  delighted  to  hear  that  he  is  shortly 
to  marry  Miss  Aline  Brunei,  daughter  of  Mrs.  J.  E. 
Brunei,  532  Sherbrooke  East,  Montreal.  It  is  ex- 
pected that  the  happy  couple  will  spend  their  honey- 
moon in  the  South. 

Mr.  R.  F.  Fletcher,  of  the  T.  Eaton  Co.,  Limited, 
Toronto,  spent  some  days  recently  in  Montreal  calling 
on   the  shoe  trade. 

Mr.  Jules  Payan,  of  Duclos  &  Payan,  Montreal, 
has  been  spending  some  days  lately  in  Quebec  City  in 
the  interests  of  his  firm. 

Mr.  H.  F.  Kenworthy,  of  Kenworthy  Bros.,  Stough- 
ton,  Mass.,  was  recently  in  Montreal  on  business. 

McDowell  &  Lincoln,  Limited  are  offering  their 
usual  service  on  a  line  new  to  them.  This  is  E.  L.  Mill- 
ett  &  Co.'s  Brush  Method  Patent  Leather  Repairer. 
The  goods  and  method  are  being  demonstrated  by 
Miss  Anna  Willett,  who,  up  to  February  24th  was  fore- 
lady  of  repairing  for  Gregory  &  Reed,  Lynn,  Mass.  Miss 
Willett  has  had  a  wide  experience  in  repairing  patent 
leather.  She  knows  all  the  advantages  and  disadvant- 
ages of  each  method  and  she  will  follow  the  McDowell 
&  Lincoln  idea  of  advising  each  customer  according  to 
his  needs.  From  February  27th  until  March  10th 
Miss  Willett  will  be  in  the  Ontario  territory.  From 
March  10th  she  will  be  at  the  Montreal  and  Quebec 
offices.  Miss  Willett  is  a  prepossessing  young  lady, 
with  an  exceptional  knowledge  of  her  work.  Incidentally, 
she  speaks   French  fluently. 
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WHAT  you  want  when  you  want  it 
is  the  satisfaction  of  acquaintance 
with  VAN  SCHAACK.  Complete 
stocks  at  Chicago  and  Boston. 

SOLUBLE  COTTON 
PATENT  LEATHER  SOLUTIONS 
AMYL  ACETATE 
COTTON  SOLUTIONS 

ETHYL  ACETATE 
REFINED  FUSEL  OIL 
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Arch  Support 
Shanks 


Our  thoroughly  equipped  die  depart- 
ment has  made  it  possible  for  us  to 
meet  the  tremendous  demands  for 
Arch  Support  Shanks. 

Don't  forget  we  manufacture  dies  in 
our  own  plant  and  can  produce  any 
special  design  of  Shank  you  require 
from  your  pattern. 

We  also  manufacture  a  full  line  of 
Leatherboard,  Steel  and  Combination 
McKay,  Turns  and  Welt  Shanks. 

Write  for  prices 


The  H.W.  Steel  Shank  and  Specialty 

Company    -  Limited 
PRESTON  ONTARIO 


Arthur  J.  Machin  who"Jrepresents  a  number  of 
English  and  European  concerns  in  Canada,  and  who 
was  burned  out  in  the  recent  Lister  fire,  has  opened 
an  office  327  King  St.,  East,  Hamilton,  Ont. 

Mr.  A.  P.  Hittl,  of  Kenworthy  Bros.,  St.  Johns, 
Que.,  has  been  calling  on  the  shoe  trade  throughout 
Ontario. 

Mr.  H.  O.  McDowell,  of  McDowell,  Lincoln,  Lim- 
ited, Montreal,  formerly  International  Supply  Company, 
was  presented  with  a  beautiful  emblem  ring  by  the  staff 
of  the  Montreal  office  last  Friday  evening  at  his  home 
in  Montreal  West.  Mr.  Louis  Jason  read  the  address 
and  Mr.  Wm.  Cudney  made  the  presentation.  "Mack," 
while  taken  entirely  by  surprise  made  a  very  fitting  re- 
ply. The  balance  of  the  evening  was  spent  in  music, 
etc.,  a  dainty  lunch  being  served  later.  Everyone  pre- 
sent enjoying  a  very  pleasant  evening.  "Mack"  is 
very  popular  with  his  staff  and  all  the  trade. 

Mr.  Ed.  R.  Lewis,  of  Toronto,  paid  a  short  visit 
to  Kitchener  and  Western  Ontario  in  the  interests  of 
the  trade  recently. 

Mr.  Edward  Armbrest,  of  the  Lady  Belle  Shoe 
Co.,  called  on  the  trade  in  Toronto  recently. 

Mr.  W.  J.  Sisman,  Jr.,  of  the  T.  Sisman  Shoe  Co. 
Limited,  of  Aurora,  was  a  recent  visitor  to  Toronto. 

The  many  friends  of  Mr.  and  Mrs.  Mortimer  L. 
Levy  will  be  sorry  to  hear  of  the  death  of  their  baby 
daughter,  Betty  Enid,  who  died  on  March  the  8th., 
at  her  father's  home.  Mr.  Levy  is  a  brother  of  Mr. 
Levy  of  the  Canadian  Shoe  Findings  Novelty  Co.,  of 
Toronto. 

Grover's  Shoe  Shop,  160  Bernard  Ave.,  Montreal, 
was  recently  visited  by  thieves,  who  made  off  with 
some  400  pairs  of  high  grade  shoes,  the  best  of  the 
spring  stock,  valued  at  $2,200.00. 

Mr.  A.  J.  Gahagan,  ex-mayor  of  Woodstock, 
Ontario,  has  sold  his  shoe  business  to  Mr.  Lou  Ede, 
an  experienced  shoe  man. 

Mr.  E.  Wettlauffer,  of  the  Chas.  Ahrens  Co.,  of 
Kitchener,  is  planning  a  Western  trip  to  Vancouver. 

Mr.  Henderson,  one  time  partner  of  the  Wm. 
Shannon  Co.,  Prince  Albert,  Sask.,  has  bought  the 
business.  Mr.  Henderson  recently  made  a  flying 
trip  to  Toronto  and  Montreal,  calling  on  the  trade. 

Mr.  R;  I.  Roadhouse,  who  covered  the  Maritime 
Provinces  for  Davies  Footwear,  is  now  doing  West- 
ern Ontario  for  D.  R.  Feetham,  of  Toronto. 

Mr.  J.  S.  Johnson  is  now  covering  Eastern  On- 
tario and  the  Ottawa  Valley  for  the  Chas.  A.  Ahrens 
Co.  Limited,  Kitchener. 

The  A.  R.  Clarke  Co.  hockey  team  has  again  cap- 
tured the  Goodyear  and  Austin  trophies.  They  re- 
cently beat  the  C.P.R.  by  4-1  at  Ravina  Rink,  Tor- 
onto, winning  the  round  by  7  to  2. 

Mr.  "Griff"  Clark  has  returned  from  his  pleasure 
trip  to  Atlantic  City,  greatly  improved  in  health. 

Mr.  George  W.  Graham,  Windsor,  N.S.,  formerly 
with  Robert  Taylor  Limited,  is  now  covering  the 
Valley  and  South  Shore  for  the  William  Cook  Shoe 
Co.,  of  Moncton,  N.B. 

The  E.  T.  Wright  and  Co.,  of  Rockland,  Mass., 
recently  held  a  Convention  to  discuss  the  final  .plans 
for  the  National  Campaign  of  advertising  of  the  Arch 
Preserver  Shoe,  which  is  to  commence  this  month  in 
seven  of  the  American  consumer  publications.  All 
salesmen  from  the  different  sections  of  the  States 
were  called  in.  Messrs.  J.  A.  Sullivan  and  E.  R. 
Wright,  of  the  Talbot  Shoe  Co.,  St.  Thomas,  were 
also  there. 
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WHOLESALE  HOUSE  OF  GEO.  ROBINSON 
LIMITED,  MOVING  TO  NEW  HEADQUARTERS 

George  Robinson,  Limited,  Montreal,  announce 
that  about  April  1st,  they  will  remove  from  their  pre- 
sent building  on  McGill  St.,  to  29  Victoria  Square. 
Since  their  reorganization,  following  the  change  from 
the  firm  of  James  Robinson,  Limited,  last  Fall,  the  com- 
pany have  formulated  plans  for  carrying  on  a  most 
efficient  wholesale  distributing  service,  and  the  removal 
to  the  Victoria  Square  premises  will  give  them  head- 
quarters ideally  suited  to  their  requirements.  The 
business  will  continue  under  the  personal  direction  of 
Mr.  George  Robinson,  and  it  is  the  intention  of  the 
firm  to  devote  special  attention  to  medium  grade  Good- 
year Welts  for  men  and  McKays  for  women,  as  well 
as    various    quick    selling  novelties. 


NORFOLK  SHOE  COMPANY 
PLANNING  A  MOVE. 

At  a  special  meeting  of  the  town  council  an  agree- 
ment was  entered  into  with  the  Norfolk  Shoe  Company, 
Limited,  ofSimcoe,  to  vote  on  a  by-law  the  last  of  March 
under   the    following  conditions: 

The  Norfolk  Shoe  Company,  Limited,  are  desir- 
ous of  removing  their  plant  from  Simcoe  to  Tillson- 
burg  and  ask  that  $2,500  be  granted  to  apply  on  the 
purchase  price  of  a  site;  exemption  from  taxes  for  ten 
years,  except  school  taxes,  and  guarantee  their  bonds 
to  the  extent  of  $40,000.  In  return  the  company  agree 
to  erect  a  modern  factory  building,  100  by  40  feet,  three 
storeys  high,  and  equip  it  with  machinery  to  turn  out 
1,000  pairs  of  shoes  per  day;  to  employ  not  less  than 
50  hands  at  the  end  of  six  months;  75  at  the  end  of 
one  year,  and  100  hands  at  the  end  of  two  years. 

They  agree  to  give  a  first  mortgage  on  real  estate, 
machinery,  etc.,  and  would  issue  no  bonds  until  the 
factory  is  completed.  Mr.  L.  C.  Vangeel,  President, 
is  also  President  of  the  Tillsonburg  Shoe  Company, 
Limited,  who  last  year  paid  out  over  $200,000  in  wages 
alone.  The  building  in  Simcoe  is  inadequate  for  ex- 
pansion, and  for  this  reason  they  are  moving  to  Till- 
sonburg, if  the  by-law  passes. 

Mr.  Vangeel  also  told  the  council  that  arrange- 
ments would  have  to  be  made  to  house  at  least  20  fam- 
ilies of  experienced  help,  who  would  move  to  town. 


Fire  caused  some  $800  damage  to  the  stock  and 
store  of  Mr.  A.  Bookman,  of  Ottawa,  recently. 

Mr.  Clayton  Corson,  of  the  Corson  Shoe  Mfg. 
Co.,  of  Toronto,  has  returned  from  his  Atlantic  City 
trip. 

Mr.  J.  H.  Page,  Toronto,  salesman  for  Maltese 
Cross  Heels,  is  taking  a  trip  to  the  Old  Country  for 
six  weeks. 

Mr.  J.  E.  Warrington,  of  the  John  Ritchie  Co., 
Limited,_  Quebec,  President  of  the  Shoe  Manufacturers' 
Association  of  Canada,  spent  some  time  recently  in 
Montreal. 

The  death  of  a  prominent  shoe  manufacturer  of 
Quebec  City  occurred  on  March  11th.,  when  Mr.  J.  P. 
Legace,  member  of  the  firm  of  Lagace  &  Lepinay,  passed 
away  at  Loretteville,  P.Q.  While  the  late  Mr.  Lagace 
had  not  enjoyed  the  best  of  health  for  some  time,  he 
was  active  until  a  short  time  previous  to  his  death.  His 
long  connection  with  his  well  known  firm  gained  for  him 
many  friends  who  will  regard  his  death  as  the  loss  of  a 
valued  member  of  the  trade. 
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EST  ISIS 


NTEBNATIONAL  SUPPLY  CO. 


SHOE  MACHINERY.  FINDINGS 
AND  FACTORY  SUPPLIES 


Largest  Shoe  Factory  Supply   House  In  Canada 


MAIN  OFFICE  I 


154  Notre  Dame  St.  W. 
MONTREAL 


FACTORY  AND  BRANCH  I 

77  ONTARIO  ST.  S. 
KITCHENER,  ONT. 


BRANCH  I 

56  5  ST.  VAL1ER  STREET 
QUEBEC 


PATENT  LEATHER 

is  having  a  big  run,  which  means  TROUBLE 
in  the  Packing  Room  if  you  are  not  prepared. 

We    have    been    appointed    Canadian     Agents  for 

E.  L.  MILLETT  85  CO. 

MANUFACTURERS  OF 

BRUSH  METHOD 
PATENT  LEATHER  REPAIRER 

The  Factory  has  sent  us  an  expert 

DEMONSTRATOR 

who  has  had  experience  in  some  of  the  lar- 
gest and  best  American  Factories. 

This  demonstrator  is  at  your  service,  ready 
to  show  your  operators  how  to  use  the  Brush 
Method  efficiently.  If  any  other  method 
is  best  for  your  work  we  will  tell  you  so 
frankly. 

If  you  are  cutting  Patent  Leather  get  in 
touch  with  us  at  once. 

We  are  arranging  demonstrations  to  be  made 
in  the  order  in  which  requests  are  made. 


Mcdowell  &  Lincoln 

LIMITED 

formerly 

INTERNATIONAL  SUPPLY  CO. 
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Shoe  Findings  and 
The  Repair  JVLan 

Business  is  There  If  You  Want  It.  It's 
Up  to  You  To  Get  It. 

ABSOLUTE  cleanliness  and  complete  stocks  are 
the  entire  secret  of  my  success  in  selling  shoe 
findings",  said  Mr.  Horace  Greig,  of  Danforth 
Avenue,  Toronto,  when  interviewed  by  the  Shoe  and 
Leather  Journal.  Some  six  years  ago,  Mr.  Greig  started 
a  repair  business,  and  as  he  progressed,  he  added  line 
after  line  of  findings,  until  to-day  he  is  doing  a  really 
fine  paying  business.  By  pure  systematic  concentra- 
tion and  common  sense  planning  of  buying  and  sell- 
ing, he  handles  his  stock  in  such  a  way  that  turnovers 
are  rapid  and  often.  The  store  is  completely  displayed 
with  findings  of  every  description.  "I  am  never  asked 
twice  for  an  article",  said  Mr.  Greig  in  explaining  his 
stock,  "and  I  even  carry  baby  carriage  straps  and  dog 
collars  as  side  lines,  which  by  continually  displaying, 
I   have  no  trouble  to  sell." 

Mr.  Greig  believes  that  other  repair  men  could 
do  the  same  as  he  has  done,  if  they  would  take  the  effort. 
Upon  entering  the  store  a  person  is  struck  with  the 


It's  The  Shoe  Plate  That  Is  Made 
Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  relied  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 
"    2:      "       10     "     "  "        "  " 

,>      t>    2>      "        6     "     "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 
in  stout  paper  with  plain  markings  as  to  description 
and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  111. 


orderly  manner  in  which  it  is  laid  out,  its  clean  machinery, 
counters  and  general  air  of  tidiness.  The  window  is 
cleaned  as  often  as  necessary,  and  the  display  in  the 
window  is  changed  three  and  four  times  a  week,  as  aiso 
are  the  show  cases  inside.  The  window  is  so  arranged 
and  built  up  that  it  can  be  dressed  in  the  minimum 
of  time.  The  store  is  made  pleasant  and  inviting  to 
customers  by  the  skilful  arrangement  of  stock,  all  over 
the  place.  The  impression  on  the  customer  w  hen  en- 
tering, is  a  store  remarkably  well  stocked.  But  the 
interesting  feature  of  this  is  the  fact  that  the  best  part  of 
the  stock  is  composed  of  dummies.  Down  one  half 
of  the  side  wall  hundreds  and  hundreds  of  rubber  heel 
cartons  are  stored,  but  90%  of  them  are  empty,  the  actual 
working  stock  being  small.  On  the  opposite  wall  shoe 
polish  cartons  are  stored  in  the  same  way,  but  with  best 
part  of  them  empty.  Stock  is  displayed  in  every  nook 
and  corner,  anywhere  where  it  will  catch  the  customer's 
eye.    The  effect  on  the  customer  is  pleasing. 

The  repair  work  is  arranged  to  allow  for  efficient 
and  prompt  handling  and  in  such  a  way  as  to  leave  Mr. 
Greig  free  to  handle  the  findings'  end.  Every  person 
who  enters  the  store  is  a  findings'  prospect.  Mr.  Greig 
believing  it  no  trouble  to  make  suggestions  over  the 
counter. 

By  getting  quick  turnovers,  Mr.  Greig  receives 
his  profit,  pays  his  bills  promptly  and  takes  advantage 
of  all  discounts.  Mr.  Greig's  experiences  prove  busi- 
ness can  be  had  by  going  after  it,  and  that  the  man  who 
never  tried  never  won. 

Dozens  of  shoe  retailers  as  well  as  repair  and  find- 
ings' men  have  already  profited  by  Mr.  Greig's  experience 
which  he  readily  places  at  the  disposal  of  all  who  ask 
him.  He  says  the  amount  of  money  to  be  made  de- 
pends upon  the  man,  the  time  he  is  willing  to  give  to 
it,  and  the  service  he  gives  his  customers. 


REPAIR  MEN  TO  APPROACH  WHOLESALERS 

Mr.  E.  A.  Smallwood,  who  proposed  the  toast  to 
the  "Wholesale  Trade"  at  the  seventh  annual  banquet 
of  the  Toronto  Shoe  Repairers'  Association,  held  in 
the  Banquet  Hall  of  the  King  Edward  Hotel  on  March 
the  7th.,  suggested  the  idea  of  a  delegation  to  visit  the 
wholesale  trade,  to  devise  ways  and  means  of  eliminat- 
ing that  modern  business  pest — the  price  cutter. 
Messrs.  Hy  King,  Bert  Tilley,  Charles  Parsons  and  others 
of  the  tanning  and  wholesale  trades  acknowledged  the 
toast  with  a  few  words.  The  entire  evening  was  a 
success  from  first  to  last,  and  the  enthusiasm  that  marked 
the  proceedings  was  encouraging.  The  evening  opened 
with  an  appetizing  meal  and  a  general  sing-song  under 
the  leadership  of  Mr.  Joe  Williams.  After  the  toast 
to  the  King,  the  President,  Mr.  J.  W.  Weir  read  his 
address  to  the  gathering.  Mr.  S.  Burnett,  Treasurer 
of  the  Association,  proposed  to  toast  to  "The  Craft" 
which  was  responded  to  by  visiting  members  of  various 
Associations,  namely  Mr.  W.  S.  Pettit,  of  Brantford, 
President  of  the  Eederation;  Mr.  W.  Legg  of  St.  Cath- 
arines; Mr.  F.  H.  Revell  of  Hamilton,  Past  President 
of  the  Federation;  Mr.  Walt  Stevens,  Secretary  of 
Federation    and  others. 
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The  toast  to  the  "Trade  Press"  was  proposed  by 
Mr.  A.  Butterworth  in  his  usual  hearty  and  jocular  way, 
and  was  acknowledged  in  the  customary  manner. 
Mr.  Williams  staged  a  number  of  interesting  songs  be- 
tween speeches,  and  generally  helped  to  keep  things 
moving.  The  seventy  odd  guests,  comprising  some 
fifty  repairmen,  and  about  twenty  representatives  of 
the  wholesale  and  tanning  trades,  had  a  rip  roaring  time, 
judging  by  the  popular  expression  of  opinion.  Let's 
hope   the  eighth   is   better  still. 


CO-OPERATIVE  ADVERTISING 
WILL  IT  SAVE  THE  INDUSTRY? 

So  much  has  been  said  about  methods  of  building 
business  that  the  following,  by  Mr.  Henry  Warnecke, 
of  Denver,  in  Shoe  Repair  Service,  is  of  interest. 

"We  are  confronted  with  a  serious  business  de- 
pression, so-called.  Why?  Why  is  it  that  the  volume 
of  business  has  fallen  from  January  1,  1920,  to  January 
1,  1923,  to  65-70  per  cent?  True,  we  have  a  great  deal 
of  unemployment,  but  this  should  not  have  brought 
the  business  volume  so  low.  There  must  be  something 
that  our  industry  has  omitted.  But  what  is  it?  It 
has  been  stated,  time  and  again,  that  publicity  and  ad- 
vertising does  pay.  I  shall  put  a  proviso  to  it,  and  that 
is,  provided  the  right  kind  of  advertising  is  employed. 
My  experience  in  such  matters  has  convinced  me  that 
the  only  kind  of  advertising  to  be  employed  under  pre- 
sent conditions,  as  well  as  in  future,  is  the  co-operative 
plan.  I  was  very  much  pleased,  in  picking  up  the  sten- 
ographic report  of  the  Boston  Convention  of  the  National 
Leather  and  Shoe  Finders'  Association,  to  note  that 
President  Albert  J.  Ehlers  is  recommending  that  plan, 
and  subsequently  emphasized-  it  in  his  masterly  address 
before  the  Tanners'  Council.  The  idea  is  splendid  and 
excellent.  The  scope  and  ramifications  are  tremen- 
dous. It  will  take  all  three  units  of  our  industry,  work- 
ing in  harmony  to  the  common  end,  to  make  the  plan 
a  success.  The  committee  who  has  the  matter  in  hand 
is,  to  my  knowledge,  made  up  of  men  of  good  executive 
ability  and,  no  doubt,  they  will  push  it  to  the  limit. 

Each  repairman  is  supposed  to  contribute  $1  a 
year,  which  will  bring  a  sum  of  575,000.  Now,  gentle- 
men, this  is  not  enough.  It  should  be  doubled,  for  it 
will  take  all  of  that  to  defray  the  expenses  incurred  for 
that  propaganda.  But  how  to  collect  it?  There  is 
the  rub.  Gentlemen,  you  should  know,  by  your  own 
experience,  that  a  large  number  of  the  repairmen  are 
not  blessed  with  over-productive  brains,  and  a  great 
deal  of  vacant  space  in  their  upper  storey  will  have  to 
be  filled,  which  will  prove  a  big  undertaking.  But, 
nevertheless,  where  there  is  life,  there  is  hope.  And, 
as  the  old  saying  goes,  where  there  is  a  will,  there  is  a 
way.  This  may  seem  to  some  to  be  a  very  dark  pic- 
ture, and  some  may  be  inclined  to  believe  that  I  have 
overdrawn  it.  It  goes  without  saying  that,  without 
proper  organization,  the  whole  scheme  will  be  a  failure 
as  far  as  the  repairmen  are  concerned. 

Co-operative  advertising  is  the  only  means  by 
which  we  may  bring  our  industry  up  to  where  it  ought 
to  be.  A  slogan  should  appear  in  the  daily  press  con- 
stantly. I  would  suggest  the  one  adopted  by  the  Na- 
tional Leather  and  Shoe  Finders'  Association:  "Shoe 
Repairing  Insures  Health,  Economy,  Comfort."  No 
names  should  be  signed  to  it.  I  hear  some  of  my  re- 
pairmen friends  say:  "Oh,  well,  the  price-cutter  also 
will  be  benefited  by  it."  Some  super-pessimists  will 
remark  that  advertising  cannot  bring  results.  Now, 
Mr.  Repairman,  I  shall  prove  my  case.  When  the  world 
war  broke  out  in  1914,  business  fell  off  and  continued 
to  be  slow  in  '15  and  '16.    When  it  was  almost  certain 


our  country  would  be  involved,  the  Government  of 
the  United  States  commenced  an  advertising  campaign, 
through  the  medium  of  the  press,  urging  the  public  to 
have  repair  work  done.  All  of  you  repairmen  will  re- 
member the  result.  The  volume  of  business  increased 
as  never  before  dreamed  of.  But  the  war  ended;  the 
Armistice  was  signed,  and  Uncle  Sam  quit  advertising 
for  us.  From  that  time  on,  the  volume  of  business 
gradually  diminished  to  such  an  extent  that  the  water 
is  on  our  necks,  and  now  it  is  a  choice  of  sink  or  swim. 

1  So  much  for  my  argument  for  co-operative  ad- 
vertising. Repairmen  should  flock  to  this  organiza- 
tion and  help  to  remedy  the  condition  which  is  con- 
fronting us  to-day.  We,  here  in  Denver,  as  well  as  the 
whole  State  of  Colorado,  have  had  ours  hare  of  disappoint- 
ments and  troubles,  but  we  are  not  discouraged.  We 
had  a  conference  with  our  local  jobbers,  discussing  the 
merits  of  co-operating  advertising.  A  strong  com- 
mittee was  selected,  who  are  working  on  the  problem, 
and  expect  to  put  it  over  in  a  short  time.  I  would  sug- 
gest that  local  jobbers  everywhere  take  up  the  matter 
with  their  local  repairmen,  start  an  advertising  cam- 
paign and  receive  some  immediate  benefit  from  it.  For 
I  am  afraid  that  before  the  national  campaign  is  in  full 
swing,  many  of  us  will  be  dead,  financially  speaking.  ' 

I  '  ~  T 

I  Among  the  Shoe  Repair  Men  ( 

I  *  t  l 

If  you  have  some  interesting  items  about  a  re- 
pair man  in  your  town  that  might  interest  a  brother 
worker  elsewhere,  send  it  along.  Let's  get  the  trade 
talking  about  themselves. 

Repair  men  all  over  the  country  should  read 
what  Mr.  Horace  Greig,  of  Toronto,  has  done  with 
shoe  findings  in  conjunction  with  the  repair  game, 
and  profit  by  his  experiences.    It's  in  this  issue. 

If  the  repair  men  turned  out  to  their  Association 
meetings  as  strong  as  they  do  to  the  banquets,  things 
would  hum. 

Mr.  W.  C.  Henderson,  of  Listowel,  has  opened 
an  up-to-date  repair  shop  opposite  the  Post  Office 

Mr.  G.  L.  Cann  is  covering  Halifax  to  the  Syd- 
ney's for  the  William  Cook  Shoe  Co.,  of  Moncton, 
N.B.    Mr.  Cann  was  formerly  with  L.  Higgins  &  Co., 

of  Monctom  

SALES  EXECUTIVE,  of  Exceptional  Training,  Business 
Experience  and  Selling  Ability,  Conversant  with  Shoe  Trade 
throughout  Canada,  Desires  Connection  with  Manufacturer 
looking  for  increased  output.  Would  consider  representing 
reliable  manufacturer  in  Montreal  and  Eastern  Canada,  as 
connections  on  this  territory  would  be  valuable  asset.  Box 
88,  Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto. 


NEWS  FROM  THE  OLD  COUNTRY 

Send  $3  and  we  will  mail  you  regularly  every 
week  for  52  weeks  a  copy  of  any  British  Weekly 
Newspaper,  such  as:  Lloyd's,  People,  Tit  Bits, 
Pearson's, etc., etc. ,etc. Hundreds  of  papers  on  our 
Big  List  mailed  free.  A  different  paper  sent 
weekly,  or  the  same  publication  for  52  weeks. 
$3  pays  for  a  year's  subscription,including  post- 
age. Most  unique  and  up-to-date  service, 
greatly  appreciated  by  members  throughout  the 
Empire. 

Send  $3  to-day  to 

periodical  Posting  Coy.,  Plymouth,  England 
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Edwards  &  Edwards  Limited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC..  ETC. 

Edwards  &  Edwards  Limited 

Head  Office  Tannerie* 
27  Front  Street  East  Woodbridge,  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  -    Montreal,  Que 


Thos.  Rearden  &  Co.  Ltd. 

BROCKLEY  LEATHER  WORKS 

LONDON,  S.E.4,  England 

Telegraphic  Address  "Rearden"  Brockley,  London. 

MANUFACTURERS  OF  FINEST 
ENGLISH  CURRIED 

SHOE  LEATHERS 

Specialty 

BOX  &  WILLOW  SIDES 


Also  Specialists  in 

Belt  and  Suspender  Leathers 
Case  and  Bag  Leathers 
Account  Book  Leathers 


TO  REVOLUTIONIZE  THE  RUBBER  INDUSTRY 

PRACTICALLY  from  the  introduction  of  rubber 
in  the  production  of  mechanical  and  other  goods, 
the  raw  product  has  been  imported  from  its  sources 
in  a  "cured"  state.  In  South  America  the  process 
employed  in  this  curing  was  latterly  an  improvement 
more  or  less  on  the  "smudging"  of  the  natives  former- 
ly employed.  As  the  rubber  sap  or  milk  is  gathered 
from  the  trees  it  is  gradually  rolled  on  sticks  and  turn- 
ed over  a  smudge  of  uricuri  nuts,  and  by  this  smoking 
is  preserved  for  shipment.  Anyone  who  has  seen  a 
large  "chunk"  of  Para,  or  other  South  American  or 
African  rubber  will  have  noticed  the  rings  marking  the 
layers  of  rubber  as  gathered  and  smoked  in  this  way. 
Plantation  rubber  on  the  other  hand  is  treated  with 
chemicals  to  coagulate  it  and  although  lighter  and  cleaner 
in  appearance  than  that  gathered  in  the  manner  men- 
tioned above  is  made  into  thick  rough  sheets  something 
like  very  heavy  leather. 

When  the  raw  rubber  thus  prepared  is  received 
at  the  rubber  factory,  it  has  to  be  put  through  a  pro- 
cess of  disintegration  bringing  it  back  as  far  as  possible 
to  its  original  state  of  plasticity.  It  is  passed  through 
rollers,  crushed,  washed  and  by  the  addition  of  chemicals 
prepared  for  amalgamation  with  fabrics  or  otherwise 
moulded  into  condition  necessary  for  the  use  to  which 
it  is  put.  Really  the  preparation  of  the  raw  product 
is  the  most  difficult  part  of  the  business,  and  involves 
the  removal  of  impurities  as  well  as  the  thorough  knead- 
ing of  the  mass  into  a  state  in  which  it  may  be  propeily 
and  adequately  worked. 

Word  comes  of  two  inventions  that  will  practically 
revolutionize  both  the  preparation  of  the  raw  product 
at  the  source  of  supply  and  the  handling  of  it  when 
it  reaches  the  rubber  mill.  One  invention  announced 
involves  a  process  for  extracting  from  the  latex  or  milk 
of  the  rubber  tree,  a  rubber  that  promises  to  be  superior 
in  every  way  to  the  rubber  hitherto  obtainable.  In- 
stead of  being  coagulated  at  the  plantations,  the  latex 
will  be  shipped  in  a  liquid  state  to  the  refinery,  where 
the  extraction  will  be  on  a  more  scientific  scale  than 
formerly.  It  is  said  by  those  who  have  seen  the  new 
rubber,  that  in  quality  it  far  excels  the  old  produc- 
tion. It  is  also  said  to  have  tensile  strength  and  re- 
sistance to  abrasion  much  beyond  that  produced  by 
the  old  methods,  as  well  as  much  greater  uniformity. 

But  the  greatest  forward  step  in  the  shipment  of 
the  liquid  rubber  is  the  treatment  of  fabrics  and  cords 
with  the  "latex"  while  in  this  state.  Hitherto  it  has 
been  practically  impossible  to  impregnate  a  piece  of 
cloth  or  fabric  of  any  kind  with  the  composition  pre- 
pared by  ordinary  methods  in  the  rubber  mill.  In 
rubberizing  a  fabric,  the  aim  has  been  to  produce  a  real 
union  between  the  rubber  and  the  substance  impreg- 
nated. Under  the  old  system  where  incorporation 
was  imperfect,  deterioration  set  in  and  destruction  fol- 
lowed rapidly  after  a  certain  point  was  reached.  Threads 
whether  alone  or  in  woven  or  knitted  fabrics  when  treated 
with  the  "latex"  are  so  thoroughly  saturated  that  the 
vulcanization  process  results  in  a  thoroughly  re-en- 
forced substance  that  will  last  many  times  the  period 
formerly  possible.  A  microscopic  examination  of  strands 
of  thread  subjected  to  the  treatment  revealed  the  fact 
that  the  entire  substance  to  the  very  centre  of  the  fibres 
even  was  rubberized. 

A  number  of  coagulation  plants  of  the  new  type 
are  either  finished  or  in  course  of  construction  in  the 
United  States  and  the  far  East  by  the  U.S.  Rubber  Co. 
which  controls  the  patents,  and  there  is  no  doubt  that 
a  few  years  will  witness  a  complete  transformation  of 
the  present  methods  of  production  in  rubber  factories. 
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CLARKE  &s  CLARKE  Limited 

Established  1852 


Tanners  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  8f  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 


Largest  Manufacturers 
in  the  World  of 
Black  Glazed  Kid 


Surpass  Leather  Co. 


FACTORY 
Gloversville,  N.Y. 


FACTORY 
Philadelphia,  Pa. 

SALES  OFFICES 
New  York  Philadelphia 
Cincinnati  Chicago  St.  Louis  London 

SURPASS  LEATHER  CORPORATION,  Boston,  Mass. 
BOOTH  «r  COMPANY  (London;  Ltd.,  London,  Eng. 


Morton   Double  giSSBfe 
'  Bottom   Flange  H9 
Tubes  for  Lasts  flHHfl 

Made  in  all  sizes 
straight  and  flange 

"The  strongest  Last 
Tube  in  the  World" 

E.  S.  Morton  #  Co. 

Pat.  Feb.    29,'70  13  Bay  St.,  Brockton,  Mass     Pat.   Feb.  26/05 
Pat.  Sept.    14,'15                                                Pat,   Sept.  14/17 

Shoe  Salesman  Wanted 

For  April  1st,  by  Toronto  firm  of  shoe 
wholesalers,  for  Northern  Ontario. 
Only  man  with  experience  and  record 
of  large  sales  on  this  ground  need  apply. 

Box  92   SHOE  &  LEATHER  JOURNAL 
545  King  St.,  W.  Toronto 


CLASSIFIED  ADVERTISEMENTS 

MR.  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you  His  Services.  Address,  Box  75,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 

WANTED — By  an  experienced  salesman  with  connection  in  Mari- 
time Provinces  line  of  shoes  for  above  territory.  Manufacturer's  line 
preferred.  Ambitious  and  can  furnish  good  references.  Must  be  a 
good  line.    Box  81,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto 

FOR  SALE. — Up-to-date  Shoe  Repair.  Well  Equipped  and 
Doing  Good  Business.  Write  for  particulars  and  reason  of 
sale  to  S.  C.  Couch,  Box  74,  Nelson,  B.C. 

SALESMAN  WANTED  to  Sell  as  Side  Line  in  Prairie  Pro- 
vinces, Medium  McKay  Shoes  for  Growing  Girls,  Misses, 
Children,  Infants,  Boys,  Youths,  and  Gents.  Dominion  Shoe 
Limited,   2300   Chabot    St.,    Montreal,  Que. 

YOUNG  MAN,  with  experience  of  Dry  Goods,  and  a  know- 
ledge of  the  Shoe  Trade,  Seeks  Position  of  Trust,  with  High 
Class  Shoe  Manufacturing  Firm  or  Retailer.  Apply  to  Box 
87,  Shoe  and  Leather  Journal,  545  King  St.  W. 

POSITION  WANTED.— Shoe  Salesman  desires  position, 
Lifelong  Experience,  Capable  of  Managing  Store  or  Dept., 
Window  Trimmer,  Card  Writer,  Best  References,  Box  42, 
Orillia. 

MARRIED,  Reputable,  Energetic  Salesman  Desirous  of 
representing  good  firm  with  meritable  line.  Is  acquainted 
with  Boot  and  Shoe  Manufacturers  and  Shoe  Finding 
Jobbers  in  Montreal  and  Quebec.  Can  engage  at  once  and 
produce  results.  Al  References  and  if  required  any  amount 
of  Bond  Furnished.  Reply  Box  No.  89,  Shoe  and  Leather 
Journal,  510  Coristine  Building,  Montreal,  Que. 

WANTED  Line  of  Shoes  for  Eastern  Ontario.  Salesman 
has  number  one  connection  in  this  territory  and  can  furnish 
the  best  of  references.  Address  Box  90,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto. 

YOUNG  MAN,  with  High-class  Retail  Shoe  Experience 
wishes  a  good  Line  of  Shoes  or  Shoe  Findings  for  Ontario 
Territory.  Box  91,  Shoe  and  Leather  Journal,  545  King  St. 
W.,  Toronto. 

EXPERIENCED  SHOE  TRAVELLER,  now  inside,  seeks 
position  on  the  road,  preferably  in  the  Maritime  Provinces. 
I  have  had  many  years  experience  with  well  known  shoe 
concerns,  and  would  be  glad  to  hear  from  any  firm  that 
could  place  me  with  a  line  of  shoes.  Replies  to  Box  95, 
Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 

FOR  SALE. — Shoe  Business  in  good  town  in  Waterloo 
County.  Rent  $37.00  per  month.  Stock  $9,000,  exceptionally 
clean.  Turnover  $20,000,  splendid  location.  Apply  Owner, 
Box  93,  Shoe  and  Leather  Journal,  545  King  St.  W,  Toronto. 

TRAVELLER,  calling  on  the  Wholesale  Shoe  Trade,  is  open 
for  lines  for  Ontario  on  a  commission  basis.  Twelve  years' 
connection.  Box  94,  Shoe  and  Leather  Journal,  545  King 
St.  W.,  Toronto. 


WANTED,  Jobbers  to  Handle  New  Up-to-date  Line 
of  High  Grade  Infants'  Footwear,  Soft  Soles  only  at 
present,  but  have  other  Lines  Developing,  apply  to 
The  Baby  Shoe  Co.,  Belleville,  Ont. 
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ALL  ABOARD  Direct  through  Connections  from"HOOF  TO  BEAMHOUSE' ' 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  %  CO. 

International  Hide  Merchants 


PARIS       HAVANA  BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy' 


INDEX  TO  ADVERTISERS 
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SUCCESS 

IN  MODERN  SHOE  REPAIRING 

Depends  On  Suitable  Equipment 


9U  ft.  Outfit  Model  P,  A  New  Size 


Built  in  our  Montreal  Factory 


We  Build  Outfits  for  Every  Size  Business,  In  a  Style  for 

Every  Need. 

From  Simple  Finishing  Shafts-To  Large  Complete  Outfits 

EMBODYING     THE  LATEST  IMPROVMENTS  AND  LABOR   SAVING  FEATURES 
DEPENDABLE  UNITS  THAT  ATTRACT  AND  BUILD  SOLID  BUSINESS 

INSTALLED  ON  TERMS  THAT  YOU  CAN  AFFORD 

Write  for  our  latest  catalogue  and  prices  TO-DAY. 

UNITED  SHOE  MACHINERY  CO.  OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 


TORONTO 
90  Adelaide  Street,  W, 


KITCHENER 
Ontario  Street,  S. 


QUEBEC 
28  Demers  Street 
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Successfully  Used  by 
Leading  Manufacturers 

Largest  Producers  of  Patent  Leather  in 
the  British  Empire 

Offices  in  all  parts  of  the  World 
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"The  Wear 


Is  XHE^E' 


Predominant    Value   and  Quality 

Breithaupt  Sole  Leather  has  always  re- 
presented the  highest  possible  standard 
of  value,  and  the  best  quality  attainable. 

The  interests  of  the  manufacturer, 
dealer,  and  public  are  what  guide  us  in 
the  production  of  a  leather  that  must  be 
the  utmost  in  uniformity,  finish  and 
wear.  That  the  value  is  there  is  shown 
by  the  fact  that  the  leading  Canadian 
shoe  manufacturers  specify  Breithaupt 
Sole  Leather. 


TRENT  VALLEY  OAK 

Is  Unsurpassed  for  Quality  and  Wear 

Trent  Valley  Oak  Cut  Soles,  in  all  sizes  and  grades  can  be  supplied  by 

PROVINCIAL  CUT  SOLE  CO. 
311  Victoria  Street,  Kitchener,  Ont.  , 

The  Breithaupt  Leather  CoXimited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 
Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk's  Falls 
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A  Counter  for  Every  Purpose 


ONE  OF  OUR 
LEADERSJ 


UNION 


THREE 
PIECE 


COUNTER 


A  D.  &  P.  Specialty — A  counter  specially  made  for  women's  shoes 
— very  flexible  and  durable.  Makers  of  women's  footwear  find 
this  Counter  exactly  suited  to  their  needs. 

FIBRE  COUNTERS  D.  &  P.  Quality  in  Fibre  Counters 
is  so  superior  and  uniform  that  it  enables  them  to  replace  leather 
counters  by  equalling  them  in  durability  and  excelling  them  in 
economy. 

Not  only  for  footwear  of  the  finest  type  but  for  other  grades  of 
shoes  as  well  we  produce  counters  that  give  maximum  value  and 
satisfaction. 

DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse: 

224  Lemoine  Street 
MONTREAL 


REPRESENTATIVES 
For  Ontario: — E.  R.  Lewis,  45  Front  St.,  East,  Toronto 
For  Quebec  City: — Richard  Freres,  St.  Valier  Street,  Quebec 
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Fitting 
The  Pocket 


Successful  shoemaking  and  shoe  selling 
means  suiting  the  pocket  as  well  as  the 
taste  and  ideals  of  the  buyer. 

Davis  Colored  Calf 

Fashionable  Shades  of  Brown  and  Red 

Perfectly  meets  the  requirements  of  a 
high  class  leather  in  texture,  finish  and 
uniformity  of  shade,  so  essential  to  a  high 
grade  shoe. 

Black  Dominion  Calf 

In  Bright  and  Dull  Finishes 

Soft,  glossy  and  grateful  to  the  touch. 
The  most  satisfactory  and  economical 
cutting  leather  in  the  market. 

Davis  Boarded  Veals 

In  Three  Colors 

The  ideal  leather  for  the  MODERATE 
PRICED  SHOE  has  all  character  and 
finish  of  Davis'  leathers,  with  cutting 
gains  that  economize  production  without 
loss  of  selling  appeal. 


AA  Leather  for  Every  Shoe 


DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 
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"GUTTA 
PERCHA" 


RUBBER  FOOTWEAR 


Offers  you  a  fertile  field  of  sales  and  profit  that 
has  been  proven  by  that  soundest  of  tests — time. 
This  well  known,  old  established  line  is  readily 
accepted  by  your  customers,  for  they  have  long 
known  it  as  almost  synonymous  with  service  and 
satisfaction.  There  is  a  certain  dignity  and  pre- 
stige to  the  "Gutta  Percha"  line  that  is  reflected 
to  the  retailer  in  a  very  practical  way — immediate 
sales  and  assured  future  business! 


At  Your  Distributor' s 
or  our  Nearest  Branch 

Gutta  Percha  ©.  Rubber 

 Limited  

Head  Offices  and  Factories,  Toronto 

Branches  from  Coast  to  Coast 
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A  Suggestion  For  Early  Summer 

By  Bell 

Merchants  who  add  attractiveness  to  their  lines  by  selecting 
this  Bell  Model  will  find  it  quickly  measuring  up  to  their 
highest  estimation  of  popular  quality  footwear. 

It  is  a  beautiful  Two  Strap  Pattern,  made  in  Patent  Colt, 
with  Silver  Buck  Trimmings,  Shortened  Vamp.  Cut  Out 
Quarter  and  Louis  Heel. 

We  emphasize  its  pronounced  selling  possibilities  for  the  Trade 
at  a  time  when  choosing  sellers  with  certainty  requires  care- 
fulness and  keen  judgment. 

Note  the  new  street  number  of  our  Toronto  Showrooms. 
Owing  to  the  re-numbering  of  Bay  Street  our  Toronto 
Address  is  now  No.  331  Bay  St. 


J.  &   T.  BELL,  LIMITED 


Montreal,  Quebec 
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The  Insole  Sells  The  Shoe 

Dealers  find  our  Pillow  Welt  Insole  is  an  actual  selling  force,  mak- 
ing'  Globe  "Pillow  Welt"  and  "Baby  Pillow  Welt"  Shoes  positively 
the  easiest  selling  Children's  Shoe  Line.  It  is  a  convincing  talking 
point  that  clinches  the  sale  in  the  store,  and  it  continues  its  selling 
work  by  winning  repeat  sales  through  giving  unequalled  satisfaction. 

Provide  now  for  any  needed  Children's  Lines  for  Spring  by  sending 
in  your  request  for  a  Globe  salesman  to  call  with  our  range. 


They  are  the  only  genuine  Goodyear  Welt 
Shoe    made   with  a  Pillow  Welt  Insole. 


Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  "mited 

TERREBONNE      -  QUE. 

Montreal  Office— 11  St.  James  St.  Representative— -J.  A.  BLUTEAU 
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Staples 
Lead 
All  Over 
Canada 


^t&ples 

^  lalue ! 
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Keeping  The  Lead 

Under  all  kinds  of  tests  and  comparisons  Yamaska 
Brand  Shoes  stand  up  to  a  standard  that  continues 
to  hold  the  confidence  of  dealers  from  Coast  to  Coast. 

The  Yamaska  Brand  means  genuine  worth  in  shoe- 
making.  It  means  style  that  is  popular  and  safe. 
It  means  price  moderation  that  represents  for  the 
ultimate  wearer  fullest  possible  value.  All  of  which 
means  money-making  trade  for  the  dealer. 

Obey  the  call  of  the  times  and  satisfy  urgent  demands 
by  featuring  Yamaska  Lines  for  Spring. 
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CALF  AND  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 
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Dominio1 

^  RUBBER  ; 

%0 


rED 


How  to  Increase 
Your  Net  Profits 

Present  conditions  in  the  retail  footwear  trade  point 
directly  to  this  fact: — 

The  retail  merchant,  to  be  successful, 
MUST  conduct  his  business  so  as  to 
ensure  quick  turnover  of  stock. 

The  retail  merchant  who  carries  DOMINION  rubbers 
and  FLEET  FOOT  shoes— lines  backed  with  a  con- 
sumer demand  created  by  national  advertising  and 
supported  with  ample  stocks  in  the  Dominion  Rubber 
System  service  branches  for  prompt  sorting — is  on 
the  surest  and  safest  way  for  securing : — 

(1)  Quick  turnover. 

(2)  Low  shrinkage  of  stock  value. 

(3)  Substantial  net  profit. 

That  is  why  yours  should  be  a  Dominion  Rubber 
and  Fleet  Foot  store. 


Dominion  Rubber  System  Limited 

Head  Office:  Montreal 


ST.  JOHN,  N.B. 
HALIFAX,  N.S. 
MONTREAL,  Que. 
QUEBEC,  Que. 
OTTAWA,  Ont. 
TORONTO,  Ont. 
BELLEVILLE,  Ont. 


SERVICE  BRANCHES  AT 

HAMILTON,  Ont. 
BRANTFORD,  Ont. 
KITCHENER  Ont. 
LONDON,  Ont. 
WINDSOR,  Ont. 
NORTH  BAY,  Ont. 
FORT  WILLIAM,  Ont. 
WINNIPEG,  Man. 


REGINA,  Sask. 
SASKATOON,  Sask. 
CALGARY,  Alta. 
LETHBRIDGE,  Alta. 
EDMONTON,  Alta. 
VANCOUVER,  B.C. 
VICTORIA,  B.C. 
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With  Spaulding's  Fibre  Counters  in  your  shoes 
you  can  be  sure  that  they  will  retain  a  trim,  perfect 
shaped  back  that  will  reflect  credit  on  your  line 
and  result  in  greater  all-around  buying  appeal. 

We  make  our  own  fibre 

J.  SPAULDING  &  SONS  CO.,  Inc. 


Main  Office  and  Factory 
NORTH  ROCHESTER,  N.H. 


Boston  Office 
203-B  ALBANY  BUILDING 


PHILADELPHIA           CINCINNATI  ST.  LOUIS  CHICAGO 

John  G .  Tra ver  &  Co .     The  Taylor-Poole  Co .  The  Taylor-Poole  Co .  J.E.D.  McMechan  &  Co . 

141-143  No.  4th  St.          410-412  E.  8th  St.  1602  Locust  St.           217  W.Lake  St. 
SEVEN  FACTORIES 

Tonawanda,  N.  Y.             Rochester,  N.  H.  English  Agents:  J.  Whitehead  &  Co.,  Ltd. 

No.  Rochester,  N.H.              Milton,  N.H.  Leicester,  England 
Townsend  Harbor,  Mass. 

Canadian   Agents:    International   Supply  Co.,   Kitchener,  Ontario,  and   Quebec  City 

V.  Champigny,  Montreal. 
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MR.  RETAILER! 

Here  Is  Something  INTERESTING 


Two  Top  Notch  VALUES 
Two  Winning  STYLES 

FOR  SPRING 
IN  STOCK 

AT 

ROBINSON'S 


No.  4512.  Wos.  Patent  One  Strap,  Semi  Colonial,  Grey 
Buck  Trimmings,  Imitation  Tip  and  Spray,  11/8  Heel, 
M.S.  Price  $3.25 


This  shoe  is  made  with  a 
Kendex  Insole,  which  is  very 
Flexible — does  not  harden 
or  crack,  or  burn  or  sting 
the  feet.  The  McKay  stitch- 
ing sinks  into  the  fleecy 
top  of  the  insole  in- 
stead of  into  the  foot,  mak- 
ing the  shoe  smooth  inside, 
assuring  absolute  comfort. 
Guaranteed  againstsqueak- 
ing. 


No.    4507.    Wos.    Gun  Metal  Calf  Oxford,  8  8  Half 

Rubber  Heel.  Price  $2.95 

No.  4508.  Wos.  Brown  Calf  Oxford,  8/8  Half  Rubber 

Heel.  Price  $2.95 


You  cannot  go  wrong  in  adding  these  popular  lines  to  your  stock  at 
once.  We  have  them  in  stock,  and  our  immediate  delivery  will  place 
them  in  your  store  in  time  to  create  many  extra  Spring  sales. 

Write,  Wire,  or  'Phone 

We  will  be  glad  to  send  sample  pairs. 

GEORGE  ROBINSON,  LIMITED 

29  VICTORIA  SQUARE 
MONTREAL 
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Cushion  Sole 

Genuine  Goodyear  Welt 

In 

Infants'  -  -  -  Children's— Misses' 
---Growing  Girls' 

The  Classic  reputation  for  quality  and 
durability  is  fully  maintained  in  the 
shoes  illustrated.  A  real  true- foot- 
form  shaped  comfortable  cushioned 
sole  shoe  for  juveniles. 

Every  Classic  Shoe  is  repairable,  a 
fact  that  pleases  customers. 

Goodyear  Welt  construction. 


Patent  Blue- Dull  Top,  Chrome  Elk 
Sole,  Cushion  Insole.  Sizes  2  to  4^ 
—5  to  1Y2— 8  to  10#. 


Patent  one  strap,  Chrome"  Elk  Sole, 
Cushion  Insole.    Sizes  2  to  5  to 

7K— 8  to  10^. 


Sandal,  Patent  Leather,  Chrome  Elk  Sole, 
Cushion  Insole.  Sizes  2  to  4}^ — 5  to  lYi — ■ 
8  to  103^. 


Patent  Blue.  Oxford,  Cushion  Insole,  Oak 
Leather  Outsole.    Sizes  5  to  7^—8  to  10^. 


Getty  &  Scott  Limited 

Makers  of  Fine  Shoes  for  Women  &  Children 

Gait,  Ontario 
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Slippers 


Have  you  placed  your 
order  for  Fall  Deliveries 
on  our  Felt  Boudoir 
Slippers  in  all  colors, 
roll  top,  plain  ribbon 
trimming?  Also  Juliets, 
hard  and  soft  soles. 


No  1 


No.  3 


BEAUTY 


''black1»»ty 

oil"p,9«l,*m 


Spats 


The  spats  and  over- 
gaiters  for  men,  women 
and  children  that  we  are 
showing  for  Fall  are  real 
values.  The  kind  that 
hold  the  trade.  Order 
now. 


Above  line  comes  in  Brown, 
Tan  and  Oxblood 


Ralston's  Polishes 

"A  Dressing  for  every  shoe" 

Shoe  styles  this  year  contain  a  great  variety  of  colors,  color 
combination,  and  delicate  materials  in  numerous  hues.  Every 
leather  and  every  finish  must  have  its  own  special  dressing,  if 
it  is  to  be  cleaned  and  protected  satisfactorily.  For  the  dealer 
with  a  complete  line  of  Ralston's  polishes,  sales  will  be  plenti- 
ful, because  there  is  a  Ralston  dressing  or  polish  for  every  shoe. 

Robt.  Ralston  &  Co., 

Limited 

Hamilton  Ontario 


BROWN 


BuVksKimEtc 

Robt  Ralston &G. 

iton.  Our. 


FRESHENS  AND  RENEWS  SUEDE 
SHOES  TO  ORIGINAL  COLOR 
PUT, UP  BY 

Robt  ralston  &  co. 

HAMILTON  ONT. 


Complete  Range  of 
Shoe  Findings 


Mention 


"Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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IN  STOCK  NOW! 


Smoked  Elk&Col'd  Cf.  Sport  Oxford 
Panther  Sole  Panther  Heel 

Last  7 
Soft  Toe 

No.  09412  Code  "Oasis" 


Colored  Calf  two  tone  effect  like  No.  09412 
No.  09413  Code  "Ode" 


Devon  Bro.  Calf  Blu.  Sport  Oxford 
Crepe  Sole  Crepe  Heel 

Last  7 
Soft  Toe 

No.  09420  Code  "Orb" 


The  above  SPORT  OXFORDS  are  carried  "In  Stock"  in 
30  pair  lots,  sizes  S}4  to  9  and  6  to  10 


THE  JOHN  RITCHIE  COMPANY,  LIMITED 


QUEBEC 
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Still   Going  Strong 

McCAUGHAN  SHOES 

Contrary  to  rumors,  we  are  in  no  way  connected  with  a 
firm  of  similar  name  recently  reported  in  financial 
difficulty . 

BIGGER  AND  BETTER  THAN  EVER 

We  have  recently  completed  our  new  three  storey  building. and 
with  our  increased  production  of  McCaughan  Shoes,  in  Novelty 
and  Staple  Lines,  the  standards  that  have  made  our  lines  so 
popular  will  be  still  more  worthy  of  your  fullest  confidence. 

OUR  NEW  PATTERNS  FEATURE  THE  FINEST  CREATIONS  IN  SPRING 
STYLES,  IN  LATEST  LASTS  AND  IN  VARIOUS  WIDTHS,  AND  OFFER 
THE  TRADE  THE  BEST  VALUES  OBTAINABLE. 

J.  A.  McCAUGHAN  8b  SON 

681-689  Champlain  St.  Montreal 


UPPER  LEATHER 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  &  SON,  LIMITED 

KINGSTON,  ONTARIO 
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PACKARD'S 

Goodyear  Welt  Shoes 

For  Spring  and  Summer  Wear 


FOR 

WEARING 
*  FITTING 
QUALITIES  BUY" 

THE  PACKARD  SHOE 


We  are  prepared  to  ship 
IMMEDIATELY 

from  stock— all  lines  in 
Children's,  Misses',  Youths' 
and  Little  Gents'  sizes. 

=  NO  WAITING 


Our  FIRSTRED 
Baby  Shoe 

also  in  stock 

f  1  to  5.    No  Heel 
SIZES  \ 

{  5  to  iy2.  Spring  Heel 

Goodyear  Welt  chrome  soles 


Rush  Orders  Our  Specialty 

L.  H.  Packard  &  Co.,  Limited,  Montreal 


A  Shoe  with 

the  Selling  Knack 

No.  560  smooth  tan  Men- 
nonite  Plain  Toe,  Half  Bel- 
low Tongue,  Standard 
Screw,  Munson  Army  Last, 
Chrome  Waterproof  Bull- 
dog Sole,Lock  Stitch,  Welt- 
ed Back. 

F.O.B.  Peterboro  $3.25. 


B.  F.  Ackerman,  Son  &  Co-,  Limited 

Peterboro,  Ont.  Regina,  Sask. 

Western  Dealers  may  sort  from  our  Regina  Branch 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 





ROOM  TO  GROW 
FOR  EVERY  TOE 

PHILIP  JACOBI 


HURLBUT 

TRADE  MAR(<  REGISTERED 

CUSHION  — SOLE. 

Shoes  ^Children 





LOWEST  COST 

PER  DAY  of  WEAR 




5  East  Wellington  Street 
Quebec  Branch,  153  Peel  St. 


Toronto  EXCLUSIVE  WHOLESALE 
Montreal  DISTRIBUTORS  FOR  CANADA 


Shoe  and  Leather  Journal    Page  ig 
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No.  744 

IN  STOCK  NOW 


This  is  a  grey  suede  one  strap  slipper  with  patent  trimmings 
and  diamond  cutout  apron  with  grey  suede  underneath. 

The  advance  sale  on  this  shoe  indicates  it  will  undoubtedly  be 
a  big  feature  for  spring  selling. 


$5.25 

Net  30  April  15 


Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments,  C  or  D  widths,  all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of  Women's  Welts  Exclusively  in  Canada 

Perth,  Ontario 


W.  S.  PETTES, 
Room  413,  Windsor  Hotel, 
Montreal. 


H.  B.  McGEE, 
Room  706,  King  Edward  Hotel, 
Toronto. 


R.  W.  CLARK, 
404  Travellers'  Bldg. 
Winnipeg. 
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No.  153 


IN  STOCK  NOW 


This  three  eyelet  tongueless  oxford  is  made  with  patent  vamp 
and  grey  suede  quarter,  cut-outs  backed  with  patent  leather. 
The  sale  of  this  shoe  has  already  been  very  heavy. 


$5.25 

Net  30  April  15. 

Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments, C  or  D  widths, all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of  Women's  Welts  Exclusively  in  Canada 

Perth,  Ontario 

W.  S.  PETTES,  H.  B.  McGEE,  R.  W.  CLARK, 

Room  413,  Windsor  Hotel,  Room  706,  King  Edward  Hotel,  404  Travellers' Bldg., 

Montreal  Toronto  Winnipeg 
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No.  743 


IN  STOCK  NOW 

Dame  Fashion  has  decreed  grey  suede  and  patent  for  early 
spring  wear.  This  semi-colonial  one  strap  in  grey  suede  with 
patent  trimmings,  has  already  been  a  popular  seller  for 
spring  trade. 


$5.25 

Net  30  April  15. 

Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments, C  or  D  widths, all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of  Women' s  Welts  Exclusively  in  Canada 

Perth,  Ontario 

W.  S.  PETTES,  H.  B.  McGEE  R.  W.  CLARK, 

Room  413,  Windsor  Hotel  Room  706,  King  Edward  Hotel,  404  Travellers'  Bldg., 

Montreal  Toronto  Winnipeg. 
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Black  Beauty 

Chrome  Patent  Sides 


Has  Proved  Its  Worth 

The  originality  of  the  designer 
and  the  skill  of  the  craftman  can 
be  easily  ruined  by  the  use  of 
inferior  materials.  That  is  why 
makers  of  fine  patent  shoes,  de- 
siring a  quality  product, use  the 
superior  Black  Beauty  Chrome 
Patent  Sides. 

The  Robson  Leather  Company 
Limited 
Oshawa,  Canada 
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Stock  No.  10    Brown  Calf  Oxford,  Andover  Last. 
Stock  No.  12    Gun  Metal  Calf  Oxford,  Andover  Last. 

C  and  D  widths 

Price  $4.75 

Terms:     Net  30  days 

For  less  than  three  pairs  an  extra  charge  of  15  cents  per  pair. 

1 

IN  STOCK 

Since  March  15  we  have  sold  more  of  these  lines  than  we 
anticipated  selling  during  the  whole  Spring  season.  A 
further  quantity  is  now  in  process  and  will  be  ready  for 
delivery  April  15. 

The  Andover  is  a  snappy  last  for  young  men,  and  at  this 
remarkable  price,  a  real  value  and  quick  seller. 

The  Talbot  Shoe  Co.,  Limited 

St.  Thomas        :-:  Ontario 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


Jo 


THE  SHOE  AND  LEATHER  JOURNAL 


April  2,  1923. 


Happy  Toes! 

The   Latest  Addition   to  the 


250    No.  1" Patent  Leather  Strap 

5— iy2  Spring^Heer  $2.00 
350    No.  1*  Patent  Leather  Strap 

8—1014  Spring  Heel  $2.30 

450    No.  1  Patent  Leather  Strap 

11—2    Regular  Heel  $2.70 


352    No.  1  Patent  Leather 

8— \0y2  Spring  Heel  $2.55 
452    No.  1  Patent  Leather 

11—2    Regular  Heel  $3.00 

Same  sizes  and  prices  in  Brown  Calf 


Renown  Family 

The  children's  department  of 
any  shoe  store  selling  Renown 
Brand  shoes  for  Children  will 
find  much  new  business  from 
a  stock  of  our  latest  and  most 
improved  line — 

HAPPY  TOES 

The  new  line  is  complete  in 
styles  and  sizes,  stoutly  made 
on  a  new  McKay  Welt  pro- 
cess. HAPPY  TOES  will 
give  a  worthwhile  daily  ser- 
vice and  are  reasonably  priced. 
Let  our  salesman  call  on  you 
and  explain  this  line  still  fur- 
ther. We  are  quoting  special 
prices  on  all  lines  at  present. 


See  This  Line  Before  Placing 
Your  Spring  Orders 


Scroggins  Shoe  Company 

Limited 

GALT  ONTARIO 

Lines  carried  in  Stock  for  Toronto 
Dealers  by  Geo.  E.  Boulter,  3  Wellington 
St.,  E.  Toronto. 
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In-Stock 

for  Immediate  Shipment 


503  Women's  G  Y  Gray  Buck  Oxford  at  $4.80 
Pat.  Apron  Tip  and  Back  Strap. 
C.    and    D.  Width. 

457  Women's  G  Y  Mah.  Calf  Oxford  tip  a t  $4.55 

D.  Width. 


In-Stock  April  15th. 
460  Women' sG  Y  Gray  Buck  Pat.  Strap  and  Trim  at  $4.90 

B.  and  C.  Width. 
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PROFITABLE  SHOE  SELLING 

It  is  not  the  flashy  shoe  upon  which  successful  shoe  business 
is  built.  The  trade  that  pays  is  the  trade  that  stays,  and 
the  stayers  want  real  shoes. 

Style  and  Comfort  are  the  two  great  essentials  in  steady 
sellers — the  shoe  must  be  easy  as  well  as  attractive. 

The  Archgrip  Shoe  is  scientifically  designed,  has  the 
Blachford  quality  of  material,  workmanship  and  finish,  and 
fits  like  a  glove. 

There  is  no  trouble  about  left  -overs. 

Your  name  on  a  postcard  will  bring  you  real  live  dealer  helps , 
including  attention   compelling   window   cards   and  electros. 


MAKERS  OF 


(9mpc  ^yJrchyrip — §eoryina 
5HO€5  for  women 

90T094   SHERBOURNE  ST 

Toronto 
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Have  You  Grown  With  It? 


THERE  should  be  steady  healthy  growth  in  every  business  for  there  is  practically  no  such 
thing  as  standing  still.    When  a  concern  does  not  go  forward,  it  inevitably  drops  back. 

Usually  a  business  develops  as  the  man  himself  grows,  and  it  is  safe  to  assume  that 
its  development  is  the  outward  sign  of  a  constant  inward  process,  physical,  mental  and  spiritual. 

It  is  so  seldom  the  case  that  a  business  takes  on  phenomenal  growth  through  mere  acci- 
dental or  outside  conditions  that  it  may  safely  be  concluded  that  at  the  back  of  every  big  business 
"there  is  a  human  reason." 

But  there  may  be  growth  in  some  directions  and  stagnation  or  evil  growth  in  others. 
Prosperity  is  the  worst  misfortune  that  can  happen  to  some  men.  It  takes  a  pretty  good  man  to 
stand  very  much  of  it. 

Unless  he  has  a  strong  mind  and  a  pretty  sound  character,  the  thought  that  he  is  "some- 
body" often  grows  on  a  man  until  he  reaches  the  stage  where  as  Shakespeare  puts  it:  he  "plays 
such  fantastic  tricks  before  high  heaven  as  makes  the  angels  weep." 

There  is  no  reason  why  a  man's  mind  and  soul  as  well  as  his  body  should  not  expand 
under  the  process  by  which  his  affairs  broaden  and  extend  from  year  to  year. 

It  is  unfortunate  that  it  sometimes  happens  especially  where  so  many  begin  at  the  bottom, 
that  development  is  a  tremendous  struggle  against  heredity  and  environment. 

Unless  the  increase  in  your  business  gives  you  a  broader  outlook,  particularly  with  re- 
gard to  your  neighbor  and  competitor  you  have  great  need  to  ask  yourself  what  manner  of  man 
you  are. 

If  you  are  so  greedy  for  dollars  that  you  have  no  compunction  about  crowding  your 
rivals,  especially  the  little  fellows,  you  have  not  got  very  far  beyond  the  jungle  idea. 

After  all,  to  paraphrase  a  scripture  question,  how  much  then  is  a  man  better  than  a  dollar? 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpase  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  open  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 
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In  the  Market 
Place 

General  Conditions 

IN  spite  of  the  adverse  weather  situation  there  is 
unquestioned  evidence  of  a  steady  improvement 
in  the  business  outlook.  From  all  over  the  country 
come  reports  of  the  diminishing  of  unemployment, 
and  in  some  localities  labor  is  actually  scarce.  This 
means  that  business  is  picking  up  in  many  industries, 
particularly  those  that  form  the  foundation  of  com- 
mercial stability  and  prosperity.  The  outlook  for 
building  and  construction  continues  good  and  the  steel 
and  lumber  industries  show  this.  Prices  are  firm  and 
strengthening.  In  staple  lines  of  groceries  and  hard- 
ware, spring  business  already  promises  well,  although 
farmers  manifest  some  disposition  to  hold  back.  The 
savings  and  bank  deposits  show  a  substantial  increase 
in  the  past  three  months  which  would  seem  to  indicate 
that  money  will  be  easier  in  the  near  future.  Con- 
fidence in  the  selection  is  also  evidenced  by  the  move- 
ment in  industrial  stocks  and  bonds. 
Unfavorable  Retail  Conditions 

The  persistence  of  winter  right  up  to  Easter  has 
retarded  retail  business  immeasurably.  Both  whole- 
sale and  retail  merchants  complain  that  the  past  two 
months  have  been  tremendously  disappointing  as  to 
sales  and  although  winter  stocks  have  been  apparently 
well  cleaned  up,  there  has  been  even  in  sorting  trade 
a  hesitation  that  has  been  disappointing.  Nobody 
seems  to  know  why  there  should  be  such  a  disinclin- 
ation to  take  chances  even  on  staple  goods  that  sell 
all  the  year  round.  But  a  sort  of  paralyzing  fear  seems 
to  have  taken  possession  of  buyers  since  about  the  first 
of  February.  The  excuse  has  been  made  that  buyers 
have  been  waiting  for  warmer  weather.  But  it  has 
been  only  an  excuse.  The  real  reason  for  what  may 
be  considered  a  buyers'  strike  all  around  is  lack  of  con- 
fidence. As  soon  as  business  takes  on  anything  like  a 
start,  normal  conditions  will  begin  to  return. 
Retail  Shoe  Trade 

What  can  be  said  excepting  that  Easter  has  come 
and  gone  without  the  expected  rush  for  new  footwear 
that  usually  characterizes  this  spring  festival?  It 
was  more  like  Christmas  than  Easter;  in  fact,  Christ- 
mas often  lacks  the  snow  and  crisp  frosty  atmosphere 
that  prevailed  throughout  Canada  during  what  is  known 
as  "Holy  Week."  The  thermometer  most  of  the  time 
hovertd  about  the  zero  mark  and  in  some  localities 
rook  a  further  dip.  As  a  result  there  was  not  anything 
like  the  usual  buying  even  in  children's  goods  which 
seem  to  be  particularly  popular  just  before  Easter. 
I  here  was  just  enough  movement,  however,  in  women's 
lines  to  indicate  that  all  that  is  needed  is  a  little  en- 
couraging sunshine  to  start  things.  As  it  is  women 
are  still  wearing  goloshes  and  waiting  for  seasonable 
weather  to  enable  them  to  come  out  of  the  chrysalis 
stare.  The  show  at  Atlantic  City  on  Easter  Sunday  is 
said  to  have  been  the  finest,  as  far  as  shoes  are  con- 
cerned, that  has  ever  been  witnessed.  Colors  prevailed 
ro  an  extent  that  was  scarcely  anticipated  even  by 
those  who  predicted  a  color  season.  In  the  meantime, 
Old  Sol  is  getting  in  his  work  and  the  next  couple  of 
weeks  will  undoubtedly  see  a  big  retail  movement  in 
shoes. 

Wholesale  Trade 

Shoe  wholesalers  report  a  little  more  interest  de- 
veloped during  the  past  ten  days  but  claim  there  is 


nothing  to  brag  about.  Those  who  laid  in  extra  stocks 
in  order  to  meet  a  rush  demand  for  seasonable  lines 
are,  of  course,  very  much  disappointed.  Between 
this  and  the  credit  situation,  wholesale  concerns  have 
had  plenty  to  keep  them  thinking  during  the  past  month. 
Collections  are,  however,  improving,  and  the  worst 
of  the  clearing  up  process  is  thought  to  be  over.  Whole- 
salers complain  that  sorting  trade  has  been  very  de- 
sultory and  it  is  costing  so  much  to  sell  goods  that  there 
is  nothing  for  the  house  in  the  traveller's  trips  these 
days.  The  opinion  prevails  that  stocks  in  the  hands 
of  retailers  are  unusually  restricted  and  that  as  soon 
as  retail  business  begins  to  move  there  will  be  a  rush 
for  goods. 

Shoe  Manufacturers  Hopeful 

Business  has  shown  some  improvement  during 
the  past  two  or  three  weeks,  some  of  the  factories  be- 
ing reported  as  working  to  full  capacity.  These  are 
the  exception  rather  than  the  rule,  however,  as  most 
of  them  have  been  running  from  half  to  three  quarters 
time.  The  makers  of  women's  fine  lines  have  been 
busy  getting  out  their  rush  stuff"  for  spring  orders  for 
which  have  come  in  during  the  past  couple  of  weeks. 
Eastern  manufacturers  have  been  preparing  fall  samples 
in  the  meantime,  and  evidently  expect  that  as  soon  as 
spring  really  opens  up  retailers  will  be  inclined  to  think 
a  little  ahead.  At  all  events,  ideas  are  being  put  in 
shape  and  within  the  next  month  the  trend  of  shoe  fash- 
ions for  fall  will  be  in  full  review. 

Leather  Trade  Conditions 

Leather  men  report  business  very  dull  except  in 
the  finer  lines  of  upper  and  some  coarser  grades  also, 
which  are  in  fair  demand.  Medium  class  leathers 
seem  to  be  in  poor  request.  As  a  leather  man  put  it 
recently,  there  is  a  marked  disposition  to  lower  lea- 
ther quality  in  shoes,  in  order  to  get  costs  down  to  a 
minimum.  In  some  of  the  finer  grades  of  upper  stock 
there  is  an  actual  scarcity  in  some  selections  although 
the  market  may  be  said  to  be  fairly  well  supplied  with 
average  weights.  Export  trade  continues  fair  as  far 
as  this  side  of  the  Atlantic  is  concerned,  and  there  is 
some  enquiry  from  overseas.  But  there  is  not  much 
to  brag  about.  Tanners  of  both  upper  and  sole  stock 
are  playing  a  waiting  game  and  are  not  putting  down 
any  more  hides  than  are  absolutely  necessary  to  meet 
the  moderate  demands  of  the  immediate  future.  On 
this  account,  prices  are  fairly  well  maintained,  not- 
withstanding reports  of  concessions  here  and  there  for 
special  lots.  Tanners  seem  confident  that  business 
will  open  up  well  for  fall  and  are  planning  accordingly. 
The  winter  season  is  always  a  good  one  for  Canadian 
leathers  and  while  it  can  hardly  be  expected  that  there 
shall  be  another  one,  such  as  the  past  so  closely  following, 
the  prospects  are  that  fall  trade  will  be  better  this  year. 

Rubber  Shoe  Trade 

So  far  business  for  "placing"  has  been  consider- 
ably ahead  of  the  two  or  three  preceding  seasons.  In 
spite  of  the  advance,  or  it  may  be  on  account  of  it,  dealers 
as  well  as  jobbers  have  been  anticipating  their  needs 
for  the  winter  of  1923-4  very  liberally.  The  fear  that 
the  raw  rubber  market  has  not  by  any  means  gone  as 
high  as  it  may,  has  something  to  do  with  the  attitude 
of  the  retailer  no  doubt,  but  by  far  the  most  potent 
influence  is  the  fact  that  rubber  shoe  stocks  have  been 
well  cleaned  up,  and  the  experiences  of  the  past  winter 
are  fresh  in  the  minds  of  those  who  tried  to  meet  the 
demand  for  rhis  class  of  goods.  Certain  it  is  that  the 
opinion  seems  to  be  unanimous  that  orders  have  come 
in  so  well  that  manufacturers  will  be  able  this  summer 
to  get  well  ahead  with  their  production. 


April  2,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


31 


Stray  Shots  from 
Solomon 


Wholesomeness  is  a  good  thing  wherever 
you  find  it.  There  are  some  people  who  shake 
hands  with  you  and  smile  whom  you  know  wish 

you  in  Jericho  or  care  as  little 
BE  WHOLE-  about  you  as  a  South  Sea  Islander. 
SOULED.  There   is   an   occasional  hearty, 

open-handed  man  or  woman  who 
takes  a  genuine  pleasure  out  of  making  your  acqu- 
aintance and  exchanging  ideas.  Some  of  these 
are  called  soft  and  are  frequently  "taken  in"  it 
is  true,  but  they  have  a  satisfaction  that  can  never 
belong  to  the  sinister,  calculating  fellow  who 
catalogues  you  acording  to  whether  you  are 
of  use  to  him  or  not.  The  man  who  is  sound  in 
head  and  simple  in  heart  is  "taken  in"  but  he 
gets  "into"  places  that  no  cold-blooded  cynic 
even  sees.  "A  sound  heart  is  the  life  of  the  flesh." 
It  is  worth  a  great  deal  for  its  own  sake. 


*    *  # 


Don't  worry  because  your  neighbor's  wife 
gives  pink  teas  and  cuts  a  swath  in  society  while 
yours  has  to  be  content  with  the  church  social. 

You  don't  know  what  your  neigh- 
BE  bor  has  to  take  with  the  pink 

CONTENT.  teas;  if  you  did  it  might  make  you 
and  your  wife  feel  a  little  more 
contented.  The  question  "where  does  the  money 
come  from"  often  has  a  most  tragic  answer.  If 
you  have  a  happy  home  and  are  paying  your  way 
let  the  other  fellow  have  the  excitement  and  worry 
of  keeping  up  appearances  in  society.  "Better 
is  a  dinner  of  herbs  where  love  is  than  a  stalled  ox 
and  hatred  therewith."  Money  and  place  are 
not  everything.  There  are  men  and  women  in 
high  positions  who  envy  their  servants  and  others 
who  have  no  anxiety  beyond  the  day's  duties. 
The  happiest  man  on  earth  is  he  who  has  learned 
"in  whatsoever  state  he  is  therewith  to  be  con- 
tent." 


He  is  a  wise  man  who  knows  when  to  leave 
a  burning  building.  There  is  a  point  where  cour- 
age becomes  mere  bravado,  and  bravery  fool- 
hardiness.  Plenty  of  good  men 
WHEN  TO  have  lost  their  lives,  through 
QUIT.  not  knowing  when  to  quit.  Many 

more  have  lost  their  souls  as 
well  as  their  bodies  by  not  being  able  to  see  the 
danger  ahead,  or  seeing  it  by  neglecting  the  warn- 
ing. "A  wise  man  feareth  and  departeth  from 
evil  but  the  fool  rageth  and  is  confident."  Don't 
wait  for  the  roof  to  fall  on  you.  If  you  are  on 
the  road  to  ruin  either  physical,  commercial  or 
moral,  get  out  of  the  road  while  there  is  opportun- 
ity.   There  is  no  man  but  receives  plenty  of  timely 


hints  as  to  what  is  ahead  of  him.  The  trouble 
is  we  all  think  we  are  so  smart  that  we  will  escape 
while  the  other  fellow  gets  caught.  Plenty  gamble 
with  death  and  risk  eternity  for  a  mere  handful 
of  wind.  "The  fool  rageth  and  is  confident." 
Don't    be    a  fool. 

*  *  * 

Brains  can  never  be  mistaken  for  bumptious- 
ness. When  you  see  a  man  acting  as  though  he 
thought  he  was  the  only  real  thing,  you  can  put 

it  down  that  he  is  a  "job  lot." 
BRAINS  If  you  have  anything  under  your 

AND  GALL.      hair  that  is  worth  carrying  around, 

you  will  not  have  to  stand  on 
the  corner  and  invite  people  to  look  at  you  or  feel 
that  you  have  to  say  things  that  will  cause  them 
to  stare.  There  are  some  people  in  this  world 
who  imagine  that  to  be  considered  wise  they  must 
be  "eccentric"  and  they  immediately  proceed  to 
make  themselves  a  nuisance  to  their  friends  and  a 
source  of  amusement  to  the  general  public.  Never- 
theless the  public  which  likes  to  be  humbugged 
manifests  its  peculiarity  along  this  line  now  and 
then,  permitting  quack  philosophers  to  gain  a 
place  of  more  or  less  prominence  in  the  public 
eye.  Cheek  and  gall  thus  thrust  a  man  into  a 
prominence  although  they  will  never  keep  him 
off  the  dead  level  of  brainless  egotism. 

#  *  * 

There  are  some  folks  who  are  forever  on  the 
verge  of  "doing  something."  They  make  ela- 
borate   preparations,    warn    their   friends,  brace 

themselves  for  the  effort,  and  end  with 
DO  some  flabby  act  of  hopeless  mediocrity  that 
IT.     disgusts  everybody.    They  mean  well,  but 

their  mouths  are  larger  than  their  heads, 
and  their  ideas  than  their  capacity  for  carrying  them 
out.  This  trait  would  be  amusing  if  it  were  not 
so  annoying;  but  the  man  with  great  expecta- 
tions has  the  knack  of  getting  everybody  and  every- 
thing about  him  in  a  state  of  restlessness  and 
worriment  that  is  most  exasperating  at  times. 
A  man  who  fusses  will  never  do  anything  truly 
great.  The  man  of  genius  is  a  man  of  depth, 
and  there  is  no  depth  where  there  is  noise  and 
foam.  Greatness  is  almost  invariably  associated 
with  unconsciousness.  An  ounce  of  doing  is  worth 
a  ton  of  talk  about  what  you  expect  to  do.  If 
some  men  would  quit  talking  about  what  they 
are  going  to  do  and  get  down  to  putting  into  each 
day  some  finished  task  or  some  effort  laid  upon 
a  solid  foundation  of  purposeful  thought  we  would 
be  nearer  the  business  as  well  as  the  religious  mill- 
enium.  It  makes  one  sick  to  see  a  man  roll  up 
his  sleeves,  spit  on  his  hands,  take  up  the  shovel 
and  after  two  or  three  feeble  thrusts  sit  down 
beside  it.  Do  not  be  eternally  hunting  up  some 
big  job  to  simply  walk  around  it.  Put  an  effort 
in  the  task  that  lies  before  you.  Do  what  you 
have  found  to  do  with  your  might  not  with  your 
mouth. 
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Satisfaction  and 
Fitting 

Round  Table  Discussion  of  the 
Determined  Customer 

PERHAPS  the  occasion  is  not  so  frequent  as  it  was 
before  the  days  of  equal  rights  for  the  frail  (?) 
S?x,  but  who  has  not  had  to  deal  with  the  woman 
who  knows  more  about  what  she  requires  as  to  size 
than  does  the  dealer  or  salesman?  This  question  has 
been  raised  again  for  discussion  by  the  Round  Table. 
The    inquirer    asks: — 

"Is  it  good  policy  to  refuse  to  sell  a  customer  a 
shoe  that  she  wants,  but  which  you  know  does  not 
fit  her  properly,  and  will  not  give  satisfaction?" 

The  question  obviously  hinges  on  whether  a  per- 
son is  better  satisfied  in  the  long  run  by  something  she 
originally  did  not  want,  but  which  she  was  told  would 
be  "good  for  her,"  than  by  being  allowed  her  own  way, 
to  become  dissatisfied  later.  Also  on  whether  it  is 
better  to  turn  away  a  customer  on  principle,  on  the 
chance  that  she  may  eventually  realize  that  you  put 
principle  before  profit.  It  can  not  be  settled  dogmatic- 
ally; probably  no  two  cases  have  similar  circumstances, 
and  it  is  on  the  individual  case  that  decision  must  be 
made. 

A  Winnipeg  Dealer  says: — 

"The  customer  is  always  right.  Refusing  to  sell 
is  virtually  telling  the  customer  that  she  does  not  know 
what  to  buy.  If  the  proper  advice  is  given,  responsi- 
bility rests  on  purchaser." 

A   Maritime   Man  says: — 

"If  a  customer  is  bound  to  have  a  shoe  that  we  feel 
she  should  not  have,  she  should  be  made  to  clearly 
understand  that  the  shoe  does  not  fit  her  properly, 
and  will  not  give  her  satisfaction,  so  that  the  customer 
will  not  have  a  come-back.  A  firm  can  hardly  refuse 
to  sell  a  customer  a  shoe  she  is  bound  to  have,  but  would 
be  very  foolish  to  recommend  a  shoe  that  would  not  give 
her  satisfaction." 

A  Nova  Scotia  Dealer  says: — 

"The  large  city  store  wishing  to  create  an  impression 
i>t  extraordinary  service  may  deem  it  wise  to  refuse  to 
allow  a  customer  so  minded,  to  purchase  shoes  which 
in  the  opinion  of  the  store  are  not  correct  fitting.  But 
ninety  per  cent,  of  the  merchants  in  the  Dominion  to- 
day will  not  oppose  a  customer  to  the  extent  of  send- 
ing her  out  somewhere  else  because  her  opinion  differs 
from  theirs.  Our  policy  is  to  advise  the  customer  in  a 
courteous  manner,  but  after  that,  in  a  battle  of  per- 
sonality, we  retreat  and  do  as  our  boss  (the  customer) 
tells  us." 

\  Montreal  Retailer  says: — 

"If  she  is  advised  to  that  effect,  I  feel  it  is  just  as 
well  to  sell  her  that  shoe,  for  she  knows  what  to  expect." 
An  Ontario  Dealer  is  Frank: — 

"We  always  tell  customers,  if  they  persist  in  taking 
a  small  shoe  that  they  cannot  expect  satisfaction.  But 
what  is  the  use  of  letting  them  go  when  somebody  else 
will  sell  themr    We  might  as  well  have  the  sale." 

A  W  innipeg  Retailer  says: — 
I  think  the  best  policy  is  to  try  to  persuade  the 
customer  as  to  the  proper  shoe  she  should  have,  or  which 
is  the  most  suitable  in  giving  the  proper  fitting  to  the 
foot,  and  back  this  up  By  good  selling  talk,  giving  the 
whys  and  wherefores  as  to  your  argument.  If  the  cus- 
tomer is  still  persistent  I  think  it  best  to  let  her  take 
the  shoe  she  desires  away,  with  the  understanding  that 

ild  she  change  her  mind  she  can  come  back  and 


have  it  exchanged;  and  from  our  experience  we  find 
they  generally  come  back  before  wearing  the  shoe.  If 
the\r  do  wear  the  shoe  the  next  time  they  will  possibly 
follow  the  advice  of  the  salesman  so  that  they  will  pro- 
cure the  right  shoe. 

"Success  in  salesmanship  depends  a  great  deal  on 
diplomacy.  It  is  not  advisable  for  any  salesman  to 
go  too  strongly  on  an  argument  that  is  contrary  to  the 
customer's  own  judgment,  as  the  customer  may  be 
rather  stubborn  and  stick  to  his  or  her  views,  and  it 
will  take  time  for  them  to  come  around." 

An  Ontario  Man  says: — 

"Absolutely  not.  The  money  is  hers  and  if  she 
wants  something  that  we  know  is  not  right,  fits  wrong, 
etc.,  tell  her,  nicely,  but  sell  her  shoes.  That's  what 
she  came  for.  If  you  don't,  the  other  fellow  will  mis- 
fit her,  fill  her  with  josh  (maybe)  and  you  perhaps  lost 
a  patron  for  all  time  that  you  could  have  saved  by 
diplomacy.  Much  depends  upon  how  well  the  party 
is  known  by  you  or  the  staff.  Circumstances  in  this 
case  means  safer  sale." 

A  Toronto  Man: — 

"It  is  not  in  our  opinion  a  good  policy  to  refuse 
to  sell  a  customer  any  shoe  which  she  desires  to  purchase. 
But  if  the  shoe  is  not  a  good  fit  according  to  our  judg- 
ment, and  she  insists  on  purchasing  the  same,  the  shoe 
should  be  marked  in  the  lining  and  the  customer  told 
that  we  are  selling  them  under  protest  of  a  perfect  fit. 
Then  in  case  of  a  return  the  shoe  is  plainly  marked 
so  that  there  is  no  come-back  from  the  customer's  stand- 
point." 

A  number  of  other  retailers  expressed  opinions 
that  if  the  customer  insisted,  she  should  be  sold  the 
shoes  after  it  had  been  explained  to  her  that  she  could 
not  expect  satisfaction.  One  man  says,  "we  believe 
it  good  policy  sometimes  to  advise  a  customer  that 
she  look  around  before  deciding." 
The  Other  Side  of  It 

While  the  majority  of  opinions  were  included  in 
the  above,  there  were  some  dealers  who  were  quite 
firm  in  their  stand  against  letting  the  customer  have 
the  shoes  if  they  did  not  fit. 

A  Leading  Montreal  Dealer  says: — 

"The  confidence  of  the  buying  public  is  the  great- 
est asset  that  a  store  can  acquire.  The  average  per- 
son is  intelligent,  and  if  the  salesman  is  sincere  in  his 
explanations  as  to  why  he  or  she  should  not  take  a  cer- 
tain shoe,  they  will  without  exception  follow  the  advice. 
I  know  from  experience  that  it  is  good  policy  to  lose  a 
few  sales,  as  these  people  when  they  leave  the  store, 
have  been  made  to  think,  and  if  the  salesman  in  another 
store  will  sell  them  along  the  lines  of  least  resistance, 
they  are  sure  to  notice  it,  and  increase  their  confidence 
in  the  store  or  individual  that  had  the  courage  of  their 
convictions." 

A  Toronto  Retailer: — 

"Yes.  Absolutely. 

"Our  own  experience  in  it  is  the  best  advertising 
we  can  do. 

"After  explaining  to  your  customer  in  a  proper 
way  why  you  do  not  wish  her  to  have  the  article,  she 
may  go  out  and  obtain  what  she  demands,  but  she  will 
come  back  and  be  one  of  your  greatest  boosters. 

"The  writer  personally  refused  to  sell  a  mother 
a  pair  of  shoes  for  her  child. 

"Result — She   went   out   to   another  store. 

"But  later  she  came  back,  after  moving  out  of 
the  district,  explaining  that  she  had  come  out  of  her 
way  because  this  store  was  particular,  and  sold  only 
what  they   were  confident  would   give  service. 

"Would  you  consider  this  case  a  lost  sale  or  a  made 
customer  ?" 
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Planning  the 
Selling  Campaign 

Keeping  Up  Volume  of  Sales.  Methods 
of  Building  Up  Regular  Trade.  Using 
Every  Opportunity  and  Method  to  Sell 
More  Goods. 

KEEPING  everlastingly  at  it  is  the  only  way  to 
get  a  satisfactory  turnover.  Some  construe  this 
unceasing  activity  to  mean  a  feverish  effort  to 
force  sales  in  which  price  is  the  paramount  factor.  But 
selling  goods  at  figures  that  do  not  allow  a  sufficient 
for  selling  expenses  and  a  reasonable  margin  of  profit, 
can  only  prove  to  be  vanity  and  vexation  of  spirit.  It 
is  no  credit  to  any  man  to  do  a  large  business  and  at 
the  same  time  not  make  a  reasonable  profit. 

Can  Increased  Business  Be  Developed? 

The  fact  that  new  enterprises  are  being  constantly 
inaugurated  that  some  of  these  succeed  while  older 
establishments  go  behind  cannot  be  attributed  either 
to  accident  or  the  natural  tendency  of  humanity  to  run 
after  the  new.  There  is  always  something  tangible 
behind  success,  something  more  than  the  passing  attrac- 
tion of  a  new  store,  new  prices  or  even  new  methods. 
To  say  that  it  is  personality  is  trite.  It  is  a  combin- 
ation of  personality  and  sage  business  methods  or  if 
you  like  to  call  it  so,  scientific  merchandising.  Price 
will  always  be  a  factor  more  or  less  to  be  considered 
in  business  building,  but  the  concern  that  makes  it 
the  sole  business  for  extending  its  business  will  have 
a  sad  awakening  some  day.  It  is  a  bad  thing  for  a  store 
to  get  the  reputation  for  being  "dear"  but  it  is  just  as 
fatal  to  establish  a  reputation  for  "cheapness"  unless 
the  cheapness  has  a  solid  foundation. 

Failure  in  Effective  Publicity 

There  is  no  reason  in  ordinary  times  why  people 
should  not  wear  more  shoes  except  their  indifference. 
The  majority  look  upon  their  footwear  needs  somewhat 
differently  from  their  other  requirements.  A  man, 
for  instance,  would  not  think  of  wearing  a  straw  hat 
before  the  middle  of  May  or  after  the  middle  of  Septem- 
ber in  this  country.  Yet  if  you  look  at  his  feet,  you 
will  often  find  him  wearing  shoes  that  are  altogether 
out  of  season.  He  will  be  wearing  a  pair  of  winter 
left  overs  when  the  blue  birds  are  singing,  or  be  found 
sporting  a  pair  of  canvas  shoes  when  the  first  frosts  come 
unless  his  wife  or  someone  else  with  influence  sufficient, 
calls  his  attention  to  the  incongruity. 

Women  are  not  as  bad,  perhaps,  but  in  spite  of  their 
devotion  to  style  some  strange  mixtures  of  costumes 
and  footgear  will  be  noticed  at  times,  not  only  on  the 
street,  but  at  fashionable  functions.  Most  of  this 
is  attributable  to  the  fact  that  retailers  do  not  realize 
the  necessity  for  thorough  publicity  on  the  subiect. 
They  too  often  regard  shoes  as  just  shoes  and  are  con- 
tent to  sell  anything  that  will  give  them  a  profit  at  the 
time.  Some  dealers  have  gotten  away  from  this  lax- 
ness  and  some  of  the  best  city  advertising  is  developing 
a  tendency  to  stress  the  different  purposes  to  which 
various  styles  of  shoes  should  be  adapted.  Two  large 
city  concerns,  for  instance,  have  been  inserting  adver- 
tisements in  the  daily  press  recently  illustrating  differ- 
ent models  not  of  the  same  class  of  shoe  but  the  different 
styles  to  be  worn  by  women  on  particular  occasions. 
In  one  of  the  large  cities  to  the  South  of  us,  the  dealers 
have  got  together  and  inaugurated  a  style  campaign 
along  this  line,  which  is  accomplishing  good  results.  It 


is  convincing  people  that  there  is  a  time  for  everything 
in  shoes   as  well   as   other  matters. 
Educating  Customers 

A  well  known  western  retail  concern  some  time 
since  issued  a  little  brochure  entitled  "Your  Shoes" 
in  which  it  not  only  gave  suggestions  as  to  the  suitability 
of  certain  classes  of  footwear,  but  actually  told  people 
how  to  take  care  of  their  shoes.  It  explained  the  economy 
of  having  more  than  one  pair  of  shoes,  showed  how 
much  longer  any  shoe  will  wear  and  how  much  more 
restful  it  is  to  the  feet  to  be  able  to  change  occasionally, 
besides  pointing  out  the  advantage  of  always  appearing 
well  dressed.  It  showed,  for  instance,  that  in  certain 
classes  of  footwear  side  leather  was  not  only  more  econ- 
omical than  calf,  but  held  its  appearance  better.  It 
explained  how  much  better  welts  were  than  turns  for 
street  wear,  and  how  incongruous  a  pair  of  sports  or 
white  shoes  appeared  when  used  with  ordinary  work- 
a-day  apparel.  There  was  no  direct  attempt  to  sell 
particular  shoes  beyond  the  fact  that  attractive  illustra- 
tions were  used  of  the  different  lines  of  men's  and  women's 
wear,  but  the  whole  was  good  store  publicity.  It  gave 
the  impression  that  the  retailer  understood  his  business 
and  brought  numerous  enquiries  and  doubtless  many 
customers  who,  while  they  did  not  actually  refer  to 
the  booklet,  bought  wisely  and  well.  The  develop- 
ment of  the  breakfast  cereal  business  has  been  used  to 
show  how  people  may  be  educated  to  see  that  porridge 
can  be  something  better  than  a  handful  of  oatmeal  or 
crushed  wheat  cooked  in  boiling  water.  There  is  a  wide 
field  here  for  the  aggressive  imaginative  shoe  man  to 
cultivate  to  his  own  advantage  and  that  of  the  trade 
generally. 

Laying  Out  the  Campaign 

Easter  is  now  past,  and  the  shoe  retailer  is  up  against 
the  necessity  of  maintaining  interest  in  his  product 
beyond  the  mere  fact  that,  as  the  warm  weather  develops, 
people  need  shoes  adapted  to  the  season.  In  one  of  the 
States  of  the  middle  west  some  time  ago,  the  shoe  re- 
tailers determined  to  adopt  specific  dates  for  pushing 
certain  classes  of  shoes.  They  decided  on  a  low  shoe 
campaign  for  May  1st,  white  shoes  for  June  1st,  clear- 
ances for  July  and  August,  with  the  fall  campaign  to 
start  October  1st.  It  is  a  good  thing  to  have  a  well 
thought  out  plan  arranged  thus  in  advance  and  although 
{Continued  on  page  53) 
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Handling  Children's  Shoe  y 
Trade 


Importance  of  Catering  to  Young. 
Influence  on  Home  and  School 
Companions.  Basis  Genuine  Personal 
Interest.  Great  Danger  Neglect  and 
Indifference. 


IT  ought  not  to  be  necessary  to  insist  upon  the  im- 
portance and  value  to  a  shoe  store  of  a  good 
children's  trade.  It  is  estimated  that  eighty-five 
per  cent,  of  the  household  buying  is  done  by  women, 
and  who  can  tell  how  much  of  this  is  influenced  by 
the  children  who  constitute  so  large  an  item  in  con- 
nection with  the  family  expense  budget.  As  a  wise 
old  retailer  put  it  some  time  ago:  "Give  me  the  chil- 
dren and  I  will  let  the  grown  ups  take  care  of  them- 
selves." 

A  Never  Failing  Appeal. 

Personal  interest  especially  if  put  into  some 
tangible  shape,  always  wins  the  confidence  of  young- 
sters. The  grocer  who  slips  a  candy  to  a  child  or  the 
-lice  dealer  who  puts  a  penny  in  his  hand  makes  him  a 
friend  for  life,  especially  if  the  gift  be  made  in  the 
full  kindliness  of  spirit  that  means  even  more  than 
the  article  itself.  All  children  like  to  be  noticed  and 
parents,  as  a  rule,  appreciate  attention  given  to  them 
in  a  proper  way  even  when  not  buying  goods  for 
them.  In  a  certain  shoe  store  in  Toronto  about  half 
a  century  ago  there  was  an  elderly,  salesman  who 
always  carried  a  packet  of  candies  in  his  pocket.  A 
youngster  who  went  into  the  store  was  sure  to  have 
a  couple  given  to  him.  and  often  on  the  street  he 
would  stop  children,  pat  them  on  the  head  and  offer 
them  a  candy.  He  got  the  name  of  the  "candy  man", 
and  children  would  pass  a  dozen  stores  to  get  to  the 
little  shop  where  the  old  fellow  was  salesman.  He 
was  ;h  attentive  to  their  shoe  requirements  as  he  was 
to  their  taste  for  sweets. 
How  Times  Have  Changed. 

In  those  days  the  opportunities  for  serving  chil- 
dren with  shoes  were  comparatively  limited,  and  it 
was  quite  impossible  to  imagine  anything  like  the 
range  that  is  available  to-day  for  kiddies  or  juniors. 
At  that  time  the  main  idea  was  wear.  Fit  and  style 
were  secondary  considerations.  To-day  conditions 
are  practically  reversed,  and  there  is  almost  as  much 
style  to  children's  shoes  as  for  grown  ups.    On  this 

aint  the  possibilities  for  efficiently  catering  to 
this  class  of  trade  have  grown  immensely.  Children 
wear  more  shoes  and  better  shoes  than  they  did 
twenty  or  thirty  years  ago,  and  there  is  therefore 
the  necessity  for  seeing  that  their  needs  are  properly 
looked  after,  f )n  this  account  it  will  be  found  that 
most  retail  shoe  stores  are  attaching  an  importance 
to  children's  trade  never  shown  before.  It  is  often 
given  a  separate  department    with    separate  sales- 


people in  some  cases,  and  made  to  pay  its  way  like 
any  other  part  of  the  business. 
A  Proper  Equipment. 

In  the  average  store  the  ordinary  chair  or  bench 
may  be  made  to  serve  children  as  well  as  their  elders, 
but  everyone  who  has  had  to  do  with  fitting  shoes 
on  kiddies,  will  realize  how  unsatisfactory  from  every 
standpoint  the  ordinary  fitting  equipment  is  for  such 
purposes.  It  is  a  back  breaker  for  the  salesman, 
often  a  torture  for  the  child  and  more  or  less  of  an 
annoyance  to  the  parent.  The  modern  method  is  to 
have  a  raised  platform  with  half  a  dozen  small 
chairs  securely  fastened,  with  the  child  on  a  level  with 
the  salesman.  In  this  way  the  fitting  can  be  done 
quickly  and  pleasantly.  In  most  stores  where  the  fitting 
of  children  is  specialized  in  this  way  attractions  are 
provided  in  the  way  of  special  decorations.  The  walls 
are  covered  with  nursery  wall  papers  with  pictures  of 
animals  or  outdoor  scenes,  and  on  the  shelves  will 
be  found  stuffed  animals,  birds  and  often  a  live 
squirrel  or  canary.  In  addition  to  this,  dolls,  books 
or  other  entertainment  are  sometimes  provided,  al- 
though some  parents  may  object  to  having  their 
children  handle  objects  that  have  been  exposed  to  the 
danger  of  contagion.  For  this  reason  some  dealers 
provide  some  little  gift  that  the  child  may  take  away. 
Fitting  the  Main  Thing. 

Children's  feet  are  in  the  formative  stage  where 
development  should  be  given  the  fullest  scope.  For 
this  reason  it  is  tremendously  important  that  shoes 
of  this  class  should  be  most  carefully  fitted.  This 
point  is  of  immensely  more  importance  than  style  or 
wear,  and  should  be  firmly  insisted  upon.  Some 
parents  in  the  interest  of  supposed  economy  will 
allow  their  children  to  wear  shoes  that  will  have 
disastrous  effects  upon  their  feet  in  later  years.  It 
is  the  business  of  the  salesman  to  see  that  this 
danger  is  pointed  out  clearly  to  those  who  are  res- 
ponsible. Children's  shoes  should  always  be  fitted 
long.  It  is  perhaps  one  of  the  commonest  mistakes 
in  selling  all  classes  of  shoes  to  fit  them  too  short. 
In  the  case  of  a  child  it  is  nothing  short  of  a  crime. 
Insist  that  the  foot  and  especially  the  toes  shall  have 
plenty  of  room,  and  starting  with  a  proper  fit  you 
may  do  what  you  like  about  the  other  points  such 
as  style  and  wear.  It  is,  then,  a  matter  of  salesman- 
ship with  children's  shoes  quite  as  much  as  in  any 
other  department  of  the  business.  Sell  good  shoes. 
(Continued  on  page  53) 
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The  Care  of  Children  s 
Feet 

By  V.  E.  Taplin. 

A  little  thought  will  convince  anyone  that  strong 
and  useful  feet  are  absolutely  essential  to  good 
health  and  an  active  life,  and  the  fact  that  no 
organized,  intelligent  effort  has  yet  been  made  to 
instruct  our  children  in  the  proper  use  and  hygienic 
care  of  the  feet  is  much  to  be  regretted.  The 
truth  is  that  our  parents  were  likewise  neglected  and 
consequently  do  not,  as  a  rule,  possess  the  knowledge 
with  which  to  protect  the  young  from  the  many  unfor- 
tunate foot  ailments  so  common  among  all  shoe-wearing 
people.  But,  because  our  parents  are  suffering  from 
these  ailments  is  no  reason  why  the  present  generation 
should  suffer,  and  through  like  ignorance  be  similarly 
handicapped. 

If  ever  there  was  a  time  when  Canadians  needed 
good  feet,  it  is  now.  Weak  foot  is  recognized  more 
frequently  to-day  than  ever  before,  because  the  economic 
loss  entailed  by  it  has  awakened  keen  interest.  Un- 
fortunately this  recognition  does  not  usually  occur  until 
adult  life  has  been  reached,  at  which  time  the  individual 
finds  himself  frequently  a  chronic  sufferer. 

The  child's  foot  must  not  be  left  to  itself  while  all 
attention  is  bestowed  upon  the  child's  education  and 
the  various  accomplishments  considered  to  be  necessary. 
The  prevention  of  troubles  in  feet  should  begin  early 
in  life.  The  child  and  its  parents  should  realize  that 
the  foot  is  a  simple  machine,  wonderfully  adapted  to 
its  special  work  of  propelling  and  balancing,  and  will 
suffer  injury  if  its  various  parts  are  disturbed,  or  if 
their  relationships  to  one  another  are  interfered  with. 
The  foot  is  only  good  looking  and  efficient  when  naturally 
and  fully  developed.  High  heels  and  narrow  toes  are 
destructive,  and  are  not  worn  by  those  instructed  as 
to  the  proper  uses  of  the  foot.  If  children  are  taught 
these  things  by  word  of  mouth  and  by  illustration 
it  is  safe  to  say  that  the  future  generation  will  be  strong, 
graceful  walkers,  possessing  an  efficiency  we  do  not 
find  in  our  present  day  world. 

Routine  examinations  should  be  made  of  deform- 
ities instead  of  letting  them  go  until  their  disability  be- 
comes a  curse,  as  all  weak  sore  feet  are. 

The  evil  effects  of  wrong  shoeing  frequently  be- 
gin with  the  wearing  of  the  innocent-looking  small 
wool  sock.  The  foot  grows  while  the  sock  shrinks, 
resulting  in  many  cases  of  overlapping  toes.  Then  there 
is  the  little  shoe  which  so  often  fits  too  tightly  at  the 
toes  and  heel  and  not  at  all  over  the  instep. 

The  upper  of  a  boot  should  be  of  very  soft  and 
durable  construction;  there  should  be  little  or  no  heel; 
it  should  have  straight  inside  lines;  it  should  be  made 
to  fit  snugly  around  the  arch  instep  and  heel,  with  plenty 
of  room  for  the  toes.    This  snugness  around  the  in- 


step merely  serves  to  hold  the  foot  in  place  in  the  shoe. 
It  should  not  bind  the  foot  or  otherwise  interfere  with 
its  free  and  natural  movements.  Always  allow  at  least 
a  quarter  inch  at  the  end  of  the  toes  when  the  foot  is 
extended  under  weight.  Feet  always  lengthen  under 
pressure,  and  due  allowance  must  be  made  for  the  fact 
that  the  foot  is  about  one-quarter  of  an  inch  longer  when 
bearing  the  body  weight.  Moreover,  the  foot  broadens 
when  used  as  a  support. 

Nothing  is  easier  than  to  observe  carefully  the 
formation  of  the  foot,  to  obtain  its  natural  outline,  and 
then  to  adapt  the  shoe  to  these  elemental  requirements. 
Nevertheless,  a  correct  shoe  is  not  easy  to  find,  and  man- 
ufacturers continue  to  make  the  same  faulty  styles 
(though  in  lesser  numbers)  that  were  in  use  many  years 
ago.  If  one  blackens  the  sole  of  the  child's  foot  and 
then  takes  its  imprint  on  white  paper,  one  will  readily 
see  that  it  forms  the  approximate  outlines  of  a  triangle, 
the  apex  of  which  is  at  the  heel.  You  will  see  that  it 
is  shaped  much  like  a  duck's  foot.  Freedom  of  action 
of  the  fore  part  of  the  foot  assures  a  steady  development 
of  the  muscles  to  accommodate  the  added  weight  of 
the  body  as  the  years  go  by,  while  on  the  contrary, 
tightness  means  restriction  of  action  and  a  weakening 
of  the  muscles  that  sooner  or  later  leads  to  fallen  arches 
and  flat  foot  with  all  their  attending  misery  and  ser- 
ious handicaps. 

"Flat  foot"  is  caused  by  a  pressure  from  above 
on  the  arch  with  muscle  development  inadequate  to 
support  it.  The  faulty  habit  of  toeing-out  is  another 
cause  and  it  is  to  be  hoped  that  gymnastic  and  dancing 
masters  will  soon  become  correctly  informed  as  to  the 
dangers  of  such>teaching,  for  it  is  not  the  correct  position. 
It  is,  on  the  contrary,  an  attitude  of  weakness,  and  the 
one  that  imposes  the  greatest  strain  upon  the  foot.  The 
plea  that  it  is  graceful  deserves  but  little  consideration^ 

{Continued  on  page  51) 
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Children  s  Own  Shoe 
Shop 

London  Shoe  Store  Opens  on 
Second  Floor.  Special  Shop  for 
Children.  Elaborate  Plans  to 
Interest  Young  Folk.  Success 
from  Start. 

WHEN  the  Rowland  Hill  Shoe  Store  of  London 
found  business  had  grown  to  such  a  degree 
that  larger  quarters  were  necessary,  the  prob- 
lem was  happily  solved  by  converting  the  second  floor 
stock  room  into  a  selling  floor  for  children's  shoes. 

The  Rowland  Hill  business  is  getting  to  be  a  com- 
paratively old  establishment  in  London,  as  the  senior 
member  of  the  firm,  Mr.  Rowland  Hill,  began  business 
for  himself  just  twenty-two  years  ago.  This  first  ven- 
ture was  made  in  a  little  corner  store  just  16  x  16  feet 
on  a  back  street.  However  Mr.  Hill's  previous  twenty 
years'  experience  with  another  local  firm  as  salesman 
and  his  ability  and  faith  in  the  future  soon  won  out  and 
in  less  than  a  year  the  little  store  was  found  to  be  too 
small.  At  this  time  the  present  location  was  secured 
and  here  business  has  grown  steadily  for  over  twenty- 
one  years. 

About  fifteen  years  ago  a  branch  store  was  opened 
in  the  East  end  of  the  city  on  Hamilton  Road.  Mr. 
Fred  McGillivray  is  the  manager  of  that  store,  which 
is  an  important  part  of  the  business,  handling  more  of 
the  heavier  lines  in  men's  and  boys'  shoes,  as  it  is  in  the 
factory  district.  The  whole  staff  of  the  Rowland  Hill 
stores  comprises  sixteen  persons  regularly,  with  extra 
help   necessary   on  Saturdays. 

In  the  early  days  the  main  store  was  less  than  half 
its  present  length  and  only  one  floor  and  basement  were 
used.  From  time  to  time  more  space  was  secured  until 
finally  the  business  covered  the  basement  and  the  three 
floors.  Some  few  years  ago  a  modern  metal  and  glass 
front  was  installed,  while  the  last  move  has  been  to  turn 


the  second  floor  into  a  selling  department.  Mr.  Hil1 
has  associated  with  him  in  the  firm  his  two  sons  Row- 
land Jr.  and  Clarence,  both  of  whom  are  actively  engaged 
in    the   management   of  the  business. 

In  a  store  with  only  a  fourteen  foot  width  the  prob- 
lem of  making  space  for  an  elevator  was  a  real  one. 
However,  after  much  planning,  space  was  found  against 
the  east  wall  for  the  most  modern  electric  "lift"  avail- 
able, with  dimensions  of  five  by  three  and  a  half  feet 
inside  measurements.  The  store  proper  is  almost  one 
hundred  feet  in  length  and  the  elevator  divides  the  one 
side  almost  in  half.  The  store  now  has  elevator  service 
from  the  basement,  where  the  reserve  stock  of  rubbers 
and  tennis  goods  is  stocked,  to  the  third  floor.  An 
up-to-date  shoe  repairing  outfit  takes  care  of  the  re- 
pair business  on  the  third  floor,  while  the  remaining 
space  on  this  floor  is  used  for  reserve  stock.  Incoming 
goods  go  direct  to  the  basement  where  they  are  checked 
in    a   receiving  department. 

The  Main  Floor 

To  the  rear  of  the  large  findings'  case  immediately 
inside  the  front  door,  on  the  main  floor,  the  men's  fit- 
ting chairs  are  placed  lengthwise  with  the  store.  Fold- 
ing opera  seats  are  used  and  placed  so  as  to  get  the  very 
utmost  in  available  seating  space.  This  arrangement 
extends  as  far  as  the  elevator  with  a  wide  aisle  to  the 
rear  of  the  fitting  chairs.  Even  when  the  store  is  crowded 
with  women's  and  children's  business  a  seat  can  always 
be  found  here  by  the  busy  man  shopper.  This  point 
is  an  important  feature  in  the  success  of  the  men's  busi- 
ness in  the  Rowland  Hill  Shoe  Store.  Astoria  Shoes 
are  featured  in  the  men's  section  as  the  leading  line 

From  the  elevator  to  the  rear  of  the  store,  the  wo-, 
men's  section  is  found.  The  arrangement  of  seats 
here  is  quite  different  from  the  men's,  giving  at  once  the 
air  of  being  an  exclusive  section  distinct  from  the  men's 
department.  Backing  up  to  the  elevator  shaft  and 
behind  the  attractive  show  case  placed  at  the  entrance 
to  the  elevator  are  the  first  four  fitting  chairs  for  women. 
Facing  these  with  a  ten  foot  space  between  is  the  next 
row  of  chairs  while  between  the  two  rows  is  a  handsome 
floor  rug.     Three  sections  like  this  fill  the  women's 


Mr.  Clarence  Hill 


Mr.  Rowland  Hill 


Mr.  Rowland  Hill,  Jr. 
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The 

Rowland  Hill 
Shoe  Store, 
London,  Ont. 

Children's  Own  Store 

Filling  Stand  and  Play  Ground 
11  Children's  Own  Shoe  Store" 
second  floor. 


Children's  Own  Store 

Looking  towards  elevator  at  ex- 
treme left.  Note  mural  and 
other  decorations. 


On  the  Main  Floor 

Looking  from  front  door.  Office 
in  gallery  at  rear.  Children's 
elevator  at  left  side. 
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department  giving  seating  capacity  for  twenty-four 
persons. 

At  the  rear  of  the  main  floor  is  the  spacious  bal- 
cony office,  reached  by  a  short  stairway  against  the 
hack  wall.  The  parcels  and  cash  carriers  bring  the 
parcels  to  the  front  section  of  this  office,  where  all  the 
sales  are  checked  and  parcels  wrapped.  An  ingenious 
arrangement  has  been  made  whereby  two  carriers  from 
the  second  floor  department  come  to  this  same  office 
through  the  ceiling  of  the  main  floor  over  the  balcony. 
The  rear  portion  of  the  office  is  partitioned  off  for  Mr. 
Hill's  private  office  and  the  bookkeeping  department. 
Mr.  Clarence  Hill,  who  is  in  charge  of  all  the  firm's  ad- 
vertising, has  a  section  of  this  office.  A  striking  feature 
of  this  balcony  office  is  the  splendid  daylight  effect 
obtained  by  three  large  windows  in  the  rear  outside 
wall.  The  whole  store  as  well  as  the  office  is  particularly 
well  illuminated  with  electric  fixtures  of  the  most  modern 
type. 

The  Children's  Department 

Customers  for  the  "Children's  Own  Shoe  Shop' 
as  it  has  been  appropriately  named  are  met  in  the  usual 
way  on  entering  the  front  door  and  shown  to  the  eleva- 
tor, which  carries  them  to  the  attractive  shop  itself.  The 
first  impression  on  entering  this  selling  room  is  the  effect 
of  coziness  and  completeness  while  a  further  inspec- 
tion reveals  the  business-like  appointments  which  make 
for  efficient  shoe  store  service.  The  shelving  as  well  as 
the  chairs  and  other  woodwork  are  done  in  a  light  oak 
with  a  wax  finish,  similar  to  that  used  on  the  main  floor. 
The  shelving  is  the  one  carton  type  made  to  fit  the  smal- 
ler boxes.  The  cartons  which  are  all  uniformly  labeled 
add  considerably  to  the  general  tidiness  and  well-kept 
appearance.  The  floor  is  covered  with  battleship  linoleum 
in  a  soft  brown  shade.  The  most  attractive  decorative 
feature  is  the  walls,  which  have  been  decorated  with  a 
plain  grey  paper,  with  a  broad  border  of  brightly  colored 
animal  pictures.  This  gives  a  decided  children's  atmos- 
phere. 

To  the  child,  possibly  more  than  any  other  feature, 
the  playroom  against  the  front  windows,  makes  the 
biggest  appeal.  Here  the  big  rocking  horse,  kiddies' 
small  chairs,  and,  best  of  all,  the  big  slide,  invite  the 
child  to  a  romp.  Small  wicker  chairs  placed  on  a  raised 
platform  are  used  in  fitting  the  infants,  allowing  the 
sales-person  as  well  as  the  mother,  a  better  opportunity 
Co  see  that  the  child  is  properly  fitted  than  is  possible 
with  the  larger  chairs.  In  the  corner  next  to  the  ele- 
vator is  found  a  drinking  fountain  and  lavatory,  features 
which  make  an  appeal  to  both  the  mother  and  child. 
In  a  silent  salesman,  placed  in  a  prominent  position, 
some  of  the  more  attractive  lines  are  featured. 

While  children's  footwear  at  the  usual  full  range 
of  prices  is  carried,  this  department  is  making  a  specialty 
of  shoes  of  the  better  class,  finding  that  in  this  new 

irtment  the  better  shoes  are  the  ones  most  in  demand. 
Hurlbut  Shoes,  as  well  as  other  good  makes,  are  featured. 
S  Ei  S  to  fit  the  boy  up  to  about  twelve  years  old  and  the 
girls  up  into  the  growing  girls'  sizes  are  handled. 

Gettifig  It  Introduced 

To  properly  introduce  this  new  feature  of  the  Row- 
land Hill  business,  it  was  felt  that  first  of  all  it  was  nec- 
essary to  get  the  children  up  there.  To  accomplish 
this  thousands  of  circular  letters  were  mailed  to  child- 
ren's addresses,  each  letter  containing  a  coupon  en- 
titling the  child  to  a  free  souvenir  and  a  coupon  for  the 
mother  allowing  a  discount  on  shoes  purchased  in  "The 
Children's  Own  Shop"  for  the  first  two  weeks  of  the 
opening.    The  result  was  instantaneous.    Business  was 


good  from  the  start.  The  two  salesladies  in  charge 
of  the  department  had  to  have  the  assistance  of  two 
others  from  the  main  floor  to  handle  the  large  volume 
of  business.  The  second  Saturday  after  opening,  it 
was  estimated  that  all  of  four  hundred  little  folks  as 
well  as  grown  people  visited  this  department.  Many 
were  calling  for  their  free  souvenir  but  many  also  re- 
mained   to  purchase. 

Realizing  that  the  human  element  is  very  import- 
ant in  the  selling  of  shoes,  especially  in  the  children's 
department,  this  store  is  very  particular  that  the  right 
kind  of  help  be  employed  in  "The  Children's  Own  Shoe 
Shop"  with  the  result  that  Mr.  Hill  believes  that  to-day 
he  has  two  of  the  best  salespeople  it  is  possible  to  secure, 
looking  after  the  children's  trade.  Not  only  are  these 
salesladies  efficient  foot  fitters  and  shoe  people,  but 
a  real  love  for  the  little  folks  and  what  appeals  to  them 
goes  far  in  making  this  department  a  success. 

The  results  of  this  new  venture  have  been  most 
gratifying  and  the  firm's  slogan  of  "Reliable  Footwear" 
which  has  become  almost  as  well  known  as  "Rowland 
Hill"  to  London  is  becoming  more  than  ever  implanted 
in  the  minds  of  the  shoe  buying  public  of  the  district. 
Mr.  Hill  has  felt  for  some  time  that  the  average  shoe 
store  did  not  pay  enough  attention  to  the  children's 
end  of  the  business  and  is  now  receiving  the  congratula- 
tions of  his  many  shoe  trade  friends  on  his  aggressiveness 
and  success  in  this  enterprise.  On  Saturday  March 
17th.,  the  closing  day  of  the  "opening"  almost  three 
times  the  number  of  pairs  of  children's  shoes  were  sold 
as  on  the  same  day  last  year  and  five  sales  people  could 
not  handle  the  trade  in  the  afternoon. 
The  Circular 

The  following  was  the  circular  letter  sent  out  just 
before    the    opening: — 
Dear  little  friend; 

Here's  a  bit  of  interesting  news  we  know 
you  will  be  glad  to  hear  about. 

Our  New  Children's  Department  is  now 
open  on  the  second  floor — a  whole  department  for  the 
sole  purpose  of  supplying  the  footwear  needs  of  the 
children.  Everything  is  new  and  so  complete  it  is 
really  a  store  in  itself.  Simply  step  into  the  elevator 
and  in  a  moment  you  are  in  the 

"CHILDREN'S  OWN  SHOE  SHOP." 

You'll  find  plenty  of  lovely  things  here 
beside  shoes — but  we  will  not  tell  you  all  about  the 
little  playroom,  the  slide,  the  big  rocking  horse,  the 
colored  animal  pictures  and  so  many  things  we  know 
you  will  want  to  see.  Just  come  along  and  visit  us  as 
soon  as  you  can.  We  want  to  meet  you  and  we  want 
you  to  feel  that  this  department  is  for  you. 

Tell  Mother  that  half  of  the  coupon  is  for 
her  and  will  mean  a  worth  while  saving  if  she  can  but 
find  time  to  bring  you  for  your  Easter  Shoes  before 
or  on  March  17th.  Then  of  course  you  will  not  forget 
your  half  of  the  coupon  and  whether  or  not  you  will 
be  wanting  shoes  at  this  time,  come  in  anyway  and 
get  the  souvenir  we  have  waiting  for  you. 

Hoping  that  you  will  make  a  friendly  call 
soon  to  receive  your  Souvenir  of  the  opening  of  "The 
Children's  Own   Shoe   Shop,"   we  are, 

Yours  cordially. 

ROWLAND  HILL 


PERTH  SHOE  CO.  LTD. 
The  shoe  shown  on  page  23  of  this  issue 
can  also  be  furnished  with  Cuban  heel. 
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Making  A  Children  s 
Department  Pay 


OF  course  it  is  not  everywhere  that  elaborate 
fittings  and  sales  methods  are  practicable,  but 
almost  any  shoe  store  can  not  only  add  to  its 
sales  of  children's  footgear,  but  create  an  interesting 
paying  department  by  adopting  certain  fundamental 
principles  in  handling  this  class  of  trade.  Willing- 
ness to  go  to  a  little  trouble  along  this  line,  and  per- 
severance in  following  ideals  will  always  win  out  in 
any  enterprise  of  this  sort. 
Have  It  Convenient. 

The  mistake  is  too  often  made  of  having  the  chil- 
dren's department  at  the  rear  end  of  the  shop.  This 
may  be  all  right  if  the  store  is  roomy,  but  the  plan 
is  a  poor  one  where  very  young  children  are  con- 
cerned. For  instance  a  retailer  who  has  made  a 
splendid  success  of  catering  to  children  says  he  made 
this  mistake  at  first.  He  happened  to  meet  a  cus- 
tomer at  the  door  with  a  baby  carriage  and  when 
she  found  she  would  have  to  go  back  about  a  hundred 
feet  and  carry  the  child  she  backed  down.  This  re- 
tailer shortly  afterwards  made  arrangements  to 
bring  his  children's  department  to  the  front  of  the 
store  where  women  customers  could  either  leave  the 
babies  outside  or  wheel  them  in.  He  has  since  put 
in  a  "kiddie  coop"  where  a  mother  may  leave  her 
child  while  she  goes  back  to  the  ladies'  department 
to  be  fitted  herself. 
How  To  Advertise  It. 

Newspaper  advertising  is  all  right  for  this  de- 
partment, but  it  should  be  adapted  to  the  purpose  of 
interesting  children.  Use  bright  little  cuts  of  kiddies, 
kewpies  or  anything  that  will  attract  the  attention 
of  children  and  have  the  ads.  so  that  they  themselves 
will  read  them.    But  by  far  the  best  publicity  with 


youngsters  is  the  direct  method.  Letters  addressed 
if  possible  to  themselves  individually  always  take 
best  and  if  these  are  properly  headed  and  nicely 
worded  they  will  bring  good  results.  The  coupon 
idea  is  a  good  one.  All  children  like  to  cut  coupons 
and  they  never  grow  out  of  the  liking  for  it.  Have 
a  coupon  attached  to  the  letter  or  enclosed  in  it  good 
for  a  certain  discount  on  purchases  or  for  a  gift  of 
some  kind.  The  child  will  see  to  it  that  the  shoes  are 
purchased  at  the  right  place. 

What  About  the  Help? 

Those  who  have  made  the  greatest  success  out 
of  children's  trade  claim  that  they  have  had  to  dev- 
elop their  sales  force.  The  majority  of  shoe  salesmen 
dislike  waiting  on  children  for  various  reasons.  They 
consider  the  trouble  connected  with  the  sale  as  com- 
pared with  the  return  inadequate,  and  as  a  rule  they 
hurry  through,  especially  if  there  is  a  chance  to  wait 
on  adults.  This  spirit  is  fatal  to  success  in  building 
up  children's  trade.  A  retailer  who  has  built  well  on 
a  very  small  foundation  says  he  made  his  best  success 
by  engaging  a  young  girl  absolutely  inexperienced  at 
the  business,  and  training  her  to  handle  children  and 
their  mothers.  She  had  the  right  sort  of  disposition 
to  begin  with  and  he  did  not  allow  her  to  mix  in  with 
adult  sales  at  all.  When  not  busy  with  the  kiddies, 
she  looked  after  dressings,  findings,  etc.  The  de- 
partment grew  and  later  a  young  man  was  trained  to 
handle  the  boys'  trade.  To-day  the  store  has  three 
people  regularly  looking  after  this  department  with 
five  on  Saturdays.  The  proprietor  says  success  de- 
pends largely  upon  the  class  of  people  in  charge. 
{Continued  on  page  51) 
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R.  B.  GRIFFITH  &  CO. 


"THE  WHITE  SHOE  HOUSE" 


It's  Going  to  be 
Better 


for  the  dealer,  with  a  complete  line 
of  White  goods.  More  sales  and 
more  profits  are  the  logical  results 
for  the  merchant,  whose  store  gets 
the  early  sales  from  well  stocked 
shelves. 


White  Goods 


Our  range  consists  of  Welts,  Turns 
and  McKays  in  all  grades  of  cloth, 
White  Kid  and  Buck.  The  latest 
novelties  in  Sport  Shoes,  Straps  and 
Tongue  Pumps.  Widths  A  to  E. 
Write,  wire  or  phone  for  our  re- 
presentatives. 


R.  B.  GRIFFITH  &  CO. 

HAMILTON,  ONT. 
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A  NEW  OVERGAITER 

with  a  Patented  Re=enforoed 

BUTTON  HOLE 

—PATENTED  1923— 

Something  You  Have  Been  Looking  For 

The  Imperial  Overgaiter 

will  in  future  have  the  newly  patented  re-enforced  Button  hole — 
(an  exclusive  idea,  at  a  slight  additional  cost,  to  be  found  only 
in  the  Imperial  Overgaiters).  Helps  the  overgaiter  to  fit  snugly. 
Makes  the  overgaiter  last  longer  and  give  better  satisfaction.  Our 
travellers  are  now  on  the  road  with  samples.  Ask  them  to  show 
this  overgaiter  to  you. 

L  H.  PACKARD  &  CO.,  LIMITED 

MONTREAL 


Money  Making  McKays 

THE  BIG  VALUE 
 LINE  

For  Misses,  Children,  Infants, 
Growing  Girls,  Boys  and  Youths. 

FULL  SELECTION 
READY   TO  SHIP 

No  delay  in  getting  your  stock. 
SEE  OUR  SPECIAL  OFFERINGS  for  SPRING 

DOMINION 

Shoe,  Limited 

2298-2302  Chabot  St.  Montreal 

To  Visit  Our  Plant  Take  Papineau  Avenue  Street  Car  Going  North  And  Get  Off  At  Bellechasse  Street 
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A  Jingle 
Contest 


How  business  in  Children's  shoes  was  increased 
by  a  novel  contest  is  described  by  C.  Paddleford  in 
"System",  as  follows: — 

The  children's  shoe  stock  supply  was  much  greater 
than  the  demand,  until  the  Manager  of  the  Shoe  De- 
partment originated  the  popular  jingle  contest  which 
brought  buyers  flocking  from  every  part  of  the  county. 

To  carry  out  the  jingle  contest  plan  the  store  prin- 
ted 2,500  cards,  4  by  5  inches  in  size.  On  one  side  of 
the  card  were  printed  the  rules  of  the  contest;  a  blank 
space  was  left  on  which  the  competitors  were  to  write 
the  lines  of  the  jingle.  The  rules  stated  that  the  con- 
test was  open  to  all  girls  and  boys  of  the  county  be- 
tween the  ages  of  4  and  16.  The  jingle  was  to  con- 
sist of  not  more  than  25  words  and  it  had  to  contain 
the  shoe  brand  name.  On  the  opposite  side  of  the 
card  was  printed  a  list  of  the  36  prizes  which  were  to 
be  awarded  to  the  winners. 

Cole  Brothers  wrote  to  every  teacher  in  Riley 
County  explaining  the  durability  of  these  shoes  and 
enclosing  in  the  letter  a  number  of  contest  cards.  They 
urged  the  teachers  to  explain  to  the  children  the  rules 
and  provisions  of  the  contest  and  to  distribute  the  con- 
test   cards    among  them. 

In  the  city  of  Manhattan,  which  has  a  popula- 
tion of  9,000,  the  homes  were  visited  by  Cole  Brothers' 
shoe  clerks.  The  men  carried  with  them  samples  of 
the  two  makes  of  shoes,  which  they  showed  to  every 


mother,  explaining  the  quality  and  durability  of  the 
shoes.  They  also  explained  the  rules  of  the  contest 
and  left  contest  cards  for  each  child  eligible  to  compete. 

The  prizes  for  boys  were  the  same  as  those  for 
girls.  The  first  prize  offered  was  a  $5  gold  piece;  the 
second  prize,  a  $5  pair  of  shoes;  the  third  prize,  a 
?4  pair  of  shoes,  the  fourth  prize  a  $2  bill;  the  fifth  prize, 
a  $\  bill.  For  the  next  best  25  jingles,  special  novelty 
banks  filled  with  good  candy  were  given.  The  grand 
prize  was  a  life-size  doll.  Each  jingle  that  did  not  place 
in  the  contest  was  returned  to  the  writer,  with  a  colored 
balloon. 

The  balloon  was  another  means  of  promoting  good 
feeling  toward  the  store  and  of  further  advertising  the 
shoes,  for  on  every  balloon  were  the  words,  "Cole  Bro- 
thers' school  shoes  are  worth  the  money." 

During  the  month  of  the  campaign  the  center  show- 
window  of  Cole  Brothers'  store  was  especially  decor- 
ated to  promote  interest  in  the  contest.  A  large  pla- 
card, held  up  by  the  grand  prize,  life-size  doll,  carried 
a  list  of  the  various  prizes  offered.  The  prizes  to  be 
given  were  grouped  about  the  placard,  and  ribbons 
extended  from  the  prizes  on  display  to  the  placard  list. 

The  result  of  this  sales  campaign  was  that  during 
the  month  of  September  350  pairs  of  the  shoes  were 
sold  to  boys  and  girls  from  every  part  of  the  county. 
Mothers  and  fathers  who  had  never  heard  of  Cole  Bro- 
thers' store  paid  it  a  visit  to  examine  the  stock  of  shoes 
and  to  inquire  when  the  results  of  the  contest  would 
announced,  and  incidentally  they  made  many  purchases 
while  in  the  store.  Of  2,500  cards  sent  out,  2,000  re- 
turned with  jingle  verses.  This  means  that  80%  of 
the  children  responded  to  the  appeal. 


Build  Permanent  Trade 
On  Samson  Staple  Shoes 

Samson  dependable  shoemaking  absolutely 
assures  customer  satisfaction.  Samson  mod- 
erate prices  meet  the  most  exacting  com- 
parison in  Staple  Shoe  values.  The  re- 
sult is  repeat  sales  and  quick  turnover  for 
every  Samson  Dealer.  THE  LINE  TO 
FEATURE  FOR  SPRING. 

SPORTING  SHOES 

For  every  sport,  Baseball,  Football,  Hockey 
and  Skiing  Samson  Shoes  are  the  last  word 
in  improved  features,  the  favorites  with 
dealers  and  wearers  from  Coast  to  Coast. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &  Football  Boots 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 
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Shoes  For  Boys  And  Girls 

Genuine  Goodyear  Welts  and  Stitchdown  Welts. 

Our  in-stock  department  has  oxfords,in  plain  bal, straps, 
two-tones  and  colonial  tongues  in  seasonable  models, 
good  looking  and  easily  sold. 

Snappy, proper  fitting  shoes  for  the  child  from  the  time 
it  walks  and  requires  shoes  with  sole  leather  soles  up  to 
the  time  it  is  a  full  grown  boy  or  girl. 

Write  for  catalogue. 

MADE  IN  CANADA  BY 

*^    KITCHENER,  ONTARIO 


A  nifty  two-tone  Oxford, Patent  and  grey  buck, 
for  Growing  Girls  and  even  Women.  Sizes  2}4 
to  7. 


A  new  natural  Foot-Form  Last  in  Growing 
Girls,  sizes  2%  to  7. 


"Andthe"Hote\  Cleveland" 

is  my  home  when  mv  trip 
brings  me  to  Cleveland 7" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long ! 

Hotel  Cleveland 

CLEVELAND,  OHIO. 
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VICI  Kid  is  now  being  ad- 
vertised in  THE  SATUR- 
DAY EVENING  POST  and 
THE  LITERARY  DIGEST. 
The  combined  circulation  of 
these  magazines  in  Canada 
is  85,000  copies.  On  an 
average,  at  least  three  people 
read  each  copy  Therefore, 
a  quarter  of  a  million  Can- 
adian people  will  read  VICI 
Kid  messages  regularly.  They 
will  want  shoesofVlCl  Kid 
They  will  buy  shoesof  VIC! 
Kid. 


Many  sales  advantages  in  shoes 
of  VICI  kid 

Since  the  advent  of  Vici  kid  into  the  shoe  world  in 
1890,  shoes  of  Vici  kid  have  been  the  choice  of  men  and  women 
of  taste  and  refinement. 

Shoes  of  Vici  kid  meet  the  public's  demand  for  shoe-ease , 
shoe-style  and  shoe-beauty.  In  shoes  of  Vici  kid 
refinement  and  distinctiveness  unite  in  countless  individual 
designs.    Fit  and  finish  are  supreme. 

Sell  shoes  of  Vici  kid  because  they  sell. 

No  other  leather  combines  ALL  the  advantages  of  Vici  kid. 

ROBERT  H.  FOERDERER,  Inc. 

Philadelphia 

Selling  Agencies  in  all  parts  of  the  world 

VICI  kid 


THERE  IS  ONLY  ONE  VICI  KID       -       -       -       THERE  NEVER  HAS  BEEN  ANY  OTHER. 
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Kenworthy  products  are  of  a  quality  and  standard  of  uniformity  which 
should  appeal  to  the  careful  buyer. 


a 


Kendex  Innersoling 
Sock  Lining 

Felt  Backed 

Heel  Pads 
Kaneva  Innersoling 

Felt  Backed 
"     F    Sock  Lining 
Heel  Pads 

Piece  Felts  (Special  selections  for  the  Shoe  Trade) 

KENWORTHY  BROS.  OF  CANADA,  LIMITED 

St.  John,  Que.  Montreal  Office,  224  Lemoine  St. 


tCC.II 


mm 


Canada 


Remember  "The  feeling  of  the  feet  is  reflected  in  the  face."    Wear  Kendex 


is  cer 


g  proves 


tU'KIWfis 

the  selling  line 
in  Shoe  PoIisK. 

jdtaJ)  jjcftJLi  tAcm  a, 
/touTvcL  iui  /i  Q  -idie. 


f 


QucilJy  p<i\s  in. 


Hie  f"i  i 


cep  up  iiour 

stock  of  ^Kiwr 

and  maintain  an 
ever  increasing 
crualitij  trade  — 
it  pairs. 

Anglo  Britisn  Corporation  Ltd. 

Mercantile  Bldg. 
Vancouver,  B.  C. 

MANUFACTURED  BY 
The  "Kiwi "  Polish  Co.  fPty.)  Ltd.  London] N. 3 


CANADIAN  AGENTS 

J.  W.  Price  &  Co.,  Lombard  Bldg.,  Toronto,  Ont. 
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Facing  Retail  Shoe 
Store  Problems 

The  Three  Great  Essentials- -Good 
Buying,  Good  Stock  Keeping,  Good 
Service.  The  Customer,  The  Clerks, 
and  the  Cash  in  Store  Service. 

THE  need  of  the  retail  shoe  business  to-day  is  more 
than  ever  efficient  management.  Success  or  failure 
depends  upon  the  man  at  the  head  of  the  estab- 
lishment. More  than  two  thirds  of  the  disasters  in  shoe 
retailing  may  be  traced  to  incompetence  at  the  top. 
Your  business  depends  on  you,  what  you  are,  what  you 
know  and  what  you  do.  You  may  have  a  poor  loca- 
tion, incompetent  help,  or  even  inadequate  stock  and 
succeed  by  sheer  personality  or  dogged  determination 
for  a  while,  but  unless  you  are  organized  to  scientifi- 
cally handle  the  problems  of  modern  retailing,  no  matter 
what  the  other  conditions,  the  "goblins"  will  get  you 
if  you  don't  watch  out.  The  science  of  business  is  not 
a  matter  of  mere  theory  or  fanciful  dreaming,  it  is  the 
application  of  sound  common  sense  to  the  handling  of 
problems  of  buying  and  selling  in  such  a  way  as  to  ob- 
tain the  best  and  most  permanent  results.  When  you 
hear  a  man'  say  he  can  get  along  without  the  fads  and 
frills  of  modern  business  methods,  he  may  be  right  to 
some  extent  but  he  never  gets  beyond  a  certain  poin  t 
He  may  plod  along  year  after  year  and  keep  a  moderate 
rating,  but  he  will  never  get  to  where  he  can  point  to 
a  growing  business. 
Knowing  Where  You  Are 

Dozens  of  retailers  who  read  these  words  will  have 
to  confess,  for  instance,  that  they  never  know  where 
they  are  until  the  end  of  the  year,  as  far  as  knowing 
what  they  are  selling  and  what  money  they  are  mak- 
ing. They  may  know  in  a  general  way  what  lines  they 
have  sold  the  most  of,  and  to  some  extent  those  that 
have  fallen  by  the  way  or  accumulated  on  the  shelves, 
but  they  can  never  tell  whether  they  are  doing  business 
at  a  profit  or  at  a  loss  until  they  take  stock,  and  they 
certainly  cannot  tell  what  departments  in  their  busi- 
ness have  been  profitable  and  what  others  have  eaten 
holes  in  their  bank  account.  The  successful  man  in 
business  must  know  where  he  is  at  every  stage  of  the 
game.  He  must  be  an  analyst.  As  one  successful 
retailer  put  it  some  time  ago,  he  must  look  at  figures 
and  not  at  fixtures.  A  well  known  retailer  was  asked 
how  it  was  that  he  was  or  seemed  to  be  so  lucky  in  his 
buying.  He  replied  that  luck  had  nothing  to  do  with 
it.  He  said  that  he  never  bought  without  the  figures 
before  him.  He  never  took  leaps  in  the  dark.  He 
never  bought  a  bill  of  goods  without  knowing  he  needed 
them  or  could  sell  them,  and  where  he  had  the  least 
doubt  he  always  gave  himself  the  benefit  of  it.  The 
man  who  analyzes,  however,  has  seldom  occasion  for 
doubt,  although  there  are  times  when  he  has  to  take 
chances.  But  the  chances  are  based  on  probabilities 
that  are  backed  by  figures. 

Watching  the  Leaks 

One  of  the  first  essentials  of  efficient  management 
is  the  watching  and  avoidance  of  leaks.  No  man  is 
in  a  position  to  guard  against  this  menace  to  his  pro- 
fits, and  the  steady  development  of  his  business  unless 
he  has  before  him  and  carefully  analyzes  his  expenses. 
There  is  not  much  sense  in  growth  without  profit,  and 
although  there  may  be  periods  when  the  balance  shows 
in  red  ink,  the  very  essence  of  good  business  is  to  guard 


against  their  recurrence.  At  all  events  there  is  safety 
in  always  knowing  where  you  are.  The  devil  in  the 
open  is  not  half  as  dangerous  as  the  devil  in  the  dark. 
If  you  have  not  the  information  constantly  before  you 
as  to  how  much  business  you  are  doing  and  what  it  is 
actually  costing  you,  you  are  in  a  dangerous  position. 
It  is  the  little  leaks  that  sink  the  ship.  It  is  the  little 
extravagances  or  unwarranted  expenditures  that  put 
the  business  on  the  rocks.  Every  business  should 
have  a  budget  system.  It  should  plan  its  expenditures 
on  a  definite  basis  and  should  see  to  it  that  these  ex- 
penditures are  warranted  by  the  business  itself.  In 
any  case  the  man  who  goes  along  with  a  loose  string 
on  his  purse  these  days  is  courting  disaster.  Guessing 
is  out  of  place  in  a  modern  business,  especially  with  re- 
gard to  finances. 
Do  You  Know  Your  Stock? 

Can  you  tell  what  percentage  of  your  stock  has 
been  in  the  store  thirty  days,  and  what  percentage  of 
it  has  been  on  the  shelves  for  two  months,  three  months, 
six  months  or  a  year?  It  will  be  a  revelation  to  you 
if  you  have  never  had  it,  to  get  a  report  on  this  question 
alone.  Have  you  departmentalized  your  store  so  as 
to  know  what  departments  are  making  the  most  money 
for  you? 

Do  you  know  enough  about  your  men's  goods  to 
be  able  to  say  whether  you  could  do  as  much  or  more 
business  with  fewer  lines  and  more  sizes?  A  retailer 
stated  to  the  writer  the  other  day  that  he  had  depart- 
mentalized his  store  and  found  he  was  carrying  too  many 
kinds  of  men's  shoes.  He  cut  them  down  nearly  fifty 
per  cent,  and  made  arrangements  for  more  sizes.  He 
also  made  a  bargain  with  the  manufacturer  to  keep 
him  sorted  up  on  short  notice.  He  says  he  has  been 
doing  more  business  at  less  expense.  This  would  never 
have  been  possible  had  he  not  the  stock  figures  before 
him.  The  fact  remains  that  most  merchants  are  do- 
ing too  little  business  for  the  capital  invested.  It  is 
up  to  them  to  provide  a  remedy  before  it  is  too  late 
There  would  not  be  the  necessity  for  forced  sales  if  re- 
tailers would  exercise  the  control  over  their  stocks  that 
is  involved  in  the  comparativ  Iv  simple  process  of  keep- 
ing their  inventories  up  to  date.  Forced  sales  are 
usually  an  indication  of  bad  stock  keeping,  although 
they  may  be  necessary  to  a  certain  extent  in  high  class 
changeable  lines  that  come  and  go  on  short  notice.  If 
sales  are  necessary  they  should  be  short,  sharp  and  de- 
finite in  their  accomplishment. 

Do  You  Know  Your  Sales  Force? 

Have  you  adequate  information  as  to  the  sales 
value  of  your  staff?  In  Canada  most  of  the  clerks 
are  paid  a  salary,  supplemented  sometimes  by  p.m.'s. 
There  is  not  the  inducement  to  sell  better  class  goods 
that  comes  with  the  payment  of  commissions.  Do 
you  know  from  week  to  week  or  from  month  to  month 
what  your  salespeople  are  worth  to  you?  Have  you 
ever  averaged  their  individual  single  sales  to  find  out 
whether  they  were  selling  cheap  good  on  which  the  pro- 
fits are  low  or  vice-versa?  A  well  known  establish- 
ment which  seemed  to  be  having  a  fairly  good  turnover 
was  not  making  any  money.  On  analyzing  the  sales 
it  was  found  that  over  sixty  per  cent,  of  these  were 
on  medium  and  low  class  goods  upon  which  the  pro- 
fit was  not  sufficient  to  carry  the  other  forty  per  cent. 
At  first  the  merchant  was  inclined  to  cut  down  his  stock, 
thinking  he  could  do  as  much  business  or  more  on  a 
smaller  investment.  He  did  this  to  some  extent,  but 
got  his  sales  force  to  concentrate  upon  selling  the  better 
class  of  goods.  He  found  it  had  cost  him  six  and  seven 
per  cent,  to  sell  his  goods,  and  by  improving  the  class 
of  turnover  as  well  as  the  volume  he  reduced  his  sales 
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Men's  Brown  Canvas  Shoes 

This  sales  pulling  line  of  Men's  Brown 
Canvas  Shoes  in  Bals  and  Oxfords,  slip 
sole,  with  Kid  trimmings,  is  popular  with 
dealers  from  coast  to  coast.  Made  to 
stand  the  wear  and  tear  of  daily  usage. 
In  stock  for  immediate  delivery.  Write 
for  samples. 


Jobbing  Trade  a  Specialty,  Close  Prices 

B  &  M.  SHOE  &  SLIPPER  CO.,  Ltd. 

126-128  GARDEN  AVE.     -  TORONTO. 


If 


New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch  -335  Craig  St.  W.  Montreal 
Factory  —Wilmington,  Del.,  U.  S.  A. 


expense  to  three  or  four  per  cent.  Increasing  selling 
ability  lessens  sales  cost.  Here  is  a  wide  field  for  im- 
proving conditions  right  now  in  the  retail  shoe  game. 
Co-operation  should  be  sought  with  the  sales  people 
and  if  possible  they  should  be  got  to  see  the  advantage 
of  increasing  their  individual  sales  and  improving  the 
class  of  goods  they  sell.  It  is  only  by  having  the  figures, 
however,  that  a  merchant  can  hope  to  set  about  to  pro- 
vide a  remedy  against  unprofitable  selling. 
Take  Time  for  Executive  Work 

Too  many  proprietors  allow  themselves  to  become 
mere  salesmen.  They  are  so  occupied  with  waiting 
upon  customers  that  they  do  not  take  the  necessary 
time  to  sit  down  and  plan  their  business  intelligently. 
This  is  the  main  reason  why  so  many  retail  concerns 
do  not  develop  the  simplest  and  most  necessary  system 
in  the  handling  of  their  business.  Now  a  merchant 
should  be  a.  salesman  and  should  be  the  best  salesman 
in  his  store,  but  if  he  is  content  to  do  what  others  can 
or  ought  to  do  in  his  store  he  is  following  a  foolish  and 
dangerous  course.  The  biggest  and  best  men  are  those 
who  can  develop  in  others  ability  and  initiative.  En- 
courage your  help  to  think.  Take  them  into  your  con- 
fidence. They  will  appreciate  more  than  you  think 
the  explaining  to  them  of  your  problems.  Put  responsi- 
bility on  your  staff.  Be  open  in  regard  to  your  sales 
and  your  plans  for  increasing  same.  Let  each  feel 
that  he  or  she  has  a  part  in  bringing  up  the  grand  total. 
If  you  can  do  so,  interest  them  in  the  financial  results 
and  get  them  all  co-operating  in  a  whole  hearted  effort 
to  make  the  business  a  true  success.  By  your  example 
encourage  them  to  believe  that  personality  is  after  all 
the  great  thing  in  the  retail  business  as  in  any  other. 
They  will  respond,  if  they  have  the  right  stuff  in  them. 
If  not,  you  are  better  without  them.  Above  all,  leave 
yourself  time  to  think  of  the  big  problems  of  business. 
Don't  let  a  few  personal  sales  prevent  your  getting  that 
broad,  efficient  outlook  that  is  necessary  if  your  estab- 
lishment is  to  grow,  and  it  is  true  in  business  that  if 
you  don't  grow  you  are  going  behind.  The  business  of 
a  proprietor  is  to  know,  plan,  enthuse  and  help  those 
about  him  to  better  results.    In  this  he  helps  himself. 


ASSOCIATION  NOTES 

Divisional  meetings  in  connection  with  the  Shoe 
Wholesalers'  Association  of  Canada  are  being  arranged, 
and  it  is  probable  that  meetings  will  be  held  monthly 
or  bi-monthly  in  Montreal  and  Toronto.  The  holding 
of  these  periodic  meetings  will  no  doubt  be  an  important 
factor  in  the  further  success  of  the  Association. 

Membership  of  the  Shoe  Wholesalers'  Association 
has  been  considerably  increased  as  a  result  of  the  recent 
membership  canvass.  Already  six  new  wholesalers  have 
linked  up  with  the  Association  within  the  past  couple  of 
weeks,  while  divisional  representatives  of  the  Associa- 
tion in  Western  Canada  are  taking  up  the  matter  of 
membership  with  the  few  remaining  companies  in  that 
territory  which  are  not  already  in  the  organization. 

The  invitation  of  the  Shoe  Manufacturers'  Associa- 
tion of  Canada  to  the  manufacturers  of  Rubber  Foot- 
wear to  co-operate  in  the  Association's  new  Credit 
Service  has  been  accepted  by  three  of  the  rubber  man- 
ufacturing companies  and  it  is  expected  the  other  firms 
will  also  accept. 

The  Shoe  Manufacturers'  Association  of  Canada 
is  in  communication  with  the  Canadian  National  Ex- 
hibition with  a  view  to  ascertaining  what  accommodation 
would  be  available  for  the  exhibition  of  Canadian  made 
shoes  and  allied  products  this  Fall,  in  a  somewhat  larger 
scale  than  the  exhibit  in  the  Fall  of  1922. 
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Kewpie  Kewps  for  Kiddies 

A  Flexible  Cushion  Sole  Shoe  for  Children 


'Process  fully  protected  by  Patent) 


Infants'  Chrome  Sole  Button,  made 
in  sizes  2-5  and  in  all  leathers. 


Infants'  2-5  Sizes  made  with 
Chrome  Tanned  Elk  Sole,  and  the 
larger  sizes  with  regular  high  grade 
Oak  Sole  Tannage. 


Kewpie  Kewps  for  Kiddies  are  manufac- 
tured on  a  welt  process  with  our  Patent 
Cushion  Sole  absolutely  flexible.  Kewpie 
Kewps  allow  the  feet  to  grow  properly,  a 
feature  that  assures  foot  health  for  the 
child.  Kewpie  Kewps  are  well  estab- 
lished in  the  minds  of  parents  as  the  only 
logical  shoe  for  the  growing  foot.  Write 
for  illustrated  price  list  of  our  in-stock  line. 


The  Eclipse  Line 

Turns  and  McKays 
For  Growing  Girls,  Youths,  Misses 
and  Children. 

A  high  grade  line  at  a  reasonable  price.  Eclipse  Shoes  are 
well  known  for  their  wearing  qualities  and  easy,  comfortable 
fitting.    A  big  seller. 


Write  for  Complete  Details 

Gait  Shoe  Manufacturing  Co.,  Ltd. 

GALT,  ONTARIO 

TORONTO  PERMANENT  SAMPLE-ROOM 
Room  7C  Cosgrave  Bldg.,  167  Yonge  St.  (Telephone  Main  2250) 
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Shoe  Salesmanship 
Problems 

9.  When  you  have  shown  a  customer  about  a 
dozen  shoes,  and  tried  half  of  them  on,  and 
she  says  she  will  call  to-morrow,  what 
would  you  say? 

10.  What  do  you  do  with  customers  over  whom 
you  spend  from  half  an  hour  to  an  hour 
making  a  sale,  and  they  call  next  day  and 
wish  to  return  or  exchange  the  goods? 

THE  above  are  the  two  last  on  the  list  of  ten 
questions    submitted    in    the    last  examination 
paper    on     "Shoe     Salesmanship  Problems." 
They    are    important    issues    and    were  handled 
very     thoroughly     by     those     who     took  part 
in     the     contest.       Some     of     the     answers  are 
short    but    to    the    point.    Others    discuss  the  pro- 
blems more  fully  and  while  we  cannot  give  all  the 
replies  we  have  picked  out  a  few  of  the  best  in  order 
that  our  readers  may  have  an  opportunity  of  discuss- 
ing the  different  viewpoints  and  making  comparisons 
with  their  own  opinions.    We  have  received  a  num- 
ber of  letters  complimenting  the  Shoe  and  Leather 
Journal  upon  the  highly  practical  character  of  the 
problems  selected  and  saying  that  they  are  constantly 
met  in  one  way  or  another  in  every  modern  shoe 
retailing  establishment.    The  reason  for  reproducing 
any  of  the  answers  is  not  only  to  show  the  interest 
aroused,  but  to  give  our  readers  who  have  not  al- 
ready taken  part,  an  incentive  to  discuss  problems  in 
future  issues.    April  1st.  is  the  time  for  the  next 
semi-annual  paper,  and  it  will  be  our  aim  to  have 
such  questions  propounded  that  an  even  larger  quota 
of  retailers  and  their  clerks  may  take  part.  Last 
month,  by  the  way,  an  Ontario  shoe  man  wrote  us 
saying  his  staff  were   so  interested  in  these  vital 
issues  of  salesmanship  that  he  enclosed  subscriptions 
for  them  to  the  Shoe  and  Leather  Journal.     Here  is 
a  practical  outcome  of  the  issue  that  is  worthy  of 
emulation  by  others.    See  that  your  salesmen  benefit 
personally  by  these  discussions. 
Some  of  the  Replies. 
No.  1  says  briefly: 

9.  I  would  just  be  as  nice  as  if  she  had  bought 
a  pair,  and  tell  her  I  would  be  pleased  to  see  her 
to-morrow. 

10.  The  answer  to  No.  3  covers  most  of  this, 
except  exchange  of  goods.  There  is  no  use  quarrel- 
ing with  a  customer.  Refund  or  exchange.  Try  a  due 
bill. 

No.  4  is  a  little  more  explicit: 

9.  In  answer  to  this  question,  I  would  be  very 
patient  with  her  and  when  she  tells  me  she  will  call 
to-morrow,  I  would  try  to  impress  her  that  I  would 
he  pleased  to  suit  her  to  a  pair  of  shoes  to-day.  For 
1  would  tell  her  that  the  shoe  she  showed  most  in- 
terest in  might  not  be  here  to-morrow.  Then  I  would 
he  sorry  to  tell  her  they  were  sold  to  some  one  else. 
If  it  would  please  her  better,  she  might  take  the  shoes 
with  her  to-day,  and  she  could  try  them  on  at  home 
where  she  could  tell  better  whether  or  not  they  were 
Isfactory.  In  case  she  was  not  entirely  pleased 
they  could  easily  be  returned  for  a  refund  or  ex- 
change. In  making  her  feel  that  she  was  under  no 


obligation  to  keep  them,  she  would  likely  take  them 
on  these  conditions,  and  in  most  cases  would  decide 
at  home  that  the  shoes  pleased  her. 

10.  In  answer  to  question  ten,  I  would  tell  that 
customer  I  was  sorry  he  has  to  trouble  himself  about 
changing  them,  I  would  tell  my  customer  that  it  is 
no  trouble  on  our  part  to  please  our  customers  as 
much  as  we  possibly  can,  for  that  is  our  policy  to 
see  that  all  our  customers  are  perfectly  satisfied 
with  every  purchase  they  might  make  in  our  store. 
After  exchanging  the  shoes  or  even  making  a  refund 
I  would  always  thank  the  customer  and  make  him 
feel  that  he  is  welcome  to  come  again. 

No.  38  handles  the  questions  in  this  terse  way: 

9.  Would  select  a  couple  of  lines  that  she  fav- 
ored more  than  the  others,  and  tell  her  that  I  would 
put  them  aside  for  her  until  she  called  the  next  day. 

10.  Would  accept  the  goods  and  either  refund 
the  money  or  exchange.  It  is  always  best  to  try  and 
satisfy  the  customer. 

No.  32  goes  into  details  and  explanations  as  fol- 
lows: 

9.  The  customer  might  intend  to  return,  but 
the  chances  are  that  she  will  not.  Her  decision  not  to 
take  any  of  the  shoes  shown  would  show  that  she 
has  not  found  one  that  suits  her  fancy  or  her  purse. 
It  is  probably  the  first  which  is  unsuited,  for  when 
a  woman  particularly  wants  a  thing,  a  little  extra 
cost  will  not  prevent  her  from  having  it.  If  she  were 
known  and  the  stores  policy  allowed  it,  it  would  be 
wise  to  persuade  her  to  have  several  of  those  which 
she  most  liked  sent  to  her  home,  that  she  might  be 
able  to  decide  on  one  of  them,  making  it  clear  that 
this  was  often  done  in  like  circumstances,  and  that 
she  was  under  no  obligation  to  take  any  of  them  if 
they  didn't  suit.  To  let  her  go  and  be  satisfactorily 
shod  elsewhere  would  be  to  lose  perhaps  a  permanent 
customer.  If  she  doesn't  wish  to  have  any  sent  to 
her  home,  or  if  the  rules  of  the  firm,  or  conditions 
make  this  impossible,  do  not  allow  yourself  to  appear 
at  all  annoyed  because  of  the  time  which  has  been 
wasted.  Be  as  courteous  as  if  you  had  sold  her  a  dia- 
mond buckled  pump.  Otherwise  she  will  never  re- 
turn. 

10.  The  salesman  might  be  led  to  conclude  that 
he  had  sold  himself  instead  of  the  goods.  If  it  had 
taken  from  half  an  hour  to  an  hour  to  make  the  sale, 
it  shows  that  the  customer  was  very  reluctant  in 
buying  and  finally  bought  because  he  felt  obliged 
to  do  so.  After  reaching  home  his  reason  rebelled 
at  the  bargain  which  he  had  made.  The  shoes  were 
not  what  he  wanted  and  absolutely  would  not  do.  So 
the  next  day  he  returned  with  the  goods  desiring  to 
exchange  them  for  something  he  did  want.  It  is  the 
salesman's  duty  to  give  the  dissatisfied  customer 
something  which  does  please  him  or  to  take  back  the 
goods.  The  customer  mustn't  feel  that  he  has  been 
abused,  or  taken  in.  The  fault  was  with  the  sales- 
man who  should  have  known  better  than  to  force 
such  a  sale. 

No.  8  handles  the  two  questions  somewhat  more 
briefly.  He  says' 

9.  I  think  I  would  know  by  this  time  just  what 
would  fit  her  feet,  what  price  she  wanted  to  pay,  and 
her  taste  in  shoes  and  I  would  say  to  her  "Now  if  you 
will  give  me  another  moment  I  feel  sure  I  have  just 
the  shoe  that  will  please  you,  and  I  would  like  you  to 
see  it  anyway."    She  will  wait,  of  course,  and  when 
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she  sees  I  am  really  anxious  to  please  her,  and  as 
pleasant  as  when  I  began,  and  have  the  shoes  at  the 
price  she  wishes  to  pay,  or  they  may  even  be  a  little 
more  than  she  intended  to  pay  if  they  look  the  part 
and  she  will,  no  doubt,  say,  "Well,  now,  I  do  really 
like  those,  they  are  just  what  I  wanted  and,  I  believe, 
I  will  take  them  to-day  after  all." 

10.  I  would  forget  the  time  spent  yesterday  and 
aim  to  make  a  satisfied  customer.  I  would  show 
other  shoes  just  as  pleasantly  and  cheerfully  as  I  did 
yesterday,  and  then  if  I  found  it  impossible  to  please 
in  shoes,  I  would  return  the  money  without  a  sigh 
hoping  I  should  have  a  chance  to  try  again  in  the 
near  future. 


CARE  OF  CHILDREN'S  FEET. 

{Continued  from  page  35) 

as  this  is  but  a  matter  of  education  and  individual  taste. 
The  more  the  toes  diverge  from  the  centre  line  of  the 
body  in  the  act  of  walking,  the  less  is  the  leverage  func- 
tion of  the  foot. 

A  recent  examination  of  the  feet  of  the  high  school 
children  of  New  York  showed  that  32  per  cent.;  or 
1  in  3,  had  weak  arches,  and  18  per  cent.,  or  1  in  5,  the 
worst  form  of  flat  foot.  The  cause  was  put  down  to 
"the  desire  of  parents  to  have  their  children  prettily 
shod,"  which  in  most  cases  means  "shoes  without  wrink- 
les." Shoes  without  wrinkles  mean  restricted  action, 
and  this  always  leads  to  weak  muscles. 

Defective  muscles  should  be  made  strong  by  pro- 
perly selected  exercises,  rather  than  weakened  by  props, 
which  take  away  the  work  that  the  muscles  ought  to 
do.  There  is  no  doubt  that  muscles  can  be  strengthened 
by  properly  directed  exercises,  massage,  etc.,  and  this 
is  the  only  method  to  be  adopted.  If  the  mother  is 
not  able  to  accomplish  this  at  home  by  massage,  passive 
motion  and  simple  exercise,  she  should  seek  the  advice 
of  an  expert  or  physician.  Proper  exercise  is  only  poss- 
ible in  scientifically  correct  shoes,  or  with  the  feet  bared. 

All  parents  should  be  brought  to  realize  their  re- 
sponsibility in  the  prevention  of  foot  troubles.  We 
should  do  everything  possible  to  turn  our  children  into 
efficient  adults,  and  this  problem  of  the  care  of  the  feet 
is  of  vital  importance  in  their  happiness  and  health,  as 
well   as   their  efficiency. 

The  shoe  manufacturer  and  the  retailer  alike  must 
accept  their  responsibilities  in  respect  to  children's  feet. 
They  must  produce  a  larger  proportion  of  correctly 
shaped  shoes,  and  apply  some  "honest-to-goodness" 
methods  in  fitting  these  shoes.  My  experience  is  that 
it  requires  just  as  much  time  to  properly  fit  and  protect 
the  foot  of  a  child  as  that  of  an  adult. 

The  usual  landmarks,  surveyors'  posts,  etc.,  so  com- 
mon in  the  adult  in  the  form  of  bunions,  hammer-toes, 
etc.,  are  noticeable  by  their  absence  in  wee  children, 
consequently  well  defined  rules,  as  to  width  and  length, 
should  be  carefully  followed.  Many  parents  will  re- 
sent interference  in  the  old  methods  of  buying  and 
selling  shoes,  we  are  all  familiar  with  those  dangerous 
unscientific  methods  of  father  or  mother,  when  buying 
shoes  for  Johnny,  and  many  who  often  are  many  miles 
away. 

It  can  truthfully  be  said  that  very  few  children's 
shoes  are  worn  out  before  the  foot  has  outgrown  the 
space  allotted  to  it.  Merchants  should  first  study  the 
actual  requirements  of  a  foot  and  just  as  carefully  study 
the  sort  of  shoe  and  fitting,  which  common  sense  says 
will  protect  it:  then  sell  that  shoe  and  no  other.  Just 
a  little  more  of  the  "Golden  Rule"  principle  and  scientific 


methods  applied  to  the  Children's  Department  will 
make  that  department  and  the  manager  stand  out  as 
the  one  in  the  shoe  business  in  that  town  that  "knows 
his  business."  He  will  be  known  as.  the  one  to  be  trusted; 
the  authority,  the  leader;  and  I  venture  to  say,  that 
department  will  grow  beyond  the  fondest  hope  of  the 
owner  and  manager. 

Let  me  suggest  that  the  retailer  should  reduce 
lines  by  three,  and  increase  his  width  by  two  or  three. 
Please  don't  forget  that  children's  feet  grow  in  five 
widths  and  that  no  one  can  properly  fit  and  protect  a 
"C"  wide  foot  with  an  "E"  wide  shoe,  and  of  course, 
it  applies  similarly  when  reversed.  The  confidence  in 
himself  and  his  work  will  be  increased  automatically 
many  times. 

"Know  Your  Business"  has  been  the  subject  of 
several  little  after-dinner  talks  of  mine  and  I  cannot 
think  of  any  place  it  so  aptly  fits  in;  any  place  where 
it  is  so  much  needed;  any  place  where  it  will  finally 
be  so  much  appreciated  by  your  patrons  and  bring  such 
bountiful  returns  as  in  the  Children's  Department  of 
a  Shoe  Store. 


MAKING  A  CHILDREN'S  DEPARTMENT  PAY. 

{Continued from  page  39) 

Five  years  ago  a  Chicago  shoe  establishment 
opened  a  special  children's  shoe  store  on  the  west 
side.  It  was  predicted  that  the  finish  of  the  enter- 
prise would  be  seen  in  less  than  a  year.  However, 
business  grew  slowly  but  steadily.  The  firm  finally 
had  to  move  to  larger  premises  on  the  same  street 
and  now  draws  trade  from  all  over  Chicago.  They 
call  the  store  "Kidland"  and  it  is  dressed  up.  through- 
out to  please  the  children.  The  walls  are  made  up 
in  scenic  panels  with  nursery  rhymes.  There  are 
balloons  snappers  and  other  souvenirs  which  are 
given  to  the  children  which,  of  course,  are  all  good 
advertising  features.  The  woodwork  is  in  light  wal- 
nut with  embellishments  in  blue  and  gold.  One  of 
the  features  of  this  establishment  is  that  it  never 
loses  track  of  a  customer.  Its  mailing  list  is  made 
up  from  those  who  enter  the  store  and  it  is  kept  up- 
to-date.  Those  on  the  list  are  kept  in  constant  touch 
with  the  store's  doings. 

Next  to  kindliness  the  proprietor  of  the  big  chil- 
dren's store  referred  to  says  that  proper  fitting  is  of 
the  utmost  importance  in  building  up  a  paying  chil- 
dren's trade.  "We  are  convinced,"  he  said,  "that  it 
pays  to  sell  children  only  comfortable  well  fitting 
shoes,  and  we  impress  upon  our  salespeople  that  they 
must  take  great  pains  in  this  respect.  Width  is  as 
important  as  length  in  fitting  growing  feet,  and  we, 
therefore,  carry  a  full  range  of  widths  especially  in 
the  larger  sizes.  Our  staff  consider  no  trouble  too 
great  to  take  with  either  mother  or  child,  and  al- 
though the  sales  are  sometimes  small  it  pays  in  the 
end  to  give  service.  For  instance,  it  is  regarded  by 
some  stores  that  infants'  soft  soled  shoes  are  such  a 
nuisance  that  they  leave  this  class  of  goods  to  the 
big  stores.  But  we  figure  that  the  smaller  shoes  will 
sooner  or  later  give  way  to  the  larger  and  we  reap 
the  benefit  of  keeping  the  trade  in  the  store.  We 
find  even  the  amusement  plot  a  great  advantage  as 
women  frequently  leave  their  children  there  while 
they  purchase  goods  for  themselves.  Yes,  I  think 
that  it  pays  in  every  way  to  cater  to  children;  but, 
of  course,  the  department  requires  thoughtful 
management  as  well  as  any  other." 
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Natural 
Tread  Shoes 
of  Canada  Ltd. 


A   Message   to    Exclusive   High    Grade   Shoe  Retailers 

We  wish  to  offer  our  apology  to  you  who  have  wanted  our  splendid  line  of  shoes  and 
have  been  unable  to  get  them.  Our  output  is  increasing  and  we  are  now  able  to  provide 
tor  a  few  more  retailers  for  summer  and  fall. 

Those  we  hear  from  will  naturally  be  favored 
first.  The  three  cuts  shown  will  give  you  an  idea 
ot  the  beauty  in  line  of  our  new  designs  which 
are  so  much  in  demand. 

Glad  to  hear  from  you. 


Natural    Tread   Shoes  of 
Canada  Limited 


Belleville 


Ontario 


Dale  Display 

Mean 

Additional 
Salesmen 

who 

Never  Sleep 

Write  for  our  Catalogue  Now. 


F ixtures 


CANADA'S  LEADING  DISPLAY 
FIXTURE  HOUSE 


6551 


Dale    Wax    Figure    Company,  Limited 

86  York  Street  TORONTO 


MONTREAL 

P   V  MUNRO — StO  New  Birk«  Bldy 


VANCOUVER— 

K   R   BOLLKRT  &  SON— Mercantile  BljR. 
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O  BRIAN,  ALLAN  Si  CO— Pho?nix  Block 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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PLANNING  THE  SELLING  CAMPAIGN. 

{Continued from  page  33) 

it  may  not  be  possible  to  completely  carry  out  a  scheme 
such  as  that  just  noted,  there  is  an  undoubted  advan- 
tage in  laying  out  seasons'  campaigns  in  some  sort  of 
sensible  order.  There  is  another  thing  that  the  shoe 
dealer  may  do  to  promote  trade  at  odd  times,  and  that 
is  to  follow  the  holidays,  changes  in  the  weather  and 
variations  in  the  pursuits  of  possible  customers.  A 
very  timely  advertisement  last  week  announced  rubber 
boots  for  children  for  wading  through  the  puddles  and 
mud,  incident  to  Spring.  All  children  are  fond  of 
playing  in  melting  snow  and  with  marble  and  top  time 
on,  an  incentive  may  be  given  to  the  sale  of  lines  that 
are  not  called  for  much  at  other  seasons.  .It  is  the 
same  with  public  holidays  that  make  the  first  breaks 
in  Spring  and  Summer  movements  of  the  people.  By 
a  little  planning  in  advance  these  may  be  used  to  good 
advantage. 

More  and  more  attention  is  being  given  to  child- 
ren's requirements  in  shoes  as  retailers  realize  not  only 
the  importance  but  possibilities  of  this  class  of  trade. 
It  has  been  estimated  that  in  at  least  eighty  five  per 
cent,  of  all  the  goods  purchased,  women  have  a  finger 
in  the  pie.  This  is  especially  true  of  children's  trade 
with  the  percentage  higher  if  anything.  One  can  easily 
understand  the  importance  therefore,  of  properly  cater- 
ing for  this  field.  It  too  often  happens  that  because 
individual  sales  do  not  bulk  largely  in  this  department 
that  it  is  apt  to  be  looked  upon  with  more  or  less  indif- 
ference. If  a  dealer  will  only  realize  it,  it  is  far  more 
important  to  see  that  a  pair  of  shoes  fitted  upon  a  child 
and  sold  to  a  parent,  should  be  absolutely  satisfactory 
in  every  respect.  Poor  wear,  bad  fitting  or  anything 
else  that  causes  dissatisfaction  is  bound  to  react  upon 
the  establishment.  Children  are  great  advertisers  and 
one  retailer,  who  is  an  enthusiast  on  the  subject,  says  that 
he  makes  this  department  the  foundation  of  his  business. 
He  says  he  always  has  something  to  give  a  child  who 
purchases  a  pair  of  shoes  whether  it  is  a  pencil,  a  scrib- 
bler, a  ruler  or  anything  that  will  be  interesting  and 
useful.  He  says  he  frequently  has  children  come  into 
the  store  leading  parents  and  talking  about  John  or  Mary 
so-and-so  who  bought  a  pair  of  shoes  and  received  a 
little  gift.  This  retailer  is  emphatic  in  his  claim  that 
the  best  way  to  reach  grown  ups  is  through  the  children. 
He  says  most  of  us  are  children  anyway,  and  he  has 
found  sober  business  men  immensely  tickled  over  some 
insignificant  attention  given  to  their  offspring  in  con- 
nection with  the  sale  of  a  pair  of  shoes.  "But"  he  adds 
"see  that  the  shoes  are  right  above  everything  else." 

This  is  a  form  of  advertising  that  anyone  can  use 
whether  he  feels  like  adopting  the  broader  or  more 
expensive  methods  of  newspaper  advertising  or  not. 
Every  store  should  have  a  good  mailing  list.  Some 
have  lists  but  they  might  as  well  be  without  them.  A 
mailing  list  to  be  any  good  must  be  "live."  It  is  worse 
than  useless  to  spend  money  sending  letters  or  other  ad- 
vertising matter  to  people  that  have  no  chance  to  bene- 
fit from  your  suggestions.  One  of  the  best  sources  for 
compilation  of  lists  is  the  tax  roll  or  telephone  list,  al- 
though the  latter  may  miss  some  good  prospects.  As 
a  rule,  however,  both  the  tax  roll  and  telephone  direc- 
tory are  authentic.  As  good,  if  not  better,  is  a  list  of 
those  who  call  and  purchase  at  the  store.  Every  store 
should  have  a  reliable  list  of  customers  not  over  a  year 
old,  that  may  be  revised  from  time  to  time.  A  retailer 
who  has  used  this  method  successfully  classifies  his 
list  into  four  departments — the  buyers  of  high  class 
shoes,  medium,  bargains  and  orthopaedics.  He  has 
different  colored  cards  for  each  class,  keeping  the  whole 


in  a  card  index.  The  card  contains  the  name  of  the 
customer,  address,  the  date  of  last  purchase,  the  kind 
of  shoe,  size,  width,  and  any  other  particulars.  These 
are  entered  from  each  day's  sales  slips  and  he  is  thus 
at  any  time  able  to  visualize  his  customers.  He  says 
that  when  he  has  goods  to  clear  up,  he  uses  these  in- 
stead of  regular  sale  announcements.  He  sends  to 
the  customer  a  note  or  postal  informing  him  or  her  that 
he  had  a  shoe  of  the  size  and  make  that  they  usually 
buy,  which  they  may  have  at  a  special  price  named  and 
asks  them  to  call  and  see.  He  says  he  clears  up  many 
of  his  odd  lines  in  this  way.  But  the  value  of  a  good 
customers'  list  is  difficult  to  over  estimate.  It  keeps 
the  store  in  touch  with  its  most  paying  clients.  It  is, 
moreover,  economical  to  the  last  degree  and  effective 
from  its  very  nature  when  properly  handled. 


HANDLING  CHILDREN'S   SHOE  TRADE. 

{Continued from  page  34) 
that  fit,  that  wear  and  that  look  right  and  if  you  can 
suit  the  customer's  pocket  at  the  same  time,  you 
have  made  a  permanent  friend  for  the  store. 

The  old  retailer  is  right.  Capture  the  children 
and  the  grown  ups  will  follow  them.  Get  Johnny 
and  Mary  talking  about  you  and  you  will  not  only 
have  their  parents,  but  their  aunts,  uncles,  school 
fellows  and  everyone  they  can  tell  of  the  advantages 
of  your  store  and  its  goods  coming  in  to  see  you. 
Children  are  the  best  advertisers  in  the  community 
and  their  words  always  carry  the  weight  of  sincerity. 
Satisfy  a  child  and  his  mother  and  you  have  a  force 
working  for  you  that  gathers  momentum  as  it  rolls 
along. 

For  this  reason  it  pays  to  give  the  youngsters 
something  to  talk  about  besides  the  shoes  them- 
selves. A  very  slight  attention  and  a  very  small  con- 
sideration will  catch  and  hold  a  child.  In  some  of  the 
larger  stores  where  children's  trade  is  sought  they 
fit  up  playgrounds  and  have  qualified  attendants  in 
charge.  This  goes  to  show  that  these  large  con- 
cerns believe  in  the  dividend  paying  possibilities  of 
schemes  to  interest  children.  In  few  localities,  how- 
ever, it  is  possible  to  extend  operations  along  this  line 
but  in  any  store  there  can  be  an  effort  to  interest 
the  youngsters  personally  in  the  establishment  at  but 
a  trifling  cost.  A  pencil  with  the  store's  name,  a 
scribbler,  a  pair  of  stilts,  a  skipping  rope  or  a  dozen 
of  other  things  might  be  suggested  that  would  answer 
the  purpose  admirably.  Anything  that  will  appeal  to 
a  child  will  do.  It  is  just  a  matter  of  interest  and  the 
cost  of  the  article. 

It  is  not  everybody  who  is  adapted  to  handling 
children  and  when  a  "spoiled"  specimen  comes  in 
with  his  parent  there  is  rather  a  problem  ahead  of 
the  average  salesman.  The  thing  for  the  latter  to  do 
is  to  keep  his  head  and  watch  his  tongue.  The  fond 
parent  may  realize  that  the  younger  is  a  proper 
nuisance  but  will  not  relish  this  fact  being  imparted 
by  word  or  look  on  the  part  of  the  salesman.  The 
best  thing  to  do  is  to  interest  the  youngster  at  the 
very  outset  either  by  a  little  talk  or  showing  him 
something  that  will  distract  his  attention.  If  this 
can  be  done  the  way  is  open  to  put  the  mother  at  her 
ease  and  learn  what  is  wanted.  From  that  on  it 
should  be  only  a  question  of  keeping  the  child  in  a 
good  humour  and  fitting  the  shoes  as  rapidly  as  pos- 
sible. 
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Leather  JVLen  Hear 
About  Research 

What  was  probably  the  first  address  ever  given 
in  Canada  on  the  scientific  study  of  leather  and  tan- 
ning was  presented  before  the  Toronto  Section  of  the 
Society  of  Chemical  Industry  at  Hart  House,  Univer- 
sity of  Toronto,  on  Friday,  March  23rd.  Ontario 
leather  men  were  invited  to  be  present  to  hear  Professor 
George  D.  McLaughlin  on  the  subject  of  "Research 
in  the  Leather  Industry."  Professor  McLaughlin  is 
head  of  the  Department  of  Research  at  the  University 
of  Cincinnati,  and  is  in  charge  of  the  research  work 
on  tanning,  which  is  being  carried  on  by  the  Tanners' 
Council    of   the    United  States. 

The  meeting  was  preceded  by  dinner,  at  which  the 
Chairman  of  the  section,  Mr.  L.  E.  Westman  presided. 
The  head  table  was  composed  of  representative  leather 
men. 

Prior  to  Professor  McLaughlin's  address,  Mr.  T. 
A.  Faust,  of  Yocum-Faust  Co.,  gave  a  brief  review  of 
the  scope  of  the  tanning  industry  in  Canada.  He  com- 
plimented the  tanners  of  Canada  on  the  high  quality 
of  the  leather  produced,  saying  that  it  was  of  as  high  a 
standard  as  that  produced  anywhere  in  the  world. 

Professor  McLaughlin,  introducing  his  subject,  divid- 
ed the  process  through  which  the  hide  passes  into  six 
definite  stages,  all  of  which  had  to  be  studied  as  to  their 
effect  on  the  product.    These  were: — 

1.  Death  of  the  animal. 

2.  Salting  or  curing  of  the  hide. 

3.  Soaking  of  the  hide. 

4.  Dehairing. 

5.  Tanning. 

6.  Finishing. 

He  briefly  described  the  processes  through  which 
the  hide  passes  during  the  above  stages,  and  return- 
ing to  the  individual  points  discussed  each  one  more 
fully,  confining  his  remarks  to  heavy  leather,  though 
touching,  in  passing,  on  chrome  tanning. 

Results  of  investigation  showed  that  the  bulk 
of  the  salt  was  taken  into  the  hide  from  the  flesh  side, 
and  within  the  first  twenty-four  hours.  They  also 
proved  that  an  important  gain  in  weight  was  obtained 
by  getting  the  hide  salted  as  quickly  as  possible  after 
its  removal  from  the  animal.  Even  one  hour's  delay 
caused  quite  a  loss,  while  four  hours  delay  caused  a 
material  loss.  Thorough  removal  of  blood  from  the  hide 
before  it  had  time  to  coagulate  also  increased  the  speed 
of  curing  and  the  weight  of  hide  obtained.  Experi- 
ments in  which  one  half  of  the  hide  was  put  through 
in  the  regular  way  and  the  other  half  by  an  improved 
method  demonstrated  the  advantage  of  immediate 
washing,  immersion  in  saturated  brine  solution  for 
rwenty-four  hours,  followed  by  the  regular  salting  pro- 
cess. The  extent  of  alkalinity  or  acidity  of  the  brine 
solution  is  also  an  important  factor.  These  results, 
obtained  in  Chicago  packing  houses,  and  followed  through 
the  tannery  have  shown  that  the  greater  yield  of  hide 
carries  through  the  tannery  and  produces  an  increased 
yield  of  leather,  of  higher  quality  than  ordinary  and 
free  from  salt  stains.  As  a  result  it  is  proposed  to  re- 
peat the  experiments  on  a  scale  involving  thousands 
of  hides  at  a  time. 

Professor  McLaughlin  emphasized  the  fact  that 
all  the  sciences  were  being  employed  on  the  leather 
researches,  co-operation  being  obtained  from  chemists, 
biologists,  bacteriologists,  histologists,  physicists,  and 
others.    The  problems  were  so  involved  that  no  one 


science  was  capable  of  handling  them  alone. 

By  means  of  slides  he  showed  the  effects  of  tem- 
perature, and  other  factors  on  the  bacterial  action  tend- 
ing to  destroy  the  hide.  The  aim  in  curing  and  tanning 
was  to  prevent  decomposition  of  the  hide  and  change 
it  into  a  substance  which  would  not  decompose  and 
which  had  the  requisite  properties  for  a  certain  pur- 
pose or  use.  It  was  a  constant  race  between  the  tan- 
ner and  the  bacteria  as  to  which  got  the  hide. 

The  problem  is  being  attacked  from  several  angles, 
and  so  far  quite  a  measure  of  success  had  been  obtained, 
but  it  would  be  a  long  time  before  the  problems  were 
in    any    sense    completely  solved. 

He  also  reviewed  the  various  tanning  materials 
and  outlined  the  chemical  and  physical  theories  advanced 
as  to  their  action.  He  mentioned  the  synthetic  tan- 
ning materials  already  on  the  market,  and  predicted  that 
they  would  have  to  be  studied  and  employed  to  a  greater 
extent  as  our  present  natural  sources  dried  up. 

At  the  conclusion  of  the  discussion  Mr.  James 
Acton  spoke  briefly,  mentioning  the  great  changes 
in  size  and  methods  in  the  Canadian  leather  industry 
during   the   last   thirty-five  years. 

A  vote  of  thanks  was  moved  to  the  society  and 
to  Professor  McLaughlin  by  Mr.  A.  O.  T.  Beardmore, 
seconded  by  Mr.  J.  E.  Breithaupt. 

Among  those  present  were  Mr.  E.  J.  Davis,  Jr., 
Davis  Leather  Co.,  Ltd.;  Mr.  Geo.  A.  Blachford,  Blach- 
ford  Shoe  Mfg.,  Co.,  Ltd.;  Mr.  John  Sinclair,  Barrie 
Tanning  Co.,  Ltd.;  Messrs.  T.  A.  Craig  and  K.  M. 
Kilbourne,  Wickett  &  Craig;  Mr.  Ed.  McQuay,  Owen 
Sound;  Mr.  W.  P.  Knight,  Robson  Leather  Co.; 
Messrs.  J.  E.  Breithaupt  and  Carl  Breithaupt,  Breit- 
haupt Leather  Co.,  Ltd.;  Messrs.  Theodore  and  Robt. 
King,  of  King  Bros.,  Ltd.;  Messrs.  T.  S.  Rovelstad  and 
E.  D.  Bonisteel,  Collis  Leather  Co.,  Ltd.;  Mr.  Rein- 
hold  Lang,  Lang  Tanning  Co.,  Ltd.;  Messrs.  G.  T. 
Beardmore,  A.  O.  T.  Beardmore,  W.  A.  Moore,  Adam 
Hall,  and  Stanley  Birks,  Beardmore  Leather  Co.,  Ltd.; 
Messrs.  T.  A.  Faust  and  E.  Glass,  Yocum-Faust  Co.; 
Messrs.  James  Acton  and  L.  T.  Acton. 


COST  ACCOUNTANT'S   YEAR  BOOK 

The  National  Association  of  Cost  Accountants 
has  just  issued  its  1922  Year  Book  of  452  pages.  Deal- 
ing as  it  does  with  the  proceedings  at  the  Annual  Con- 
ference at  Atlantic  City  last  fall,  it  is  replete  with  prac- 
tical information  of  value  to  cost  men,  managers,  in- 
dustrial engineers  and  accountants.  Some  of  the  most 
important  cost  and  managerial  problems  are  discussed 
in   it    by   leading  authorities. 

Questions   of  inventory   at   cost   or  replacement,, 
selling    and    administrative    costs,    distribution  costs^- 
establishment  of  standards,   construction  and  use  o 
budgets,    co-operation    of   management    and  workers 
are  taken  up  in  detailed  and  authoritative  manner. 

The  book  can  be  obtained  by  non-members  for 
three  dollars  a  copy,  on  application  to  the  Association 
Offices,  130  West  42nd  Street,  New  York  City. 


JOHN  RITCHIE  CO.  CATALOGUE. 

The  John  Ritchie  Co.,  Ltd.,  of  Quebec  have  just 
issued  a  twenty-four  page  catalogue  of  their  stock  lines. 
In  addition  to  their  regular  lines  they  feature  their 
Arch  Support  shoe  in  kid  and  calf.  Thirteen  separate 
shoes  are  illustrated  and  variations  in  color  and  lea- 
ther provide  a  wide  range  from  which  to  choose.  Printed 
on  India  tint  coated  stock  with  attractive  cover,  the 
booklet  will  find  a  place  for  itself  on  many  dealers'  desks. 
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Messrs.  Gagnon  and  Arcand,  shoe  manufacturers, 
of  Montreal,  were  registered  recently. 

Mr.  E.  Poirier,  of  Dunham,  is  going  out  of 
business. 

The  shoe  store  of  Mr.  E.  S.  Murphy,  North  Bay, 
suffered  loss  by  smoke  and  water  in  a  recent  fire. 

The  Universal  Shoe  Co.,  of  Montreal,  was  re- 
cently registered. 

Mr.  A.  Webb  has  purchased  the  store  and  entire 
stock  of  the  Marshal  Boot  Store,  235  Eighth  Ave.  W., 
Calgary. 

The  La  Victoire  Shoe  Co.,    of    St.  Hyacinthe, 
Que.,  was  recently  incorporated  for  $90,000.00 

The  Maritime  Merchant  recentiy  published  an 
interesting  article  on  Mr.  Richard  Roach,  who  has 
been  a  commercial  traveller  for  more  than  fifty 
years.  Mr.  Roach,  who,  by  the  way,  is  the  last  of 
the  third  generation  of  the  Roach  family,  is  now. 
eighty-five  years  of  age,  the  last  twenty-four  of 
which  he  has  spent  with  the  W.  B.  Hamilton  Shoe 
Co.,  of  Toronto. 

Mr.  Ed.  Lewis,  of  Toronto,  accompanied  by  Mr. 
Louis  Payan,  of  St.  Hyacinthe,  P.Q.,  were  calling  on 
the  trade  in  Ontario  last  week. 

The  J.  R.  Grieve  and  Co.  will  open  an  up-to-date 
shoe  store  in  Pembroke,  Ontario,  this  week. 

The  shoe  firm  of  Messrs.  Hall  and  Hodges,  of 
Toronto,  suffered  a  loss,  when  a  recent  fire  destroyed 
the  buiiding  in  which  they  were  established. 

Messrs.  Owens-Elmes  Limited,  of  Toronto,  are 
now  manufacturing  their  own  oxfords.  They  have 
been  manufacturing  their  own  slippers  and  pumps 
for  the  past  three  years. 

The  Brandon  Shoe  Co.,  of  Brantford,  was  com- 
pletely destroyed  by  fire  recently.  The  blaze,  one  of 
the  most  spectacular  ever  witnessed  in  Brantford, 
caused  damage  to  the  extent  of  $200,000.,  and  will 
throw  some  eighty  men  out  of  work.  It  is  reported 
that  this  firm  will  rebuild. 

Mr.  Joseph  Daoust,  of  Daoust  Lalonde  and  Co. 
Ltd.,  Montreal,  was  one  of  the  number  of  representa- 
tives of  the  Province  of  Quebec,  who  recently  visited 
Toronto  at  the  invitation  of  the  Lieutenant-Governor 
of  Ontario.  The  primary  idea  of  the  gathering  was  to 
promote  friendship  and  acquaintance  between  the 
two  provinces.  Mr.  Daoust  is  already  well-known 
and  highly  regarded  in  Ontario  in  shoe  and  leather 
circles  at  least,  and  is  vice-president  of  the  Montreal 
Chamber  of  Commerce,  however,  he  was  an  import- 
ant member  of  the  party. 

The  Owens-Elmes  Co.,  of  Toronto,  suffered  con- 
siderable damage  when  fire  attacked  their  factory. 

Mr.  J.  H.  Gillespie,  prop,  of  the  Cash  Shoe  Store, 
Limited,  Truro,  N.S.,  who  has  been  ill  for  some  time 
and  confined  in  the  Victoria  Hospital,  Halifax,  N.S., 
is  now  on  the  road  to  recovery  and  was  expected  to 
be  back  in  Truro  before  Easter. 

F.  C.  Vance,  who  was  running  a  shoe  store  in 
Truro,  N.S.,  is  now  out  of  business.    He  made  an  ar- 


rangement last  June  and  four  months  ago  discon- 
tinued business. 

The  Scroggins  Shoe  Co.,  of  Gait,  Ont.,  report  that 
business  has  been  very  satisfactory  with  their  line 
of  "Happy  Toes"  for  children,  and  that  the  outlook 
for  this  year  is  promising. 

The  Quality  Shoe  Store,  Stellarton,  N.S.,  opened 
in  February  in  that  town. 

Mr.  Publicover,  of  Redden  and  Publicover,  Syd- 
ney, N.S.,  has  been  ill  with  a  severe  cold,  but  is  now 
back  at  his  store. 

J.  W.  Priest,  of  Pictou,  N.S.,  left  for  Toronto, 
Orillia,  Kitchener  and  Tillsonburg  on  March  21st. 

D.  R.  Sutherland,  wholesaler,  of  Pictou,  N.S.,  has 
just  returned  from  the  West  Indies.  Mr.  Sutherland 
has  spent  the  winter  months  down  there.  He  also 
picked  up  some  business. 

J.  A.  Hamilton  is  now  representing  Robt.  Ralston 
and  Co.  Limited,  Hamilton,  in  the  Maritime  Pro- 
vinces and  the  Province  of  Quebec.  Mr.  Hamilton, 
although  a  young  man,  has  had  a  number  of  years' 
experience  as  a  travelling  salesman,  and  gained  a 
good  knowledge  of  the  shoe  findings  business  as  a 
representative  of  the  Scholl  Mfg.  Co.,  with  whom  he 
was  lately  employed. 

Mr.  Albert  Tetrault  and  Mr.  Peter  Doig,  of  the 
Tetrault  Shoe  Manufacturing  Co.,  Ltd.,  Montreal,  re- 
cently spent  some  time  in  New  York  City,  on  business 
in  the  interests  of  their  firm. 

Mr.  John  Myles,  manager  of  the  Columbus  Rub- 
ber Co.,  of  Montreal,  Ltd.,  paid  a  flying  visit  to  Tor- 
onto lately. 

Mr.  Oliver  M.  Brooks,  of  the  United  Shoe 
Machinery  Co.,  of  Canada  Ltd.,  Montreal,  recently 
spent  several  days  in  Kingston  where  he  was  super- 
vising the  installation  of  new  shoe  manufacturing 
equipment  in  the  Federal  Penetentiary. 

Mr.  Geo.  E.  Fortin,  representing  Philip  Jacobi, 
Toronto,  wholesale  distributors  of  Hurlbut  Shoes,  has 
opened  up  sample  and  stock  rooms  in  the  Windsor 
Arcade,  Peel  and  St.  Catherine  St.,  Montreal.  The 
location  being  in  close  proximity  to  the  leading  hotels 
and  railway  stations,  the  company  will  be  in  a  posi- 
tion' to  give  even  better  service  to  the  trade  than  in 
the  past.  Mr.  Fortin,  who  is  very  well-known  to  the 
trade  will  look  after  the  distribution  of  the  Hurlbut 
Lines  in  the  Province  of  Quebec.  Buyers  will  find 
these  showrooms  a  very  inviting  place,  they  are  taste- 
fully decorated,  finished  in  oak  and  on  the  walls  are 
displayed  an  array  of  the  Hurlbut  Company's  latest 
attractive  advertising  ideas. 

Mr.  E.  L.  Kingsley,  Canadian  manager  of  North 
British  Rubber  Co.,  Toronto,  has  'left  for  Scotland, 
where  he  will  spend  some  time  at  the  factory  and 
confer  with  his  principals  as  to  the  development  of 
their  Canadian  business. 
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TARSAL- EASE  DEMONSTRATION. 

The  week  ot  March  19th  was  advertised  as  "Tar- 
sal-Ease  Week"  in  the  shoe  department  of  Robt.  Simp- 
son Co.,  Ltd.,  Toronto.  In  the  ladies'  section  of  the 
department  considerable  space  was  devoted  to  the 
demonstration  of  Smardon's  Tarsal-Ease  shoes.  On 
a  platform  at  certain  intervals  a  model,  wearing  a  pair 
of  Tarsal-Ease  shoes,  demonstrated  their  appearance 
and  various  advantages,  and  from  time  to  time  exhib- 
ited cards  which  emphasized  the  points  to  be  noted. 
The  platform  was  draped  with  kid  skins,  and  on  it  were 
displayed  the  various  styles  and  patterns  in  which  the 
shoe  is  made.  Music  was  also  provided  to  brighten 
the  occasion. 

A  Foot-O-Scope  was  employed  to  demonstrate 
to  persons  being  fitted  the  appearance  of  their  feet  in 
old  and  new  shoes.  The  machine  was  kept  busy  and 
was  of  material  interest  and  value. 

Mr.  W.  Waller,  head  of  the  department,  spent 
considerable  time  supervising  the  demonstration  and 
fitting,  and  was  quite  pleased  with  the  results  obtained. 

Mr.  Walter  Smardon  dropped  in  for  a  few  minutes 
from  Montreal  and  stayed  several  days,  spending  his 
time  right  on  the  floor,  helping  the  staff"  demonstrate 
and  sell  shoes.  He  was  quite  enthusiastic  as  to  the 
results  being  obtained,  while  the  direct  contact  with 
the  public  was  of  undoubted  benefit  to  him  as  the  man- 
ufacturer of  the  shoes. 


HAMILTON  IN  SORROW. 

Arthur  Wilson,  the  Hamilton  shoe  retailer,  has  a 
strange  prejudice  in  favor  of  the  Tigers.  This  is 
well-known  to  his  friends  in  the  trade.  In  token  of 
their  sympathy  following  the  recent  defeat  of  the 
Tigers  by  the  Toronto  Granites,  two  of  them  sent 
him  an  elaborately  decorated  illuminated  address 
with  heavy  black  border.  It  looked  something  like 
this : — 


Saturday  Morning,  March  3/23 

Dear  Arthur: 

We  extend  to  you  our  heart- 
felt sympathy  in  this  hour  of  sorrow  for 
the  sudden  death  of  the  Bengal  Tigers — 
runners  up  for  the  O.H.A.  Senior  Hockey 
Championship. 

Yours  in  friendship  at  all  times, 

{Signed)    Edw.  Somers 
Tim  He  ah 


PARKDALE  STYLE  SHOW. 

J.  C.  Budreo,  the  Parkdale  shoe  retailer  furnished 
the  shoes  worn  by  the  models  in  a  style  show  put  on 
at  the  Parkdale  Allen  Theatre.  Each  of  the  five  models 
was  given  a  pair  of  shoes  and  stockings,  the  latter  being 
black  chiffon.  The  models  all  chose  black  shoes,  as 
they  harmonized  best  with  the  various  costumes  worn. 

Miss  Toronto,  who  was  one  of  the  models,  wore 
black   satin   colonials,   with   Louis  heels. 

The  other  four  chose  respectively: — 

Patent   leather  pumps,   with   very   small  tongue; 

Satin   pumps,   with   small  tongue; 

Patent    leather    one-button,  one-strap; 

Patent  and  grey  combination  with  cut  out  sides, 
one  button,  one  strap. 


All  wore  Louis  heels. 

Mr.  Budreo  says  that  he  received  considerable 
valuable  advertising  from  the  show  and  also  from  the 
models  themselves,  who  expressed  themselves  as  being 
pleased  with  the  unusual  ease  and  excellence  with  which 
thev  were  fitted. 


ONTARIO    WHOLESALERS  MEET. 

An  attempt  is  under  way  to  round  up  the  Ontario 
Section  of  the  Shoe  Wholesalers'  Association  of  Can- 
ada, and  it  was  expected  that  a  regular  meeting 
would  have  been  held  last  week.  A  number  of  the 
outside  representatives  could  not  attend,  so  the 
formal  gathering  was  postponed  for  a  couple  of 
weeks. 

An  informal  dinner  was  held,  however,  at  the 
Ontario  Club,  on  March  29th.,  with  Mr.  W.  A. 
Hamilton  in  the  chair.  Mr.  S.  Roy  Weaver,  the 
General  Secretary  of  the  Association  was  present  and 
reported  progress.  He  announced  that  the  organiza- 
tion was  practically  completed  and  everything  was 
shaping  up  well. 

Occasion  was  taken  by  the  chairman  and  others 
present  to  say  some  very  nice  things  about  the  Pre- 
sident, Mr.  J.  A.  McLaren  and  his  long  and  helpful 
association  with  the  trade,  to  which  Mr.  McLaren 
responded  in  his  usual  modest  and  humourous  style. 

Amongst  those  present  were  Messrs.  Hamilton, 
White,  McLaren,  Gravelin,  Weston,  Pearson,  Griffith, 
S.  H.  Parker,  Underhill  and  Jas.  Acton. 


RETAILER  ADDRESSES  ROTARIANS. 

Mr.  D.  W.  Bone,  proprietor  of  the  Family  Shoe 
Store,  Ltd.,  Prince  Rupert,  B.C.,  recently  gave  a  voca- 
tional talk  to  the  Rotary  Club  in  that  city.  In  an 
interesting  fashion  he  explained  the  various  construc- 
tional details  of  shoes,  how  manufacturing  and  distri- 
bution were  operated,  concluding  with  some  historical 
information  as  to  the  shoe  business  itself,  some  of  the 


prominent  men  connected  with  its  development  and  the 
general  scope  of  the  business.  When  a  dealer  really 
studies  the  subject,  it  is  astonishing  how  much  interest- 
ing information  and  history  he  can  dig  up  about  the  busi- 
ness with   which   he  is  associated. 
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HURLBUT  EXPANSION. 

Philip  Jacobi,  exclusive  wholesale  distributor  of 
Hurlbut  Shoes  in  Canada,  has  announced  the  open- 
ing of  a  branch  warehouse  in  Montreal,  carrying  Hurl- 
but  Cushion  Sole  Shoes  for  children  and  Hurlbut  Pussy- 
foot Shoes. 

The  headquarters  of  Philip  Jacobi  is  in  Toronto, 
but  it  is  now  proposed  to  serve  the  retail  trade  through- 
out the  Province  of  Quebec  from  the  Montreal  ware- 
house. This  Montreal  office  is  located  in  the  Wind- 
sor Arcade,  at  152  Peel  Street,  in  the  heart  of  the  up- 
town retail  district.  Complete  stocks,  embracing  all 
of  the  Hurlbut  lines,  are  now  located  there. 

As  a  further  means  of  strengthening  this  service 
with  the  Quebec  trade,  Philip  Jacobi  has  placed  in  charge 


of  the  Montreal  office,  with  full  responsibility  for  sales 
in  the  Province  of  Quebec,  Mr.  George  E.  Fortin,  a  well 
known  and  competent  shoe  man.  Mr.  Fortin  became 
associated  with  Philip  Jacobi  early  in  March. 

The  experience  of  Mr.  Fortin  carries  with  it  thorough 
qualifications  for  the  new  connection.  He  served  his 
apprenticeship  in  the  actual  making  of  shoes  in  modern 
factories  before  engaging  as  retail  clerk  in  some  of  the 
Montreal  stores,  including  that  of  George  G.  Gales  & 
Company.  Following  this  retail  experience,  he  has 
had  several  years  of  experience  as  travelling  salesman 
in  the  Province  of  Quebec  and,  until  accepting  his  new 
connection,  represented  George  E.  Boulter,  of  Toronto, 
in  the  City  of  Montreal  and  the  Province  of  Quebec, 
selling  the  McPherson,  Newport  and  Menihan  lines. 

Mr.  Fortin  is  resident  in  Montreal  and  has  always 
been  active  in  the  Councils  of  the  National  Shoe  and 
Leather  Travellers'  Association  (Eastern  Section).  He 
is  at  the  present  time  Vice-President. 

"LA  DUCHESSE"  SHOE  FACTORY  DESTROYED. 

About  two  o'clock  Tuesday  morning,  March 
28th.,  fire  broke  out  in  the  factory  of  the  La  Duchesse 
Shoe  Manufacturing  Co.,  Ltd.,  Montreal,  completely 
destroying  that  firm's  plant,  and  damaging  the  plant 
of  Charbonneau  &  Deguise,  located  in  the  same  build- 
ing. The  loss  sustained  by  the  La  Duchesse  Co.,  is 
estimated  at  $200,000.  It  is  the  present  intention  of 
the  firm  to  rebuild  as  soon  as  suitable  arrangements 
can  be  made.  The  plant  and  stock  of  Charbonneau 
&  Deguise  suffered  to  the  extent  of  about  $15,000, 
and  they  expect  to  be  in  full  operation  in  the  course  of 
a  few  days.    The  cause  of  the  fire  is  unknown. 


Winning 
Its  Way 
Into  Feminine 
Favor 

GILCO  STOCKING  SAVER 

is  meeting  a  ready  response  from  the  consumer  because 
it  solves  a  real  problem. 

Protects  Delicate  and  Expensive  Hosiery  at  the  Point 
of  Greatest  Wear. 

Attached  in  a  Moment  by  Moistening  Adhesive  Surface. 

//  Your  Jobber  Hasn't  Them,  Tell  Us 
Who  He  Is  and  We'll  Send  Samples 


ilco 


E.  T.  GILBERT 
MFG.  CO. 

228-36  South  Ave.,  Rochester 
New  York 


Thos.  Rearden  &  Co.  Ltd. 

BROCKLEY  LEATHER  WORKS 

LONDON,  S.E.4,  England 

Telegraphic  Address  "Rearden"  Brockley,  London. 

MANUFACTURERS  OF  FINEST 
ENGLISH  CURRIED 

SHOE  LEATHERS 

Specialty 

BOX  &  WILLOW  SIDES 


Also  Specialists  in 

Belt  and  Suspender  Leathers 
Case  and  Bag  Leathers 
Account  Book  Leathers 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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NEW  REPRESENTATIVE  FOR  KINGSBURY 
FOOTWEAR  CO.,  LIMITED 

Announcement  is  made  of  an  addition  to  the 
selling-  staff  of  the  Kingsbury  Footwear  Co.,  Limited, 
Montreal.  Mr.  J.  A.  Portelance  recently  joining  that 
well  known  organization. 

Mr.  Portelance  is  a  native  Montrealer,  and  his 
experience  in  the  shoe  business  began  in  the  store 
of  Geo.  G.  Gales,  Montreal.  After  having  received 


Mr.  J.  A.  Portelance 

thorough  training  under  Mr.  Gales'  supervision,  Mr. 
Portelance  became  connected  with  Geo.  A.  Slater, 
Limited,  and  continued  in  that  firm's  employ  for  the 
past  twelve  years,  covering  the  Province  of  Quebec. 
He  is  a  very  popular  man  in  the  trade,  and  in  his  wide 


acquaintanceship  numbers  practically  every  shoeman 
in  the  Province.  Hardworking  and  energetic,  and 
possessing  thorough  knowledge  of  the  shoe  business, 
bis  friends  look  forward  to  his  success  in  the  new 
association  he  has  made.  He  will  represent  the  Kings- 
bury Footwear  Co.,  Limited,  in  the  Province  of 
Quebec  with  the  exception  of  the  City  of  Montreal. 


ADDS    SHOE  DEPARTMENT. 

Hawley  Walker  Limited,  the  well-known  out- 
fitters, of  Toronto,  have  established  a  shoe  depart- 
ment, carrying  over  fifty  lines  and  lasts  of  the  Slater 
shoe.  This  new  feature  is  under  the  management  of 
Mr.  M.  Payne,  an  experienced  shoe  man.  Mr.  Payne, 
who  has  had  a  considerable  experience  with  McClel- 
lands,  on  Danforth  Ave.,  and  Murray-Kays,  of  Tor- 
onto, including  also  some  American  training,  believes 
that  his  department  can  be  put  on  a  paying  basis. 
This  store  will  now  be  able  to  outfit  a  man  com- 
pletely from  head  to  foot.  They  expect  to  secure 
sales  from  their  regular  customers  and  to  compete 
in  general  with  the  other  better  class  stores.  Though 
it  has  only  recently  opened,  the  attention  created  is 
encouraging:. 


THE  BRANDON  SHOE  CO.  FIRE. 

The  disastrous  fire  which  wiped  out  Brantford's 
only  shoe  factory  last  month,  left  nothing  but  the 
walls.  The  insurance  adjustments  are  not  yet  com- 
pleted, but  it  is  expected  that  the  premises,  plant  and 
product  are  pretty  well  covered.  In  the  meantime, 
the  use  and  occupancy  clause  is  in  force,  which  gives 
the  company  a  stated  income  until  the  premises  are 
rebuilt  and  plant  running. 


After  The  Fire  At  The  Brandon  Shoe  Company . 
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The  Sifting 
Process 


The  long  winter,  which  has  promoted  the  sale 
of  rubbers  and  overshoes,  has  certainly  played  bob 
with  the  shoe  repair  business.  Those  who  have  a  well 
established  trade  have  been  able  to  keep  moving  at 
a  slow  rate,  while  the  men  in  smaller  and  newer 
shops  have  been  able  to  spend  a  lot  of  time  cleaning 
up  and  watching  the  scenery.  If  there  is  one  thing 
that  such  a  period  does,  it  is  to  weed  out  the  unfit, 
and  those  who  have  not  been  able  to  accumulate 
something  against  hard  times.  Unfortunately  many 
of  those  who  are  hit  know  the  business,  are  entitled 
to  stay  in  it,  but  through  force  of  circumstances  are 
put  into  such  a  tight  place  that  they  cannot  carry  on. 

It  has  frequently  been  said  that  there  were  too 
many  in  the  trade.  Certainly  a  very  small  number 
could  have  handled  the  work  that  has  been  available 
for  the  past  few  months. 

The  hard  times  undoubtedly  serve  to  drive  out 
of  the  business  the  type  of  man  who  went  into  it 
when  it  was  booming  and  easy  money  was  in  sight. 
Again  unfortunately,  with  the  collapse  of  men  of 
that  class  come  losses  to  the  supply  houses,  part  of 
which  must  be  carried  by  the  rest  of  the  trade. 

Just  to  what  extent  this  weeding  out  process  is 
extending  remains  to  be  seen.  That  it  is  taking 
place  is  evident  from  reports  from  various  centres. 

The  ray  of  sunshine  in  the  situation  consists  in 
the  conclusion  that  reduction  in  the  ranks  means 
better  business  for  those  who  remain. 

Another  thorn  in  the  side  of  the  repairman  has 
been  the  number  of  cheap  shoes  that  have  flooded 
the  markets.  For  months  repairmen  have  said  that 
people  who  could  buy  a  pair  of  shoes  at  from  one 
dollar  to  five  dollars  would  not  bother  having  their 
old  shoes  repaired.  This  situation,  too,  must  right 
itself.  In  the  long  run  the  public  want  quality,  and 
must  inevitably  find  out  that  it  is  poor  economy  to 
buy  shoes  put  together  to  retail  at  low  figures,  while 
the  supply  of  serviceable  shoes  at  slaughter  prices 
will  not  last  indefinitely. 

Meanwhile,  however,  the  repairer  can  only  face 
his  individual  problem,  and  not  wait  for  trade  to  pick 
up,  but  go  after  it.  It  is  easy  enough  to  say  that 
business  cannot  be  built  up  to  the  old  high  point. 
There  is  no  doubt  that  more  business  can  be  had  by 
going  after  it  than  by  waiting  for  it  to  come  of  itself. 
Spring  weather  appears  to  be  here.  Rain  and  mild 
weather  demand  shoes  that  are  whole  to  keep  out  the 
wet,  while  overshoes  must  be  discarded.  There  is 
no  boom  in  sight  in  shoe  repairing,  but  the  live  re- 
pairer will  capitalize  the  opportunity  that  lies  ahead 
of  him. 


BUILDING  UP  THE  INDUSTRY. 

The  following  quotation  from  the  catalogue  of 
the  United  Shoe  Machinery  Co.  of  Canada,  is  well 
worthy  of  study  by  the  Canadian  shoe  repairer : — 

"The  great  advancement  that  has  been  made  in 
Shoe  Repairing  Methods — the  improvements  that 
have  come  to  the  trade  in  shortened  hours,  better 
working  and  living  conditions,  more  healthful  sur- 
roundings and  the  removal  of  a  discouraging  burden 
of  drudgery  from  the  trade,  resulting  in  the  advance- 
ment of  the  business  of  repairing  from  one  of  back 
street  obscurity  to  front  street  dignity,  compelling 
its  recognition  as  an  essential  national  industry — has 
largely  been  brought  about  by  the  man  who  has  re- 
cognized the  immense  importance  and  utilized  the 
possibilities  in  improved  equipment,  labor  saving 
machinery  and  devices  as  applied  to  the  trade. 

"He  who  faces  his  customer  secure  in  the  know- 
ledge that  his  work  and  statements  are  backed  by  the 
best  and  most  modern  equipment,  that  is  incidentally 
businesslike  in  appearance,  assuring  and  making  pos- 
sible the  delivery  of  high  class  work,  has  a  wonderful 
moral  support  that  will  go  far  in  making  his  success. 

"The  impressions  of  prospective  customers  are 
largely  influenced  and  promoted  by  the  equipment 


It's  The  Shoe  Plate  That  Is  Made 
Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 
"      "     2:       "       10     "  " 

"    3:      "        6 '        "  " 
Furthermore,  the  boxes  are  neatly  re-wrapped 
in  stout  paper  with  plain  markings  as  to  description 
and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  111. 
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and  furnishings  of  the  establishment.  The  effect  of 
the  modernly  equipped,  businesslike  and  efficient 
.coking  premises  is  to  favorably  impress  the  buyer 
with  the  elevated  standard  of  the  business,  its  meth- 
ods and  service. 

"The  business  that  looks  obscure  must  naturally 
impress  them  as  being  obscure.  If  the  machinery 
and  equipment  is  dilapidated,  makeshift,  or  hopelessly 
out-of-date,  the  public  will  so  form  their  opinions  of 
the  business  and  the  service  that  it  might  afford. 

"One  of  the  saving  factors  in  civilization  is  the 
fact  that  we  naturally  prefer  that  which  is  better  or 
best,  discarding  that  which  is  not  so  good.  It  is  by 
such  selective  improvement  that  we  progress. 

"Keep  a  store  and  equipment  in  which  you  have 
confidence  and  the  public  will  have  confidence  in  you. 

"Everywhere  the  successful  shops  are  those  that 
have  adopted  this  policy  and  are  living  up  to  it." 


TORONTO  ASSOCIATION. 

The  regular  monthly  meeting  of  the  Toronto  Re- 
pairers' Association  was  held  on  April  3rd.  A  fair 
attendance  was  recorded.  The  chief  point  under  dis- 
cussion was  co-operative  advertising.  Most  of  the 
members  feel  that  trade  could  be  helped,  and  the 
association  boomed  by  the  development  of  a  scheme 
to  educate  the  public  as  to  the  advantages  of  shoe 
repairing,  and  to  advertise  in  particular  the  work- 
done  by  the  association  members.  The  plans  have 
been  under  discussion  for  some  time,  but  definite  ac- 
tion has  not  been  taken  vet. 


AMONG  THE  REPAIR  MEN. 

The  shoe  repair  shop  of  Mr.  H.  F.  Wix,  738 
King  St.  E..  Hamilton,  was  recently  destroyed  by 
fire,  cause  unknown.  The  damage  amounted  to  over 
SI. 000.00. 

The  United  Shoe  Repair  Shop,  of  Montreal,  has 
gone  out  of  business. 


U.S.M.C.  REPAIR  CATALOGUE. 

The  I'nited  Shoe  Machinery  Co.,  of  Canada  Ltd., 
have  issued  Catalogue  No.  5.  of  shoe  repairing  out- 
fits, equipment  and  auxiliaries.  This  is  one  of  the 
most  complete  of  its  kind  yet  issued.  It  is  filled  with 
illustrations  and  discriptions  of  up-to-date  equipment, 
and  small  and  large  outfits.  One  of  the  newest  fea- 
tures shown  is  a  new  model  C  skate  sharpening  machine, 
which  embodies  three  sharpening  wheels,  coarse,  medium, 
and  fine  respectively. 


VANCOUVER  NOTES 

The  Economy  Shoe  Store  owned  by  Mr.  Stuart 
Nevill  closed  its  door  during  the  week,  the  stock  being 
purchased  by  Mr.  Iver  Smith. 

The  repairing  trade  has  felt  the  effects  of  the  re- 
turn of  wintery  weather,  causing  a  dull  time  among  its 
members.  Quite  a  few  anticipated  disposing  of  their 
business  to  take  up  other  work. 

Mr.  A.  Jones,  who  has  been  connected  with  the  trade 
many  years  in  Vancouver,  has  taken  over  the  stand  of 
Mr.  A.  Ainsbury  on  Pender  Street.  Mr.  Ainsbury  has 
gone  South  on  the  next  lap  of  his  journey  around  the 
world. 

Mr.  J.  Fox,  of  Broadway  E.,  has  had  the  misfor- 
tune to  severely  lacerate  his  foot.  An  axe,  with  which 
he  was  splitting  a  piece  of  wood,  struck  some  ice  and 
glanced  off.  It  entered  the  foot  between  the  two  toes 
for  an  inch  or  more. 

Mr.  N.  Messere,  of  New  Westminster,  severely 
cut  his  thumb,  causing  him  to  be  away  from  business 
for  two  weeks. 

An  echo  of  the  death  of  Mr.  Rod  Campbell,  Jr, 
partner  of  Messrs.  Storey  and  Campbell,  leather  and 
findings  merchants  of  Vancouver,  was  heard  in  the 
Supreme  Court  before  Mr.  Justice  Morrison.  The 
case  was  brought  up  by  Mrs.  Annie  Campbell,  widow 
of  the  deceased,  against  her  brother  Mr.  J.  Storey,  to 
compel  the  defendant  to  sell  property  which  they  own 
jointly,  the  proceeds  of  which  was  to  purchase  her  in- 
terest in  the  firm  of  Storey  and  Campbell,  Limited,  which 
the  plaintiff  estimates  at  $158,000.  The  firm  was  in- 
corporated as  a  limited  company  in  June,  1920,  the 
stock  being  divided,  Mr.  J.  Storey  1827  shares  and  Mrs. 
A.  Campbell  1723  shares.  Mr.  J.  Storey  was  appointed 
as  manager  at  a  salary  of  $6,000.00  per  annum.  During 
the  course  of  the  evidence  before  the  court,  it  was  shown 
that  the  profits  for  the  year  1919,  prior  to  incorporation 
was  between  $76,000.00  and  $78,000.00,  and  that  the 
profits  for  the  six  months  following  the  death  of  Mr. 
R.  Campbell  were  $44,000.00,  and  the  following  six 
months  $2,000.00.  The  following  year  the  business 
was  carried  on  at  a  loss  of  $10,000.00. 


HIGH  REPAIR  PRICES. 

It  is  encouraging  to  note  that  in  spite  of  the  cry 
in  this  country  about  high  repair  prices,  we  are  unus- 
ually well  off  in  comparison  to  some  other  countries, 
notably  Germany. 

It  is  reported  that  it  costs  10,000  marks  to  have 
half  soles  nailed  on  shoes  in  Germany  now,  because  of 
the  extremely  high  price  of  leather.  This  is  about 
half  the  monthly  salary  of  the  average  domestic  ser- 
vant. Consequently,  it  is  frequently  part  of  the  agree- 
ment with  servants  that  shoe  soles  are  to  be  supplied 
by  their  employers. 
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THE  KING  BROTHERS   COMPANY,  LIMITED,  WHITBY,  ONT 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE.  FLEXIBLE  And  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


KANGAROO 

Wc  are  headquarters  for  all  Finishes, 
Grades  and  Kinds. 

Sheepskins    Skivers    "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.S. A. 

Branch:    64  South  Street,  B08TON,  MASS. 
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AN  EXCHANGE  OF  COMPLIMENTS. 

In  his  rounds  the  other  day,  a  SHOE  &  LEATHER 
representative  picked  up  the  attached  correspondence 
between  a  couple  of  well  known  shoe  manufacturers 
whose  names,  for  obvious  reasons,  are  withheld.  While 
playful  in  spirit  it  throws  some  light  upon  the  mental 
attitude  of  the  trade  at  the  weary  end  of  a  winter  of 
discontent  that  it  is  to  be  hoped  may  yet  blossom  into 
a  glorious  summer  of  successful  shoe  selling: 

"Friend  B: — The  Chief  of  Police  and  I  are  quite 
chummy  here  in  town,  and  I  was  in  his  office  a  few 
days  ago  talking  over  town  topics.  He  pulled  out  a 
circular.  You  know  the  circulars  that  the  Chief  of 
Police  receives.  I  was  surprised  to  recognize  your 
face.  The  crime  is  for  holding  the  fifth  ace,  most  likely 
the  ace  of  spades,  in  a  little  game  of  poker.  They  would 
like  to  get  his  finger  prints  and  I  thought  of  you.  If 
you  will  just  look  over  this  you  will  see  the  reason.  If 
you  are  not  quite  satisfied  you  might  show  it  to  some  of 
your  friends,  and  they  probably  will  tell  you  that  it  is 
a  fairly  good  picture  of  yours  truly.  Kindly  let  me  hear 
from  you  and  give  me  some  explanations  why  the  Chief 
of  Police  should  have  your  picture.    Yours  P." 

"Friend  P: — At  times  I  have  wondered  at  your 
always  and  ever-evident  good  nature  and  restfulness 
of  character,  and  I  have  often  wondered  how  you  dis- 
posed of  the  various  worries  that  come  to  us  in  the  shoe 
business.  While  I  am  a  little  surprised  that  you  picked 
on  your  Chief  of  Police  for  what  we  might  call  'chummy' 
protection,  I  can  quite  understand  now  that  that  might 
also  give  you  the  entree  into  the  Sheriff's  office,  and  so 
between  these  two  gentlemen  you  could  probably  find 
a  way  to  fix  up  some  unpleasantnesses  that  might  come 
the  way  of  a  young  man  as  combative  in  spirit  as  you 
are. 


"Pinched  for  fighting  on  the  streets  evidently  would 
mean  nothing  to  you  whatever;  simply  give  your 
friend  the  Chief  the  high  sign,  and  if  you  felt  so  dis- 
posed, go  on  fighting.  Consequently,  any  scraps  you 
get  into  need  not  worry  you  at  all;  hence  the  smooth 
disposition. 

"In  order  that  the  point  of  your  letter  might  be 
hushed  up  as  much  as  possible,  I  showed  it  to  H.M., 
and  in  doing  so  I  felt  quite  safe,  because  I  am  quite 
sure  he  will  not  tell  this  to  anybody  that  he  doesn't 
meet.  Outside  of  that  I  feel  that  there  will  be  absolute 
secrecy  over  the  matter,  and  I  never  expect  to  hear 
another  word  about  it  until  I  meet  some  of  my  friends. 

"While  I  do  not  wish  to  brag  too  much,  it  is  as- 
tonishing the  number  of  people  who  send  for  my  picture, 
so  much  so  that  I  have  to  engage  a  royal  photographer 
and  royal  secretary,  and  I  can  see  now  where  there 
has  been  a  slight  slip-up  in  sending  out  this  picture 
perhaps  to  the  wrong  people.  However,  I  am  sure  you 
can  quite  understand  that  this  picture  business  has 
been  overdone  in  this  case,  although  usually  I  send  a 
cheque  for  a  thousand  or  two  with  my  picture  for  any 
deserving  subscriptions,  or  perhaps  for  lesser  amounts 
when  it  is  prescription,  commonly  called  a  "per"  in 
the  cities  of  Ontario;  Quebec  is  different — we  can  go 
right  in  and  buy  it,  and  that  leads  me  to  say  that  I  have 
just  returned  from  Montreal  where  I  had  the  pleasure 
of  listening  to  some  speeches  on  the  very  affluent  con- 
ditions of  the  Province  of  Quebec,  and  somehow  or  other 
I  drew  the  inference  that  we,  as  residents  of  the  Pro- 
vince of  Ontario,  should  all  be  in  the  hands  of  the  police; 
or  our  pictures  should  be,  at  all  events,  as  illustrating 
a  bunch  of  business  men  who  vote  for  a  condition  that 
does  not  change  the  thing  we  want  to  change,  but  surely 
does  provide  a  very  handsome  living  for  the  boot-leggers. 


LANDIS  NO.  12 


Model  D 


OWN  YOUR  OWN 

LANDIS  Stitchers  and  Finishers  for  the 
Shoe  Repair  Trade. 

Highest  Quality. 

Prompt  Shipments. 

Canadian  Representative 

ROBERT  J.  VAN  STONE 

167  John  St.  S. 
Hamilton,  Ont.,  Can. 

Special  inducements  to  immediate  buyers. 
Write  for  particulars. 

Landis  Machine  Company 


No.  1515  25th  St., 


St.  Louis,  U.  S.  A. 
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Edwards  &  Edwards  Limited 


Tanneries 

Woodbridge,  Ont. 


Head  Office 
27  Front  Street  East 
Toronto 

Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  -    Montreal,  Que 


United  States  Hotel 

Lincoln,  Beach  and  Kingston  Sts. 

BOSTON,  MASS. 

Near  South  Terminal  and  easily  reached  from  North 
Station  by  elevated 

European  Plan  $2.00  up 

Jas.  G.  Hickey,  Manager         G.  W.  Hanlon,  Asst.  Mgr. 
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In  other  words,  the  present  O.T.A.  is  evidently  making 
a  bunch  of  boobs  out  of  us  because  the  law  is  not  pro- 
perly administered,  as  a  whole,  throughout  the  pro- 
vince. You  just  might  show  this  paragraph  to  your 
friend,  the  Chief  of  Police. 

"Outside  of  this,  business  is  rotten;  we  get  our 
three  squares  a  day,  cigarette  money  if  we  are  in  luck, 
attend  creditors'  meetings  with  the  usual  eclat,  swear 
that  we  will  avoid  all  possible  chance  of  loss  in  the  future , 
and  then  try  and  enjoy  anything  that  we  can  get  out 
of  life. 

"The  condition  of  the  shoe  business  just  at  pre- 
sent does  not  permit  me  to  hold  one  ace,  let  alone  five; 
consequently,  I  find  I  am  learning  to  play  a  very  stiff 
game  of  Old  Maid.  With  very  kind  regards.  Yours 
sincerely,  B." 


LITIGATION  OVER  DAVIES'  STOCK. 

In  connection  with  the  disposal  of  the  Davies 
Footwear  Co's  stock  at  Toronto,  there  have  been 
some  interesting  developments  resulting  in  a  lawsuit 
against  the  estate.  It  seems  that  tenders  were  ad- 
vertised for  by  the  inspectors,  trustees  and  Bank  of 
Montreal.  The  bank  held  a  warehouse  receipt  on 
about  $200,000.  of  the  stock,  the  balance  of  about 
$70,000.  being  held  by  the  trustees. 

The  bank  returned  all  the  tenders,  considering 
none  of  them  satisfactory,  the  highest  bid  being  51^ 
cents,  and  although  they  advertised  to  seil  by  auc- 
tion, they  withdrew  the  advertisement  and  proceeded 
to  sell  the  stock  by  private  sale.  They  were  warned 
however,  by  the  solicitors  of  one  of  the  creditors 
against  such  a  course,  and  forthwith  advertised  again 
their  portion  of  the  stock  by  public  auction,  the  sale 
realizing  67]/2  cents  on  the  dollar  instead  of  about  54 
cents,  the  highest  private  offer.  With  regard  to  the 
disposal  of  the  $70,000.  lot  it  seems  that  the  inspec- 
tors met,  opened  the  tenders  and  awarded  by  resolu- 
tion the  stock  to  J.  A.  McLaren  and  Co.,  whose  bid 
was  34  cents  on  the  dollar.  Almost  immediately 
after,  however,  a  verbal  bid  of  35  cents  was  put  in  on 
behalf  of  Messrs.  Swalwell  and  Boyle,  who  produced 
a  deposit  of  $500.  cash  and  two  unmarked  cheques  of 
$700.  and  $1,200.  respectively.  The  award  to  J.  A. 
McLaren  and  Co.  was  disregarded  and  the  stock 
given  to  Swalwell  and  Boyle. 

J.  A.  McLaren  and  Co.  then  commenced  injunc- 
tion proceedings  to  prevent  the  transfer  which,  how- 
ever, failed,  the  judge  holding  that  the  principle  was 
the  same  as  would  be  applied  to  an  application  to  re- 
open bids  when  property  is  being  sold  by  the  Court. 
He  said,  however, — "The  conduct  of  the  assignee  and 
of  the  inspectors  in  this  case,  I  regard  as  wholly  im- 
proper, and  if  this  kind  of  thing  becomes  chronic,  no 
one  will  bid  at  an  assignee's  sale  if  he  thinks  his 
tender  is  to  be  hawked  around  for  the  purpose  of 
obtaining  a  higher  bid." 

The  case  is  being  appealed  by  J.  A.  McLaren  and 
Co.,  who  feei  that  not  only  have  they  been  most  un- 
fairly treated  by  the  trustees  and  inspectors  in  this 
case,  but  as  the  judge  said,  unless  this  sort  of  thing 
is  stopped  there  will  be  no  bona  fide  tendering  in 
affairs  of  this  kind.  In  the  meantime,  it  has  been  de- 
monstrated that  the  public  auction  sale  is  the  most 
fairest  and  most  effective  way  of  handling  bankrupt 
stocks.  In  the  case  of  the  bank,  twenty-five  per  cent, 
more  was  realized  besides  making  it  impossible  to 
demoralize  the  market,  wholesale  and  retail,  at  a  time 
when  business  was  in  a  critical  state. 
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CLASSIFIED  ADVERTISEMENTS 

MR.  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you  His  Services.  Address,  Box  75,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont.   

WANTED — By  an  experienced  salesman  with  connection  in  Mari- 
time Provinces  line  of  shoes  for  above  territory.  Manufacturer's  line 
preferred.  Ambitious  and  can  furnish  good  references.  Must  be  a 
good  line.    Box  81,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto 

WANTED  Line  of  Shoes  for  Eastern  Ontario.  Salesman 
has  number  one  connection  in  this  territory  and  can  furnish 
the  best  of  references.  Address  Box  90,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto. 

YOUNG  MAN,  with  High-class  Retail  Shoe  Experience 
wishes  a  good  Line  of  Shoes  or  Shoe  Findings  for  Ontario 
Territory.  Box  91,  Shoe  and  Leather  Journal,  545  King  St. 
W.,  Toronto. 

EXPERIENCED  SHOE  TRAVELLER,  now  inside,  seeks 
position  on  the  road,  preferably  in  the  Maritime  Provinces. 
I  have  had  many  years  experience  with  well  known  shoe 
concerns,  and  would  be  glad  to  hear  from  any  firm  that 
could  place  me  with  a  line  of  shoes.  Replies  to  Box  95, 
Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 

FOR  SALE. — Shoe  Business  in  good  town  in  Waterloo 
County.  Rent  $37.00  per  month.  Stock  $9,000,  exceptionally 
clean.  Turnover  $20,000,  splendid  location.  Apply  Owner, 
Box  93,  Shoe  and  Leather  Journal,  545  King  St.  W,  Toronto. 

TRAVELLER,  calling  on  the  Wholesale  Shoe  Trade,  is  open 
for  lines  for  Ontario  on  a  commission  basis.  Twelve  years' 
connection.  Box  94,  Shoe  and  Leather  Journal,  545  King 
St.  W.,  Toronto. 

MAN  WANTED — Capable  of  managing  shoe  factory,  pre- 
sent capacity  about  300  prs.  per  day,  state  experience,  salary 
expected,  giving  references.  Apply,  Box  99  Shoe  &  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 

SHOE  TRAVELLER,  with  good  connection  in  North- 
western Ontario,  just  severed  connection  with  large  shoe 
manufacturing  concern,  is  open  for  line  of  shoes  and  rubber 
footwear.  Can  show  results.  Box  98,  Shoe  &  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 

WANTED— Exp  e  rienced  Salesman,  with  connection,  for 
Provinces  of  Quebec  and  Maritime,  to  handle  a  high  grade 
line  of  women's  footwear.  Apply,  Box  97,  Shoe  &  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 

FOR  SALE — Live  Shoe  Business  in  large  Western  Ontario 
City.  Stock  around  twenty  thousand.  All  new.  Large 
turnover.  Long  lease.  Good  reasons  for  selling.  Box  96, 
Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto,  Ont. 

FOR  SALE — Shoe  Business  in  one  of  the  best  towns  on 
Vancouver  Island.  All  new  stock.  Carefully  bought. 
Turnover  $2,500  a  month.  Value  of  stock  on  hand  about 
$12,000.  Store  located  on  main  street,  and  one  of  the  best 
stands  in  the  city.  Rent  only  $25  per  month.  No  other  ex- 
clusive shoe  business  in  the  city.  A  good  proposition  and 
one  well  worth  investigating  by  anyone  who  understands 
the  shoe  business.  Will  take  part  cash,  balance  on  easy 
terms.  For  full  particulars,  apply,  to  Box  248,  Cumberland, 
Vancouver  Island,  B.C. 

SHOE  REPAIR  STAND  FOR  SALE,  consisting  of  one 
U.S. MX.  finishing  machine,  patcher,  and  other  tools.  Would 
sell  as  a  whole  or  part.  Apply  to  the  undersigned,  W.  J. 
Gash,  50  Hunter  St.  E.,  Peterboro,  Ont. 

FOR  SALE— The  Empire  Shoe  Repair.  Modern  appliances; 
U.S.M.C.  18  ft.  outfit  with  stitcher;  English  bench  stands  and 
lasts.  A  good  business  proposition.  Doing  a  small  retail 
trade  also.  Property  to  be  disposed  of  same  time.  Write 
E.  J.  Lee,  proprietor,  11  Hadley  St.,  Cote  St.  Paul,  Montreal, 
Que. 


Show  Them 
JOHN  BULL 
Shoepacks 


For  your  customers  who  are  looking  for  EXTRA 
VALUE  in  shoepacks  let  them  examine  a  pair  of 
Beal's.  They  will  note  the  good  leather  used — 
our  own  tannage — the  high  class  workmanship 
and  the  real  GOODNESS  contained  in  every 
pair.  These  qualities  can  only  give  one  result 
— long  service,  comfort  and  resistance  to 
weather. 

The  R.M.Beal  Leather  Co. 

T .   ,        ^  Limited 

Lindsay,  Ont. 


CLARKE  8f  CLARKE  Limited 

Established  1852 


Tanners  of 


SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  #  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 
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ALL  ABOARD  Direct  through  Connections  from* 'HOOF  TO  BEAMHOUSE' 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy" 


INDEX  TO  ADVERTISERS 


Ahrens   Chas.   A.   Ltd  44 

Aird  &  Son    4 

Ackerman  B.  F.  &  Son  Co.  Ltd.  18 


Bell.  J.  &  T.  Ltd   7 

Bcal.  K.  If.  Leather  Co  63 

Blachtord  Shoe  Mfg.  Co.  Ltd.  ..  28 

B.  &  If.  Slipper  Co  48 

Breithaupt  Leather  Co.  Ltd.  ..I.F.C. 


Clark   Bros.    Ltd  O.B.C. 

Clarke  &  Clarke.  Ltd  63 

Cote.  J.  A.  &  M   9 

Condensed   Ads  63 


Dale  Wax  Figure  Co.  Ltd  52 

Davis.  A.  &  Son   ....  17 

Davis  Leather  Co.  Ltd   5 

Duclos  &  Payan    3 

Dominion  Kubher  System  Ltd.  ..11 
Dominion  Shoes  Ltd  41 


Foerderer,  Robt.  H.  Inc.  45 

Edwards   &   Edwards    62 

Gait  Shoe  Mfg.  Co.,  Ltd  49 

Gilbert  Mfg  Co   57 

Globe   Shoe,  Ltd..    8 

Griffith  R.  B.  &  Co.,  Ltd  40 

Gutta  Percha  &  Rubber  Ltd   6 

Getty  &  Scott  Ltd   14 

Handelan  H.  &  Staff    62 

Hotel  Cleveland    44 

Hamilton  W.  B.  Shoe  Co  27 

King  Bros  60 

Johnston,   H.   B.   &   Co  20 

Kiwi  Polish  Co.,  Ltd  46 

Ken  worthy  Bros,  of  Canada  Ltd.  46 

Landis  Machine  Co  61 

McCaughan  J.  A.  &  Son   17 


Natural  Tread  Shoes  Ltd   52 

New  Castle  Leather  Co.  Inc   48 

National  Shoe  Plate  Co  "...  59 

Nursery  Shoe  Co   43 

Packard  L.  H.  &  Co.  Ltd   18-41 

Perth  Shoe  Co.  Ltd   21-22-23 

Ralston  Robt.  &  Co.  Ltd   15 

Robson  Leather  Co.  Ltd  24 

Rearden  Thos.  &  Co.  Ltd  57 

Robinson  Geo.  Ltd   13 

Ritchie  John  Co.  Ltd   16 

Samson  J.  E.  Enr   42 

Schmoll,  Fils  &  Co  64 

Scroggins   Shoe   Co.,   Ltd  26 

Spaulding  J.  &  Sons  Co.  Inc.   . .  12 

Talbot  Shoe  Co.  Ltd  25 

United  Shoe  Machinery  Co.  ..I. B.C. 
U.S.   Hotel    62 

Young,  Richard  Co  60 
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WHERE  SPACE  IS  LIMITED 


6  ft  Shoe  Repair  Outfit  Model  P  A  Product  of  our  Montreal  Factory 

Edge  Trimmer  can  be  Added  to  This  Outfit  Anytime 

We  Can  Supply  Small  Machines 

that  are 

Big  Savers  Of  Labor 

INCREASE  PRODUCTION-PRODUCE  LARGER  PROFITS 

EQUIPPED  FOR  MOTOR  OR  GASOLENE  ENGINE  DRIVE 
OUTFITS  JUST  AS  LARGE  AS  THE  OCCASION  DEMANDS.   TERMS  THAT  YOU  CAN  AFFORD 
OUR  EXPERTS  WILL  GLADLY  ASSIST  IN  SELECTING  A  SUITABLE  EQUIPMENT 

OUR  LATEST  CATALOGUE  MAILED  FREE  ON  REQUEST 

UNITED  SHOE  MACHINERY  CO.  OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street,  W.  88  Ontario  Street,  S.  28  Demers  Street 
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One  Strap  Colonial 
Pump.  Made  in  all 
Leathers  and  Combin- 
ations. 


Still  The  Best  Value  In 
Style  Shoes  In  Canada 

As  the  demand  for  Values  in  Ladies' 
fashionable  shoes  grows  keener  the 
popularity  of  the  CLARK  BROS. 
LINE  grows  greater.  Featuring  the 
smartest  effects  in  lasts  and  patterns 
and  retailing  at 

$5.00 

they  make  available  at  a  very  moder- 
ate price  footwear  of  the  very  latest 
vogue. 

FOR  SPRING 

you  can  create  volume  trade  by 
featuring  CLARK  BROS.  PUMPS 
AND  OXFORDS. 


CLARK  BR  OS.,  L  im  ited 

St.  Stephen  N.  B. 
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THE  THIRTY-SIXTH  YEAR  TORONTO,  APRIL  16th,  1923. 

SHOE  &  LEATHER 
JOURNAL 


ACTON   PUBLISHING   COMPANY  LIMITED 

TORONTO  MONTREAL 


THE  SHOE  AND  LEATHER  JOURNAL 


'The  Wear 


Is  XheRe1 


WHAT  SHALL  IT  PROFIT 


If  a  shoe  has  all  the  Style, 
Workmanship,  Finish  and 
Fit  in  the  world  and  has  not 
A   DEPENDABLE  SOLE? 


TRENT  VALLEY  OAK 

Is  Unsurpassed  for  Quality  and  Wear 

A  Sole  to  Suit  Every  Shoe. 

Trent  Valley  Oak  Cut  Soles,  in  all  sizes  and  grades  can  be  supplied  by 

PROVINCIAL  CUT  SOLE  CO. 
311  Victoria  Street,  Kitchener,  Ont. 

The  Breithaupt  Leather  Co.Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 
Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk's  Falls 
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The  Most 
Profitable  Trade 


In  the  shoe  business  to-day  lies  in  regular\f2i£/i  Class 
and  Medium  Priced  Goods.  The  retailer  as  well 
as  the  manufacturer  should  make  sure  that  he  is 
amply  protected  as  to 

Quality  and  Economy 

In  the  materials  entering  into  these  essential  lines  of 
profitable  shoe  selling.  Davis  Leathers  are  the  last 
word  in  shoemaking  quality — texture,  finish  and  wear 
— and  the  most  economical  cutting  stock  made  for  eith- 
er  men's  or  women's  lines  of  the  better  class. 

Davis  Colored  Calf     Black  Dominion  Calf      Davis  Boarded  Veals 


In  fashionable  shades  of 
Browns  and  Reds 
Uniform  in  color  and  finish. 
The  last  word  in  shoe  fash- 
ions. 


In  Bright  and  Dull 
Finishes 
Smooth,  outstanding  and  sil- 
ky in  texture — economical  in 
cutting. 


In  Three  Colors 
The  logical  leather  for  econ- 
omical production — the  ideal 
for  moderate  priced  shoes. 


A  Leather  for  Every  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 
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The  Right  Kind  of  Counter 
For  Every  Type  of  Shoe 


D.  &  P.  3-Piece 
UNION 
COUNTER 


D.  &  P. 
FIBRE 
COUNTER 


An  exclusive  D.  &  P.  product 
specially  made  to  fill  an  import- 
ant need — A  Counter  possessing 
unique  features  that  make  it  per- 
fectly suited  for  use  in  Women's 
Shoes.  Leading  manufacturers  of 
Women's  Lines  are  unanimous 
in  pronouncing  it  the  one  best 
Counter  for  their  particular  re- 
quirements. 


Fibre  Counters  became  standard 
counters  everywhere  when  D.  & 
P.  Counter-Makers  raised  their 
practical  usefulness  to  a  level 
with  that  of  leather  counters, 
while  in  value  keeping  them  well 
below  leather  counter  costs.  You 
save  money  and  you  gain  quality 
by  using  D.  &  P.  Fibre  Counters. 


The  D.  &  P.  Policy — "A  Counter  for  Every  Purpose"  applies  to  all 
grades  of  shoes,  and  not  only  for  finest  footwear  but  for  medium  and 
staple  lines  as  well  there  is  a  D.  &  P.  Counter  that  serves  the  purpose 
to  perfection. 


DUCLOS  &  PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

MONTREAL 

REPRESENTATIVES 
For  Ontario: — E.  R.  Lewis,  45  Front  St.,  East,  Toronto 
For  Quebec  City: — Richard  Freres,  St.  Valier  Street, Quebec 
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Wisdom  Says— 

D.  &  P.  UPPER  LEA  THERS 

Chrome,  Bark,  Retanned 
Colors  and  Black 

Reasoning  according  to  results,  the  manufacturer  is  guided  by  e very- 
rule  of  wise  leather-buying  to  choose  his  Upper  Leather  Stock  from  the 
D.  8c  P.  Lines. 


Every  D.  &  P.  Leather  is  the 
produce  of  expert  tanning.  The 
uniform  quality  and  texture  can 
have  only  one  result— SHOES  OF 
LONG  WEAR.  The  lustrous 
beauty,  due  to  its  fine  finish, 
can  mean  only  one  thing — SHOES 
OF  OUTSTANDING  AP- 
PEARANCE. 


In  the  lines  we  are  featuring 
for  the  coming  Season  are  the 
very  shades  that  Fashion's  de- 
crees have  made  the  vogue.  Man- 
ufacturers take  no  chances  in 
showing  these  shades,  and  cer- 
tainly they  cannot  buy  with  great- 
er economy  or  get  greater  worth 
in  quality,  j  ||| 


LET  US  SEND  YOU  SAMPLES  AND  QUOTATIONS]  ON 
YOUR  COMING  SEASON'S  REQUIREMENTS.  YOU  CAN 
PROFIT    BY    WHAT    WE    HAVE    TO  OFFER. 


DUCLOS  &  PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

MONTREAL 

REPRESENTATIVES 
For  Ontario: — E.  R.  Lewis,  45  Front  St..  East,  Toronto 
For  Quebec  City: — Richard  Freres,  St.  Valier  Street,  Quebec 
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You  Can  Depend  On 

LAWRENCE  LEATHERS 

It's  the  absolute  reliability  of 
Lawrence  Leathers  that  makes 
them  so  satisfying  to  shoe  manu- 
facturers and  retailers,  a  constantly 
increasing  number  of  whom  are 
learning  to  insure  receiving  the 
latest  and  best  things  in  leathers 
by  keeping  in  touch  with  A.  C. 
Lawrence    Leather  Company. 

A.  C.  LAWRENCE  LEATHER  CO. 

210  South  Street,  Boston,  Mass. 

New  York  Chicago  Philadelphia  Gloversville 
St.  Louis  Cincinnati  Rochester 


RELIABLE 
LEATHERS 


c? 


Hi  lll[)liliiiiiiiii[]iii!Nii«iinillll  Hit"  Mi!!iiiiii"',,,i:aiimh.'i,ij;  n    ■■      i,i  ■  mlllm,  .  i  'jiin  ;: 


■  nil  riiiiiic  iiitii[):iiiiiii.iii[)iiiiiiiiiii>i]iiiiiiiii'i[[]irnimDtliiMiniiiJta 


CALFSKIN 
SHEEPSKIN 
SIDE  LEATHER 
PIGSKIN 
WELTING 
COUNTERS 
INSOLES 

Write  for  samples 


III  rcjn  [Jimmimic 


 ii  k  on, nr  n  hi!  .'i 
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"GUTTA 
PERCHA" 

Rubber  Footwear 


This  is  the  season  when  it  pays  you  to  look 
over  the  samples  with  care  and  forethought. 
There  are  many  improvements  and  import- 
ant additions  that  are  well  worth  your  exam- 
ination and  consideration. 

By  early  action  you  will  be  relieved  of  all 
scramble  and  hurried  ordering  later  on.  The 
selection  of  your  future  stock  is  well  worth 
mature,  leisurely  study  and  care. 

And  the  prestige  of  this  old  established 
"Gutta  Percha"  line  is  a  definite  help  in 
making  sales  and  profits.  "Gutta  Percha" 
Rubber  Footwear  in  your  window  displays 
attracts  customers  because  in  it  they  recog- 
nize a  line  which  they  know  well  and  favor- 
ably for  value  and  satisfaction. 

Stocked  by  Our  Branches  and  Leading  Jobbers 

Gutta  Percha  ©.  Rubber 


Limited- 


Head  Offices  and  Factories,  Toronto 

Branches  from  Coast  to  Coast 
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MURRAY  SHOE  CO.,  IN  STOCK  COMPETITION 


The  Judges  have  decided  as  follows,  in  our  competition: 

There  were  a  great  many  entries,  and  it  was  very  hard  to  decide  the  prize  winners,  among  so  many  excellent  letters. 

FIRST  PRIZE— $50.    Awarded  to  Mr.  G.  D.  Humphrey,  care  of  Wm.  Marsh  Co.,Quebec,  P.Q. 

1.  One  can  get  goods  immediately,  without  having  to  wait  one's  turn  at  some  overcrowded  plant  which  takes  one's 
orders,  but  is  unable  to  get  them  out  in  the  promised  time. 

2.  When  factories  are  rushing  goods  through,  the  goods  cannot  be,  and  are  not  made  as  carefully  as  they  are  during 
normal  unrushed  periods.The  factory  which  makes  goods  during  slack  seasons  and  stocks  them  for  the  future  is 
able  to  supply  well  and  carefully  made  goods;    and  these  are  greatly  preferable  to  the  results  of  a  rush  order. 

,;.  By  being  able  to  supply  smaller  quantities  and  a  greater  variety,  the  factory  which  carries  a  floor  stock  renders 
a  greater  service  to  the  trade  in  general,  and  helps  the  buyer  especially,  as  he  can  made  a  greater  turnover  with 
less  capital. 

4.  The  factory  is  paying  storage  charges  which  the  buyer  would  otherwise  be  compelled  to  pay.  Also  insurance, 
depreciation,  etc.  must  be  remembered. 

5.  Floor  stocks  must  necessarily  be  shoes  of  a  staple  style,  and  on  a  sensible  last.  Novelties  lose  value  so  quickly 
with  the  changes  of  fashion  that  no-one  would  dare  to  stock  them  in  quantity. 

The  stock  carrying  factory  then  has  a  great  deal  to  do  with  the  stabilizing  of  the  shoe  trade  and  the  bringing  back 
of  prosperity. 

Then  those  who  deal  with  such  factories  are  indirectly  but  truly  aiding  themselves. 

6.  By  making  stock  shoes  during  the  slack  season,  work  is  provided  for  the  employees  who  would  otherwise  be  in 
desperate  straits.  This  humanitarian  side  of  the  question  would  make  the  carrying  of  stock  departments  worth 
while  even  though  no  further  profit  were  made  by  so  doing. 

However  a  factory  which  works  by  starts  and  spurts  loses  great  sums  in  overhead  charges.  These  higher  costs 
have  to  be  passed  on  to  the  selling  division  of  the  trade  and  shoes  are  more  expensive  which  means  a  smaller  market 
for  those  shoes.  Factories  working  steadily  even  though  at  no  great  profit  can  make  shoes  more  cheaply  than 
their  "carry  no  stock"  competitors,  and  their  customers  can  get  much  greater  value  for  their  money. 

SECOND  PRIZE— $25.    Awarded  to  Archie  B.  Zacks,  424  George  St.,  Peterborough,  Ont. 

1.  The  manufacturer  who  carries  stock  is  between  the  manufacturer  who  does  not  carry  stock  on  the  one  hand,  and 
the  jobber  who  buys  goods  from  manufacturers  for  resale  on  the  other  hand.  To  the  retailer  the  stock-carrying 
manufacturer  combines  the  good  points  of  the  other  two  classes  and  eliminates  many  of  the  bad  points  of  each 
of  the  other  classes. 

The  shoe  trade  has  passed  through  a  period  of  instability  and  conditions  are  not  yet  settled.  Prices  as  well  as 
styles  are  continually  changing,  and  the  careful  retailer  cannot  buy  a  large  quantity  of  any  style,  and  take  the 
chance  of  it  proving  a  winner.  On  the  other  hand  if  he  buys  in  small  quantities,  he  cannot  get  more  of  the  shoe 
before  a  month  if  it  proves  a  good  seller.  In  that  time  the  demand  for  that  particular  style  might  fall  off.  Job- 
bers are  in  the  same  position  as  retailers  in  this  respect.  They  also  are  dependent  on  the  manufacturer,  and  rare- 
lv  can  the  retailer  procure  the  best  selling  lines  from  a  jobber  when  he  wants  them.  The  manufacturer  who  carries 
>r«,ck  is  therefore  the  dependable  man  who  can  supply  the  retailer,  because  he  is  continually  making  goods  for  his 
In-Stock  Department,  and  can  easily  increase  his  production  on  any  styles  for  which  there  is  a  great  demand. 

2.  Knowing  what  sizes  to  buy  is  just  as  great  a  problem  for  the  retailer  as  knowing  what  styles  to  buy.  The  retailer, 
unless  he  has  unlimited  capital,  cannot  buy  in  very  large  quantities.  The  average  retailer  therefore  buys  in  12 
or  15  pair  lots.  He  only  gets  about  two  pairs  of  the  best  selling  sizes  in  buying  15  pair  lots.  He  might  sell  the 
best  sizes  the  first  day  after  the  goods  arrive,  and  then  finds  himself  with  a  broken  line.  By  the  time  he  fills  in 
these  sizes,  other  sizes  will  be  sold  out.  Therefore,  again  the  manufacturer  that  carries  stock  is  the  logical  man 
for  the  average  retailer  to  deal  with. 

3.  If  the  retailer  buys  from  a  wholesaler  he  pays  a  middleman's  profit.  If  he  buys  12  or  15  pairs  of  a  line,  made  up 
according  to  his  own  specifications,  direct  from  a  factory,  he  also  pays  a  high  price,  because  a  manufacturer  can- 

•  make  1  2  or  15  pairs  of  one  line  cheaply.  But  a  manufacturer  making  large  quantities  of  shoes  for  his  In-Stock 
I  >epartment  can  specialize  on  the  shoes.  Also,  making  such  large  quantities  of  every  line,  he  can  affect  the  econ- 
omies of  large  scale  production.  Therefore  the  retailer  can  expect  to  be  able  to  buy  more  cheaply  from  a  firm 
that  manufactures  its  own  goods  for  its  In-Stock  Department. 

4.  Wholesalers  as  a  rule  do  not  have  the  best  materials  put  into  shoes  made  up  for  them,  because  if  the  shoes  do  not 
give  service  their  reputation  is  not  hurt.    If  I  buy  a  line  of  shoes  from  a  wholesaler  which  I  know  were  made  by 
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the  Blank  Shoe  Mfg.,  Co.,  and  the  shoes  do  not  give  satisfactory  wear,  I  will  not  stop  buying  from  the  wholesale 
house,  but  I  will  stop  buying  Blank's  shoes.  On  the  other  hand  if  I  buy  from  a  manufacturer  and  his  shoes  do 
not  give  satisfaction,  I  cease  buying  from  him  altogether.  But  the  manufacturer  carrying  stock  usually  sells  his 
goods  with  his  name  or  trade  mark  stamped  on  them.  Such  a  manufacturer  will  try  to  put  honest  materials  and 
workmanship  into  his  product,  in  order  to  have  the  consumer  come  back  for  his  shoes. 

5.  The  manufacturer  that  does  not  carry  stock  obviously  cannot  issue  a  catalogue.  The  wholesaler,  constantly 
changing  his  lines  and  sources  of  supply,  cannot  issue  one  either.  But  the  manufacturer  who  carries  popular 
lines  in  stock  can  and  should  issue  a  catalogue  regularly.  Such  a  catalogue  is  a  great  help  to  the  retailer.  He 
can  order  lines  for  which  there  is  a  demand,  without  having  to  wait  for  a  traveller,  and  he  can  take  orders  for  special 
pairs  by  showing  the  customer  the  styles  of  shoes  illustrated  in  the  catalogue.  By  ordering  regularly  from  a  cat- 
alogue, the  retailer  can  keep  his  capital  investment  and  stock  down  to  a  minimum,  keep  his  shelves  clean  of  obsolete 
styles  and  odd  sizes,  and  can  make  a  larger  profit  because  he  is  always  buying  at  current  market  prices. 

6.  It  is  safest  to  buy  from  a  manufacturer  who  carries  stock.  He  will  put  into  stock  only  those  shoes  that  have  been 
proven  as  good  popular  sellers.  He  will  not  stock  so  called  millinery  shoes,  which  change  in  style  so  frequently. 
The  retailer  can  buy  from  such  a  firm  and  have  confidence  that  the  shoes  will  sell,  and  such  confidence  at  the  pre- 
sent time  means  a  great  deal. 

THIRD  PRIZE— $10.    Awarded  to  S.  H.  Ingram,  care  of  Yale  Shoe  Store,  Prince  Albert,  Sask. 

1.  The  factory  that  produces,  and  has  an  in-stock  service  of  the  best  sellers,  naturally  sells  more  shoes,  thereby  in- 
creasing Factory  production,  which  in  turn  decreases  total  cost  per  pair.  Therefore  the  manufacturer  is  in  a  pos- 
ition to  produce  a  better  shoe  at  a  smaller  cost,  of  which  advantage  the  live  Retailer  is  ever  ready  to  grasp. 

2.  The  merchant  that  buys  from  the  factory  that  stocks  the  best  sellers,  thereby  reduces  his  overhead,  risk,  and  in- 
creases sales.    Therefore  he  does  more  business,  and  makes  more  profit. 

3.  It  is  an  indisputable  fact  that  volume  of  business  is  the  key  to  cheaper  production.  Therefore  the  merchant  that 
stocks  the  best  sellers  can  rest  assured  that  he  had  bought  a  better  shoe  for  less,  which  will  undoubtedly  place  him 
to  an  advantage  over  his  competitors.  The  quality  and  economical  price  gained  by  the  merchant  is  in  turn  taken 
advantage  of  by  the  people,  which  goes  to  build  up,  and  make  a  more  flourishing  business. 

4.  The  merchant's  investment  is  not  so  large,  as  he  can  size  in  whenever  necessary,  thereby  keeping  his  investment, 
and  stock  turning  at  all  times,  and  end  the  season  with  clean  shelves. 

5.  If  it  is  a  case  where  a  merchant  wants  stock  immediately,  and  we  did  not  have  a  manufacturer  giving  us  that  valu- 
able in-stock  service,  with  all  due  respect  to  the  jobber,  who  is  a  man  that  deserves  our  support  to  some  extent, 
we  would  have  to  resort  to  his  convenient  service.  Therefore  we  would  be  paying  a  margin  of  profit  on  his  invest- 
ment, which  margin  each  merchant  should  endeavor  to  give  to  his  customers. 

6.  In  case  of  defective  goods,  or  an  adjustment  being  desired,  it  is  more  quickly  obtained  when  bought  direct  from 
the  manufacturer,  as  there  are  only  two  parties  involved,  as  against  three  when  bought  from  the  jobber. 


The  other  prize  winners  were  as  follows 


H.  G.  Lunney,    260  Yonge  St. 
A.  L.  Wright,    c/o  Amherst  Boot 

&  Shoe  Co.,  Box  448 
A.  J.  Chessum,    184  Main  St. 
V.  E.  Taplin,    226  Yonge  St. 
H.  L.  Hopkins,    c/o  Saba  Shoe 

Store,  201  Yonge  St. 
Geo.  J.  Ree,    c/o  W.  H.  Mack, 

344  Bleury  St. 
Geo.  McVicar   


Toronto,  Ont. 

Amherst,  N.S. 
Toronto,  Ont. 
Toronto,  Ont. 

Toronto,  Ont. 

Montreal,  Que. 
.Goderich,  Ont. 


C.  C.  Spencer  Midland,  Ont. 

Jas.  E.  Willis   Seaforth,  Ont. 

E.  F.  Lavigne   Orillia,  Ont. 

Mort.  L.  Levy,    260  Yonge  St.  Toronto,  Ont. 

J.  E.  Thompson ,    c/o  Hudson 

Bay  Co.  Lethbridge,  Alta. 

D.  A.  Gibson,  Portage  La  Prairie,  Man. 
Jas.  Welch,  c/o  Welch  #  Dow,  Boissevain,  Man. 
Fred  W.  Home,  c/o  T.  Jack  Co.  Ft.  William,  Ont. 


We  thank  all  those  entering  this  competition,  for  the  interest  they  have  shown. 


MURRAY  SHOE  COMPANY,  Limited 
LONDON,  ONT. 
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Trace  to  their  source  the  finer  style  ideas  illustrated  in  these  pages, 
and  the  many  more  featured  in  the  new  Season's  Samples,  and  you 
will  find  that  they  originated  with  United  Last  Company  Designers. 

Remember,  too,  that  in  style  creating  our  ability  to  serve  is  equal- 
led by  our  availability  for  service.  We  are  within  easy  reach  wherever 
shoes  are  made.  Our  chain  of  showrooms  reaches  the  country 
over  and  links  every  manufacturer  with  every  style  centre. 

United  Lasts  are  accurate.  United  Patterns  are  distinctive  and 
popular.  United  Service  is  efficient,  and  a  most  important  factor 
in  successful  shoemaking. 


United   Last   Company  Limited 

Lasts  and  Upper  Patterns 

MONTREAL,  QUE. 

Toronto  Sales  and  Pattern  Shop,     76  Richmond  St.  East 
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^he  MINER  RUDDER  COX^ed 

Branches  and Selling  Agents 


The  Miner  Rubber  Co.,  I 
The  Miner  Rubber  Co.,  I 

The  Miner  Rubber  Co.,  I 
Congdon,  Marsh  Limited 
The  Haileybury  Wholesa 

The   Miner  Rnhher  Cn  T 


.united . 
limited. 


The  Miner  Rubber  Co.,  Limited 
The  Miner  Shoe  Co.,  Limited 
The  Miner  Rubber  Co.,  Limited 


Limited 
Limited. 


The  Miner  Rubber  C 
The  Miner  Rubber  C 

H.  S.  Campbell  

The  J.  M.  Humphrey  Co.,  Limit 
The  J.  M.  Humphrey  Co.,  Limit 
The  Miner  Rubber  Co.,  Limited 


  Vancouver,  B.C. 

  Calgary,  Alta. 

.    Edmonton,  Alta. 

t   Regina,  Sask. 

   Winnipeg,  Man. 

imited   Haileybury,  Ont. 

  London,  Ont. 

.€v   Hamilton,  Ont. 


Ottawa,  Ont. 
Montreal,  Que. 

Quebec,  Que. 
Fredericton,  N.B. 
St.  John,  N.B. 
Sydney,  C.B. 
Halifax,  N.S. 


Merchants  who  have  used  Miner's  Boy  Scout 
and  Girl  Guide  window  trims  and  posters  have 
gotten  big  results  in  increased  sales. 

If  you  haven't  used  this  advertising  yet,  be  sure 
to  do  so  next  Fall.  To  get  maximum  benefit 
this  means  that  you  should  place  now  for  some, 
even  if  only  a  few,  cases  of  Boy  Scout  and  Girl 
Guide  Rubbers. 
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^ung 
^Mothers:- 


oi  youra  whs  _ 

wiil  be  a  great  event  \J 
\i     in  your  life.  And  a  fl 


TRADE  MARK 


REGISTERED 


ADVERTISING 

—to  help  YOU  sell  more  shoes 

In  a  long  list  of  Canada's  finest  daily  newspapers 
mothers  and  fathers  of  Canadian  children  will,  this  Spring 
and  Summer,  see  these  Hewetson  Shoe  advertisements. 

The  advertisements  are  too  striking,  too  unusual  and 
too  interesting  to  be  "drowned  out"  or  overlooked.  They 
will  be  seen,  read,  remarked  upon.  They  will  have  the  de- 
sired effect. 

Of  course,  best  results  will  be  observed  where  co-opera- 
tion is  fullest.  If  you  desire  to  cash  in  liberally  on  this 
advertising  you  must  tie  up  to  the  advertising  campaign. 
You  know  best  how  this  is  done,  such  as  frequent  window 
trims,  and  interior  displays,  prominent  display  of  the 
Hewetson  Kiddie  Shoe  Box  and  other  means. 

Read  the  advertisements  carefully.  The  selling  argu- 
ments are  strong  because  they  are  so  perfectly  truthful. 
Learn  them  all.  If  you  have  assistants,  have  them  study 
the  advertisements  also.  Hewetson  Shoes  for  Children  are 
very  easy  to  sell  once  the  salesman  knows  the  selling  points 
and  appreciates  the  great  need  of  properly  fitting  the  feet 
of  the  children  of  Canada. 

HEWETSON 

J  J    SHOES  FOR  CHILDREN 

"Made  Stronger  to  Wear  Longer" 

J.  W.  Hewetson  Co.,  Limited 
Shoemakers  to  Children 
Brampton,  Ont.  and  Acton,  Ont. 
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Barrie 

Leathers 


for  Perfection 


OHOE  manufacturers  everywhere  speak  well  of  the  perfect 
^  tannage,  finish  and  economical  cutting  qualities  of  Barrie 
Leathers.  Particularly  Black  and  Colored  Mennonite  for 
staple  shoes  and  Grain  Insole  in  crops  for  higher  grades. 

The  fact  that  we  receive  continual  repeat  orders  from  our 
customers  proves  its  popularity  and  quality. 

If  you  have  never  tried  Barrie  Leathers,  get  in  touch  with 
us  now.    We  will  be  glad  to  quote  prices. 


The  Barrie  Tanning  Co. 


LIMITED 


Barrie,  Ontario. 
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No.  S786— $3.10 


No.  S582— $1.85 


Send  for  April  Issue  of 
HANNAHSONS  NEWS 


DESCRIPTIONS 


S720  —  Black  Satin,  Fan  Flare  Tongue,  Metal  Ornament,  Gen- 
uine Turn,  16/8  Full  Louis  Heel.    Widths  A  to  D.  Code  "Pan" 

  $3.85 

S730  —  Same  as  above  except  14/8  Full  Louis  Heel.  Code 
"Pat"      $3.85 

5833  —  Same  as  above  except  14/8  Jr.  Louis  Heel.  Code  "Elea- 
nor"  $3.60 

5834  —  Same  as  above  except  16/8  Half  Louis  Heel.  Code 
"Ellen"    $3.60 

5835  —  Same  as  above  except  12/8  Baby  Louis  Heel.  Code 
"Lorrey"    $3.60 

5836  —  Same  as  above  except  12/8  Military  Heel.    Code  "Sully" 
  $3.60 

S802  —  Black  Satin  One  Strap,  14 '8  Louis  Heel,  brocade  quar- 
ter, leather  lined,  imit.  turn,  code  "Ruby"  widths  B  to  D  ...  $2.85 
S777  —  Same  as  above  except  genuine  turn,  16/8  Full  Breasted 

Louis  Heel,  widths  A  to  D.    Code  "Sarah"   $3.50 

S786  — Black  Satin  Wide  One  Strap,  9/8  Flapper  Heel,  rhine- 
stone  button,  genuine  turn,  leather  lined,    widths,  B  to  D  code 

"Clover"   $3.10 

S776  —  As  above  except  imitation  turn,  code  "Edna"   $2.75 

S742  —  Black  Satin  One  Strap,  Button,  9/8  Heel,  Black  Drill 

lined,  Imitation  turn,  widths  B  to  D,  code  "Inda"    $2.15 

S582  —  White  Canvas  Patent  trimmed  One  Strap,  Two  Button, 
Imitation  turn,  9/8  heel.  Widths  B  to  D,  code  "Enid"....  $1.85 
S580  —  Same  as  above  except  with  12/8  Cuban  heel,  code  "Thel- 

ma"    $1 .85 

S859  —  Black  Satin  One  Strap,  Suede  Collar  and  Cut  Out  Tongue, 
Turn,  15/8  Full  Louis  Heel,  widths  A  to  D.    Code  "Madlyn" 

  $3.85 

S861 — Same  as  above  except  imitation  turn  12/8  Cuban  heel, 

three  cut-outs,  B  to  D,  code  "Sylvia"   $3.15 

S576  —  White  Canvas  One  Strap,  Patent  Checker  Board  trim- 
med, Imitation  turn,  12/8  Cuban  heel.  Widths  B  to  D,  code 
"Erato"    $1.85 


No.  S576— $1.85 


No.  S859— $3.85 


Fabric  Footwear  Specialists 


This  is  the  day  of  the  specialist.  The  HANNAHSONS 
SHOE  CO.  is  a  specialist  in  the  manufacture  of  Fash- 
ionable Fabric  Footwear. 

Equipped  with  twelve  successful  years  of  experience  in 
making  fabric  shoes,  three  big  factories  with  a  capacity 
of  10,000  pairs  a  day,  a  wood  heel  plant — a  box  and 
carton  factory  and  complete  printing  plant — the  HAN- 
NAHSONS SHOE  CO.  is  making  and  distributing 
BETTER  SHOES  AT  LOWER  PRICES. 

Specialization  has  made  HANNAHSONS  the  leading 
fabric  footwear  manufacturer. 

Right  now  you  can  buy  HANNAHSONS  up-to-the- 
minute  styles  in  satin  and  canvas  from  stock,  which 
will  make  more  money  for  you  than  any  line  of  wo- 
men's shoes  in  your  stoe 

HANNAHSONS  SHOE  CO. 

HAVERHILL,  MASS.,  U.S.A. 
Manufacturers 


HP  Hannahs  on  S  m 
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As  Follows: 


"This  idea  of  putting  yourself 
in  the  other  fellow's  place  is, 
after  all,  nothing  more  nor 
less  than  justice.  Nothing  of 
permanent  value  is  ever  built 
on  a  false  basis.  To  ascertain 
all  the  facts  bearing  on  a 
given  situation  and  then  to 
ask  yourself  how  you  would 
feel  if  you  were  the  other 
fellow  is  the  only  successful 
way  of  doing  business  that  I 
know  of." 


Service 

That  Serves 


In  our  efforts  to  get  your  point  of  view, 
we  have  built  our  service  activities  to  a 
high  point  of  efficiency.  We  know  you 
want  prompt  deliveries  of  rush  orders, 
filled  as  specified,  and  packed  safely  and 
correctly.  Knowing  this,  we  offer  such  a 
service  for  your  convenience. 


The  J.  M.  HUMPHREY  CO.,  LIMITED 


Footwear 


St.  John,  N.  B. 


A  Full  Grained  Upper  Leather 

Workmanship  is  an  important  factor  in 
the  manufacture  of  shoes,  but  even 
workmanship  will  not  "make"  the  shoe 
unless  the  leather  has  appearance  and 
quality  of  its  own.  Many  manufacturers 
have  found  Collis  Calf  to  contain  the 
necessary  essentials  to  good  shoemaking, 
namely,  clear  finishes,  attractive  colors, 
and  from  the  manufacturing  end,  easy 
to  work  and  economical  in  cutting. 


Made  in  all  weights  and  grades. 
Samples  Sent  on  Request — Write  To-day 

The  Collis  Leather  Co.,  Ltd. 

Aurora  Ontario 
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SHOES  TO  ORIGINAL  -COLOR  j 
PUT. UP  BY  J 

L  ROBT  R ALSTON & CD,  J 

■=  HAMILTON  ONT.  *S 


TH£.eE5T°N 
7H£  MARKET 
f0R  CUANIHO 
AM0  POUSHMO 
rtlL  KID  CM*. 
OR  SMOOTH 
LEATHERS 

H/>MltlON^__ 


No  1 


No.  3 


Ralston's  Polishes 

".A  Dressing  for  every  shoe" 

Summer  weather  will  bring  a  greater  variety 
of  fancy  shoes  to  be  cleaned.  They  will 
create  a  demand  for  polishes,  cleaners  and 
so  forth  that  are  not  needed  in  the  winter. 
The  dealer  who  stocks  Ralston's  Polishes 
can  meet  this  demand  because  there  is  a 
Ralston  Dressing  or  Polish  for  every  shoe. 


Slippers 


Our  felt  Boudoir  Slip- 
pers in  all  colors,  roll 
top,  plain,  ribbon  trim- 
ming for  next  Fall  deliv- 
eries are  selling  well. 
Also  Juliets,  hard  and 
soft  soles. 


Spats 


The  spats  and  over- 
gaiters  for  men,  women 
and  children  that  we  are 
showing  for  Fall  are  real 
values.  The  kind  that 
hold  the  trade.  Order 
now. 


Above  line  comes  in  Brown, 
Tan  and  Oxblood 


Robt  Ralston  &  Co-, 

Limited 

Hamilton  Ontario 

Complete  Range  of 
Shoe  Findings 
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31  Styles  Empress  Shoes  In  Stock 

Send  for  Price  List 


The  Walker,  Parker  Co.,  Limited 

Toronto        -  Ontario 

Progressive  High-Grade  Shoemakers  for  Women 


7361    Women's  Fine  Kid  8^2  inch                  1000    Women's  Kid  Pol.  8  inch,  5317    Women's  Kid  Pol.  inch, 

Pol.  34  foxed,  Sport  Heel,                           (Cushion  Sole)  G.  W.  Kid  Slip  Sole,  Sport  Heel,  M.S. 

G.  W.  Plain  Toe   C  Toe  Cap    D  Kid   Toe   Cap  D 
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•  » 


5696 


5696  Women's  Fine  Kid  One  Strap, 
2  button,  finger  pattern,  Im. 
Turn  Sole  C 


813  Women's  Kid,  2  Strap,  2 
Button,  Im.  Turn  Sole,  Low 
Cuban  Heel    D 


113 


5720 


1568 


5720    Women's  Kid  Ox.  Slip  Sole 

M.S  C 


6666    Women's  Pat.  1  Strap,  Wood 

Heel,  (Crispin  Process)  C 


1568    Women's  Brown  Calf  Blu- 

cher    Ox.    G.W   C 


5709  Women's  Kid  One  Strap,  2 
Button,  Finger  Pattern,  M. 
S.   Slip  Sole   C 


5731    Women's   Patent    1  strap, 

Im.    Turn    Scle,    M.S   C 


6666 


5709 


5731 


31  Styles  in  Stock.   Send  for  price  list. 

The  Walker, 

Toronto 


Progressive  High- Grade 

Mention  '  Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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1588  Women's  Brown  Calf  Lace 
Ox.  Sport  Last  and  Heel 
G.W   C 

831  Women's  Kid  Lace  Ox.,  Slip 
Sole,  Sport  Heel,  M.S.  Kid 
Toe  Cap    D 

1588 

(fjsgln^  6661    Women's  Patent  Cut  Out 

Tongue  Pump,  Wood  Heel, 
(Crispin  Process)     ........  C 

5690  Women's  Fine  Kid  Lace  Ox- 
ford, Im.  Turn  Sole   D 

7923    Women's   Brown  Calf  Lace 
6661  .  Ox.  Sport  Last,  Cut  Out  Toe 

Cap  G.W   C 

vamp,  1  strap,  Im.  Turn  Sole, 

m.s  c 

5555  Women's  Fine  Kid  Lace  Ox- 
ford, Sport  Heel,  M.S.,  Slip 
Sole   D 

\ 

31  Styles  in  Stock.    Send  for  price  list. 

Parker  Co., 

Limited 

Ontario  x 

Shoemakers  for  Women 
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Rubber  heel*!  s 

Cushion  Sole  I  9 
"TREADEASY" 


OLD  LADIES 

Full  Fitting 
EXTRA  WIDE 


RUBBER 


749  Women's  Kid  Pol.  7' >  inch, 
Full  Fitting,  (Cushion  Sole) 
Rubber  Heel,  M.S.  Kid  Toe  - 

Cap    D 


SCHOOL 
GIRL'S 
SHOE 


801 


701  Women's  Kid.  Pol.  (Old 
Ladies'  Wide  Full  Fitting) 
M.S.  Kid  Toe  Cap   F 


31  Styles  Empress  Shoes 
In  Stock 

Send  for  Price  List 


801  Women's  Kid  Lace  Oxford, 
Slip  Sole,  Sporr  Heel,  M.S. 
Kid  Toe   Cap   D 

1 549  Women's  Fine  Kid  Lace  Ox. 
(Cushion  Sole)  Hand  Turn, 
Plain  Toe,  Rubber  Heel .  .  .  .  D 


709  Women's  Kid  Pol.  7  inch, 
Slip  Sole,  M.S.  Medium  Nar- 
row Toe    D 


Cushion 

^SOLE 
"TREADEASY" 


1549 


The  Walker,  Parker  Co.,  Limited 

Toronto         -  Ontario 

Progressive  High-Grade  Shoemakers  for  Women 


732  Women's  Kid  Pol.  7  inch, 
Full  Fitting  Round  Toe, 
Slip  Sole.  M  S    Kid  Tee  Cap  D 


739    Women's  Kid  Pol.  8  inch, 
Slip  Sole,  M.S.  Sport  Heel, 
Kid  Toe  Cap   D 


745  Women's  Kid  Pol.  7  inch, 
Slip  Sole,  Sport  Heel,  M.S. 
Kid  Toe   Cap   D 
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Church's  "Lome"  Shoe 


The  shoe  here  illustrated  is  a  typical  English  brogue,  constructed  perfect 
in  every  minute  detail,  in  other  words  "Church's"  on  our  well  known  82  (Com- 
bination) last.  The  fitting  qualities  of  this  last  assures  a  ready  sale  every  time 
your  customer  tries  the  shoe  on. 

The  name  ''Church"  has  become  a  household  word  throughout 
Canada  and  the  United  States  amongst  discriminating  men  and  women 
when  thinking  of  shoes. 

"Church  8b  Co."  are  manufacturers  of  highest  grade  Men's,  Women's,  Boys' 
and  Girls'  Welts,  Men's  turn  sole  opera  slippers  and  dress  shoes,  Women's  cloth 
gaiters,  Men's  spats  and  leggings. 

Enquiries  invited  from  high  class  retailers  in  those  towns  and  cities  where 
"Church"  Shoes  are  not  already  featured. 


Church  & 


Northampton 


England 


Sole  representative  for  United  States  and  Canada. 


Robert  D.  Ayling 
23  Scott  Street 
TORONTO 


Vancouver  Office 

806  Bower  Building 
Mr.  W.  G.  Downing  in  Charge 
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Men  s  "IMPERIAL"  Oxfords 

We  have  an  exceptionally  fine  sel- 
ection of  Men's  Goodyear  Welt 
Oxfords  in  Havana  Brown  Calf, 
Gun  Metal  Calf,  Vici  Kid  and  Pat- 
ent Leathers,  made  on  the  newest 
lasts  of  the  season. 

"IMPERIAL"  White  Shoes  for 
Ladies 

We  can  make  immediate  shipment 
of  ladies'  white  canvas  strap  shoes 
and  oxfords  including  the  all  white 
lines  as  well  as  white  shoes  with 
patent  leather  trimmings  now  so 
popular. 


rch  Support  Shoe 

This  Arch  Support  Shoe  is  made 
on  a  last  designed  by  a  specialist 
in  the  correction  of  foot  troubles, 
and  is  so  constructed  as  to  carry 
the  weight  of  the  body  with  the 
least  possible  strain  to  the  arch 
of  the  foot.  We  have  this  line  in 
stock  for  immediate  shipment  in 
Havana  Brown  Calf,  Gun  Metal 
Calf  and  Vici  Kid. 


Ladies'  "IMPERIAL"  Oxfords 
and  Strap  Shoes 

Our  range  of  ladies'  fine  oxfords  and 
strap  shoes  in  Goodyear  Welt,  McKay 
and  turns  is  very  complete  compris- 
ing the  most  recent  productions  in  all 
the  snappy  styles.  . 

"Speed    King'    Sport  and 
Outing  Shoes 

This  line  of  Tennis  and  Vacation 
shoes  is  well  known  for  its  up-to- 
date-ness  and  exceptional  wearing 
qualities. 

Our  Special  Effort 

is  directed  towards  giving  our  cus- 
tomers best  values  and  efficient 
service. 
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CANADIAN  MADE 
SHOES 


\HAT  Canada  is  to-day  in  the  very 
front  rank  in  shoe  manufacturing 
is  due  to  the  insistent  and  per- 
sistent "up-to-date"  note  to  be  found 
in  CANADIAN  MADE  SHOES. 

The  following  pages  will  convince  any 
live  shoe  man  that  Canadian  shoe  man- 
ufacturers have  not  lost  any  business 
through  failure  to  realize  the  best  ideals 
of  modern  shoe  conception  and  production. 

Canadian  Shoe  Retailers  are  to  be 
congratulated  no  less  than  Canadian  Shoe 
Manufacturers  upon  the  success  attained 
by  Canadian  Made  Shoes  for  it  is  due 
quite  as  much  to  their  brains  as  their 
innate  loyalty  that  so  large  a  percentage 
of  shoes  sold  in  this  country  are  made 
by  our  own  workmen. 

Retailers  are  urged  to  carefully  scan 
the  following  pages  as  well  as  the  Shoe 
Style  Section  in  our  editorial  department 
for  ideas  that  will  help  them  to  plan  a 
vigorous,  profitable  campaign  for  the  com- 
ing season. 

The  offerings  herein  set  forth  are 
well  worth  the  careful  consideration  of 
those  who  wish  to  visualize  the  selling 
possibilities  of  the  coming  Spring,  Sum- 
mer and  Early  Autumn  in  High  Grade 
Shoes. 


'a 


A 
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That  Women  May  Be  Pleased 


and  their  desires  for  the  beautiful  in  footwear  wholly  gratified, 
is  the  motive  behind  the  endless  effort  of  Bell  Designers  in  creat- 
ing such  original,  attractive  models  as  this  Oxford.  The  popular 
last  and  pattern  has  the  added  novelty  of  the  cut-out  quarter, 
making  it  an  ideal  Summer  style. 

There  are  plenty  of  these  distinctive  styles  to  please  your  women 
patrons  in  the  new  Bell  creations.  As  a  forecast  of  vogue  for  Sum- 
mer and  Fall  each  one  bears  the  seal  of  authority — footwear  that 
conveys  Fashion's  message  in  terms  of  utmost  certainty. 


J.  8b  T.BELL,  LIMITED 

MONTREAL,  QUE. 

Toronto  Sample  Rooms;  Room  206  Stair  Bldg., 
No.  331  Bay  Street,  C.  E.  Fice,  Representative. 
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That  Men  May  Be  Satisfied 


and  the  quality  of  their  footwear  be  worthy  of  their  preference 
and  equal  to  their  demands  is  the  guiding  principle  in  the  produc- 
tion of  Bell  Shoes  for  Men.  That  Bell-Made  means  Well-Made 
is  strikingly  emphasized  in  this  new  Man's  Oxford.  It  is  a  distinc- 
tive last  and  the  fancy  stitching  on  the  quarter,  vamp  and  toe  is 
an  up-to-the-minute  feature  of  the  pattern. 

See  the  complete  Bell  Line  for  the  final  word  on  what  is  correct 
in  shoe  fashion  and  what  is  most  worthy  in  shoe  values  for  the  com- 
ing Season. 


J.  &  T.  BELL,  LIMITED 

MONTREAL,  QUE. 

Toronto  Sample  Rooms;  Room  206  Stair  Bldg., 
No.  331  Bay  Street,  C.  E.  Fice,  Representative. 
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For 

Foot  Health 
Insurance 

Every  child's  foot  is  normal  and  for  the  best 
interests  of  the  child's  health,  it  should  be 
kept  normal.  Chums  shoes  for  boys  and  girls 
keep  the  feet  normal  during  the  growing 
years,  thereby  insuring  the  child's  foot 
health  and  comfort  in  after  years.  Chums 
shoes  are  genuine  goodyear  welts  and  stitch- 
down  welts.  A  large  part  of  your  women's 
trade  wants  these  Growing  Girls'  lines, 
especially  if  CHUMS  were  worn  during  the 
growing  years. 

In-Stock 

Small  boys'  and  girls'  sizes  3  to  10J^>. 
Youths'  11  to  13}4. 
Misses'  11  to  2. 
Boys'  1  to  Sy2. 
Growing  Girls'  2]A  to  7. 

MADE  IN  CANADA  BY 

•■H  HRENS 

ft**  limited 

KITCHENER,  ONTARIO 
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Prompt  Shipments 

from 
Peterboro  or  Regtna 


Tuning  Up  Man  Power 
From  the  Feet 


No.  560  smooth  tan  Mennonite,  Plain 
Toe,  Half  Bellow  Tongue,  Standard 
Screw,  Munson  Army  Last,  Chrome 
Waterproof  Bulldog  Sole.  Lock  stitch, 
Welted  Back.    F.  O.  B.  Peterboro  $3.25. 


B.  F.  Ackerman,  Son  &  Co.,  Limited 


Western  Dealers  may  sort  from  our  Regina  Branch 


Noted  Doctors  from  coast 
to  coast  have  spoken  often 
of  the  energy  wasted  through 
tired  and  aching  feet.  Feet 
with  poor  protection,  en- 
courage various  ailments 
that  sap  the  strength  from 
the  human  system.  Doc- 


tors say  that  the  remedy 
lies  in  well  fitting,  strong 
and  comfortable  shoes,  which 
rest  and  aid  the  feet.  Peter- 
boro shoes  offer  the  wearer 
the  maximum  of  comfort 
and  wear  at  a  reasonable 
price. 


Write  for  Catalogue 


Peterboro,  Ont. 


Regina,  Sask. 
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Styles,  Prices  and  Shoemaking 
 RIGHT  


Take  any  Yamaska  Brand  Shoe,  apply  to  it  your  most  strict 
test  regarding  these  three  most  important  features  of  popular 
footwear,  and  your  verdict  will  be  that  it  is  RIGHT  in  every 
particular. 

Only  by  keeping  them  right,  never  lowering  their  standard 
of  workmanship  or  cutting  down  their  value  but  rather  add- 
ing to  both,  have  we  held  the  confidence  of  Canada's  leading 
merchants  during  our  many  years  of  staple  shoe  production. 

Our  range  of  samples  for  the  coming  Season  is  most  complete 
and  features  many  interesting  specials  in  both  Men's  and  Wo- 
men's Lines — shoes  that  accord  with  to-day's  demands  in 
fashions  and  prices. 

Wait  for  the  Yamaska  Salesman  and  give  his  lines  your  close 
inspection. 


LA  CIE.  J.  A.  &  M.  COTE 

ST-HYACINTHE        QUEBEC  . 
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Style  That  Attracts 

Value  That  Sells 

Character  That  Holds  Trade 

Those  are  the  valuable  features  that  merchants  find  in  every  pro- 
duct of  Daoust  Lalonde  Shoemaking. 

Typical  of  the  many  strong  sellers  shown  in  our  samples  for  the 
coming  Season  is  this  Patent  One  Strap,  One  Button  Model,  with 
vamp  collar  and  suede  underlays. 

All  of  our  new  Men's  Lines  offer  the  same  assurance  of  successful 
selling  with  their  special  features  of  Style  and  Value. 

Making  shoes  according  to  the  only  right  policy  of  fair  value — 
a  good  shoe  at  a  moderate  price — our  lines  have  long  held  the  Trade's 
confidence,  and  are  the  certain  sellers  of  to-day. 


oooaaooo 


Daoust,  Lalonde  &  Co.,  Limited 

Manufacturing  Plant  and  Showrooms 

49  Victoria  Square  Montreal 

Branch— The  Metropolitan  Shoe  Co.,  91  St.  Paul  St.,  East 


Mention 
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Women  s  High  Grade  McKays 
And  Imitation  Goodyears 


The  Crescent  Line  has  many  out- 
standing features  that  make  it  one 
of  the  most  successful  sellers  any- 
dealer  can  handle. 
It  shows  correctly  all  the  newer 
style  ideas.  Good  shoemaking 
gives  it  the  reliability  that  means 
repeat  sales  and  permanent  trade. 


Our  samples  for  the  coming  Season 
are  notable  both  for  choice  selec- 
tion and  unusually  good  values. 
They  feature  extremely  popular 
models  in  Strap  effects  and  Colon- 
ials, as  well  as  a  fine  showing  of 
Oxfords.  The  moderate  prices  will 
meet  all  comparison. 


Select  the  Crescent  Line  as  one  of  your  Season's  Leaders 


CRESCENT  SHOE  CO. 

864  Laurier  Ave.,  E.,  Montreal 
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In-Stock 

for  Immediate  Shipment 


In-Stock  Now 

460  Women's  G  Y  Gray  Buck  Pat.  Strap  and  Trim  at  $4.90 

B.  and  C.  Width. 


503  Women's  G  Y  Gray  Buck  Oxford  at  $4.80 
Pat.  Apron  Tip  and  Back  Strap. 
C.  and  D.  Width. 

457  Women's  G  Y Mah.  Calf  Oxford  tip  at  $4.55 

D.  Width. 
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Where  Styles  Are  Right 

And  Values  Big 


No.  723 


The  one  place  to  look  for 
shoes  with  these  two  essen- 
tial selling  features  is  in  our 
fine  range  of  samples  for 
this  Season. 

The  latest  and  most  popul- 
ar styles  in  lasts  and  pat- 
terns are  shown.  The  ex- 
tremely moderate  prices 
make  it  useless  for  you  to 
look  for  better  values. 

The  splendid  results  obtain- 
ed from  handling  these  shoes 
is  the  logical  result  of  the 
strong  attractiveness  and 
the  reliable  shoemaking  we 
put  into  them. 

SEE  THE  COMPLETE 
RANGE  WHEN  DOING 
YOUR  BUYING. 


No.  724 


EASTERN  SHOE  MFG.  CO., 

LIMITED 

MONTREAL 


! 
i 


ummjiiiii 
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Real  Class 

In  A  Sport  Oxford 

Here  is  an  Oxford  that  in  every  particular  is  worthy  to  be  called 
a  Sport  Shoe.  There  is  just  the  right  "sporty"  appearance  in 
the  snappy  pattern.  There  is  comfort  in  the  foot-fitting  last  with 
its  slightly  broadened  toe  and  roomy  but  snug  fitting  instep  and 
quarter.  There  is  long  wear  service  in  the  quality  leather  and 
good  shoemaking. 

There  are  many  other  equally  good  trade  winners  ready  to  be  picked 
from  our  new  range  of  samples  for  Summer  and  Fall — sales  are 
assured  by  moderate  price. 

In  addition,  we  are  continually  introducing  new  style-leading  crea- 
tions, so  it  will  pay  you  to  keep  in  constant  close  touch  with  Du- 
fresne  &  Locke  Lines. 


DUFRESNE  &  LOCKE,  LIMITED 

MONTREAL  QUE. 
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L,a  Lrioconaa 


Exclusiveness  is 
the  chief  charm 
of  our  beautiful 
footwear  for 
TV omen. 


Fascista 


The  smartjdainty  patterns  featured  in  La  Gioconda  Styles  set  a  vogue 
all  their  own.  We  create  them  after  careful  study  of  the  newest  ideas 
from  European  and  American  Style  Centres.  These  distinctive  fash- 
ion features  plus  our  hand  made  turn  workmanship  give  to  every  La 
Gioconda  creation  unrivalled  character  in  quality  and  appearance. 
Be  Sure  To  See  Our  Samples  When  Doing  Your  Spring  Buying 


0, 


Canada  Venetian 

LA  GiOCOINDA  SHOE  MFG.,  CO., 

A.  D.  SEBASTIANI 

300  BEAUDRY  ST.  MONTREAL 
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"King  Tut" 

Egyptian  Sandal 

in  Combinations  of  Red,  Green  and  Black 


Fashion  has  gathered  from  the  Luxor  find 
many  of  her  leading  modes  in  dress,  and  this 
"King  Tut"  Egyptian  Sandal,  interpreting 
this  vogue  to  perfection,  is  one  of  the 
"finds"  of  the  Season  in  Fashionable  Footw  ar. 

Always  in  advance  with  the  newest  >tyle 
ideas,  this  extremely  popular  model  is 
evidence  of  the  definite  superiority  of 
our  line  as  a  trade  winner.  The  splendid 
values  we  are  offering  are  in  keeping  with 
the  strong   appeal   of  our   style  features. 


We  are  pleased  to  announce  that  our  plant  has 
been  restored  to  its  full  efficiency  following  the 
recent  fire,  and  the  production  of  our  lines  will 
be  carried  on  even  more  extensively  than  before. 


Charbonneau  &  D  eguise 

636  Craig  Street,  East  Montreal,  Quebec 
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Tan  Calf,  Velour  Calf 
and  Patent 


Attractive  Spring  Lines  In  Stock  In  Classic  Shoes 


More  and  more  retailers  are  introducing  a 
Children's  department  in  their  store.  Classic 
shoes  offer  the  best  opportunity  of  any 
children's  line  on  the  market. 
Our  New  Cushion  Sole  Goodyear  Welt  in  In- 
fants', Children's,  Girls'  and  Misses'  will  in- 
troduce to  you  the  very  best  of  shoe 
manufacture. 

They  make  the  Best  display  in  your  window. 
QUALITY,      STYLE     and  SERVICE. 

8007 —  Growing  Girl's  Gunmetal  Bal.  Ox- 

ford, Itnit.  Str.  Tip,  Goodyear 
White  Stitch,  8/8  Heel,  974 
McKay  last,  C  &  D  2^-7H  $3.75 

8008 —  Same  shoe  as  8007  except  in  Tan 

Calf,  C  &  D,  2y2-iy2  $3.75 

8009—  Same  shoe  as  8007  except  in  Patent, 

C  &  D,  2H-7J/2  $3.75 


Kumfe  Shoes 

CUSHION  SOLE 
GENUINE  GOODYEAR  WELT 


260—  Chds.  Patent  1  Strap  2  Butt.,  Turn, 

White  Lined,  Reg.  Heel,  5-7^ ...  .$1.75 

360— Girl's  Patent  1  Strap  2  Butt.,  Turn, 

White  Lined,  Reg.  Heel,  8-10^..$2.15 

460— Misses  Patent  1  Strap  2  Butt.,  Turn, 

White   Lined,  Reg.  Heel,  11-2. ..  $2.60 


1172— Infant's  Patent  Instep  Strap,  Spr. 

Heel,  Chrome  Elk  Sole,  2-4^ ...  .$1.30 

2172— Children's  Patent  Instep  Strap,  Spr. 

Heel,   Chrome   Elk   Sole,   5-7^.. $1.65 

2172x-Children's  Patent  Instep  Strap,  Spr. 

Heel,  Leather  Oak  Bend  Soles, 
5-7y2   $1-95 

3172x-Girl's    Patent    Instep    Strap,  Spr. 

Heel,  Leather  Oak  Bend  Soles 
8-WA   $2.30 

4174 — Misses'  Patent  Instep   Strap,  Spr. 

Heel,  Leather  Oak  Bend  Soles, 
11-2   $3.25 


Getty  &  Scott  Limited 

Makers  of  Classic  Shoes  for  Women  &  Children 

Gait,  Ontario 
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The  Robson  Leather  Company 
Limited 

Oshawa,  Canada 
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No.  734 


IN  STOCK  NOW 


This  Louise  one  strap  slipper  is  made  in  beige  suede  with 
patent  trimmings. 

The  three  lines  featured  in  this  issue  came  in  so  timely  and 
proved  so  popular  with  the  trade  that  additional  quantities 
had  to  be  rushed  through  the  factory. 
This  new  stock  is  now  ready. 


$5.25 

Net  jo  May  I. 

Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments, C  or  D  widths, all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of  Women's  Welts  Exclusively  in  Canada 

Perth,  Ontario 

W.  S.  PETTES,  H.  B.  McGEE  R.  W.  CLARK, 

Room  413,  Windsor  Hotel  Room  706,  King  Edward  Hotel,  404  Travellers'  Bldg., 

Montreal  Toronto  Winnipeg. 
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"Dame  Fashion"  has  decreed  grey  suede  and  patent  for  spring 
wear.  This  grey  suede  one  strap  slipper  with  patent  trimmings 
and  diamond  cutout  apron  with  grey  suede  underneath,  has 
already  been  a  very  popular  seller  for  spring  trade. 


$5.25 

Net  jo  May  I. 

Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments,  C  or  D  widths,  all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of Women's  Welts  Exclusively  in  Canada 

Perth,  Ontario 

W.  S.  PETTES,  H.  B.  McGEE,  R.  W.  CLARK, 

Room  413,  Windsor  Hotel,  Room  706,  King  Edward  Hotel,  404  Travellers'  Bldg., 

Montreal.  Toronto.  Winnipeg. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


No.  153 

IN  STOCK  NOW 


This  three  eyelet  tongueless  oxford  is  made  with  patent  vamp 
and  grey  suede  quarter,  cut-outs  backed  with  patent  leather. 
The  sale  of  this  shoe  has  already  been  very  heavy. 


$5.25 

Net  jo  May  i. 

Packed  ready  to  ship  ifi  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments, C  or  D  widths, all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  of  Women' s  Welts  Exclusively  in  Canada 

Perth,  Ontario 


W.  S.  PETTES, 
Room  413,  Windsor  Hotel, 
Montreal 


H.  B.  McGEE, 
Room  706,  King  Edward  Hotel, 
Toronto 


R.  W.  CLARK, 
404  Travellers'  Bldg., 
Winnipeg 
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Two  Of  O  ur  Season's  Leaders 


White  Canvas  One  Strap, Patent  Vamp  Color , with  CutOuts 


As  shoemakers  to  style-loving 
women  we  could  not  better  ful- 
fil our  important  purpose  in  the 
trade  than  by  offering  such 
excellent   creations    as  these. 

In  White  Footwear  G.  L.  8s  H. 
Lines  have  each  Season  stood 
quite  alone  in  their  exclusive 
style  and  superior  value.  In 
our  range  for  this  Season  there 
is  a  wonderful  variety  of  live 
Summer  Sellers — their  attrac- 
tiveness indicated  by  the  smart 
model  here  shown. 

In  our  leather  lines  this  distinc- 
tive Patent  One  Strap  is  typical 
of  our  many  fashionable  patterns, 
in  popular  combinations,  that 
give  dealers  their  opportunity 
of  securing  the  leading  styles  of 
the  day  in  top  value  footwear. 


Black  Patent  One  Strap,Suede  Vamp  Colar,with  Cut  Outs 


WHOLESALERS 

G.L.&  H. Lines  arethe  "Wholesalers'  Specials"  of  the  entire  Trade.  Keenest  buyers 
pronounce  our  popular  prices  the  surest  trade  winners.  When  looking  for  lines 
needed     to     meet     to-day's     competition     see     our     complete  samples. 


GAGNON,  LACHAPELLE  &  HEBERT 

55  KENT  STREET,  MONTREAL 
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A  Credit  To  Your  Store 

Your  Children's  Trade  is  one  of  the  biggest  assets  of  your 
business,  in  permanent  patronage,  when  it  is  founded  on  Globe 
"Pillow  Welt"  and  "Baby  Pillow  Welt"  Shoes. 

With  dealers'  Spring  buying  to  be  done,  we  welcome  the  oppor- 
tunity of  submitting  to  the  judgment  of  the  Trade  our  range 
of  samples,  confident  that  they  are  evidence  of  our  still  greater 
success  in  giving  the  Trade  the  maximum  value  in  sterling 
quality  Children's  Shoes — perfect  in  natural  fit  and  comfort, 
and  thoroughly  satisfying  in  long  wear. 


They  are  the  only  genuine  Goodyear  Welt 
Shoe   made   with    a    Pillow    Welt  Insole. 


To  be  sure  you  do  not  miss  seeing  the  complete  line,  drop 
us  a  card  and  a  salesman  will  call. 

GLOBE  SHOE,  LIMITED 

TERREBONNE         -  QUE. 

Montreal  Office,  11  St.  James  St.,  J.  Bluteau,  Representative 
Carried  in  Stock  by  A.  Lambert,  Inc.,  Montreal 


1   =  
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Stylish 
and  Sturdy 


Men's  Calf  Oxford,  Black  or  Tan,  Square  Toe 
Single  Sole.    Also  made  with  Rubber  Heel. 


The  merit  of  Dupont  Shoemaking,  and  its  genuine  worth  to  the"  dealer, 
shows  up  with  striking  prominence  in  this  new  Oxford — a  dressy,  comfort- 
able shoe,  with  the  maximum  wearing  quality  and  the  moderate  price 
that  make  it  a  sales  leader. 

It  is  the  Season  when  snappy  styles  SELL,  but  it  is  also  the  time  when 
only  good  values  will  be  looked  at.  When  you  are  choosing  your  stock  to 
meet  these  demands  be  sure  to  see  the  many  dependable  trade-winners 
we  have  to  offer  for  Summer  and  Fall. 


DUPONT  (&  FRERE 

301  Aird  Ave.,  Montreal 
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Style — Comfort — Wear 

These  Things  are  Priceless 


YOU  can  increase  your  volume 
of  business  through  the  facilities 
of  our  STOCK  DEPARTMENT— 
without  increasing  your  stock  or  en- 
larging your  overhead. 

Make  this  Department  an  adjunct  to 
your  business.  The  large  number  of 
lines  carried  enables  you  to  go  after 
and  secure  new  business. 

Booklet.  Men's  and  Women's,  on 
request. 


Our  Stock  includes — 

Men's  Brown  Calf  Oxford 
Men's  Gun  Metal  Oxford 

Sizes  5-11 

Widths  B,  C,  D 

and  many  other  lines  which  will  stim- 
ulate appreciation. 

We  are  prepared  to  ship  promptly  all 
orders  for  stock  lines  shown  in  our  new 
list. 


GOOD  SHOES 
ARE  AN 
ECONOMY 


CANADA'S 
BEST 

SHOEMAKERS 


The  Hartt  Boot  &  Shoe  Company,  Limited 

FREDERICTON,  N.  B. 


16 
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Manufacturers  of  the  most  diversified  line 
of  Foot -Coverings  in  Canada 

For  years  the  leaders  in 
Style,   Beauty  and  Quality 

In  the  front  rank,  and  a  perfected  organization 
for  production  and  distribution 


Holding  an  unchallenged  reputation,  for  honest, 
sound  and  dependable  business  dealings. 

We  welcome  you  to  an  inspection  of  our  style 
contribution  for  Fall  1923,  which  are 
now  in  our  salesman's  hands. 


We  could  paint  in  glowing  terms  the  dis- 
tinctive  beauty   and  outstanding 
charm  and  sales  appeal  of 
these  new  styles  but 
we  intend 
letting 
them 


"Talk  for  Themselves 


The  Hartt  Boot  &  Shoe  Co.,  Limited 

FREDERICTON,  N.B. 
"Canada's  Best  Shoemakers'*  " 
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Our  New  Sporting  Boot 

and  Golf  Shoe 


The  two  shoes  illustrated  are  proving  popular  sellers  everywhere.  Made 

up  to  the  Palmer- McLellan  standard  of  quality  and  workmanship.  Wear 

that  gives  a  real  service,  and  a  price  that  pleases.  Every  dealer  should 
have  these  on  shelves  for  summer  selling. 

Sporting  Boot 


Golf  Shoe 


This  is  our  new  Norwegian  Vamp 
sporting  boot.  Gives  the  maximum 
of  comfort  and  wear — is  light  in 
weight. 

Norwegian  Pattern  Vamp  cut  from 
7  to  8  oz.  oil-chrome  leather;  uppers 
of  same  material,  but  lighter  stock, 
soft  pliable  full  bellows  tongue,  new 
and  improved  lasts,  Goodyear 
stitched  outsoles. 


This  shoe  was  designed  primarily  for 
the  Golfer,  but  is  so  well  liked  that 
it  is  being  worn  generally  for  a 
Summer  sport  shoe.  Made  from  Tan, 
Smoked  or  Chocolate  Elk  Leather ; 
light  weight  chrome  elk  sole;  Good- 
year stitched.  Also  supplied  with 
special  rubber  golf  sole. 


Send  for  our  catalog  showing  Oil  Tans, 
Work  Boots,  Sporting  and   Ski  Boots. 


PALMER-McLELLAN  CO.,  Ltd., 

FREDERICTON,  N.  B. 
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Summer  Footwear  of  Finest  Style 

Another  New  "Snow-Wite"  Creation 

In  this  original  model  is  shown  one  reason  why  Kingsbury  de- 
signers are  so  largely  responsible  for  the  fact  that  white  shoes 
are  not  only  the  shoes  of  Comfort  and  Economy  for  Summer,  but 
the  shoes  of  Fashion  as  well. 

The  pattern  is  one  of  unusual  charm — smartness  tempered  with 
simplicity — a  One  Strap  effect,  with  Kid  Vamp  Collar  and  Patent 
Underlays.  Together  with  the  distinctive  last  it  gives  the  shoe 
that  strongest  selling  feature— CHARACTER. 

Kingsbury's  "Sno-Wite"  line  will  give  strongest  effectiveness  to 
your  white  footwear  showing  for  the  coming  Summer  Season. 

KINGSBURY  FOOTWEAR  CO., 

Limited 

MONTREAL 


m 


ZZZ, 


m 


I 


KINGSBURY 


SHOE   
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One  of  the  newest  and  most  popular 
men's  styles  is  typified  in  this  model, 
with  the  latest  stitching  effects.  In 
brown  calf  or  gunmetal  calf,  with 
half  rubber  heel,  $4.60.  In  high  qual- 
ity patent  leather  $5.25. 


Jt'e  offer  this  stylish  but  conservative 
pattern  in  black  kid  at  $3.25;  black 
satin  $3.15;  in  patent  leather  at  $3.25. 
Same  model  "In-stock''  May  1st,  black 
suede,  or  patent  vamp  with  brocaded 
quarter,  covered  heels,  $3.75. 


Shoes  That  Satisfy 
Prices  That  Please. 


When  you  can  carry  small  stocks  of 
the  latest  styles  and  best  sellers, 
rapid  turnovers  is  materially  aid- 
ed by  the  elimination  of  overload- 
ed shelves  and  dead  stocks. 
Ordering  from  our  very  complete 
' '  In-Stock"  department  assures  you 
the  leading  lines  of  quality  shoes, 
with  the  prompt  shipment  of 
orders   filled   as   specified.  Our 


shoes  satisfy  and  our  prices  please. 
We  endeavor  at  all  times  to  keep 
abreast  of  the  style  situation,  at 
the  same  time  give  a  service  of 
live  sellers,  priced  to  meet  the 
demands  of  the  trade  you  serve. 
This  service  gives  you  a  smooth 
working,  business-building,  selling 
scheme. 


Let  our  Salesmen  call  on  You. 


Other  Lines  Worthy  of  Your  Consideration. 

The  coming  summer  will  bring  many  sales  of  white  goods.  If  you  are  not 
stocked  up,  we  would  suggest  you  inspect  our  lines.  We  also  have  a  strong 
range  of  oxfords  at  attractive  prices.  Many  dealers  are  building  good  business 
from  our  every  day  staple  shoes. 


The  H.  W.  Pearson  Shoe  Co.,  Limited 

84  Wellington  St.,  West,  TORONTO 
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One  Test  for  Every  Shoe 

There  is  one  test  that  every  shoe  must 
suffer  before  its  quality  can  be  proven, 
and  that  test  is — wear.  Shoes  that  suc- 
cessfully stand  the  strain  of  every  day 
wear, — 

Satisfy  customers  and  bring 
back  repeat  sales. 
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Two  Tebbutt  Tales  of 

Health,  Comfort,  Style  and  Wear 


Doctor's  Antiseptic 
and  Nonperspiro  and 
Professor  are  two  lines 
of  scientifically  con- 
structed shoes  giving 
real  foot  health  and 
comfort.  Through  sat- 
isfactory service  to  the 
wearer,  they  have 
established  a  favorable 
reputation  for  health, 
comfort,style  and  wear, 


Professor 

For  dressiness,  foot 
comfort  and  foot 
health,  the  Profess- 
or is  in  a  class  by 
itself. 


a  reputation  that  car- 
ries with  it  repeat  sales 
and  bigger,  better  busi- 
ness. There  is  a  big  de- 
mand for  these  Tebbutt 
lines,  which  you  can 
meet  and  profit  by. 
We  would  suggest 
you  see  our  Spring 
samples  and  at  the 
same  time,allow  us  to 
further  explain  their 
many  superior  features 
of  construction. 


Our  Spring  Samples  Will  Interest  You 

Tebbutt  Shoe  &  Leather  Co. 

Limited 

Three  Rivers,  P.  Q. 


Representative: — Gordon  S.  Weaver 
Room  504,  28  Wellington  St.  West,  Toronto 
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"ST.  ANDREWS"  GOLF  SHOE,  Reg'd 

Nothing     Like     It     On      The  Links 
A  BIG  SUMMER  SELLER 

Every  possible  requirement  in  a  Golf  Shoe  has  been  fully  provided 
for  in  the  special  construction  of  Tetrault's  "ST.  ANDREWS" 
GOLF  SHOE,  REG'D. 

Among  its  many  improved  features,  which  include  the  smallest 
details  in  material  and  shoemaking,  to  the  golfer  you  need  only 
point  out — 

— the   light   viscolized   water-resisting  Outsole. 

— Patented  Rubber  Studs — ensure  firm  footing — do  not  dam- 
age greens  or  mark  floors. 

— "Sani-Pore"  Insole — absorbs  perspiration — keeps  foot  cool 
— will  not  become  hard  or  crack. 

The  growing  popularity  of  Golf  means  growing  demand  for  Golf 
Shoes.  If  you  attempt  to  meet  this  demand  with  anything  but 
Tetrault's  "ST.  ANDREWS"  GOLF  SHOE,  REG'D  you  will  not 
have  all  the  strong  selling  advantages  offered  only  in  this  improved 
type  of  Golf  Shoe. 

Made  in  a  complete  range  of  patterns  for  Men  and  Women.  Send 
for  illustrated  folder  and  full  information, 

And  secure  the  agency  for  your  town, 
only    one    agent      in     each  locality. 


TETRAULT  SHOE  MFG.  CO.,  LIMITED 

MONTREAL,  QUE. 
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Rumpel  Made  Felts 

Largest  JUakers  of 
Slippers  in  Canada 

RETAILERS 

Have  you  seen  the  snappiest  and  most  exclusive  range  of 
slippers  shown  in  Canada? 


RUMPEL  SLIPPERS  are  made  in  every  COLOR 

Materials:- 

Felt,  Camel  Hair,  Plaids,  Leathers,  Satins. 
600  Styles  and  Designs. 

If  the  Jobber  has  not  shown  you  this  range,  drop  us  a  line. 

OSCAR  RUMPEL 

Kitchener,  Ont. 
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A  nnouncement 


Having  purchased  the  business  recently  conducted  by  the  MONTREAL 
MOCCASIN  COMPANY,  we  are  pleased  to  announce  that  we  will  in 
future  carry  on  the  production  of 

HYWATHA  MOCCASIN  SLIPPERS 

We  will  concentrate  on  the  making  of  a  decidedly  superior  line,  offering 
the  Trade  the  latest  ideas  in  patterns  and  the  best  standard  of  material 
and  workmanship.  These  lines,  popular  for  attractiveness  and  comfort, 
meet  a  big  demand  and  prove  quick  and  profitable  sellers. 

Do  Not  Fail  To  See  This  Line 


STITCHDOWNS 

"JUST  A  LITTLE  BETTER" 


Stitchdowns,  made  by  our  specialized  methods,  add  valuable  strength 
to  the  popular  appeal  of  any  merchant's  stock.  See  our  complete  lines 
for  the  Season  now.  With  to-day's  demands  they  offer  greater  possibil- 
ities than  ever,  having  the  moderate  price  and  the  reliability  to  earn 
first  place  for  sales  in  your  Misses',  Children's  and  Infants'  stock. 


CANADIAN  STITCHDOWN  COMPANY 

287  Aird  Ave.  Montreal 
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Stock  No.  10    Brown  Calf  Oxford,  Andover  Last. 
Stock  No.  12    Gun  Metal  Calf  Oxford,  Andover  Last. 

C  and  D  widths 

Price  $4.75 

Terms:     Net  30  days 
For  less  than  three  pairs  an  extra  charge  of  15  cents  per  pair. 

IN  STOCK 

Feature  this  big  selling  last  and  get  a  quick  turnover. 

These  two  oxfords  on  the  Andover  give  you  action  on 
young  men's  sales. 

A  remarkable  value  at  this  price. 

The  Talbot  Shoe  Co.,  Limited 

St.  Thomas        :-:  Ontario 
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The  man's  shoe 
with  a  real  chassis! 


A  shoe  with  an  unusual  appeal  to  men  — 
the  real  chassis. 

A  shoe  that  has  genuine  advantages  for 
men  —  because  of  this  chassis. 

A  shoe  that  builds  business  and  holds  it  — 
because  of  the  exclusive  features  of  this 
chassis. 

Such  is  the  Arch  Preserver  Shoe  for  Men. 
Its  finely  built  chassis  carries  the  weight 
of  the  body  easily,  comfortably,  without 
the  slightest  strain  on  the  foot  arches. 

The  Arch  Preserver  Shoe  provides  a  correct 
walking  base  for  the  outer  margin  of  the 
bottom  of  the  foot  —  supports  the  foot 
where  support  is  needed,  yet  bends  freely 
at  the  ball,  the  only  place  where  the  foot 
itself  bends  I 

The  arch  simply  can  not  become  strained, 
nor  the  shoe  itself  misshapen,  because  of 
the  concealed,  built-in  anchored  bridge. 


The  Arch  Preserver  Shoe  keeps  men's  feet 
free  and  unhindered  —  healthy  and  vigor- 
ous. No  other  shoe  can  give  such  perfect 
comfort  and  foot  happiness,  because  no 
other  shoe  can  have  the  exclusive,  patented 
features  of  this  shoe. 

Further,  the  good  style  in  every  pair  of 
Arch  Preserver  Shoes  makes  them  compar- 
able in  appearance  with  the  highest  grade 
of  shoes.  They  sell  on  good  looks  and 
quality;  they  give  satisfaction  and  create 
good-will  on  their  keeping  the  feet  well 
and  comfortable. 

A  shoe  so  obviously  superior  must  mean  a 
more  valuable  selling  franchise. 

You  must  be  interested  in  the  Arch  Pre- 
server Shoe  —  if  you  really  want  to  secure 
the  greatest  amount  of  business  from  your 
community  —  and  hold  it.  Let  us  hear 
from  you. 


E.  T.WRIGHT  &  CO.,  INC.   J|||PPr ||)   Makers  of  the  "Just  Wright'1 
Rockland,  Mass.  IfCjMffl^^  Men's  Fine  Shoes  since  1876 

Made  in  Canada  by 

The  Talbot  Shoe  Co.  Limited 

under  special  license  from  E.  T.  Wright  cV  Co.  Inc. 

^RCH  PRESERVER 


KEEPS  THE  FOOT  WELL" 

This  Trade  -  Mark  It 
found  on  the  sole  and 
lining  of  every  genuine 
Arch  Pr  server  Shoe. 
There  are  seven  patent! 
embodied  in  Arch  Pre- 
server Shoe  construc- 
tion. These  are  vested 
solely  with  E.T.Wright 
&  Company,  Inc., Rock- 
land, Massachusetts,  for 
the  making  of  men's  and 
boys'  shoes,  and  with 
The  Selby  Shoe  Com- 
pany, Portsmouth.Ohio, 
for  the  making  of  wo- 
men's and  misses'  shoes. 


Tie  your  store  to 
this  advertising 

You'll  see  the  Arch  Pre- 
server Shoe  advertised 
in  The  Saturday  Evening 
Post,  Century,  Harper's, 
Scribner's,  World's  Work 
Review  of  Reviews,  At- 
lantic Monthly  regularly 
all  this  year.  Big  space 
and  interesting  copy 
that  will  help  you  sell 
the  shoe.  Ask  about  the 
numerous  dealer  helps 
we  offer  to  enable  you 
to  tie  your  store  to  this 
advertising— newspaper 
electros,  booklets,  fold- 
ers, display  cards,  etc. 
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Spats  for  1923-4 

Our  new  styles  for  the  coming 
season  are  worthy  of  your  high- 
est consideration.  They  are 
made  of  the  finest  imported 
Felts,  Broadcloths,  and  Box 
Cloths,  covering  all  the  new 
shades. 


We  are  now  manufacturing  a  complete  line  of 
Soft  Sole  Slippers 

The  Colonial  Mfg.  Co.  Ltd. 

366-376  Adelaide  W.,  Toronto 
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Marsh's  Peggy 


Not  Just  a  Shoe 

This    model  has  proven  to  be  a  real   fast  seller 
in  tan  calf,  black  calf  and  patent  leather. 

Our   new   fall   range  for  men  and  women  is  well 
worth  looking  over. 

The  prices  are  popular  and  the  line  is  a  real  treat. 

the  ^M  a. Marsh  Company,  limited 

Qu  E  B  E  C,  CAN  ADA 
SOLD  BY  ALL  LEADING  JOBBERS  FOR  THEIR  BEST  GRADE  SHOE 

PERMANENT  SAMPLE  ROOM 

ROOM  N  QUEEN'S  HOTEL  TORONTO 
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Made  in  suede,  (grey,  beige 
or  black)  or  in  all  patent, 
with  natural  finish  edge  and 
all  leather  heel. 


THE  WALKER  PARKER  CO.,  Limited 

TORONTO        :-:  ONTARIO 

Makers  of 

Distinctive  Shoes  for  Particular  Women. 
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Made  in  combinations  of 
beige  suede  and  brown  calf, 
grey  suede  and  grey  calf, 
black  suede  and  patent;  also 
in  all  patent  leather. 


THE  WALKER  PARKER  CO.,  Limited 

TORONTO       :-:  ONTARIO 

Makers  of 

Distinctive  Shoes  for  Particular  Women. 
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Men's  Heavy  Choco- 
late Chrome  Retan. 
An  ideal  boot  for  the 
farm. 


(I 


Serve 
with 

Sisman' 


Down  on  the  F arm 


For  heavy  outdoor  work  on  the  farm, 
for  ploughing  and  splashing  around  in 
the  early  Spring  and  Summer  rains, there 
is  no  better  protection  for  the  feet,  than 
Sisman  staples. 


Wholesale  Only 

The  T.  Sisman  Shoe  Company  Limited 

Head  Office         -         -         -         Aurora,  Ontario 
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Vol.  XXXVI.  No.  8 


Toronto,  April  16th,  1923 


oe  an 


d  Leather  Journal 


Published  Twice  cl  Month, 


$1.50  a  Year  Single  Copies  15c.  Outside  Canada.  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  open  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 


Pessimism  And  Gossip 


FOR  the  past  three  months  the  shoe  business  has  been  in  the  grip  of  an  epidemic  of 
"blues"  and  "rumors"  probably  the  worst  in  the  memory  of  those  connected  with  the 
trade.     The  wave  of  pessimism  has  been  so  general  and  persistent,  that  it  has  been 
almost  impossible  to  get  anyone  to  see  a  bright  side  to  the  overhanging  clouds. 

It  is  quite  true  that  trade  has  been  passing  through  one  of  the  most  trying  and  difficult 
periods  in  its  history,  but  there  have  been  occasions  in  the  past  when  conditions  were  even 
more  discouraging  and  threatening  than  at  present. 


As  usual,  much  of  the  talk  is  just  chatter.  A  prominent  retailer  who  was  "grousing"  re- 
cently was  asked  if  he  knew  how  his  sales  for  February  and  March  compared  with  those  of 
last  year.  He  had  to  confess  that  he  had  not  gone  into  the  figures.  He  has  since  discovered 
that  his  sales  were  not  as  far  from  normal  as  his  fears  led  him  to  believe. 

But  it  is  idle  and  vicious  rumors  that  have  been  doing  the  greatest  harm  during  the 
past  two  or  three  weeks.  Neither  the  number  of  concerns  that  have  gone  to  the  wall  nor 
their  magnitude  as  compared  with  those  of  other  periods  warrants  undue  concern,  but  the 
atmosphere  has  been  so  charged  with  suspicion  that  everybody  has  become  "jumpy."  Names 
of  some  of  the  best  houses  in  the  trade  have  been  bandied  about  indiscriminately  in  the 
meantime  by  scandal  mongers. 

Fear  is  man's  greatest  physical,  moral  and  business  foe.  It  will  put  a  man  or  concern 
on  the  junk  pile  more  quickly  than  any  other  single  thing.  It  will  wreck  the  best  laid  pur- 
poses of  God  and  man. 

Of  all  the  dangerous,  wicked  fools,  the  one  who  goes  about  creating  fear  or  suspicion,  is 
the  worst.  The  man  who  steals  money  or  goods  is  a  gentleman  compared  with  the  fellow 
who  sticks  his  idle  tongue  into  the  reputation  of  his  fellow. 


Stop  this  damnable  gossip  in  your  own  interest. 
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In  The  Market 
Place 

Business  Picking  Up. 

REPORTS  are  decidedly  more  encouraging  than 
two  weeks  ago.  when  Christmas  weather  en- 
shrouded Easter  with  a  white  shroud  of  gloom. 
The  few  days  of  bright  weather,  intermittent  as  the 
latter  has  been,  have  started  things,  generally  speak- 
ing, and  there  is  a  much  more  hopeful  feeling 
abroad.  The  demand  for  houses  in  the  larger  centres 
has  developed  a  boom  in  building  which  promises  to 
extend  well  through  the  year.  The  building  permits 
issued  in  places  like  Toronto  and  Montreal  have  not 
been  as  large  in  financial  volume  as  usual  perhaps, 
but  this  is  accounted  for  by  the  fact  that  less  stores 
and  more  dwellings  are  in  process.  In  all  kinds  of 
building  supplies,  construction,  steel,  and  in  lines  of 
iron,  steel,  and  similar  products  used  for  other  pur- 
poses, there  has  been  an  accelerated  demand.  Wheat, 
grain  and  cattle  have  been  moving  better,  and  money 
is  beginning  to  circulate  more  freely.  This  is  re- 
flected in  the  fact  that  industrial  and  commercial 
enterprises  find  it  less  difficult  to  obtain  needed 
financial  facilities  than  two  or  three  months  ago. 
The  general  feeling  is  that  the  period  of  stress  is 
over,  and  that  business  will  from  now  on  show  a 
steady  improvement. 

Retail  Shoe  Trade. 

There  has  been  a  little  more  activity  but  not 
enough  to  encourage  the  belief  that  spring  business 
is  really  on.  As  a  matter  of  fact,  the  weather  is 
exactly  a  month  behind  schedule  time  which  accounts 
for  the  lack  of  interest  in  shoe  buying.  While  in  wo- 
men's lines  there  has  been  a  fair  enquiry  for  spring 
shoes  such  as  oxfords  and  straps,  the  majority  of  sell- 
ing has  been  in  staple  lines  of  the  better  class.  The 
best  sellers  have  been  conservative  shoes  in  women's 
of  the  higher  types,  and  particularly  those  of  a  cor- 
rective type.  A  large  retailer  stated  this  week  that 
he  found  that  sales  ran  principally  into  the  high 
priced  stuff  and  the  very  cheap  bargain  class  of  the 
novelty  type.  A  goodly  quantity  of  floor  stocks  that 
were  not  cleaned  up  before  Easter  have  been  put  on 
the  market  and  have  been  picked  up  at  prices  a  good 
deal  less  than  normal.  On  this  account,  shoes  around 
five  and  six  dollars  in  women's  have  been  almost  a 
drug  in  the  market  while  those  at  ten  to  fourteen 
dollars  and  those  priced  at  $1.95  to  $3.00  have  been 
picked  up  readily.  In  men's  lines  there  has  been  no 
movement  so  far  although  general  trade  in  this  de- 
partment is  slowly  picking  up. 

Wholesale  Shoe  Trade. 

There  is  little  to  be  said  that  might  be  consid- 
ered as  new.  Easter  has  come  and  gone  without  any 
quickening  in  the  demand  for  seasonable  shoes. 
Nevertheless  there  has  been  a  steady  demand  for  ox- 
fords and  straps  of  the  modish  types.  The  sandal 
is  going  strong  and  the  grey  suede  oxford  with  or 
without  the  apron  front.  Patents  have  sold  fairly 
well  although  not  so  well  as  expected,  the  call  for 
greys  and  combinations  of  this  and  tan  with  patent 
promises  to  develop  more  and  more  strength.  The 


strap  is  the  supreme  style  and  is  taking  best  in  the 
wide  variety  and  especially  in  combinations  of  ooze 
and  patent.  There  has  not  been  time  as  yet  for 
spring  trade  to  get  its  stride  but  the  next  two  weeks 
will  tell.  Sorting  trade  is  picking  up  nicely  and  man- 
ufacturers and  jobbers  are  both  gaining  a  little  more 
confidence  as  to  the  immediate  future.  There  is  quite 
an  array  of  new  showings  in  spite  of  the  fact  that 
manufacturers  said  they  were  going  to  sit  on  the  lid 
so  far  as  new  styles  are  concerned.  Payments  are 
improving  especially  in  the  central  provinces  of 
Canada.  In  the  west  and  down  in  the  Maritimes, 
conditions  are  not  quite  so  hopeful.  Down  east  the 
snow  still  persists  and  it  will  be  another  month  be- 
fore spring  really  opens  up. 

Leather  Trade  Conditions. 

Business  at  the  moment  is  very  quiet.  Manu- 
facturers are  not  buying  either  sole  or  upper  leather, 
unless  they  need  it.  Tanners  are  sitting  tight  and 
holding  for  their  prices,  although  cases  are  reported 
where  concessions  have  been  made.  The  raw  market 
which  was  somewhat  active  a  couple  of  weeks  ago, 
has  weakened  a  little.  Nevertheless  the  whole  situa- 
tion is  far  from  a  weak  one.  While  there  has  been 
a  very  slight  easing  of  the  calfskin  market  in  New 
York,  the  foreign  market  has  advanced  several 
points  and  French  skins  are  now  fully  five  cents 
ahead  of  what  they  were  two  weeks  ago.  The  hide 
market  has  sagged  a  little,  but  this  is  largely  due  to 
the  undesirable  character  of  the  product  at  this  sea- 
son. The  feeling  prevails  that  with  any  revival  of 
interest  the  situation  will  become  much  firmer.  Side 
leather  is  weak  in  most  selections  although  some  are 
holding  their  own  fairly  well.  The  same  may  be  said 
of  kid,  which,  with  the  exception  of  certain  special 
qualities  and  weights  may  be  said  to  be  neglected. 
Altogether  the  market  is  a  buyer's  one  or  would  be  if 
leather  men  showed  anxiety  to  sell,  which,  at  the 
time,  is  not  very  apparent.  Export  business  is  be- 
ginning to  look  up  somewhat,  but  so  little  is  doing 
in  overseas  trade  that  it  is  practically  negligible. 

Helping  Things  Along. 

A  prominent  dealer  who  is  a  wise  as  well  as  a 
large  buyer,  has  this  to  say  of  the  situation,  and 
how  to  handle  it.  "I  am  straining  a  point  to  buy 
just  a  little  more  now  than  I  might  ordinarily  be  in- 
clined to  buy.  I  think  what  we,  in  the  shoe  trade, 
need  is  faith,  and  faith  is  best  shown  by  works.  I 
think  what  the  shoe  trade  needs  above  all  things  just 
now  is  to  exercise  a  little  faith.  Buy  a  little  more 
than  your  lack  of  courage  seems  to  suggest,  and  push 
like  old  Nick  to  sell.  This  kind  of  aggressiveness  will 
do  more  to  put  business  on  its  feet  to-day  than  any- 
thing I  know." 

This  hits  the  nail  squarely  on  the  head.  Nobody 
can  explain  why  business  is  at  a  standstill.  The  con- 
sumer seems  to  be  waiting  for  some  incentive  to  buy 
other  than  mere  price.  The  fact  that  high  priced 
goods  are  moving  freely  shows  that  there  is  no 
scarcity  of  money.  People  are  spending  freely  in 
most  other  lines.  It  looks  as  though  they  were  wait- 
ing for  the  snow  and  ice  to  slough  off,  and  then 
they  will  look  after  their  feet.  In  the  meantime,  the 
dealer  will  surely  help  himself  by  helping  others. 
Buy  moderately  and  put  such  energy  into  your  selling 
campaign  that  business  will  take  on  a  healthy  move- 
ment. 
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Styles  and  Sizes 

A  Discussion  of  the  Question  of 
Play  in  the  Style  Game  or  Fitting 
More  People. 

IF  there  is  one  problem  that  has  caused  the  shoe  trade 
of  this  country  more  worry  and  loss  than  any  other, 
during  the  last  two  or  three  years  at  least,  it  is  that 
of  changing  styles;  perhaps  not  changes  in  basic  styles, 
but  multiplicity  of  designs  and  patterns  which  the  trade 
are  pleased  to  call  "styles".  The  question  has  again 
come  up  for  "Round  Table"  discussion,  in  the  follow- 
ing form: — 

"What  do  you  think  of  the  policy  of  "less  styles 
and  more  sizes"  as  a  remedy  for  existing  retail  con- 
ditions? What  proportion  of  style  shoes  do  you  think 
is  necessary  and  safe  in  an  ordinary  stock?" 

Two  words  are  becoming  increasingly  important 
in  the  vocabulary  of  the  shoe  man  of  to-day — "sim- 
plification" and  "service".  Simplification,  an  improve- 
ment on  the  word  "standardization",  is  of  prime  im- 
portance to  manufacturer,  wholesaler,  and  retailer. 
It  is  the  rock  on  which  businesses  are  being  rebuilt  suc- 
cessfully in  many  localities  and  fields.  It  is  not  a  cure- 
all,  but  it  will  go  a  long  way  towards  reducing  costs  and 
eliminating  losses.' 

Service,  in  the  retail  shoe  trade,  means  more  than 
delivery,  telephone,  smiles  and  pleasant  words.  The 
key-note  of  service  in  the  retail  shoe  store  is  fitting — 
fitting  the  foot  and  the  purse. 

The  question  under  discussion  therefore  pivots 
around  two  of  the  most  important  factors  in  the  suc- 
cessful operation  of  a  shoe  business.  How  it  is  regard- 
ed by  retailers  may  best  be  judged  from  quotations 
from    the    "Round  Table." 

A  Winnipeg  man  says: — 

"I  think  it  is  good  policy  to  have  less  lines  and 
more  sizes, — the  latter  is  where  the  money  is  made. 
The  second  question  is  rather  hard  to  answer  as  it  de- 
pends on  the  size  of  the  store  and  the  trade  it  is  cater- 
ing to.  Many  small  stores  would  be  far  better  off", 
and  continue  in  business  through  the  difficult  periods, 
if  they  stuck  to  the  principle  of  staple  and  safe  lines, 
carrying  the  sizes  which  their  regular  customers  would 
always  want,  leaving  the  novelties  and  uncertain  styles 
to  the  stores  who  cater  to  this  business  and  who  are  in 
a  position  to  gamble  with  this  trade'" 

A  Montreal  dealer  says: — 

"  'Less  styles  and  more  sizes'  almost  coincides  with 
'less  loss  and  more  profit'.  Instead  of  spreading  our 
efforts  all  over  the  lot  and  ending  up  at  the  end  of  the 
season  with  a  full  range  of  styles  in  large  and  small 
sizes  that  would  make  the  average  merchant  reach  for 
his  bottle  and  take  a  long  drink  to  gather  courage  to 
enter  into  the  situation.  To  eliminate  styles  is  a  prob- 
lem that  we  all  face,  but  to  increase  profits  and  put  the 
retail  business  on  its  feet,  it  must  be  done." 

A  Western  Ontario  man: — ■ 

"Less  styles  and  less  sizes  rather  than  less  styles 
and  more  sizes  is  the  motto  for  the  retail  condition. 
Smaller  stocks,  purchasing  only  the  absolute  necessities 
is  the  only  way  overhead  can  be  reduced  and  turn- 
over increased.  These  are  the  two  absolutely  necessary 
features  of  the  shoe  business  to-day,  and  the  sooner 
they  get  to  them  the  better  for  all  concerned.  The 
day  for  placing  orders  merely  because  the  salesman 
happens  to  be  here  on  his  semi-annual  trip  in  which 
he  is  inspecting  the  town,  hotels,  sampling  the  liquor 
and  looking  over  the  women,  has  gone.  The  day  for 
purchasing  only  absolute  necessities  and  sizes  as  re- 


quired is  at  hand.  The  former  method  has  gone  with 
the  old  ox-cart  and  the  new  one  has  come  with  the  motor 
car  and  aeroplane." 

A  Central  Ontario  dealer  says: — 

"In  our  opinion  this  question  of  multiplicity  of 
styles  is  much  bigger  than  the  retail  shoe  man.  It  re- 
quires the  united  efforts  of  designer,  manufacturer, 
and  retailer,  through  a  definite  educational  campaign." 

A  Victoria  merchant: — 

"It  is  the  only  solution  under  present  conditions 
— the  history  of  the  extensive  sale  of  military  heel  ox- 
fords during  1918  may  be  cited  as  proof.  Style  shoes 
should  not  run  over  twenty  per  cent,  of  the  stock.' 

A  Vancouver  man  says: — 

"We  work  on  the  policy  of  fewer  styles  and  more 
sizes.  But  to-day  style  plays  a  big  part  in  the  shoe 
business  and  at  least  one  third  of  the  stock  must  be 
style  shoes.    It  looks  as  though  it  will  soon  be  50-50." 

An  Ontario  retailer: — 

"The  right  idea.  There  are  far  too  many  styles 
in  existence  now.  Too  much  'millinery',  creating  an 
imaginative  demand.  People  invent  combinations  and 
frills,  ask  for  them,  dealer  passes  it  on,  traveller  hears 
of  it,  makes  it.  The  next  one  sets  out  to  beat  him,  etc., 
etc.  Ten  styles  of  men's  and  women's;  six  or  eight 
boys',  misses',  childs',  etc." 

A  Saskatchewan  dealer: — 

"The  existing  multitude  of  styles  is  responsible 
for  a  great  deal  of  the  present  losses.  We  would  wel- 
come a  lessening  of  styles.  Style  shoes  should  not  be 
over  twenty  per  cent,  of  the  stock." 

A  London  man  says: — - 

"We  lose  more  business  by  not  having  sizes  in 
stock  in  lines  that  we  have  on  our  shelves,  than  we  do 
in  not  having  the  various  freaky  styles  on  hand  that 
a  customer  may  ask  for.  The  proportion  of  style  shoes 
in  the  women's  end  is  getting  to  be  about  50%  of  the 
sales  in  our  grade  of  business,  with  the  men's  we  would 
guess   about  25%." 

A  Toronto  retailer: — 

"The  policy  of  carrying  less  styles  and  more  sizes 
is  by  all  means  a  good  one  and  should  be  adopted  wherever 
at  all  practicable.  It  would  not  be  right  to  carry  all 
staple  shoes  and  no  style  shoes,  but  on  the  other  hand 
it  would  be  much  safer  to  err  on  the  side  of  carrying 
fewer  novelties  and  more  staples.  As  to  the  proportion 
of  style  novelties  to  staples,  we  believe  that  this  can  be 
determined  only  by  the  buyer  of  any  store,  taking  into 
consideration    his    locality    and  demands'" 

Another  Toronto  man  says: — 

"It  is  the  proper  policy.  I  believe  manufacturers 
are  seeing  the  necessity  of  saneness  in  styles  more  than 
ever  before." 

An  Ontario  man: — 

"Less  styles  by  all  means.  If  present  conditions 
as  to  styles  are  continued  it  will  simply  put  the  retailers 
in  the  smaller  places  out  of  business.  To  do  any  business 
at  all  he  has  to  carry  a  variety  which  robs  him  of  the 
capital  he  could  put  into  more  staple  lines  with  more 
sizes  and  more  profit  to  himself.  An  ordinary  stock 
should  not  contain  more  than  one  third  style  shoes." 

A  Maritime  dealer: — 

"We  feel  that  the  fewer  styles  carried  for  each  sea- 
son as  it  comes  along  would  keep  the  stock  in  very  much 
better  shape,  especially  in  view  of  present  conditions. 
Business,  to-day,  should  be  done  as  far  as  possible  on 
real  staple  medium  priced  lines,  as,  apparently,  that 
is   what   the  demand  is  for." 

(Continued  on  page  122) 
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Leacock  on  Capital 


By  Dr.  Frank  Crane 


Professor  Stephen  B.  Leacock,  of  McGill  University,  is  a  well-known  humorist.  In 
fact,_Irvin  S.  Cobb  refers  to  him  as  his  "second  favorite  among  the  humorists  of  the  world.', 

Mr.  Leacock  also  is  a  pretty  fair  thinker. 

The  other  day  at  the  Canadian  Club,  of  New  York,  he  made  a  few  remarks  upon  the 
subject  of  capital  which  are  worthy  of  preservation. 

"What  we  need,"  he  said,  "is  the  opportunity  to  make  money,  to  make  lots  of  it,  and  when 
we  have  got  it,  to  keep  it.  Capital  is  discouraged.  The  root  of  the  trouble  is  that  we  have 
checked  and  discouraged  private  enterprise. 

"Infected  with  the  collectionist  ideas  of  our  day,  we  look  with  suspicion  on  the  huge 
fortunes  that  used  to  fall  to  the  organized  industries.  We  once  called  them  Empire  Builders, 
but  now  term  them  Profiteers,  and  all  they  can  do  is  sit  still  and  keep  out  of  the  penitentiary. 
As  to  their  money,  the  most  they  can  do  with  it  is  to  buy  Government  bonds,  and  watch  the 
Government  waste  the  principal  and  tax  the  community  to  death  to  pay  the  interest." 

There  is  a  good  deal  of  truth  lurking  around  under  these  striking  sentences. 

Private  gain  is  often  unscrupulous. Angels  are  scarce  among  millionaires  quite  as  much  as 
in  other  regions,  and  the  sins  of  concession  companies  have  been  plentifully  exploited. 

But  the  only  basis  upon  which  up  to  the  present  time  it  has  been  proved  possible  to  de- 
velop the  prosperity  of  any  country  is  allowing  a  man  to  make  as  much  money  as  he  can  honest- 
ly, and  giving  him  such  protection  as  will  enable  him  to  keep  it. 

Both  the  United  States  and  Canada  need  capital,  and  need  it  in  industries  more  than 
they  need  it  in  Government  bonds.    Both  countires  also  need  immigrants. 

Of  course,  proper  attention  should  be  paid  to  the  protection  of  the  wage  earner  so  that 
he  shall  not  be  tyrannized  over  by  his  employer,  nor  crowded  out  of  his  job  and  into  low  wages 
by  an  influx  of  foreigners.    But  our  caution  in  these  respects  may  easily  be  carried  too  far. 

The  laborer  is  prosperous  only  as  the  country  is  prosperous, — only  as  industry  thrives 
and  continually  expands;  and  every  inducement  should  be  made  to  encourage  men  with  money 
and  brains  to  accomplish  these  things. 


Copyright,  1923,  by  Dr.  Frank  Crane 
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Fig.  1. 


Fig.  2. 


Shoes  Ancient 
and  Modern 

Historical  Sketch  of  Foot  Coverings 
from  Earliest  Times.  Development  of 
Shoe  Styles  from  the  Period  of  the 
Pharaohs.    How  His tory  Repea ts Itself. 

THE  opening  up  of  Tuthankamen's  tomb  in  Luxor, 
Egypt,  has  let  loose  a  host  of  conjectures  and 
speculations  with  regard  to  early  styles  of  apparel 
and  foot  coverings,  and  has  started  a  renaissance  which 
is  exemplified  in  many  of  the  modes  for  the  current  sea- 
son in  shoes  as  well  as  garments.  The  Egyptian  sandal 
has  apparently  given  a  new  lease  of  life  to  one  of  last 
season's  favorites. 


The  occasion  affords  an  opportunity  for  a  back- 
ward look  at  shoe  fashions  in  early  times.  Of  course, 
our  early  progenitors  found  it  necessary  to  protect 
their  feet  against  the  hardships  and  uncertainties  of 
even  limited  travel,  and  the  rough  coverings  of  skins, 
straw  and  even  wood,  that,  were  used  are  outlined  in 
whatever  historic  references  have  been  discovered  in 
regard  to  the  habits  of  our  early  ancestors.  Biblical 
and  other  references  even  more  ancient,  afford  us  a  fair- 
ly good  idea  of  the  development  of  the  shoe,  its  uses 
and  the  curious  customs  that  obtained  in  connection 
with  it  amongst  various  nations.  It  would  seem  that 
throughout  the  centuries  or,  indeed  the  millenniums 
through  which  the  information  comes  down  to  us,  there 
has  been  very  little  change  in  the  methods  of  produc- 
tion whatever  may  be  said  of  the  forms  or  styles  of 
the  shoes  themselves. 
Footwear,  Ancient  and  Modern 

Thirty-four  hundred  years  ago,  in  the  reign  of 
Thothmes  III.  of  Egypt,  an  enterprising  artist  of  the 
day  made  sketches  of  two  shoemakers  at  their  work, 
and  drew  them  as  above  in  colors  on  a  wall  at  Thebes. 


Fig.  3. 


Fig.  4 


Fig.  5. 


The  shoemakers  are  seated  upon  low  stools,  and  are 
busily  employed  in  the  formation  of  the  sandals  then 
usually  worn  in  Egypt.  The  first  workman  is  pierc- 
ing with  his  awl  the  leather  thong  at  the  side  of  the  sole, 
through  which  the  straps  were  passed  which  secured 
the  sandals  to  the  foot;  before  him  is  a  low  sloping 
bench,  one  end  of  which  rests  upon  the  ground;  his 
fellow  workman  is  equally  busy  sewing  a  shoe,  and  tight- 
ening the  thong  with  his  teeth.  Above  their  heads 
is  a  goodly  row  of  sandals,  probably  so  placed  to  attract 
a  passing  customer,  the  shops  in  the  East  being  then 
a  show  entirely  open  and  exposed  to  every  one  who  passed. 
As  the  ancient  Egyptian  artists  knew  nothing  of  per- 
spective, the  tools  of  the  workmen  that  lie  around  are 
here  represented  above  them;  they  bear,  in  some 
instances,  a  resemblance  to  those  used  in  the  present 
day.  , 

One  of  the  workmen  is  tightening  a  thread  by  the 
very  same  method,  the  teeth,  in  operation  with  hand- 
turn  workers  until  recently. 

From  that  day  to  this,  the  art  of  the  shoemaker 
has  played  an  important  part  in  dress,  and  while  the 
various  forms  of  footgear  have  of  necessity  retained 
certain  essential  features,  in  no  article  of  dress  has  there 
been  more  variation  in  detail,  or  more  subjection  to 
the  whims  of  fashion.  Among  all  the  oriental  nations, 
the  sandal,  a  mere  sole  of  leather  fastened  to  the  foot 
by  thongs  or  straps,  was  for  ages  the  typical  form  of 
footwear.  The  addition  of  a  closed-in  top,  thus  forming 
a  shoe,  is  a  comparatively  modern  idea,  when  compared 
with  the  immense  antiquity  of  the  simpler  form;  and 
although  used  by  Egyptians  and  Romans  of  the  higher 
class,  its  general  acceptance  is  of  much  later  date. 

Egyptian  sandals  varied  slightly  in  shape;  those 
worn  by  the  upper  classes,  and  by  women,  were  usually 
pointed  and  turned  up  at  the  end,  like  our  skates,  and 


Fig.  6. 


the  Eastern  slippers  of  the  present  day.  Some  had  a 
sharp,  flat   point,   others    were   nearly   round.  They 
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were  made  of  a  sort  of  woven  or  interlaced  work,  of 
palm  leaves  and  papyrus  stalks  or  other  similar  material; 
sometimes  of  leather,  and  were  frequently  lined  within 
with  cloth,  on  which  the  figure  of  a  captive  was  painted; 
that  humiliating  position  being  thought  suitable  to  the 
enemies  of  their  country. 

The  sandals  with  curved  toes,  alluded  to  above, 
and  which  frequently  appear  upon  Egyptian  sculpture, 
and  generally  upon  the  feet  of  the  superior  classes,  are 
exhibited  on  the  sculptures.  It  shows  how  such  sandals 
were  held  upon  the  feet,  the  thong  which  crosses  the 
instep  being  connected  with  another,  passing  over  the 
top  of  the  foot  and  secured  to  the  sole  between  the  great 
toe  and  that  next  to  it,  so  that  the  sole  was  held  firmly, 
however  the  foot  moved,  and  yet  it  allowed  the  sandal 
to  be  cast  off  at  pleasure. 


Fig.  7.  F'g-  9. 


Wilkinson  says  that  "shoes  or  low  boots  were  also 
common  in  Egypt,  but  these  must  undoubtedly  have  been 
of  late  date  and  to  have  belonged  to  Greeks;  for  since 
no  persons  are  represented  in  the  paintings  wearing 
them,  except  foreigners,  we  may  conclude  they  were 
not  adopted  by  the  Egyptians,  at  least  in  a  Pharaonic 
age.  They  were  of  leather,  generally  of  green  color, 
laced  in  front  by  thongs,  which  passed  through  small 
loops  on  either  side,  and  were  principally  used,  as  in 
Greece   and   Etruria,   by  women." 

In  no  part  of  the  attire,  even  at  a  very  early  day, 
was  there  more  profuse  and  expensive  decoration  than 
in  the  sandals.  We  are  told  in  the  apocryphal  Book 
of  Judith  that  although  Holofernes  was  attracted  by 
the  general  richness  of  Judith's  dress  and  personal  or- 
naments, yet  it  was  "her  sandals  ravished  his  eyes:" 
and  the  bride  in  Solomon's  Song  is  met  with  the  ex- 
clamation, "How  beautiful  are  thy  feet  with  sandals, 
O  prince's  daughter!" 

Ancient  bas-reliefs  at  Persepolis  show  the  trans- 
ition forms  from  sandals  to  shoes,  the  latter  in  its  ear- 
liest shape  being  merely  a  covered  sandal,  the  upper 
part  consisting  of  the  lacings  of  the  sandal  much  wid- 
ened, and  fastened  by  buttons  at  the  top  of  the  foot. 

With  the  ancient  Greeks  and  Romans,  the  cover- 
ings for  the  feet  assumed  their  most  elegant  forms;  yet 
in  no  instance  does  the  comfort  of  the  wearer  appear 
to  have  been  sacrificed,  or  the  natural  play  of  the  foot 
interfered  with.  Vegetable  sandals,  termed  Baxa,  or 
Baxea,  were  worn  by  the  lower  classes,  and  as  a  symbol 
of  their  humility  by  the  philosophers  and  priests.  Apu- 
leius  describes  a  young  priest  as  wearing  sandals  of 


palm;  they  were,  no  doubt,  similar  in  construction 
to  the  Egyptian  ones,  which  were  part  of  the  required 
and  characteristic  dress  of  the  Egyptian  priesthood. 
Such  vegetable  sandals  were,  however,  occasionally 
decorated  with  ornaments  to  a  considerable  extent, 
and  they  then  became  expensive.  The  making  of  them 
in  all  their  variety,  was  the  business  of  a  class  of  men 
called  Baxearii;  and  these,  with  the  Solearii  (or  makers 
of  the  simple  sandals)  constituted  a  corporation  or 
college  of  Rome. 

The  solea  were  generally  worn  by  the  higher  classes, 
only  for  lightness  and  convenience  in  the  house,  the 
shoes  (calceus)  being  worn  out  of  doors.  The  soccus 
was  the  intermediate  covering  for  the  foot,  being  some- 
thing between  the  solea  and  the  calceus;  it  was,  in 
fact,  precisely  like  the  modern  slipper,  and  could  be  cast 
off  at  pleasure,  as  it  did  not  fit  closely  and  was  secured 
by  no  tie.  This  like  the  solea  and  crepida  was  worn 
by  the  lower  classes  and  country  people;  and  hence 
the  comedians  wore  such  cheap  and  common  coverings 
for  the  feet,  to  contrast  with  the  cothurnus,  or  buskin 
of  the  tragedians,  which  they  assumed,  as  it  was  adapted 
to  be  part  of  a  grand  and  stately  attire.  The  cothurnus 
was  a  boot  of  the  highest  kind,  reaching  above  the  calf 
of  the  leg,  and  sometimes  as  far  as  the  knee.  It  was 
laced,  as  the  boots  of  the  ancients  always  were,  down 
the  front,  the  object  of  such  an  arrangement  being  to 
make  them  fit  the  leg  as  closely  as  possible;  and  the 
skin  of  which  they  were  made  was  dyed  purple  and  other 
gay  colors.  The  head  and  paws  of  the  wild  animal 
were  sometimes  allowed  to  hang  around  the  leg  from 
the  upper  part  of  the  cothurnus,  to  which  it  formed  a 
graceful  addition.  An  example  of  such  an  ornamented 
boot,  decorated  all  over  with  a  pattern  like  a  Grecian 
volute,  is  shown  by  Fig.  4. 

The  unchanging  nature  of  a  commodious  fashion 
capable  of  adoption  by  the  lower  classes,  may  be  illus- 
trated by  Fig.  1,  which  shows  the  shoe  or  sandal  worn 
by  the  rustics  of  ancient  Rome.  It  is  formed  of  a  skin 
turned  over  the  foot,  and  secured  by  thongs  passing 
through  the  side  and  over  the  toe,  crossing  each  other 
over  the  instep,  and  secured  firmly  around  the  ankle. 
Any  person  familiar  with  the  prints  of  Pinelli,  pictures 
of  the  modern  brigands  of  the  Abruzzi,  or  the  models 
of  the  latter  worthies  in  terra  cotta,  to  be  met  with  in 
most  curiosity  shops,  will  at  once  recognize  those  they 
wear  as  being  of  the  same  form.  The  traveller  who 
has  visited  modern  Rome  will  also  remember  to  have 
seen  them  on  the  feet  of  the  peasantry  who  traverse 


Fig.  10.       .  Fig.  11. 


Fig.  13.  Fig.  12. 
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the  Pontine  marshes;  and  the  older  Irish,  and  the  com- 
paratively modern  Highlander,  both  wore  similar  ones. 
They  were  formed  of  the  skin  of  the  cow  or  deer,  with 
the  hair  on  them,  and  were  held  on  the  feet  by  leather 
thongs.  Another  simple  form  of  the  shoe  developed 
from  the  sandal  is  shown  by  Fig.  5,  in  which  the  toes 
are  entirely  uncovered.  No  Roman  but  one  who  had 
served  as  edile  was  allowed  to  wear  shoes  of  a  red  color, 
which  we  may  therefore  infer  to  have  been  a  favorite 
color  for  shoes,  as  it  still  is  in  western  Asia.  The  Roman 
senators  wore  shoes  on  buskins  of  black,  with  a  crescent 
of  gold  or  silver  on  the  top  of  the  foot.  The  Emperor 
Aurelian  forbade  men  to  wear  red,  yellow,  white  or 
green  shoes,  permitting  them  to  be  worn  by  women  only; 
and  Heliogabalus  forbade  women  to  wear  gold  or  precious 
stones  in  their  shoes,  a  fact  which  will  aid  us  in  under- 
standing the  extravagant  lengths  to  which  the  decoration 
of  shoes  was  carried. 

The  Roman  shoes  had  various  names,  and  were 
distinct  bandages  of  the  position  in  society  held  by 
the  wearer.  The  solea,  crepida,  pero,  and  soccus  be- 
longed to  the  lower  classes,  the  laborers  and  rustics; 
the  caliga  was  principally  worn  by  soldiers;  and  the 
cothurnus  by  tragedians,  hunters  and  horsemen,  as 
well  as  by  the  nobles  of  the  country.  The  latter  kind 
of  boot,  as  we  have  already  hinted,  in  form  and  color 
was  indicative  of  rank  or  office. 

The  boots  of  the  emperors  were  frequently  richly 
decorated,  and  the  patterns  still  existing  on  marble 
statues  show  that  they  were  ornamented  in  the  most 
elaborate  manner.  An  example  taken  from  the  statue 
of  the  Emperor  Hadrian  is  shown  in  Fig.  2,  and  it  is 
difficult  to  conceive  anything  more  elegant.  Gems 
and  gold  were  employed  by  some  of  the  Roman  Em- 
perors to  decorate  their  boots,  and  Heliogabalus  wore 
exquisite  cameos  on  his  boots  and  shoes. 

According  to  Strutt,  high  shoes,  reaching  nearly 
to  the  middle  of  the  legs,  and  fastened  by  lacing  in  front, 
and  which  may  also  be  properly  considered  as  a  species 
of  half  boots,  were  in  use  in  England  as  early  as  the 
tenth  century;  and  the  only  apparent  difference  be- 
tween the  high  shoes  of  the  ancients  and  the  moderns, 
seems  to  have  been  that  the  former  laced  close  down 
to  the  toes,  and  the  latter  to  the  instep  only.  Wooden 
shoes  are  mentioned  in  the  records  of  this  era,  but  it 
is  probable  that  they  were  so  called  because  the  soles 
were  formed  of  wood,  while  the  upper  parts  were  formed 
of  some  more  pliant  material.  Shoes  with  wooden  soles 
were,  at  this  time,  worn  by  persons  of  the  most  exalted 
rank;  thus,  the  shoes  of  Bernard,  King  of  Italy  and 
grandson  of  Charlemagne,  are  thus  described  by  an 
Italian  writer,  as  they  were  found  in  his  tomb: 

'The  shoes  which  covered  his  feet  are  remaining 
to  this  day,  the  soles  of  wood  and  the  upper  part  of  red 
leather,  laced  together  with  thongs;  they  were  so  closely 
fitted  to  the  feet  that  the  order  of  the  toes,  terminating 
in  a  point  at  the  great  toe,  might  easily  be  discovered; 
so  that  the  shoe  belonging  to  the  right  foot  could  not 
be  put  upon  the  left,  nor  that  of  the  left  upon  the  right." 

'Among  the  various  innovations,"  continues  Strutt, 
"made  in  dress  by  the  Normans  during  the  twelfth  cen- 
tury, none  met  with  more  marked  and  more  deserved 
disapprobation  than  that  of  lengthening  the  toes  of 
the  shoes,  and  bringing  them  forward  to  a  sharp  point. 
In  the  reign  of  Rufus,  this  custom  was  first  introduced 
by  a  man  who  had  distorted  feet,  in  order  to  conceal 
his  deformity.  The  fashion  was  no  sooner  broached 
than  all  those  who  were  fond  of  royalty  thought  proper 
to  follow  it;  and  the  shoes  were  made  by  the  shoemakers 
in  the  form  of  a  scorpion's  tail."  These  shoes  were 
called  figaciae,  and  were  adopted  by  persons  of  every 
class,  both  rich  and  poor.    Soon  after,  a  courier  whose 


name  was  Robert,  improved  upon  the  first  idea,  by 
filling  the  vacant  part  of  the  shoe  with  tow,  and  twist- 
ing it  around  in  the  shape  of  a  ram's  horn.  This  rid- 
iculous fashion  excited  much  admiration.  It  was  fol- 
lowed by  the  greater  part  of  the  nobility;  and  the  author 
for  his  happy  invention,  was  honoured  with  the  cogno- 
men Cornardus,  or  horned.  The  long-pointed  shoes 
were  vehemently  inveighed  against  by  the  clergy,  and 
strictly  forbidden  to  be  worn  by  the  religious  orders. 
So  far  as  we  can  judge  from  the  drawings  executed  in 
the  twelfth  century,  the  fashion  of  wearing  long-pointed 
shoes  did  not  long  maintain  its  ground.  It  was,  how- 
ever, afterwards  revived,  and  even  carried  to  a  more 
preposterous  extent.    (Fig.  6.) 

Sumptuous  foot-wear  of  great  cost  and  elegance 
was  much  affected  by  the  early  English  nobility.  Henry 

II.  wore  green  shoes  with  bands  of  gold;  those  of  Richard 
I.  were  similarly  ornamented;  and  the  effigy  of  Henry 

III.  in  Westminster  Abbey  is  remarkable  for  the  splendor 
of  its  boots,  which  are  depicted  in  Fig.  7.  They  are 
crossed  all  over  by  golden  bands,  thus  forming  a  series 
of  diamond-shaped  spaces,  each  one  of  which  is  filled 
with  a  figure  of  a  lion,  the  royal  arms  of  England.  Sim- 
ilarly elaborate  examples  are  Figs.  8  to  12,  taken  from 
the  Arundel  MS.  executed  about  1339,  which  show  the 
extent  to  which  the  tasteful  ornamentation  of  these 
articles  of  dress  was  carried.  The  greatest  variety  of 
pattern  and  the  richest  contrasts  of  color  were  aimed 

Fig.  16.  Fig.  14. 


Fig.  IS. 


at,  and  these  were  heightened  by  the  rich  contrasting 
colors  used  in  the  hose.  This  desire  for  contrast  was 
carried  so  far,  that  in  some  of  the  effigies  one  shoe  is 
black  over  blue  hose,  the  other  leg  being  clothed  in 
a  black  stocking  and  a  white  shoe. 

The  boots  and  shoes  worn  during  the  fourteenth 
century  were  of  a  peculiar  form,  and  the  toes  which  were 
lengthened  to  a  point,  turned  inward  or  outward,  accord- 
ing to  the  taste  of  the  wearer.  In  the  reign  of  Richard 
II.  they  became  immensely  long,  so  that  it  was  asserted 
that  they  were  chained  to  the  knee  of  the  wearer,  in 
order  to  allow  him  to  walk  about  with  ease  and  freedom. 
It  was,  of  course,  only  the  nobility  who  could  thus  in- 
convenience themselves,  and  it  might  have  been  adopted 
by  them  as  a  distinction;  still,  very  pointed  toes  were 
worn  by  all  who  could  afford  to  be  fashionable.  Fig. 
13  shows  a  shoe  of  this  period  from  an  actual  specimen 
discovered  in  some  excavations  at  Whitefriars. 

Fashion  then,  as  now,  ran  from  one  extreme  to 
the  other,  and  the  shoes  which  were  at  one  time  so  long 
at  the  toe  as  to  be  inconvenient,«now  became  as  absurdly 
broad;  and  sumptuary  laws  were  passed  to  restrain 
both  extreme*.    Thus,  Edward  IV.  enacted  that  any 
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Fig.  17. 


Fig.  IS. 


Fig.  19. 


shoemaker  who  made  for  unpriviledged  persons  any 
shoes  or  boots,  the  toes  of  which  exceeded  two  inches 
in  length,  should  forfeit  twenty  shillings,  one  rouble 
to  be  paid  to  the  king,  another  to  the  cordwainers  of 
London,  and  the  third  to  the  Chamber  of  London.  This 
only  had  the  effect  of  widening  the  toes;  and  Paradin 
says  they  were  then  so  very  broad  as  to  exceed  the  measure 
of  a  good  foot.  This  continued  until  the  reign  of  Mary, 
who,  by  a  proclamation,  prohibited  shoes  being  wider 
than  six  inches  at  the  toe. 

Figs.  14  and  15  show  to  what  a  preposterous  extent 
this  fashion  of  wide  toes  was  carried,  both  women  and 
men  affecting  it.  Fig.  15  is  copied  from  the  monumental 
effigy  of  Katharine,  wife  of  Sir  Thomas  Babynton,  who 
died  in  1543.  It  is  an  excellent  specimen  of  the  sort 
of  sole  preferred  by  the  fashionables  of  that  day.  The 
second  cut  shows  a  front  view  of  a  similarly  made  shoe. 
They  were  formed  of  leather,  but  generally  the  better 
classes  wore  them  of  rich  velvet  and  silk,  the  various 
colors  of  which  were  shown  in  slashes  at  the  toes,  which 
were  most  sparingly  covered  by  the  velvet  of  which  the 
shoe  was  composed.  In  the  curious  full-length  portrait 
of  the  poetical  Earl  of  Surrey  at  Hampden  Court,  he 
is  represented  in  shoes  of  red  velvet,  having  bands  of  a 
darker  tint  placed  across  them  diagonally,  which  bands 
decorated  with  a  row  of  gold  ornaments. 


are 


Fig  20 


During  the  reign  of  Edward  VI.  a  sort  of  shoe  with 
a  pointed  toe  was  worn,  not  unlike  the  modern  one.  It 
was  of  velvet,  generally,  with  the  upper  classes;  of  lea- 
ther with  the  poorer  ones.  The  former  indulged  in  a 
series  of  flashes,  which  the  latter  had  not.  We  give 
here,  in  Fig.  16,  two  specimens  of  these  shoes,  from 
prints  dated  1577  and  1588.  Philip  Stubbes  declares 
in  1588  that  the  fashionables  then  wore  "corked  shoes, 
puisnets,  pantoffles,  and  slippers,  some  of  white,  some 
of  green,  and  some  of  yellow;  some  of  Spanish  leather, 
and  some  of  English,  stitched  with  silk  and  embroidered  ' 
with  gold  and  silver  all  over  the  foot  with  gewgaws 
innumerable." 

Rich  and  expensive  shoe  ties  were  now  brought  into 
use,  and  large  sums  were  lavished  upon  their  decoration. 
John  Taylor,  the  water  poet,  alludes  to  the  extravagance 
of  those  who 

"Wear  a  farm  in  shoe-strings  edged  with  gold, 

And  spangled  garters  worth  a  copy  hold." 
The  shoe-roses  were  made  of  lace,  which  was  as 
beautiful,  costly  and  elaborate  as  that  which  composed 
the  ruff  for  the  neck,  or  ruffles  for  the  wrist.  They 
were  elaborately  decorated  with  needlework  and  gold 
and  silver  thread. 

During  the  reign  of  the  first  Charles,  the  boots 
(which  were  made  of  fine  Spanish  leather,  and  were 
of  a  buff  color),  became  very  large  and  wide  at  the  top. 
Indeed,  they  were  so  wide  at  times  as  to  oblige  the  wearer 
to  "straddle"  greatly  in  walking — a  habit  that  was 
much  ridiculed  by  the  satirists  of  the  day.  There  was 
a  print  published  during  this  reign  of  a  dandy  in  the 
height  of  fashion,  whose  legs  are  encased  in  boot-hose 
tops  tied  about  the  middle  of  the  calf,  as  long  as  a  pair 
of  shirt-sleeves,  double  at  the  ends  like  a  ruff-band; 
the  top  of  his  boots  very  large,  fringed  with  lace,  and 
turned  down  as  low  as  his  spurs,  "which  jingled  like  the 
bells  of  a  morris-dancer  as  he  walked."  These  boots 
were  made  very  long  in  the  toe;  thus,  of  this  exquisite 
we  are  told,  "the  feet  of  his  boots  were  two  inches  too 
long." 

'J  his  extreme  fashion  was  merely  an  evolution  from 
the  riding  boots  of  the  day,  which  were  made  very  long, 
reaching  to  the  mid-thigh,  and  so  loose  that  the  tops 
could  be  turned  down  below  the  knee,  which  conven- 
ience was  in  the  next  reign  exaggerated  into  the  elabor- 
ate court  boot  described  above,  and  illustrated  by  Fig. 


Fig.  22. 


Fig.  23. 
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21.  This  boot  is  copied  from  one  worn  by  a  courtier 
of  the  coronation  of  Charles  II.  It  is  decorated  with 
lace  all  around  the  upper  part,  and  that  portion  of  the 
leg  which  the  boot  encases  seems  fitted  easily  with  pliant 
leather;  over  the  instep  is  a  broad  band  of  the  same 
material,  beneath  which  the  spur  was  fastened.  It 
was  early  in  the  seventeenth  century  that  heels  began 
to  be  worn  with  boots  and  shoes,  and  in  the  time  of 
Charles  II.  they  had  become  quite  high;  and  all  men 
of  fashion  then  wore  broad  toes,  while  the  Puritans, 
by  way  of  protest,  wore  pointed  shoes,  to  distinguish 
them   from   the   "graceless  gallant." 

Fig.  23  shows  a  boot  of  the  end  of  this  reign,  copied 
from  a  pair  hung  over  a  knight's  tomb,  in  accordance 
with  the  old  custom  of  burying  a  knight  with  his  mil- 
itary equipments  over  his  grave,  originally  consisting 
of  his  shield,  sword,  gloves  and  spurs,  the  boots  being 
a  later  and  more  absurd  introduction.  That  shown  in 
the  cut  is  formed  of  fine  buff  leather;  the  tops  are  red 
and  so  are  the  heels,  which  are  very  high;  and  the  toes 
are  cut  exceedingly  square. 

With  William  III.  came  in  the  large  jack-bootj 
and  the  high-quartered,  high  heeled  and  buckled-shoe? 
which  only  expired  at  the  end  of  the  18th  century.  One 
of  these  jack-boots  is  shown  in  Fig.  22.  The  heel,  it 
will  be  perceived,  is  very  high,  and  the  pressure  upon 
the  instep  very  great,  and  consequently  injurious  to 
the  foot,  and  altogether  detrimental  to  comfort. 
An  immense  piece  of  leather  covers  the  in- 
step, through  which  the  spur  is  affixed,  and  to  the  back 
of  the  boot,  just  above  the  heel,  is  appended  an  iron  rest 
for  the  spur.  Such  were  the  boots  of  the  English  cavalry 
and  infantry,  and  in  such  cumbrous  articles  did  they 
fight  in  the  low  countries. 

A  boot  was  worn  by  civilians,  less  rigid  than  the 
one  last  described,  the  leg  taking  more  of  the  natural 
shape,  and  the  tops  being  smaller,  of  a  more  pliant 
kind,  and  sometimes  slightly  ornamented  round  the 
edges. 


The  types  of  shoes  worn  during  the  reigns  of  William, 
Anne,  George  I.  and  George  II.  are  shown  in  Figs.  24 
to  28.  All  persons  who  pretended  to  gentility  in  those 
days  wore  shoes  with  red  heels.  The  fronts  of  the 
gentlemen's  shoes  were  very  high,  and  on  gala-days 
or  showy  occasions,  a  buff  shoe  was  worn.  The  ladies 
appear  to  have  preferred  silk  or  velvet  to  leather;  thus 
Fig.  25  is  entirely  made  of  a  figured  blue  silk,  and  it 
has  bright  red  heels  and  silver  buckles.  Fig.  26  is  of 
brown  leather,  with  a  red  heel  and  a  red  rose  for  a  tie 
above  the  instep.  Fig.  27  is  altogether  red,  in  a  pattern 
of  different  tints,  the  ties  and  heels  being  deepest  in 
color. 

Later,  in  the  reign  of  George  III.,  the  heel  was  placed 
further  under  the  foot;  and  at  the  same  time  the  general 
shape  became  less  clumsy,  being  lower  in  the  quarters 
and  of  more  graceful  lines,  due  to  more  skilful  con- 
struction. 

Shoes  of  the  old  fashion,  with  high  heels  and  buckles, 
appeared  as  late  as  1800;  but  buckles  became  unfash- 
ionable, and  shoestrings  eventually  triumphed,  although 
less  costly  and  elegant  in  their  construction.  The 
Prince  of  Wales  was  petitioned  by  the  alarmed  buckle- 
makers  to  discard  his  new-fashioned  strings,  and  take 
again  to  buckles  by  way  of  bolstering  up  their  trade; 
but  the  fate  of  these  buckles  was  sealed,  and  the  prince's 
good-natured  compliance  did  but  little  to  prevent  their 
downfall. 

Early  in  the  reign  of  George  III.  the  close-fitting 
gentlemen's  boots  became  general;  the  material  used 
for  the  leg  was  termed  grain-leather,  the  flesh  side  being 
left  brown,  and  the  grain  blackened  and  kept  to  the  sight. 
After  this  appeared  the  "Hessian"  Fig.  29,  a  boot  worn 
over  the  tight-fitting  pantaloon,  and  with  a  silk  tassel 
at  the  front.  This  boot  was  introduced  from  Germany 
about  1789,  and  was  sometimes  called  the  Austrian  boot. 
A  modification  of  this  form  was  the  "Suwarrow,"  Fig. 
30,  much  worn  early  in  the  century.  The  top  boot 
was  worn  early  in  the  reign  of  George  III.,  and  took 
the  fullness  of  the  "Hessian"  in  its  lower  part. 
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Personality  In  The 
Shoe  Store 

Every  Store  Has  its  Message. 
Every  Retailer  Makes  His  Individ- 
ual Impression.  Goods,  Service 
and  Advertising  Cumulative  in 
Effect. 

YOUR  constituency  has  you  and  your  store  well 
ized  up  and  upon  tins  quietly  formed  estimate 
depends  largely  the  history  and  success  of  your 
establishment.  There  is  really  no  such  thing  in  any 
community  as  real  business  development  without  per- 
sonality. People  may  patronize  a  store  now  and  then 
merely  on  account  of  goods  or  prices,  but  buying  can 
never  be  permanently  tied  down  to  the  mere  question 
of  dollars  and  cents.  Even  where  large  establish- 
ments are  concerned,  such  as  departmental  stores, 
how  often  one  hears  the  remark  :  "The  price  may  be 
a  little  lower  at  so-and-so's,  but  I  would  rather  go  to 
the  other  store,  the  service  is  better." 
Personality  in  the  Store. 

There  is  about  a  well  kept  and  well  ordered  store 
a  personality  that  always  counts.  You  can  often  tell 
the  difference  in  management  by  the  variation  in  the 
storefront,  window  displays  or  the  way  the  stock  is 
laid  out  inside.  Now  this  does  not  mean  that  the 
modern  storefront  and  interior  always  attract  or  re- 
tain custom.  You  may  have  the  finest  front  in  town 
and  the  best  arranged  interior  and  your  competitor  a 
few  doors  up  may  outdistance  you  in  steady  business. 
You  may  have  widely  different  ideas  from  your 
neighbour  on  window  dressing  and  the  display  of 
goods,  but  if  you  can  only  manage  to  put  into  your 
displays  the  touch  of  "character"  you  will  succeed 
in  attracting  people.  The  first  impression  the  out- 
sider gets  of  your  establishment  is  through  the  win- 
dow. Have  it  speak  not  only  of  the  goods  you  may 
have  to  sell,  but  the  kind  of  people  behind  them.  At 
any  rate,  have  the  windows  clean,  attractive  and  with 
a  story  to  tell  that  will  suggest  to  the  passersby  to 
enter  and  find  out  more  about  them.  There  are  too 
many  windows  that  have  no  real  story  to  tell.  Some 
of  them  attempt  to  say  so  much  that  they  overshoot 
the  mark. 

The  Personality  of  Interior. 

For  the  average  store  the  desired  effect  should 
be  perfect  homelikeness.  As  a  customer  said  re- 
cently on  a  blustery  day,  "I  like  a  warm  shop,  not  so 
much  a  physically  warm  one,  as  one  that  makes  you 
feel  at  home."  The  store  does  not  require  to  be 
fitted  with  Wilton  carpets,  easy  chairs,  mirrors  and 
all  the  latest  interior  fittings  to  realize  this  ideal. 
These  may  enhance  the  feeling  of  warmth,  ease  and 
comfort,  but  unless  the  right  "atmosphere"  is  there, 
the  luxuriousness  will  be  in  vain.  Every  store  should 
Strive  to  develop  some  characteristic  or  character- 
istics outstandingly  peculiar  to  itself.  Have  the 
show  cases,  seats,  fitting  stools  or  whatever  you  may 
use  a  little  different  or  more  originally  arranged,  so 
that  anyone  who  enters  the  premises  will  realize  at 
onre  that  he  is  in  your  store.  Place  comfort  and 
convenience  above  everything  else.  Have  the  wo- 
men's department  away  from  the  men's  and  the  child- 
ren's so  situated  and  equipped  that  youngsters  will 


feel  it  a  delight  to  come  to  the  store  any  time  either 
alone  or  with  their  parents. 
Personality  of  Employees. 

It  goes  without  saying  that  a  stupid,  careless  or 
indifferent  clerk  may  undo  all  you  may  attempt  to 
accomplish  in  giving  personality  to  your  store.  En- 
courage clerks  to  feel  that  they  are  not  just  selling 
shoes.  Tell  them  that  the  people  who  come  in  are 
not  merely  buyers  of  a  pair  of  shoes,  but  prospec- 
tive customers  whom  you  expect  to  return  again  and 
again.  You  can  encourage  this  spirit  by  your  per- 
sonal example.  Often  a  kind  word  or  smile  while  a 
sale  is  being  made,  offered  instead  of  criticism,  will 
help  not  only  the  salesman  but  with  the  customer. 
After  all  clerks  will  take  the  cue  from  the  boss  nine 
times  out  of  ten.  It  is  nevertheless,  one  of  the  most 
difficult  things  in  the  world  to  get  salespeople  to  rea- 
lize the  great  part  that  their  personality  plays  in  im- 
mediate and  future  sales.  Try  to  get  them  to  build 
up  as  large  a  personal  following  as  possible.  Do  not 
become  jealous  when  a  customer  comes  in  and  asks 
for  your  salesman  instead  of  yourself. 
Personality  in  Goods. 

Making  a  reputation  for  giving  good  value  is  one 
of  the  greatest  assets  a  retail  store  can  have.  You 
can  make  a  name  for  selling  reliable  goods  or  you 
can  soon  create  an  impression  that  your  store  is  in 
the  cheap  and  trashy  class.  From  the  prices  one  sees 
flashed  in  bright  colors  in  shoe  store  windows  these 
days  one  wonders  how  the  average  retailer  makes 
a  living.  However,  there  are  stores  that  manage  to 
sell  enough  well  made  dependable  shoes  at  a  profit 
to  keep  the  wolf  from  the  door  at  least. 

In  these  days  of  "jazz"  the  problem  is  more  than 
usually  trying.  A  prominent  retail  in  one  of  our 
smaller  cities  was  asked  recently  how  he  handled  the 
"style"  problem,  and  kept  up  his  regular  business. 
He  replied,  that  he  kept  up  his  regular  lines  carefully 
and  devoted  most  of  his  attention  to  selling  the  goods 
that  had  built  up  his  business.  But  he  carried  enough 
novelties  to  let  people  see  that  he  was  not  a  "moss- 
back".  He  claims  that  a  good  deal  less  than  thirty 
per  cent,  of  his  stock  is  in  style  goods,  and  these  he 
turns  over  so  quickly  that  he  runs  no  chance  of  their 
sticking.  He  uses  them  in  his  windows  and  ads.  to 
attract  attention  and  keeps  hammering  away  mean- 
while in  the  conservative  lines  upon  which  he  makes 
his  bread  and  butter.  That  man  has  developed  per- 
sonality in  his  goods  to  an  extent  that  the  community 
relies  upon  his  word  for  styles  as  'well  as  ordinary 
goods. 

Individuality  in  Advertising. 

Originality  in  style  will  often  give  character  to 
a  store  but  this  originality  must  not  be  mere  oddity 
of  expression  or  peculiarity  of  style.  The  late  John 
Wannamaker,  by  his  unique  methods,  brought  about 
a  wonderful  transformation  in  the  character  of  retail 
advertising  in  the  past  forty  years.  The  Wannamaker 
ads.  were  counterpart  of  Wannamaker  merchandis- 
ing, and  soon  became  the  models  in  all  first  class 
publicity  for  modern  retail  establishments.  The  ad- 
vertisement should  always  link  up  with  the  store  and 
the  man  at  the  head  of  it.  It  should  convey,  to  some 
extent  at  least,  the  spirit  of  the  whole  institution.  Its 
great  essential  should  be  truthfulness  and  the  impres- 
sion created  and  maintained  should  be  the  desire  to 
serve  with  the  best  goods  to  be  had  for  the  money. 
Many  a  store  is  hurt  by  foolish  thoughtless  state- 
(Continued  on  page  76) 
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The  Style  Situation 

Less  Confusion  of  Ideas  Than  for 
Some  Time — Radical  Changes  Con- 
spicuous by  Their  Absence. 

MANUFACTURERS  and  retailers  have  had 
their  fill  of  a  situation  in  which  no  person 
could  see  more  than  a  few  weeks'  ahead,  and 
when  the  air  was  full  of  rumours  of  drastic  changes 
in  style  and  design  which  would  make  obsolete  every- 
thing- in  process  or  on  shelves.  The  samples  shown 
and  shoes  sold  for  the  coming  season  contain  enough 
novelty  to  brighten  stocks  and  meet  consumer  de- 
mand for  something  new.  And  yet  there  is  nothing 
shown  that  throws  into  the  discard  the  shoes  a  dealer 
already  has  on  hand  or  has  purchased. 

Salesmen  have  found  hesitation  on  the  part  of 
buyers  to  commit  themselves  very  far  in  advance, 
and  in  many  cases  fear  of  style  changes  has  been  ad- 
vanced as  the  reason  for  holding  off.  In  reality  the 
backward  spring  has  been  the  most  important  factor 
in  holding  back  trade.  If  business  had  been  brisk, 
style  fear  would  have  had  a  very  small  effect  on 
dealers  who  would  have  had  visions  of  empty  shelves 
and  lost  sales.  But  looking  out  of  the  window,  the 
dealer  saw  snow  falling,  goloshes,  rubbers  and  heavy 
overcoats  on  every  side,  and,  losing  heart,  would 
say,  "I  guess  I  won't  buy  any  shoes  to-day."  A 
week  or  so  of  warm  weather  will  make  all  the  differ- 
ence in  the  world  to  our  outlook  and  to  the  move- 
ment of  goods  from  manufacturer  to  consumer. 

Looking  over  the  samples  shown  at  this  time 
for  immediate  and  fall  selling,  and  without  the  sligh- 
test tendency  to  what  might  vulgarily  be  termed 
"Bull,"  it  must  be  said  that  the  manufacturers  are 
to  be  complimented  on  the  use  they  have  made  of  the 
opportunity  offered,  and  the  retailers  on  the  goods 
from  which  they  have  the  opportunity  to  build  their 
stocks.  The  range  is  as  wide  as  ever,  but  lacks  fac- 
tors that  would  tend  to  disturb  confidence.  We  see 
oxfords,  straps,  tongues,  and  sandals ;  all  have  been 


with  us  for  some  time,  all  should  remain  good  for 
their  particular  purposes  for  quite  a  while.  Boots  are 
still  sold  in  fair  quantities  in  staple  form.  The 
French  have  been  trying  to  work  them  out  in  fancy 
designs,  but  the  vogue  has  not  taken  hold  very  wide- 
ly, and  there  is  nothing  on  the  horizon  to  indicate 
that  they  will  displace  the  low  shoe  this  year. 
For  the  Summer, 

The  outstanding  feature  for  summer  selling  is  of 
course  provided  by  white  goods.  These  range  from 
plain  white  to  designs  embodying  trimmings  in  black 
and  colors.  For  street  wear  the  plain  white  shoe 
may  be  regarded  as  the  leader  in  buck  or  cloth,  with 
white  ivory  sole  and  heel.  This  may  be  in  the  form 
of  an  oxford,  or  one  strap  with  one  or  two  buttons, 
Black  and  white  effects  should  be  popular  again  this 
year,  while  colors  are  used  for  trimming  in  many  of 
the  summer  shoes.  Grey  and  brown  suede  are  fav- 
ored particularly  for  early  summer  wear,  in  oxford 
or  strap,  plain  or  trimmed.  Shawl  fringed  tongues 
are  shown  and  sold  to  quite  an  extent  in  the  larger 
centres,  and  with  a  colored  season  in  view,  this  serves 
as  an  additional  means  of  brightening  shoes  to  match 
or  contrast  with  costumes. 

Sport  shoes  offer  a  wide  variety  of  designs,  pat- 
terns and  combinations  in  oxfords,  straps  and  san- 
dals. The  smoked  or  pearl  elk  trimmed  with  apron 
of  brown  or  black  calf,  with  rubber  sole  and  heel, 
maintains  its  popularity.  The  new  crepe  rubber  sole 
and  heel  is  shown  on  many  models  and  should  have 
quite  a  wide  sale.  White  shoes  admit  of  attractive 
variations  in  trimming,  such  as  white  calf,  colored 
calf,  in  many  shades  with  names  just  as  varied  e.g., 
lipstick  red,  apple  green,  periwinkle  blue,  dandelion 
yellow.  Fancy  leathers,  such  as  "Utella  Calf,"  in 
many  colors  are  employed  to  good  effect  to  give 
smartness  and  brightness  to  summer  shoes.  Heels 
on  sport  shoes  are  for  the  most  part  low,  while  for 
afternoon  wear  a  Cuban  heel,  about  12/8  is  most 
popular. 

Aside  from  white  goods,  a  wide  choice  of  other 
lines  for  late  spring  and  summer  is  provided.  Ox- 

{Continued  on  page  122) 


Some  American  Ideas 


74 


THE  SHOE  AND  LEATHER  JOURNAL 


April  16,  1923. 


A  Lively  Gathering 

Shoe  Travellers  Hold  Indignation 
Meeting.  Lambaste  National  As- 
sociation and  Roast  Retailers. 
Slogan  "Back  to  Two  Seasons  a 
Year." 

A "ROUND  ROBIN"  signed  by  a  score  of  shoe 
travellers  was  sent  out  towards  the  close  of 
last  month,  calling  a  meeting  of  the  craft  to  be 
held  at  Coboconk.  on  April  2nd.,  at  2  p.m.,  and  "there- 
after" to  discuss  conditions  on  the  shoe  trade  "by 
and  large"  intimating  indirectly  that  there  were 
issues  to  come  up  concerning  the  relationship  of 
travellers  to  the  Association,  the  retail  trade  and 
to  their  employees. 

Owing  to  the  fact  that  the  meeting  was  called 
for  April  2nd..  "All  Fools  Day"  being  on  the  Sunday 
preceding,  some  of  those  who  received  notice  were 
inclined  to  think  the  whole  thing  a  hoax,  but  the 
wires  were  kept  busy  and  a  goodly  representation 
of  the  boys  was  secured,  and  that  in  spite  of  the 
Christmas  weather  that  prevailed  at  this  old  univer- 
sity town. 

A  vestibuled  chair  car  special  left  Toronto  via 
the  "National"  at  7.48,  passing  the  old  "Cannon 
Ball"  at  Scarboro  Junction,  and  made  the  run  to 
Blackwater  Junction  in  somewhat  less  than  three 
hours.  After  seven  and  a  half  minutes  at  the  most 
famous  "hot  dog"  counter  in  Ontario,  the  "special" 
got  under  way  and  made  Coboconk  as  the  town  bell 
was  ringing  twelve.  If  they  hadn't  gone  back  to 
Lorneville  Junction  for  Ed.  Lynch  they  would  have 
made  the  trip  in  four  hours. 

The  boys  lined  up  at  the  station  and  the  proces- 
sion headed  by  the  Mayor.  Aldermen,  University 
Senate  and  the  Coboconk  Citizens'  Band  marched 
gaily  up  the  main  street  to  the  City  Hall,  where  a 
reception  and  banquet  was  in  waiting  in  charge  of 
the  local  W.C.T.U.  After  a  recherche  repast,  which 
Harvey  Graham,  of  Snyder's  Creek,  said  beat  the 
Mount  Royal  layout  to  a  frazzle,  speeches  were 
indulged  in.  In  the  absence  of  the  "Boy  Orator"  of 
the  shoe  trade.  Mr.  Peter  Doig,  responses  were  made 
by  Messrs.  Fice  and  McGee,  to  whom,  on  behalf 
of  the  city  council,  the  mayor  handed  the  keys  of  the 
city.  His  worship  warned  the  boys,  however,  that 
the  "moonshine"  of  the  district  had  a  particularly 
vicious  kick,  and  he  trusted  that  the  fact  that  they 
had  much  business  to  transact  and  that  the  Province 
was  only  too  anxious  to  pile  up  a  big  surplus  from 
the  O.T.A.  would  put  a  damper  on  bootlegging.  The 
boys  assured  the  mayor,  however,  that  they  had 
brought  all  they  needed  with  them  and  that  he  might 
tell  the  fire  brigade  everything  would  be  all  right. 

At  the  conclusion  of  the  Mayor's  address,  the 
crowd  sang  "Alouette",  led  by  Ruf.  Savage,  and  car- 
ried the  chief  magistrate  to  his  waiting  Ford  in  a 
chair. 

Business  Session. 

Promptly  at  2  p.m.  the  gathering  adjourned  to 
the  Council  Chamber,  which  had  been  decorated  and 
••pecially  furnished  for  the  occasion.  The  walls  bore 
such  legends  as  "Call  agin,  O'Callagan !"  "Where  do 
we  go  from  here?"  "Back  to  Two  Seasons  a  Year," 
etc. 


The  chair  was  taken  by  Dominion  Vice-Presi- 
dent Charles  E.  Fice,  but  a  protest  was  entered  by 
several  present  that  the  session  should  be  a  "free  for 
all"  and  should  be  open  to  all  shoe  travellers  whether 
members  of  the  Travellers'  Association  or  not.  After 
considerable  discussion,  it  was  decided  that  the 
gathering  being  irregularly  called  should  be  an  in- 
formal one,  and  the  floor  absolutely  free. 

A  resolution  was  then  introduced  by  W.  B. 
Fryer,  seconded  by  Tim  Healey,  as  follows :  That 
this  meeting  place  on  record  its  condemnation  of 
the  Officers  and  Executive  of  the  National  Associa- 
tion of  Shoe  and  Leather  Travellers,  who,  in  two 
years,  have  failed  to  do  anything  to  justify  the  ex- 
istence of  the  organization  other  than  holding  two 
or  three  pink  teas  and  acting  as  general  whippers  in 
for  other  trade  organizations ;  and  that  the  said 
Officers  and  Executive  be  requested  to  either  bring 
in  a  programme  that  will  show  the  members  that  it 
is  something  more  than  a  tail  to  the  kite  or  resign. 

A  warm  discussion  arose  as  to  the  resolution 
being  out  of  order  and  after  some  lively  passages  at 
arms  between  Secretary  Harvey  McKean,  Treasurer 
Hardie  and  some  of  the  more  pronounced  kickers 
such  as,  A.  J.  Tipping,  Maj.  Johnson,  H.  E.  Wet- 
laufer  and  others,  the  resolution  was  amended  to  read 
that  a  convention  be  called  to  be  held  at  Toronto  or 
some  suitable  place  in  the  month  of  August  or  Sept- 
ember next  to  discuss  the  future  of  the  organization 
and  other  matters  of  interest  to  the  travelling  pro- 
fession. 

An  address  was  then  delivered  by  S.  Arthur  Bell 
on  the  subject  of  "Shoe  Trade  Conditions".  Mr. 
Bell  said  that  he  had  been  so  busy  getting  ready  for 
his  western  "trek"  that  he  had  not  had  proper  time 
to  give  consideration  to  the  momentous  question  the 
Committee  had  asked  him  to  discuss.  As  far  as  he 
had  been  able  to  judge,  however,  the  trade  was  just 
now  suffering  from  a  temperature  of  117  degrees  in 
the  head,  while  their  feet  registered  somewhat 
around  fifty  below  zero.  One  thing  that  was  hard 
to  understand  with  the  retail  trade  to-day  was  that 
they  were  raising  a  helova  holler  against  new  goods 
and  yet  every  man  you  showed  samples  to  asked  you 
if  you  had  something  different,  referring  to  some 
concern  that  Avas  getting  some  novelty  that  they 
were  simply  bound  to  have.  When  you  tried  to  nail 
them  on  the  question  of  the  danger  of  this  thing  to 
their  own  business  and  to  trade  generally  they  would 
tell  you  they  had  to  have  these  specialties  to  protect 
their  trade.  While  the  retailer  was  up  in  the  air 
there  were  some  manufacturers  who  were  trying  to 
keep  them  up  there  by  flooding  the  market  with  new 
lines  about  every  ten  days.  There  were  concerns 
right  now  who  were  showing  goods  that  would 
knock  out  those  they  got  out  three  weeks  ago.  This 
kind  of  thing  was  putting  legitimate  trade  on  the 
rocks  and  was  simply  putting  money  in  the  pockets 
of  last  and  pattern  makers  instead  of  the  manufac- 
surers  and  shoe  dealers.  Until  we  get  rid  of  this  jazz 
spirit  in  shoes,  there  will  be  no  pleasure  or  profit 
for  anyone  selling  shoes.  We  have  got  to  get  down 
to  sane  ideals  and  sound  business  principles  in  the 
shoe  business,  or  we  will  never  get  back  to  anything 
like  good  times  in  shoes  or  anything  else. 

A  very  interesting  discussion  followed  in  which 
M'r.  Bell's  sentiments  came  in  for  hearty  endorsa- 
tion.  Bill  Myers,  however,  arose  to  a  question  of 
privilege  and  asked  if  the  speaker's  remarks  were 
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personal.  It  seemed  for  a  moment  or  two  to  promise 
to  make  the  proceedings  rather  lively.  He  asked  if 
Mr.  Bell  had  referred  to  him  or  his  house  when  he 
said  that  some  manufacturers  were  getting  out  new 
samples  every  two  weeks,  and  running  their  plants 
in  the  interest  of  the  last  and  pattern  makers.  The 
doughty  Arthur  said  that  anybody  the  cap  fitted,  was 
welcome  to  put  it  on  as  far  as  he  was  concerned. 
Oil  was  poured  on  the  troubled  waters  by  the  Chair- 
man calling  upon  the  "Old  Boys'  Quartette"  for  a 
selection. 

Messrs.  Hawley,  Abernethy,  Vernon  and  Lovell, 
then  gave  in  their  best  style  the  touching  ballad 
"Them  Days  is  Gone  Forever".  At  the  conclusion 
there  was  hardly  a  dry  eye  in  the  audience,  but  this 
it  is  claimed,  was  owing  to  some  onions  that  were 
passed  around  by  Stewart  Anderson.  There  were  a 
few  cat  calls  also  attributed  to  those  who  were 
jealous  of  the  laurels  won  by  the  quartette. 

The  next  item  on  the  programme  was  an  address 
by  J.  E.  Firth  on  "Two  Selling  Seasons  a  Year."  The 
speaker  said  the  song  just  given  by  the  quartette 
reminded  him  of  when  he  first  went  on  the  road. 
Samples  for  Spring  were  ready  December  1st.,  and 
some  did  not  go  out  till  after  the  New  Year.  The 
fall  season  was  started  May  1st.,  but  often  did  not 
begin  until  June.  Those  days  a  merchant  had  a 
chance  to  know  where  he  was  at  before  he  tackled 
fresh  responsibilities  and  it  was  easier  then  to  get 
a  $3,000  order  than  it  is  to-day  to  get  one  for  $30.  He 
wondered  if  retailers  realized  what  this  orgy  of 
frenzied  selling  was  costing  them.  Somebody  had  to 
pay  for  the  extra  time  men  had  to  be  on  the  road  as 
well  as  for  the  extra  lasts,  patterns  and  waste  of 
materials  involved  in  freak  styles.  The  travellers 
were  not  to  blame,  although  the  manufacturers  were 
fond  of  passing  the  buck  to  them.  To  his  mind  the 
previous  speaker  gave  the  nail  a  square  welt  on  the 
head,  when  he  laid  the  blame  at  the  door  of  the  re- 
tailer. The  latter  was  afraid  his  neighbour  might  get 
ahead  of  him,  and  keeps  insisting  upon  specialties. 
Talk  about  millinery !  The  shoe  business  has  that  line 
backed  off  the  map  for  sensations  right  now. 

Mr.  Firth's  remarks  are  only  given  in  part  and 
for  obvious  reasons  the  reference  to  individual  cases 
where  dealers  ordered  shoes  of  special  design  and 
afterwards  refused  them  are  omitted.  A  discussion 
followed  and  the  following  resolution  was  passed : 

"Whereas  the  many  changes  in  shoe  styles  are  a 
serious  detriment  to  the  whole  trade,  involving  as 
they  do  increased  cost  in  production  and  distribution 
of  shoes. 

Resolved  that  new  lines  be  shown  only  December 
1st.  for  spring  delivery  and  June  1st.  for  fall  delivery 
with  the  usual  dating." 

The  Silver  Tongued  Frechette,  who  came  all  the 
way  from  Montreal,  to  attend  the  gathering  then 
gave  a  tenor  solo  entitled  "I  Passed  by  Your  Win- 
dow, but  I  did  not  see  my  Shoes,"  which  brought 
down  the  house.  He  gave  as  an  encore  in  French 
"La  Chaussure  Rouge." 

At  this  juncture,  Jim  Lawther  arose  and  asked 
why  they  had  not  the  Treasurer's  Report.  He  could 
understand  why  there  was  no  Secretary's  Report  be- 
cause Harvey  McKean  had  done  nothing  to  report, 
but  he  thought  they  should  know  what  had  become 
of  the  perfectly  good  shekels  they  had  coughed  up 
to  keep  the  Association  in  stationery  and  emblems. 
It  looked  to  him  as  though  there  was  a  nigger  in  the 


fence  somewhere.  Jim  Settle  took  a  hand  in  the 
game,  and  backed  up  the  previous  speaker.  He 
thought  if  they  did  nothing  else  they  should  have  an- 
other blow  out  at  the  King  Edward  or  some  kind  of 
a  run  for  their  money. 

Treasurer  Hardie,  who  had  to  be  held  down  in  his 
seat  while  the  two  previous  speakers  held  the  floor, 
said  he  was  ready  to  give  an  account  of  his  steward- 
ship but  was  certainly  not  going  to  satisfy  these 
knockers  by  making  a  formal  report  on  a  wild  eyed 
occasion  such  as  the  present.  He  would  be  glad  to 
give  a  proper  audited  statement  at  the  proper  time, 
and  would  be  quite  ready  to  hand  the  job  over  to 
someone  who  could  do  as  well  as  he  had  or  better 
with  the  "pikers"  who  shied  at  five  dollars  a  year  and 
padded  on  their  accounts  to  make  it  up. 

At  this  juncture  a  diversion  took  place  in  the 
form  of  a  foot  race  around  the  Council  Chamber  be- 
tween Tim  Healey  and  Harold  Budreo.  The  con- 
testants had  stripped  to  their  underwear,  notwith- 
standing the  almost  zero  weather  outside.  They  did 
ten  times  around  the  hall  when  the  game  was 
stopped  by  the  fire  chief  who  came  up  from  below 
to  see  what  was  shaking  down  the  plaster. 

T.  E.  Bennet  was  then  introduced  to  give  a  talk 
on  "The  Effect  of  Egyptian  Ideals  in  Shoe  Models". 
In  the  first  place  he  had  donned  full  evening  dress 
and  the  majority  of  the  audience  thought  he  was  a 
university  professor  who  proposed  to  give  them  a 
long  winded  dissertation  on  Egyptology.  When 
veiled  allusions  to  "living  models"  and  "Model 
Shoes"  began  to  sift  through  the  midst  of  scientific 
terms  the  audience  began  to  realize  that  the  slick 
lecturer  was  using  the  opportunity  given  him  for  a 
free  advertisement  for  "Model  Shoes".  "Kid" 
Fredericks,  of  Campbellford,  was  the  first  to  protest 
against  the  genial  professor's  abuse  of  the  privilege 
of  the  floor,  and  he  was  ably  backed  by  Len  Hut- 
chison, who  said  he  thought  the  speaker  could  do 
better  if  he  gave  them  a  few  sleight  of  hand  tricks 
with  the  pack  of  cards  he  saw  peeping  out  of  his 
tail  pocket.  The  suggestion  was  backed  up  by  the 
crowd  and  the  speaker,  after  a  few  moments'  hesita- 
tion, consented  to  drop  Egyptology  for  the  dark 
and  fascinating  art  of  the  prestidigitator.  If  T.  E. 
is  as  good  at  selling  Model  Shoes  as  at  flipping  the 
cards,  his  firm  will  have  a  wonderful  year. 

"Bert"  Ansley,  who  was  present  on  the  special 
invitation  of  President  McGee,  of  the  Ontario  Sec- 
tion, gave  the  boys  a  talk  on  "Shoe  Salesmanship". 
He  said  that  a  good  shoe  salesman  was  a  man  who 
could  "size  up"  the  situation  as  well  as  the  customer, 
and  his  shoes.  The  present  situation  was  revealing 
the  fact  that  nine  tenths  of  the  shoe  salesmen  were 
only  order  takers.  There  were  too  many  "belly- 
achers"  running  around  rubbing  their  hands  and 
talking  blue  ruin.  They  ought  to  be  taken  up  a  back 
lane  and  stabbed  with  an  icicle.  "Make  it  hot  for 
them  !"  He  said  that  the  conditions  through  which 
they  had  lately  passed  were  not  new.  Those  present 
did  not  know  what  hard  times  were.  Away  back  in 
1878,  when  he  first  tagged  along  with  sample  trunks, 
he  and  Charlie  Fice  had  often  to  call  on  six  towns 
to  sell  enough  goods  to  pay  for  their  excess  baggage. 
He  said  it  was  the  same  in  1886,  in  1897,  in  1907  and 
1913,  only  perhaps  not  quite  so  bad.  These  little 
kinks  in  business  come  about  every  eight  or  ten 
years,  and  they  serve  a  useful  purpose  if  only  to 
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Spring  Hosiery  Notes 

Outlook  Good  for  Big  Trade.  Silk 
Hosiery  in  Lead.  Grey,  Beige  and 
Nude  Shades  Popular. 

THE  Hosiery  Show  at  Philadelphia,  April  2nd.  to 
6th..  attracted  great  attention.  Many  prominent 
shoe  men  were  there  from  various  parts  of 
United  States  and  Canada.  A  "Style  Revue"  was 
held  in  which  living  models  displayed  the  various 
modes  and  colors.  Chiffon  silks  seemed  to  be  the 
predominating  materials  and  a  marked  feature  being 
the  tendency  towards  contrasts  instead  of  matching 
colors  either  with  gown  or  shoes.  Another  notice- 
able point  was  the  absence  of  "clocks",  although  there 
were  number  of  showings  of  embroidered  hosiery  in 
women's  lines.  In  sport  goods,  there  was  a  pro- 
nounced leaning  towards  camel  and  grey  the  popular 
-hades  for  regular  summer  wear  seeming  to  be  grey, 
beige  and  nude.  There  were  comparatively  few 
models  in  either  black  or  brown.  Nevertheless, 
wholesalers  report  that  there  has  been  a  fairly  good 
sale  for  the  latter  for  general  distribution.  Of  course, 
in  Canada  we  can  hardly  follow  the  pace  of  New 
York  or  Philadelphia,  but  there  will  be  women  who 
will  want  to.  Certainly  brown  shades  seem  to  sell 
well  here. 

Business  so  far  has  been  very  good  and  although 
Easter  offered  little  inducement  for  silk  hosiery, 
plentv  of  the  fair  sex  might  be  seen  during  the  past 
couple  of  weeks  sporting  fur  coats  in  practically  bare 
legs.  They  must  be  as  uncomfortable  as  a  new  high- 
lander  recruit,  but  they  have  the  satisfaction  of 
knowing  that  they  are  in  style.  Prices  most  popular 
seem  to  be  about  $1.50  or  $2.00,  but  a  great  many 
$3.00  and  $3.50  lines  are  moving.  The  fact  that  the 
present  is  distinctly  a  color  season  and  that  women 
will  require  hosiery  to  match  their  varied  apparel 
ought  to  mean  that  the  season  will  be  an  unusually 
good  one.  This  will  also  help  towards  talking  style 
instead  of  price.  The  fact  that  summer  shoes  will 
have  a  touch  of  bright  color  in  them,  will  tend  tow- 
ards popularizing  such  shades  as  green,  blue,  red  and 
so  forth,  but  the  sale  will  not  be  large.  With  the 
strengthening  of  raw  silk  and  the  increased  demand 
promised  the  market  has  taken  on  a  strong  tone 
which  will  increase  with  the  fine  weather.  The  re- 
tailer who  has  a  fair  stock  of  saleable  hosiery  will 
congratulate  himself  before  the  season  is  over. 

The  coming  season  indicates  a  greater  tendency 
than  ever  towards  sports  apparel,  and  the  sale  in  this 
class  of  hosiery  as  well  as  shoes  is  bound  to  be  un- 
usually large.  Combinations  of  bright  colors  with 
shoes  of  the  same  shades  are  already  putting  in  an 
appearance,  and  will  be  going  stronger  as  the  sum- 
mer proceeds.  There  is  also  another  trend  which 
promises  next  to  strong  colors  in  hosiery.  The  use 
of  white  costumes  and  white  shoes  with  contrasting 
-hade-  of  millinery  trimmings  or  such  things  as 
sweater  coats  will  popularize  matching  or  contrast- 
ing colors  in  hosiery.  Bright  colored  clockings  to 
match  trimmings  will  also  be  used  and  two-tone 
effects  in  high  colors  will  obtain  very  largely.  In 
materials  the  heavy  silk,  silk  and  lisle,  and  all  lisle 
are  mainly  the  favorites  for  sports.  Drop  stitch 
stripe  effects  in  black  are  also  seen  in  many  displays 
and  some  all  over  lace  effects.  There  is  not  the 
-lightest  doubt  but  that  the  sale  of  sport's  hosiery 


as  well  as  shoes  will  be  a  large  and  paying  feature 
during  the  next  two  or  three  months,  and  the  retailer 
who  g-ets  into  the  game  and  handles  it  properly  will 
reap  a  rich  reward. 

Too  many  retailers  are  content  to  let  the  hosiery 
department  run  itself,  not  only  with  regard  to  store 
selling,  but  advertising.  As  with  anything  else,  it  is 
"ginger"  that  counts.  Let  people  know  not  only  that 
you  keep  a  stock  of  hosiery  but  that  you  are  fully 
prepared  to  cater  to  their  needs.  Give  the  line  a 
proper  show  in  your  advertising.  Talk  up  the  hos- 
iery business  as  you  do  your  shoes,  and  you  will 
soon  find  that  customers  will  rely  upon  your  service 
in  this  department  as  others. 

By  the  way,  at  the  recent  Hosiery  Exposition  in 
Philadelphia,  manufacturers  representing  over  80% 
of  the  production  of  the  United  States  decided  to  put 
on  an  advertising  campaign  and  will  spend  $1,500,000 
in  the  next  three  years.  The  scheme  is  to  stress  the 
advantages  of  full-fashioned  hosiery  with  the  public. 
The  manufacturers  in  the  arrangement  agreed  to 
subscribe  to  the  plan  on  a  basis  of  five  cents  per 
dozen  of  silk  and  2J/2  cents  per  dozen  of  cotton  full 
fashioned  hosiery,  this  tax  to  continue  during  the  life 
of  the  campaign. 


A  LIVELY  GATHERING, 

(Continued from  page  75) 
show  the  man  on  the  road  that  he  should  have  more 
than  soft  talk  and  sympathy  to  give  his  customers. 
"Get  up  and  Hustle"  was  his  parting  advice.  "Back 
up  the  ginger  manufacturers  are  putting  into  their 
stuff  with  the  real  thing  in  selling.  Do  something  to 
earn  the  reputation  and  pay  of  salesmen." 

After  a  slick  song  and  dance  act  put  on  by 
Messrs.  Jim  Heffering  and  Ken  Murray,  the  meet- 
ing was  adjourned  to  attend  a  special  sederunt  of  the 
Coboconk  University  Senate,  where  the  degrees  of 
L.B.S.  (Live  Bull  Shooter)  and  F.D.  (Funeral  Di- 
rector), were  conferred  on  a  number  of  the  members. 
The  list  is  too  long  for  reproduction  here,  and  will 
be  held  over  for  a  future  issue. 

When  the  Special  Convocation  at  the  University 
was  over  it  was  impossible  to  round  up  the  boys 
again  at  the  City  Council,  so  the  balance  of  the  busi- 
ness was  held  over  for  the  next  meeting  to  be  held 
according  to  resolution  in  August  next. 


PERSONALITY  IN  THE  SHOE  STORE. 

(Continued  from  page  72) 

ments  in  its  advertising  and  most  would  be  helped  if 
more  character  and  less  talk  were  put  into  the  adver- 
tisements. 

Of  course  the  business  depends  first  and  fore- 
most on  the  man  at  the  top.  His  ideals  and  methods 
are  bound  to  permeate  it.  The  heartiness  of  the  per- 
sonal support  given  by  the  community  to  any  estab- 
lishment depends  very  largely  upon  its  confidence 
and  respect  in  the  man  behind  the  gun.  He  may  be 
a  pleasant  affable  fellow,  but  if  he  has  not  with  him 
that  something  more  abiding  and  tangible  he  will 
not  make  a  permanent  business  following.  The  man 
who  knows  his  business,  who  is  always  on  the  job, 
who  hands  everybody  a  square  deal,  a  pleasant  smile 
and  an  honest  effort  to  give  customers  a  hundred 
cents'  value  for  every  dollar  spent  in  his  store,  will 
have  an  advertising  force  behind  his  establishment 
that  money  cannot  buy  and  competition  will  not 
trouble. 
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Advertising  Direct 
By  Mail 

BECAUSE  it  is  much  easier  to  make  a  contract 
with  a  local  paper  and  make  up  two  or  three 
ads.  a  week  retail  merchants  often  neglect  one 
of  the  most  fruitful  as  well  as  economical  methods 
of  publicity  that  lies  right  at  their  hand.  The  direct 
by  mail  system  of  keeping  in  touch  with  customers 
involves  a  little  trouble  at  the  start  and  some  care  in 
keeping  the  lists  and  matter  up-to-date,  but  when 
properly  conducted  it  is  a  "sure  fire"  proposition,  and 
will  bring  more  returns  per  dollar  spent  than  any 
other  method  that  can  be  used  by  a  retail  store. 

People  all  like  to  get  mail.  Even  business  men 
who  receive  daily  scores  of  letters  usually  regard 
mail  opening  as  one  of  the  events  of  the  day,  and 
few  of  them  turn  down  even  the  despised  "circular" 
when  it  presents  itself  unsealed  with  the  one  cent 
stamp.  Just  sit  down  and  ask  yourself  the  question 
if  a  letter  does  not  appeal  to  you  more  thoroughly 
than  a  dozen  advertisements,  or  if  a  neat  little 
booklet  describing  some  of  your  needs  is  not  sooner 
read  than  a  flashy  newspaper  announcement  of  cut 
prices.  Whether  you  apply  the  principle  to  large  or 
small  places  it  holds  good,  but  in  smaller  communi- 
ties it  is  most  effective.  Everybody  likes  the  direct 
appeal.  There  is  something  in  it  that  touches  our 
pride,  self  respect,  dignity  or  whatever  you  may 
choose  to  call  it.  Besides  in  the  seclusion  of  the 
home,  the  letter  or  announcement  stands  a  much 
better  chance  to  be  read,  marked,  learned  and  inward- 
ly digested. 

Who  and  what  are  your  possible  customers  is 
the  first  thing  to  decide  upon  before  preparing  a  mail- 
ing list,  which  is  the  foundation  of  all  direct  by  mail 
advertising?  The  reason  so  many  fall  down  on  the 
whole  mail  advertising  proposition  is  that  they  do 
not  exercise  proper  care  in  regard  to  the  preparation 
of  their  lists.  They  seem  to  forget  that  every  "dead" 
name  on  it  is  waste  of  just  so  much  good  money  and 
effort.  When  a  merchant  makes  a  contract  with  a 
newspaper  for  advertising,  he  usually  goes  into  the 
question  of  extent  and  character  of  circulation.  The 
character  is  particularly  important,  as  he  may  pay 
for  advertising  that  goes  to  people  that  are  not  in- 
terested in  either  him  or  his  product.  There  is  a  lot 
of  waste  and  dead  circulation  in  newspapers.  There 
need  be  no  such  difficulty  with  a  mailing  list  if  it  be 
carefully  and  thoroughly  prepared. 

The  best  source  is,  of  course,  the  stores'  present 
customers.  These  may  be  made  up  from  your  books, 
sales  slips,  deliveries,  etc.,  and  may  be  supplemented 
by  lists  from  the  local  directory,  telephone  book,  tax 
rolls  and  so  forth.  These  may  be  further  supple- 
mented by  lists  of  clubs,  societies,  associations,  pay- 
rolls of  local  factories  and  rural  mail  carriers'  lists. 
One  retailer  who  is  particularly  successful  along  this 
line  says  that  he  co-operated  with  one  or  two  other 
men  in  non-competing  lines  and  they  have  a  fine  list 
which  they  use  jointly.  He  says  he  uses  guessing 
contests  to  secure  fresh  names  and  watches  the  news- 
papers for  items  that  will  suggest  others. 

He  says  he  has  found  that  with  the  co-operation 
of  his  clerks  he  has  had  the  best  results,  because  in 
this  way  he  is  able  to  tabulate  the  peculiar  standing, 


circumstances,    and  predilections  of  his  customers. 

A  general  list  is  not  much  use  but  it  is  better 
than  none.  Nevertheless,  it  cannot  possibly  be  made 
as  effective  as  it  should.  In  the  first  place,  the  mer- 
chant may  have  to  announce  some  attraction  in  a 
special  line  that  will  not  appeal  to  men.  There  are 
other  announcements  that  will  not  appeal  to  women. 
There  are  occasions  when  you  may  want  to  talk  to 
the  boys  and  others  when  you  have  something  to  say 
to  the  girls.  In  any  of  these  classes  there  are  sub- 
divisions. What  is  the  use,  for  instance,  in  talking 
style  to  M|rs.  McGafferty  who  wears  a  number  eight 
E  E,  or  to  Miss  Natty  about  your  "foot  ease" 
specials?  There  are  all  classes  coming  into  your 
store,  and  there  is  hardly  an  occasion  when  you  can 
talk  to  them  as  a  whole.  Sometimes  you  can,  but 
there  are  several  times  in  the  year  when  you  wish 
to  make  a  special  appeal  that  will  necessitate  the 
separation  of  your  list  into  classes.  For  this  purpose 
you  will  need  to  know  fairly  well  the  buying  abilities 
and  proclivities  of  your  customers  as  fully  as  pos- 
sible. 

It  ought  not  to  be  an  expensive  matter  to  com- 
plete a  good  live  list.  The  basis  you  ought  to  be 
willing  to  pay  can  easily  be  figured  out.  How  much 
ought  a  customer  to  be  worth  to  your  store?  Figure 
it  out  on  a  percentage  basis,  and  ask  what  you  ought 
to  be  willing  to  pay  for  a  list  of  two  hundred  or 
five  hundred.  If  you  go  about  it  in  the  right  way  it 
need  cost  only  a  bagatelle  compared  with  the  re- 
turns it  will  bring.  Having  a  good  list  keep  out  of  it 
carefully  the  "dead"  ones,  as  soon  as  you  discover 
them.  Put  no  name  on  that  you  do  not  regard  as  a 
good  prospect.  After  that  the  process  is  simple. 
Make  up  your  mind  what  you  wish  to  talk  to  these 
prospective  customers  about  and  go  to  it.  It  is  then 
a  matter  of  salesmanship.  When  properly  under- 
taken the  game  is  a  most  fascinating  one  as  you  have 
no  difficulty  in  judging  the  "pull"  of  your  efforts. 


A  Novelty  Boot 
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Advertising  Suggestions 

Practical  Helps  for  the  Ad.  Writer 


By  The  Advertising  Service  Department 

No.  1--Circular 


No.  1 


For  house  to  house  delivery ,  for  direct  by  mail  work, 
or  as  a  parcel  stuff er,  the  suggested  layout  is  a  good 
example  of  an  attention  getter.  On  advertising  of 
this  nature,  use  an  idea  with  plenty  of  action. 
Display  your  line  well  and  talk  quality  and  service 
to  the  wearer.  A  real  live  circular  should  bring 
speedy  results. 


No.  2--Men  s  Shoes 


Men  do  not  buy  shoes  by  the  season, so  much  as  the 
average  woman.  When  advertising  mens  shoes,  talk 
quality,  style,  comfort,  and  price.  Illustrate  the 
advertisement  with  good  quality  cuts  and  descrip- 
tions of  shoes.  Stick  to  one  type  face  and  not  too 
much  copy. 


No.  2 


Z^iheYou 
sjfr  Time 


No.  3-Hosiery  Ad. 

If  you  make  a  decided  effort  to  push  the  sales  in 
your  hosiery  department,  you  no  doubt  do  a  little 
advertising.  In  such  advertising  we  would  suggest 
you  mention  the  new  shoe  buckles,  if  you  are  carry- 
ing them.  Suggest  how  a  certain  shoe  would 
look  with  a  certain  buckle,  and  how  you 
can  supply  the  hose  to  ?natch.  Make  the  entire 
talk  suggest  chain  sales. 


No.  3 


Hosiery, 

Buckles 


and  other  A  ids  ioWett ' DressedFee\ 


April  16,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


79 


Advertising  Suggestions 

Practical  Helps  for  the  Ad.  Writer 


By  The  Advertising  Service  Department 


No.  4--Repair  Ad. 

An  attractive  layout,  with  a  catch  heading,  a  simple 
illustration,  one  plain  type  face,  and  an  intelligent 
discussion  is  about  all  you  can  do  with  repair 
advertising.  If  you  are  running  it  in  conjunction 
with  your  shoe  store,  you  might  devote  a  little  space 
in  your  shoe  advertisements  to  the  repair  depart- 
ment. If  you  have  a  repair  business  only,  then 
use  something  as  suggested  above.  The  layout 
shown  here  could  be  used  as  a  newspaper  advertise- 
ment or  circular. 


No.  5-Children's  Shoes 


Parents  are  continually  buying  shoes  for  children, 
from  kiddies  at  the  learning  to  walk  stage  to  the 
robust  school  boy.  Even  if  the  parents  forego  new 
shoes  themselves,  the  children  must  have  them,  their 
health  demands  it.  Advertisements  appealing  to 
the  foot  health  and  comfort  of  the  child,  usually  se- 
sure  attention  from  prospective  buyers.  In  an  ad- 
vertisement of  this  type,  give  intelligent  descriptions 
of  the  shoes  together  with  the  prices.  Use  good  cuts 
and  an  attractive  type  face. 


No.  6-Women's  Shoes 

Owing  to  early  Easter  and  the  indifferent  character 
of  the  weather,  women  s  shoe  sales  have  not  been  as 
plentiful  as  they  should  be.  It  would  be  a  good 
idea  to  run  a  live  advertisement,  now  that  the 
weather  is  a  little  more  hopeful,  showing  the  latest 
styles  together  with  descriptions  and  prices. 

No.  5 


^  MyMotiierSays 

"Alt  LitrteChttcben 
Should  WesrForzn 
Fitting  Shoes" 


Jltuntbey 


The  Man  with 


No.  4 


No.  6 


Make  Friends 
WithYourFeet 
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Advertising  Suggestions 

Practical  Helps  for  the  Ad.  Writer 

By  The  Advertising  Service  Department 

No.  7- Window  Card 

Here  is  a  novel  window  card.  The  shape  is  a  little  out  of  the 
ordinary  and  should  attract  attention.  Your  card  writer  could 
cut  this  from  a  dark  heavy  board,  the  size  and  shape  desired, 
and  then  run  in  a  white  or  colored  background.  Use  the  mes- 
sage most  suitable  to  your  trade,  and  place  in  the  window  or  on 
showcases.  If  you  have  been  looking  for  something  out  of  the 
ordinary,  try  this  one. 


No.  8--Sport  Shoes 

The  coming  summer  will  bring  the  usual  demand  for  sport 
shoes.  Advertisements  appealing  to  the  anticipation  of  sum- 
mer pleasures  and  sport  are  sure  to  create  business.  For  the 
man,  the  golf  shoe,  for  women,  the  tennis  shoe,  generally  tie  up 
a  specific  shoe  with  a  certain  game,  and  selling  should  be  easy. 
If  possible,  use  a  light  illustration,  suggestive  of  summer,  a 
light  type  face  and  good  cuts,  with  description  and  prices. 


No.  9«Booklet  Cover 

Simple  designs  are  ?nore  dignified  and  more  likely  to  create  a 
satisfactory  impression  than  loud  covers.     Use  very  little  art 
work  and  still  less  type.     Your  printer  should 
have  a  few  character  cuts  laying  around  that  he 
could  use, if  not, purchase  a  few  from  your  engravers. 
— ■  They   do   not   necessarily  have  to  be  expensive 
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Advertising  Suggestions 

Practical  Helps  for  the  Ad.  Writer 


By  The  Advertising  Service  Department 


No.  10--Blotter 


Some  firms  make  a  habit  of  issuing  a  blotter 
fortnightly  or  monthly,  showing  some  special 
bargains,or  added  store  attractions.  Whatever 
you  decide  to  do.,  do  well.  If  you  are  pushing 
a  bargain  line  of  shoes, show  good  cuts, accurate 
descriptions  and  prices.  Tell  the  whole  story, 
and  you  are  bound  to  profit  by  it. 


Two  Specials 

for  Friday 
andSaturday 
Setting 


No.  10 


No.  ll--Rubbers 

Stress  the  Spring  rains  and  the  necessity  of 
foot  protection  in  bad  weather.  In  your  mess- 
age, make  it  clear  that  you  have  complete 
stocks  of  all  sizes  and  shapes  to  meet  the  rubb- 
er demands  of  every  man,  woman  and  child. 
Show  sizes  and  prices  in  the  advertisement, 
give  your  prospects  a  chance  to  see  what  they 
are  buying. 


No.  11 


April 
Sliowers 


No,  12-Footprints 


Cuts  showing  the  footprints  as  suggested 
on  this  layout,  would  not  cost  a  great 
deal.  This  suggestion  could  be  used  as 
a  newspaper  advertisement,  blotter  or  cir- 
lar,  depending  on  the  advertiser  s  choice. 
Use  the  usual  selling  talk  with  first  class 
illustrations. 


No.  12 


Clip  These 
Suggestions  and 
file  for  future 
reference 
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THIRD 

SEMI-ANNUAL  EXAMINATION  for 

RETAIL  SHOE  MERCHANTS  and 
SHOE  SALESMEN 

A  Practical  Test  of  Efficiency  in  Salesmanship  open  to  all  who  sell 
Boots  and  Shoes.     These  are  problems  you  may  have  to  meet  any  day. 

WHAT  WOULD  YOU  DO? 

EXAMINATION  QUESTIONS. 

1.  If  your  gross  expenses  are  25%  of  your  total  sales  and  you  wish  to 
make  5%  net  profit  on  sales,  at  what  figure  would  you  have  to  mark  a 
shoe  that"  cost  you  $2.80  to  realize  this?  Show  how  you  work  it  out. 

2.  If  your  total  gross  sales  for  a  year  were  $32,000,  and  your  total  ex- 
penses $7,200,  what  percentage  would  this  represent:  (1)  on  your 
sales?  (2)  on  your  cost?    Figure  out  fully. 

3.  The  total  sales  of  a  retail  shoe  business  for  a  year  amount  to  $40,000. 
The  average  stock  inventory  is  $8,000.  How  would  you  figure  the 
turnover,  the  average  mark-up  being  30%  on  sales? 

4.  What  is  a  fair  and  proper  markup  for  purely  seasonal  goods,  or  what 
is  known  as  style  goods.     State  your  reasons. 

5.  What  is  the  best  selling  system  for  avoiding  loss  on  precarious  lines? 
How  would  you  proceed  to  sell  or  get  rid  of  them  in  good  time  ? 

6.  How  would  you  handle  a  customer  who  cannot  exactly  explain  what  he 
or  she  wants,  and  who  is  so  silent  and  undemonstrative  that  it  is  hard 
to  tell  what  pleases? 

7.  If  you  cannot  suit  a  customer  and  happen  to  know  that  your  competitor 
has  a  shoe  that  will  suit,  what  would  you  do? 

8.  In  case  of  a  woman  who  insists  upon  buying  shoes  which  will  not 
match  her  costume  or  hosiery  what  would  you  do? 

9.  When  you  have  a  very  positive  customer  who  thinks  she  knows  exactly 
what  she  wants,  and  you  feel  sure  you  can  give  her  something  that 
will  suit  her  better,  how  would  you  go  about  it? 

10.    What  is  the  best  way  to  handle  a  grouchy  or  unpleasant  customer 
who  acts  as  though  he  thinks  you  cannot  suit  him  and  tells  you  so? 
Ten  marks  will  be  allowed  for  each  of  the  above  questions,  making  one 
hundred  in  all,  and  awards  will  be  made  as  follows: — 

CASH  PRIZES.  PASS  WITH  HONORS 

All  who  get  over  50  per  cent,  of  the 
Highest  Marks  $25.00        possible    100    marks  will  be  given 


Second  Highest  Marks  $15.00 


honors,  with  which  will  be  in- 
cluded a  year's  subscription  to  the 


Third  Highest  Marks  $10.00  JOURNAL. 

OPEN  TO  ALL 

W  hile  this  competition  is  intended  to  encourage  clerks  to  take  an  in- 
terest in  salesmanship,  it  is  open  to  proprietors  as  well  as  clerks,  and 
whether  they  are  subscribers  to  the  SHOE  and  LEATHER  JOURNAL  or 
not.  Marks  will  be  given  for  practical  ideas  rather  than  for  literary  skill. 
It  is  the  ideas  that  count.    Never  mind  your  style. 

COMPETITION  CLOSES  JUNE  15th. 

Competition  will  close  June  15th.,  and  awards  announced  July  1st.  The 
Committee  of  Award  will  be  three — two  retailers  and  the  Editor  of  the 
SHOE  and  LEATHER  JOURNAL.    Address  all  papers  tor- 
Salesmanship  Department, 

SHOE  AND  LEATHER  JOURNAL, 

545  King  Street,  West,  TORONTO. 
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S!)W(HE  have  endeavored  in  the  following  pages  to  sketch  a 
practical  outline  of  the  principal  features  of  the  newest 
offerings  for  shoes  for  Spring  and  Early  Summer. 

While  manufacturers  have  endeavored  to  keep  well 
within  the  reasonable  limits  of  prudence  and  economy  in 
their  productions,  they  have  not  been  able  to  escape  alto- 
gether the  urge  that  to-day  lies  behind  the  modern  shoe 
with  regard  to  style  and  up-to-date  shoemaking  methods. 

It  will  be  generally  admitted,  we  believe,  that  never 
was  such  a  combination  of  artistic  conception,  thoughtful 
design  and  skilful  methods  so  fully  focused  in  the  shoe  ideals 
of  the  country  as  in  connection  with  the  present  season's 
showings. 

As  may  easily  be  seen,  straps  in  various  combinations 
of  design  and  material  will  hold  the  centre  of  the  stage.  The 
sandal  is  back  for  the  time  at  least  with  all  its  former  pop- 
ularity, and  in  spite  of  all  the  requiems  sung  over  it,  grey 
suede  goes  hand  in  hand  with  patent  as  a  popular  material 
for  women's  shoes  for  Spring  and  Summer. 

The  sport  shoe  is  to  be  an  outstanding  feature  of  sum- 
mer wear  and  promises  to  be  the  greatest  sales  producer 
in  the  list.  With  the  variety  of  attractive  summer  costumes, 
it  will  be  popular  in  all  kinds  of  materials,  shapes,  and  com- 
binations. Colors  will  be  the  rage  apparently  and  there 
will  be  a  lot  of  combinations  of  white  with  black,  green, 
red,  blue  and  other  shades. 

The  warm  weather  is  at  last  here  and  the  game  has  now 
started  in  real  earnest.  With  brains,  brawn  and  heart  put 
into  it,  the  season  ought  to  be  one  of  the  best  in  many  for 
the  shoe  retailer. 
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MANNISH  EFFECTS  FOR  FALL 
"Cornell"  Lace  Oxford 

Made  in  Autumn  Buck 

Style  and  Smartness,  with  volume  producing  prices  are 
the  outstanding  features  in  our  line  this  season. 
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Buck  Up!! 

Spring  business  is  just  around  the  corner.  Old  Mr. 
Winter  has  shot  his  bolt.  The  warm  days  will 
soon  crowd  your  Store  with  those  demanding 
seasonable  novelties  and  staple  shoes,  which  can  be 
obtained  in  small  or  large  quantities,  covering  a 
wide  range  from  a  reputable  IN-STOCK  house. 


CANADIAN  SHOES  LIMITED 

"The  House  with  a  Policy" 

TORONTO 
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Happy  Toes! 

The   Latest  Addition   to  the 


250    No.  1  Patent  Leather  Strap 

$—iy2    Spring  Heel  $2.00 

350    No.  1  Patent  Leather  Strap 

8— 10H  Spring  Heel  $2.30 
450    No.  1  Patent  Leather  Strap 

11—2    Regular  Heel  $2.70 


352    No.  1  Patent  Leather 

8— 10K  Spring  Heel  $2.55 


452    No.  1  Patent  Leather 

11—2   Regular  Heel  $3.00 

Same  sizes  and  prices  in  Brown  Calf 


Renown  Family 

The  children's  department  of 
any  shoe  store  selling  Renown 
Brand  shoes  for  Children  will 
find  much  new  business  from 
a  stock  of  our  latest  and  most 
improved  line — 

HAPPY  TOES 

The  new  line  is  complete  in 
styles  and  sizes,  stoutly  made 
on  a  new  McKay  Welt  pro- 
cess. HAPPY  TOES  will 
give  a  worthwhile  daily  ser- 
vice and  are  reasonably  priced. 
Let  our  salesman  call  on  you 
and  explain  this  line  still  fur- 
ther. We  are  quoting  special 
prices  on  all  lines  at  present. 


These  lines  in  Stock  for  immed- 
iate delivery. 


Scroggins  Shoe  Company 

Limited 

GALT  ONTARIO 

Lines  carried  in  Stock  for  Toronto 
Dealers  by  Geo.  E.  Boulter,  3  Wellington 
St.,  E.  Toronto. 
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"Perfect  Shoes" 

for  Misses,  Girls, 
Youths,  Little  Gents, 
and  Infants,  are 
Perfect  in  every  respect. 


Dealers  everywhere  have  found  "Perfect  Shoes"  to  live 
up  to  their  name.  Perfect  in  wear,  in  quality,  in  fit, 
and  in  comfort,  they  are  bought  and  rebought  by  the 
public  with  complete  confidence.  Including  amongst 
the  best  sellers  is  our  Youth's  Blue  in  Box  Kip,  Brown 
Sides  or  Calf,  with  or  without  chrome  sole. 

The  Misses'  range  in  its  completeness  will  undoubtedly 
increase  your  business. 

Spring  and  Summer  Oxfords  and  Strap  Slippers  shipped 
at  short  notice. 

Look  over  our  samples  before  ordering  your  fall  goods. 


The  SILVER  FOOTWEAR  Company 


105-107  Front  St.,  East 


Toronto 


Representatives 


Quebec  and  Maritime  Provinces 
Harry  E.  Thompson 
153  Peel  Street 
Montreal,  Que. 

Winnipeg  to  Coast 
O'Brien,  Allan  Co. 
Phoenix  Block 
Winnipeg,  Man. 


Toronto  and  Ontario 

B.  F.  Morley  &  Son 
81  Yonge  St.  Arcade 
Toronto,  Ont. 
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PACKARD'S 

Goodyear  Welt  Shoes 

For  Spring  and  Summer  Wear 


Ready  To  Ship 

IMMEDIA  TEL  Y 

From  Stock 

All  Lines  in  Children's 
Misses' ,  Youths'  and  Little  Gents' 

NO  WAITING 

Rush  Orders  Our  Specialty 


L  H.  Packard  &  Co.,  Limited, 

Montreal 


Our  FIRSTRED 
Baby  Shoe 

also  in  stock 

f  1  to  5.    No  Heel 
SIZES  •{ 

[  5  to  iy2.  Spring  Heel 

Goodyear  Welt  chrome  soles 


McCAUGHAN  McKAYS 
ARE      THE  MODE 

One  Of  Our  Many  New  Smart  Styles 
Fashion's  First  Choice  For  Summer 


La  Ricnnc" — Wos.  Black  Patent  One  Strap. Suede  Colar  and  Strap,  Louis 
Heel.    Alv)  made  in  other  combinations. 


We  have  something  very  special  in  Style  Footwear  moderately  priced  to  offer 
the  Trade  for  the  coming  Season.  Stronger  selling  features  you  will  not  find 
than  the  distinctive  styles  and  wonderful  values  which  our  specialization  produces. 

See  the  complete  range  of  samples.  It  will  mean  a  bigger  season's  trade  for 
you  to  feature  this  popular  line. 

J.  A.  McCAUGHAN  8b  SON 


681-689  Champlain  St. 


Montreal 
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Quebec  En  Avant! 

Quebec  demonstrates  again  its 
pre-eminence  as  the  shoe  manu- 
facturing centre  par  excellence 
of  Canada. 

We  invite  inspection  of  the  new 
season's  samples,  which  will  be 
found  fully  en  regie  as  to  design, 
material,  workmanship  and  finish. 

The  unrivalled  natural  advan- 
tages of  Quebec,  as  well  as  its 
years  of  prestige  as  a  shoemaking 
centre,  are  the  best  guarantee  of 
its  economy  of  production. 

Now  that  trade  has  reached  a 
basis  where  the  outlook  is  practic- 
ally assured,  buyers  may  have  the 
utmost  confidence  in  placing  or- 
ders for  future  business,  and  no- 
where with  better  assurance  than 
in  Quebec. 
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French  Wax  Call 
Professional  Hockey. 


SAMSON  SHOES 

Sporting= —  Staple 

Judged  from  every  standpoint,  examined  in  every  detail,  com- 
pared in  every  particular,  Samson  Shoes  are  always  found  to 
measure  up  to  every  standard  of  sure  selling,  trade  building 
footwear. 

Adhering  to  our  policy  of  close  specialization  we  continue  to 
offer  a  range  of  Sporting  Shoes  that  is  exclusive  in  its  improved 
features  and  of  highest  standard  in  its  quality  shoemaking. 
It  covers  every  demand  in  Hockey  Boots,  Football,  Baseball 
and  Ski  Boots. 

Our  Staple  Footwear  is  the  trade-building  kind  that  SELLS 
on  its  value  and  MAKES    GOOD  on  its  merit. 

SEE  THE  COMPLETE  RANGE  OF  SAMPLES 
DECIDEDLY  INTERESTING  TO  EVERY  DEALER 

J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 
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Show  Cards 
For  May  Selling 

Use  Plenty  of  Bright  Colors  on 
Cards.  Give  a  Spring  Effect  as 
Much  as  Possible. 

IF  one  desires  to  hear  some  strong  language  about 
the  weather  this  spring  of  1923,  all  he  need  do  is 
to  step  into  a  small  retail  store.  Some  dealers 
declare  that  this  winter  has  the  longest  tail  of  any 
they  remember.  It  is  like  the  grippe,  it  hates  to  let 
qo.  But  when  May  comes  there  will  likely  be 
warmer  weather  and  possibly  it  will  make  up  for  lost 
time  by  being  unusually  warm.  Whether  this  is  true 
or  not,  every  shoe  retailer  will  have  plenty  of  spring 
and  summer  lines  that  he  will  want  to  get  rid  of  as 
soon  as  possible. 

Window  displays  of  these  lines  should  be  used  ex- 
tensively. The  popular  styles  and  the  new  things 
should  be  featured.  It  will  be  well  to  give  a  little 
consideration  and  time  to  making  these  displays  as 
attractive  as  possible.  Plenty  of  flowers  and  spring- 
time effects  will  be  appropriate  for  this  time  of  year 
and  for  the  lines  you  will  offer.  The  24th.  of  May 
will  furnish  an  advertising  and  display  theme  in 
which  you  may  emphasize  that  people  going  away 
for  the  holiday  will  need  new  shoes.  A  little  patriotic 
red,  white  and  blue,  worked  into  this  display  for  the 
24th.  window  will  be  quite  in  keeping  with  the  day. 

The  show  cards  will  look  well  if  the  designs  used 
have  a  floral  tinge  to  them.  These  can  be  made 
quite  easily,  for  conventional  designs  are  not  hard  to 
do  and  will  be  very  attractive.  Plenty  of  color  can 
be  worked  into  these  floral  showings  which  will  add 
greatly  to  the  brightness  and  attractiveness  of  the 
cards.  The  "We  Know"  card  has  a  small  spray  of 
flowers  that  is  not  difficult  to  execute.  The  scroll  at 
the  top  may  be  cut  out  of  a  piece  of  paper  or  card- 
board and  used  as  a  pattern.  This  pattern  can  be 
laid  on  to  the  card  and  marked  around  with  pencil 
and  then  painted.  The  sample  card  has  this  scroll  in 
black.    The  letters  of  the  words  'We  Know"  are  in 


bright  red  and  striped  with  white.  This  combination 
makes  the  words  stand  out  prominently.  The  flowers 
may  be  done  in  one  or  more  colors,  but  if  done  in 
pink  or  yellow  they  will  be  very  attractive  to  the  eye. 
The  petals  should  be  all  outlined  in  black  and  the 
centres  should  be  yellow.  The  bit  of  vine  dropped 
down  from  the  flowers  should  be  green.  The  small 
lettering  will  be  best  done  in  black. 

The  holiday  card  is  a  very  plain  effect  that  can 
be  easily  made  The  border  is  plain  black  lines,  with 
the  daisy  flowers  here  and  there  simply  done  in  black 
outline.  If  desired  this  card  can  be  done  on  dark 
stock  and  the  petals  of  the  daisies  done  in  yellow  and 
the  centres  in  brown.  If  the  card  is  white  the  large 
letters  will  stand  out  very  prominently  in  bright  blue 
or  red,  if  the  card  is  dark  these  letters  should  be  in 
bright  yellow  and  outlined  in.white  or  pale  yellow. 
The  sample  card  is  done  in  blue  and  striped  with 
white.    The  sma'il  letters  are  in  black. 

The  ''Oxfords"  card  has  a  splashy  design  that  can 
be  made  with  a  few  daubs  of  the  brush.  The  conven- 
tional designs  of  flowers  can  be  made  with  one  color 
or  there  may  be  many  colors.  A  dark  and  light  side 
should  be  made  on  the  little  centres  and  each  one  out- 
lined with  black.  The  leaves  will  look  well  in  green, 
veined  with  white.  The  word  "Oxfords"  needs  to  be 
done  in  a  bright  color  and  the  striping  may  be  in  a 
contrasting  color.  The  sample  is  in  red,  shaded  with 
light  green  the  striping  being  in  yellow.  The  small 
letters  are  black. 

The  "New  Ideas"  card  looks  more  elaborate 
than  it  really  is.  The  card  is  dark  brown  and  the 
panel  is  cut  to  shape  and  pasted  on  to  it.  The  letter- 
ing is  then  done  on  this  panel.  The  ornamentation 
should  be  done  before  the  panel  is  pasted  on  to  the 
card.  This  ornamentation  is  in  black  and  the  con- 
ventional flowers  are  in  white  or  in  any  color  that 
will  contrast  with  the  brown  card.  The  scrolls,  which 
are  very  easy  to  do,  are  in  black  the  same  as  the 
lines.  The  shading  of  the  panel  is  in  dark  grey  and 
gives  a  better  effect  than  if  it  were  left  flat.  If  pre- 
ferred this  panel  shape  may  be  cut  out  of  the  brown 
card  and  the  white  card  pasted  on  the  back  of  the 
brown  one.  Price  tickets  should,  of  course,  be  used 
with  these  displays. 
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The  MARVON  Shoe 


WHOLESALERS/ 

Popular  Styles 
Better  Values 

FOR  YOU 


We  are  at  your  service  this  Season 
with  a  range  of  samples  from  which 
you  will  have  no  trouble  picking  the 
shoes  to  meet  your  demands  for  trade- 
winning  footwear. 

Our  Lasts  and  Patterns  represent  the 
newest  ideas  in  the  fashions  of  the  day. 
We  have  originated  many  distinctive 
creations  in  Strap  Effects  and  Colon- 
ials, in  a  full  selection  of  popular 
combinations. 

All  risk  in  handling  this  line  is  elim- 
inated by  our  moderate  prices  and 
reliable  shoemaking. 

SEE  THE  COMPLETE  SAMPLES. 

Ask  to  see  our  new  Sport  Oxfords. 
They  are  great  Summer  Sellers. 


Lachance  &  Tanguay 


70  BIGAOUETTE  AVE. 


QUEBEC 


P.Q. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


April  16,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


109 


A  Lifetime  of 
Co-operation 

The  rounding  up  of  the  various 
associations  in  the  Shoe  and 
Leather  Trades. 

Organization  of  National  Shoe  Retailers'  Association 

THE  first  move  towards  organization  in  the  shoe  in- 
dustry took  place  early  in  1888,  when  the  question 
of  a  Retail  Shoe  Dealers'  Association  was  first 
discussed.  Amongst  those  who  took  an  active  part 
in  the  Shoe  &  Leather  Journal  were  Chas.  Doney, 
Ottawa;  Jas.  Porteous,  Gait;  E.  Downing,  Goderich; 
Wm.  Taylor  and  Sons,  Clinton;  McKim  and  Loucks, 
Smiths  Falls;  John  Maw  and  Son,  Ormstown,  Que.; 
W.  A.  Harris,  Simcoe;  Hector  McDonald,  Mount  For- 
est. A  call  was  sent  out  for  a  meeting  to  be  held  at 
the  Windsor  Hotel,  Montreal  in  February  1889,  but 
in  the  meantime  the  Winter  Carnival  was  announced, 
and  accommodation  could  not  be  obtained.  The  scheme 
was  laid  over  and  in  the  interval,  local  associations 
sprang  up  in  several  cities. 

After  the  lapse  of  thirty  years,  about  a  dozen  shoe- 
men  in  Toronto  and  Hamilton  were  invited  by  Mr.  Jas. 
Acton  to  a  dinner  in  May  1919,  and  the  whole  question 
of  a  National  Shoe  Retailers'  Association  was  can- 
vassed. The  following  were  present:  Messrs.  W.  T. 
Fegan,  Chas.  Elmes,  Chas.  Budreo,  J.  W.  Jupp,  M. 
Chisholm,  J.  H.  McLelland,  Ed.  Cook  of  Toronto  and 
Messrs.  W.  A.  Smith  and  A.  Wilson  of  Hamilton.  The 
unanimous  decision  was  to  send  out  a  call  for  the  Con- 
vention to  be  held  at  the  King  Edward,  Toronto,  in 
July  and  those  present  were  constituted  a  committee 
to  proceed  with  arrangements  with  W.  T.  Fegan,  Chair- 
man, Ed.  Cook,  Secretary  and  J.  W.  Jupp,  Treasurer. 
The  first  convention  and  its  successors  are  now  a  matter 
of  history,  Montreal  and  Toronto  alternating  as  places 
of  meeting.  The  work  since  accomplished  by  the  or- 
ganization has  fully  justified  the  original  Committee 
in  its  course  in  bringing  the  shoe  retailers  of  Canada 
together  in  July  1919. 

Organization  of  Manufacturers 

In  August  1888  a  meeting  of  the  Wholesale  shoe 
trade  was  held  in  the  Board  of  Trade  rooms  Toronto 
to  discuss  the  question  of  trade  terms  and  dating.  The 
regular  terms  at  that  time  were  four  months  April  1st 
for  Spring  and  four  months  October  1st  for  Fall  placing 
orders  with  dating  same  time  for  first  of  following  month 
on  intermediate  or  sorting  shipments,  but  it  was  a  common 
practice  to  date  ahead  a  month  or  even  two  months, 
and  also  to  give  cash  discounts  sometimes  irregularly. 
Press  reports  at  that  time  had  the  usual  insinuations 
about  guilds  and  combines.  A  unanimous  decision 
was  reached  to  put  a  peg  down  by  having  irregularities 
eliminated  and  the  dating  made  strictly  upon  a  four 
months  basis  with  six  off"  for  prompt  cash,  five  for  thirty 
days  and  one  per  cent,  per  month  for  prepayment 

A  deputation  visited  Montreal  but  were  not  en- 
thusiastically received  by  the  trade  there,  who  were 
not  as  much  in  touch  with  each  other  as  those  in  the 
West.  Nothing  definite  was  accomplished  until  next 
year,  when,  through  the  personal  efforts  of  Mr. 
Acton,  co-operation  was  secured,  and  a  section 
formed  by  the  shoe  manufacturers  of  the  Montreal 
Board  of  Trade  with  the  late  Chas.  F.  Smith  as  Chair- 
man.   For  a  couple  of  years  everything  worked  har- 


moniously and  terms  were  even  shortened  by  agreement 
to  ninety  and  sixty  days  by  some  concerns  but  labor 
troubles  arising  and  causing  personal  feelings  amongst 
the  trade  the  Montreal  Association  became  dormant. 
Later  on,  however,  it  was  revived  and  a  joint  meeting 
of  shoe  manufacturers  was  held  in  Quebec. 

The  development  of  the  CM. A.  brought  about  the 
formation  of  sections  at  Toronto,  Montreal  and  Quebec, 
with  the  result  that  the  various  ends  of  the  trade  were 
brought  into  closer  touch.  Finally  in  December  1918, 
the  three  sections  were  called  together  at  Montreal  and 
the  Shoe  Manufacturers'  Association  of  Canada  was 
formed  in  affiliation  with  the  CM. A.  with  Mr.  F.  S. 
Scott  as  President.  Thus  for  the  first  time  the  shoe 
manufacturers  of  Canada  of  every  province  found  them- 
selves in  one  complete  well  officered  organization  which 
has  already  accomplished  much  towards  not  only  the 
amelioration  of  trade  conditions  but  the  promotion  of 
a  more   thorough  spirit  of  co-operation. 

Tanners'  Organizations 

In  Toronto  in  August  1892,  a  few  tanners  met  in 
the  Shoe  and  Leather  Journal  office,  and  sent  out  ah 
invitation  to  an  informal  meeting  held  a  few  days  later 
in  the  Board  of  Trade  rooms.  This  became  the  nucleus 
of  one  of  the  most  active  sections  of  the  Board,  and  it 
has  been  in  existence  ever  since.  For  the  purpose, 
however,  of  enlisting  the  co-operation  of  tanners  of 
other  provinces,  a  section  was  formed  some  time  ago 
of  the  CM. A.  which  meets  from  time  to  time  when 
matters  of  general  interest  arise  for  decision  and  action. 
The  organizations  act  harmoniously  although  they  have 
their  different  spheres,  and  as  most  of  the  large  tanneries 
are  in  the  province  of  Ontario,  there  is  abundant  and 
adequate  machinery  for  immediately  handling  any 
question  that  may  arise. 

The  Travellers'  Association 

On  March  24th,  1920  about  a  dozen  of  the  prin- 
cipal shoe  and  leather  travellers  met  at  a  luncheon 
at  the  Ontario  Club  on  invitation  of  Mr.  James  Acton 
to  consider  the  desirability  of  forming  a  Shoe  and  Leather 
Travellers'  Association.  Mr.  W.  T.  Fegan,  President 
of  the  National  Shoe  Retailers'  Association  together 
with  Mr.  Peter  Doig  of  Montreal  were  present.  At 
the  conclusion  of  the  meeting  it  was  decided  that  the 
travellers  present  should  form  a  committee  with  Mr. 
Jas.  Heffering  as  Chairman,  and  that  meetings  of  travel- 
lers should  be  held  at  Toronto  and  Montreal,  the  follow- 
ing week.  The  meeting  at  Montreal  was  held  on  April 
2nd,  with  Mr.  R.  L.  Savage  as  Chairman,  and  at  Toronto 
with  Mr.  Jas.  Heffering  as  Presiding  Officer.  Con- 
stitution and  by-laws  were  adopted  and  the  organiza- 
tion was  off  to  a  good  start.  Mr.  Peter  Doig  was  elec- 
ted President  at  the  next  annual  meeting,  and  Mr. 
Chas.   E.   Fice,  Vice-President. 

The  Wholesalers'  Association 

In  February  1922  the  Shoe  Wholesalers'  Association 
was  organized  at  Montreal  at  a  meeting  of  the  trade 
held  at  the  Chambre  de  Commerce,  Montreal,  when 
constitution  and  by-laws  were  adopted  and  officers  elected. 
The  first  annual  meeting  was  held  in  Montreal  in  Jan- 
uary last  and  Mr.  J.  A.  McLaren  was  elected  president. 

The  shoe  and  leather  industries  of  Canada  are  now 
completely  organized  and  a  basis  of  co-operation  estab- 
lished between  the  various  sections  that  should  accom- 
plish much  in  their  progress  and  prosperity.  The  Shoe 
and  Leather  Journal  is  proud  of  having  had  the  privilege 
of  inaugurating  and  completing  this  "bonne  entente" 
amongst  the  various  sections  and  departments  of  the 
trade. 
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MAROIS 

Shoemakers  to  the  Majority 

Marois  Shoemaking  is  carried  on  with  the  constant  aim  of  meeting 
the  demands  of  the  MOST  people.  The  shoes  are  made  therefore  to 
emphasize  all  the  style  features  that  catch  popular  fancy.  They  are 
made  to  give  the  long  wear  that  is  the  basis  of  sound  value  and  satis- 
fied patronage. 

This  outstanding  character  of  Marois  Shoes  is  more  noticeable  than 
ever  in  our  coming  Season's  lines,  and  at  no  time  has  it  filled  a  greater 
need  in  the  trade  than  it  does  now. 


A.  E.  MAROIS  LIMITED 

QUEBEC 

Sample  Rooms:       Montreal,  137  McGill,  O.  H.  Hyman,  Representative 

Toronto,  29  Church  St.,H.  S.  Ringland,  Representative 
Winnipeg,  Man. ,21  Hargrave  St.,  D.  S.  Johnston,  Rep. 
Shediac,  N.  B.,  A.  J.  Webster,  Representative 
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Showing 
The  Seasons  Sales  Leaders 

This  Season's  Marois  Samples  will  more  than  measure  up  to  the  ex- 
pectations even  of  those  who  know  our  line  best  and  have  fullest  con- 
fidence in  their  merit.  Our  Men's  Shoes  feature  all  the  fine  points 
that  appeal  to  and  satisfy  the  particular  man.  In  Women's  Lines  we 
are  showing  the  latest  style  creations  as  well  as  a  splendid  selection  of 
novelties,  with  extremely  moderate  price  distinguishing  the  entire 
range.    All  wholesalers  should  see  Marois  Samples  early. 


A.  E.  MAROIS  LIMITED 

QUEBEC 

Sample  Rooms:       Montreal,  137  McGill,  G.  H.  Hyman,  Representative 

Toronto,  29  Church  St.,H.  S.  Ringland,  Representative 
Winnipeg,  Man.,21  Hargrave  St.,  D.  S.  Johnston,  Rep. 
Shediac,  N.  B.,  A.  J.  Webster,  Representative 
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Patent  Colt,  Suede  Trimming,  One 
Strap,  2  Button.  Made  in  all  Leathers. 


Business  Building  Shoes  for  Wholesalers 

We  have  the  production  of  Medium  McKays  developed  to  a  point  where 
the  utmost  in  value  is  obtainable  in  attractive  footwear  of  thoroughly- 
good  shoemaking. 

They  are  the  kind  of  shoes  that  are  the  back-bone  of  the  Trade,  pleasing 
in  popular  style  and  saleable  at  prices  that  place  them  in  the  front  rank 
as  trade  producers. 

Wholesalers  will  find,  in  looking  through  our  complete  samples,  that  their 
best  money-making  investment  for  the  coming  Season  is  a  good  selection 
of  these  reliable  lines. 


BERTRAND  <&  THIBAULT 

104  Montmagny  St.  Quebec 
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The  Easter  Parades 

Weather  conditions  unfavorable 
for  real  display  of  new  shoes  and 
apparel. 

THAT  Easter  came  this  year  on  April  first,  at  the 
tail  of  a  long  and  severe  winter,  together  with 
the  fact  that  Easter  Sunday  itself  could  not  be 
described  as  a  balmy  day,  took  the  edge  off  the  occasion 
when  most  women  and  some  men  like  to  array  them- 
selves in  new  outfits,  and  celebrate  the  passing  of  one 
season  and  the  arrival  of  another.  It  is  on  that  day 
that  those  who  feel  they  lead  the  procession  are  wont 
to  display  the  latest  ideas  in  clothing,  hats  and  shoes; 
and  it  is  from  the  Easter  parades  in  various  cities  that 
merchants  and  the  public  crystallize  their  ideas  as  to 
what   should   be   sold   and  worn. 

All  the  Spring  shoes  are  not  sold  before  or  at  Easter. 
But  the  shoe  dealer  looks  to  the  week  or  so  preceding 
that  festival  to  provide  a  good  volume  of  business,  and 
to  get  him  off  to  a  start  for  Spring  selling.  That  this 
has  not  been  the  case  this  year  is  to  be  regretted,  as  un- 
doubtedly some  of  the  sales  lost  will  not  be  made  at 
all. 

So  far  as  Canada  is  concerned,  the  Easter  parade 
is  not  regarded  as  of  prime  importance.  In  recent 
years  the  board  walk  at  Sunnyside,  Toronto,  has  been 
the  scene  of  a  parade  on  a  relatively  small  scale.  With 
mild,  bright  weather  this  Easter,  thousands  would  have 
been  on  hand,  displaying  hats,  clothes  and  shoes.  This 
year,  however,  the  weather  was  anything  but  conducive 
to  the  wearing  of  bright  costumes,  while  goloshes,  spats, 
and  heavy  shoes  were  more  in  order  than  spring  shoes. 
On  Fifth  Avenue 

It  has  become  traditional  for  Easter  Sunday  on 
Fifth  Avenue,  New  York,  to  usher  in  the  new  ideas 
for  Spring.  This  year  the  parade  was  held,  but  the  new 
outfits  were  in  the  minority.  The  greater  number  of 
shoes  worn  by  the  women  were  of  the  afternoon  or  dressy 
type,  with  black  satin  and  patent  predominating,  though 
brown  and  grey  suede  were  distinctly  in  evidence. 
Tongues  and  one-straps  led  in  patterns,  the  latter  in- 
cluding many  cutout  designs,  and  shading  down  to  sandal 
types.  Heels  of  these  shoes  were  chiefly  Junior  Louis 
or  Spanish,  with  some  military  or  boxwood  styles.  Stock- 
ings were  worn  either  to  match  the  shoes,  or  to  contrast 
with  them.  Some  oxfords  were  worn,  but  they  were 
in  the  minority  amongst  the  new  shoes.  A  few  odd 
pairs  of  sports  shoes  were  seen,  but  the  weather  and 
occasion  were  not  appropriate  for  that  style  of  shoe, 


while  apparently  this  season  is  not  as  far  advanced 
as  last  year  when  sports  shoes  were  being  worn  in  Feb- 
ruary. 

In  Atlantic  City 

The  Easter  parade  on  the  board  walk  in  Atlantic 
City,  from  the  point  of  view  of  the  Canadian  shoe  trade, 
affords  at  least  three  lessons.  It  provides  a  few  ideas 
as  to  what  may  be  worn  in  the  late  spring  and  summer; 
it  shows  to  what  length  the  designs  of  shoes  may  be 
carried  to  attract  attention;  and  it  provides  the  warn- 
ing to  the  thoughtful  man  that  shoes  that  may  be  worn 
by  certain  types  at  American  seaside  resorts  will  not 
sell  or  be  worn  in  inland  towns  of  Canada.  A  brief 
review  of  the  show,  however,  is  of  interest  to  the  Can- 
adian dealer. 

Although  Easter  Sunday  in  Atlantic  City  was  not 
very  much  warmer  than  in  Canadian  cities,  the  crowds 
were  on  the  boardwalk  from  an  early  hour.  It  is  doubt- 
ful whether  shoes  ever  received  so  much  prominence 
in  this  annual  event  as  they  did  this  year.  One  of  the 
chief  reasons  for  this  was  that  costumes  were  of  nec- 
essity covered  with  furs,  which  served  to  accentuate 
the  lower  extremities  of  the  fair  paraders  which  were 
covered  scantily  by  sheer  stockings  and  light  shoes. 
Observers  whose  feet  were  warmly  covered  must  have 
speculated  as  to  the  sensations  of  a  woman  who  was 
protected  only  by  gauzy  hosiery  and  sandals  which 
showed  the  side  seam  of  the  hose  to  the  sole  of  the  foot. 
Such  is  style,  however. 

The  prevalence  of  grey  as  a  color  scheme  was  strong- 
ly to  be  noted.  Grey  fur  coats  or  wraps,  with  grey  shoes 
and  stockings  constituted  quite  a  proportion  of  the 
parade.  That  the  sandal  vogue  had  taken  hold  in  cer- 
tain quarters  was  evidenced  by  the  number  worn,  and 
with  the  style  goes  a  wide  range  of  vivid  color  effects. 
How  long,  or  how  far  the  craze  may  extend  is  a  matter 
for  conjecture.  It  must  be  borne  in  mind,  however, 
that  a  parade  of  this  nature  involves  many  extreme 
shoes,  which  while  they  may  indicate  a  trend,  do  not 
connote  a  sweeping  style  change,  nor  does  it  indicate 
what  will  be  worn  in  more  conservative  centres  of  the 
United  States  or  Canada. 

Colors  ranged  through  from  black,  grey,  brown, 
beige,  to  red,  yellow,  blue  and  green.  The  sandal  effects 
frequently  embodied  contrasting  colors,  such  as  black 
which  red  trim  and  heel,  red  and  white,  red  and  green. 
High  heels  were  conspicious  by  their  absence,  the  trend 
being  towards  the  medium  to  low  effect. 

Oxfords  worn  ran  more  towards  heavy  styles.  Walk- 
ing oxfords  showed  pinkings,  perforations  and  heavy 
stitching.  Two  tone  effects  were  much  in  evidence. 
Sports  oxfords  included  many  of  the  crepe  sole  shoes. 
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Link 

Up 

With 


LECLERC  LINES 

Compare  Leclerc  Prices  and  Shoemaking  and  you  will  be 
convinced  of  the  necessity  of  linking  up  with  this  popular 
line  to  meet  the  demands  of  value-seekers. 

It  has  all  the  features  to  make  it  a  leading  trade-winning 
staple  shoe  line.  In 

APPEARANCE      DURABILITY  VALUE 

these  shoes  are  decidedly  above  the  average  in  moderate 
priced  footwear. 

McKays  and  Standard  Screw 
for  Men,  Boys,  Youths,  and  Gents 

Our  samples  for  the  coming  Season  offer  advantages  not 
to  be  found  elsewhere,  and  give  you  the  chance  to  do  some 
exceptionally  good  buying.  DO  NOT  MISS  SEEING 
THEM,  AND  MAKE  AN  EARLY  SELECTION  FOR 
SUMMER  TRADE. 


Leclerc  Freres 

96  Montmartre  St.  Quebec 
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IS  THE  CUSTOMER  RIGHT? 

It  is  still  a  favorite  subject  for  debate  where  two 
or  three  merchants  are  gathered  as  to  whether  the 
customer  is  really  always  right.  In  connection  with 
the  Round  Table  discussion  recently,  Mr.  Geo.  Wilk- 
inson, of  Windsor,  Ont.,  writes  as  follows : — 

"I  believe  I  am  in  the  shoe  business  to  sell  shoes, 
and  not  to  doctor  people's  feet;  that  is  to  say  that  the 
prime  object  is  to  sell  the  goods.  If  people's  feet  are 
sore  and  they  think  they  know  just  what  would  cure 
them,  I  believe  that  the  shoe  clerk  should  do  all  he 
can  in  the  way  of  selling  them  what  will  assist  them 
but,  at  the  same  time,  the  main  object,  which  should 
not  be  lost  sight  of,  is  the  sale.  A  good  motto  to  hang 
up  in  every  shoe  man's  store  is  'Never  quarrel  with 
your  customer.  Give  him  what  he  wants.  The  cus- 
tomer is  the  Boss'.  This  reminds  me  of  a  little  story 
of  the  man  who  went  in  to  purchase  a  large  size 
collar  for  himself  and  asked  the  salesman,  'Do  you 
keep  large  size  collars?'  The  salesman,  to  be  smart, 
replied,  'No,  sir,  we  do  not  keep  them,  we  sell  them.' 
To  which  the  customer  replied,  'Well,  you  are  going 
to  keep  the  one  you  might  have  sold  me'." 


CLEANING  SATINS  AND  SUEDES. 

The  cleaning  of  satin  and  suede  shoes  is  sometimes 
quite  a  problem.  The  following  suggestions  are  offered 
by   J.    Einstein  Ltd. 

They  say: — 

"After  trying  different  methods  of  cleaning  black 
satins  we  find  that  high  grade  benzine  mixed  with  high 
grade  pure  olive  oil  cleans  and  restores  luster  best.  Start 
with  using  5%  olive  oil  and  95%  benzine,  shake  well 
so  both  are  mixed  thoroughly,  moisten  a  soft  rag  with 
this  mixture  and  rub  satin  and  let  dry.  If  this  does 
not  restore  luster  add  more  olive  oil  until  necessary 
results  are  obtained.  If  the  satin  has  a  greasy  appear- 
ance after  application  reduce  amount  of  olive  oil  to 
what  is  required." 

For  cleaning  suede  or  buck  they  recommend  Staso- 
cleaner  for  the  removal  of  dirt  and  stains.  Grease 
or  oil  stains,  however,  should  first  be  removed  with 
carbona  or  a  similar  fluid.  The  Staso-cleaner  is  sprink- 
led on  the  soiled  parts  and  rubbed  with  a  dry  cotton 
cloth.  When  clean,  remove  the  loose  powder  with  a 
clean,   dry   cloth   or   fine  brush. 


MANUFACTURERS'  TROUBLES 

That  the  manufacturer's  in-stock  department  may 
prove  on  occasion  a  doubtful  blessing  is  shown  by  the 
following  incident: 

A  dealer  who  was  not  a  regular  customer  wrote 
in  for  one  pair  of  shoes.  Rather  than  turn  him  down, 
the  manufacturer  shipped  them.  At  the  end  of  two 
months  the  account  remained  unpaid,  and  no  response 
was  forthcoming  to  statements  or  letters.  Several 
weeks  later  they  drew  on  the  dealer,  and  added  twenty 
cents  for  exchange.  The  draft  was  returned  "amount 
incorrect."  The  manufacturer  said,  "It  is  little  aggra- 
vations like  this  that  tend  to  drive  manufacturers  to 
sell  to  price-cutters,  wild-catters  or  anyone  who  will 
buy  shoes  and  pay  for  them." 


MAKING  A  SUCCESS  OF  FINDINGS. 

Rannard  Shoe  Limited,  of  Winnipeg,  lay  stress 
on  the  importance  of  the  Findings'  Department  in  the 
retail  shoe  store.  Commenting  on  this  field,  Mr.  C.  F 
Rannard  says: — 

"There  is  no  doubt  that  the  retail  shoe  stores  as 
a  rule,  neglect  this  part  of  the  business,  which  is  of  great 
importance  and  will  bring  a  nice  profit  to  the  shoe  store. 
There  is  no  doubt  the  retail  shoe  store  is  the  proper 
place  to  handle  shoe  findings,  such  as  polishes,  suede 
and  fabric  cleaners,  laces,  shoe  brushes,  shoe  trees,  etc. 

"I  think  the  reason  the  average  shoe  store  neg- 
lects this  is  because  the  organization  looks  to  the  larger 
part  of  their  business,  such  as  Men's  Women's  and 
Children's  shoes,  and  they  are  apt  to  think  that  the 
findings  because  the  individual  sale  is  small,  is  not  of 
much  consequence,  and  they  therefore  are  liable  to 
neglect,  and  not  give  it  their  personal  attention. 

"We  have  a  findings  department,  wherein  we  stock 
everything  and  anything  that  we  feel  should  be  included 
in  that  department,  and  for  which  there  is  a  demand 
by  the  public.  And  while  we  make  a  nice  profit  on 
the  sales,  at  the  same  time  we  do  not  try  to  make  a 
large  amount  on  the  individual  article.  As  a  result 
we  have  findings  coming  in,  and  going  out,  our  stock 
is  kept  bright  and  up-to-date,  free  from  old  lines,  and 
we  feel  that  it  is  just  as  satisfactory  a  part  of  our  busi- 
ness as  any  other  branch  of  the  trade. 

"Besides  looking  at  it  from  a  profit  standpoint  we 
feel  that  it  is  a  service  we  owe  our  customers  and  we 
like  to  give  them  that  service,  so  they  will  come  to  us 
for  anything  that  is  required  in  the  shoejhne." 


These  two  shoe  windows  won  prizes  in  a  recent  contest  put  on  by  the  British  Association  of  Display  Men.    They  form  a  decided  contrast  to  the  average  sample  of 
window  dressing  by  our  English  brothers,  who  generally  show  a  desire  to  fill  the  entire  window  with  shoes. 
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Huron 
Glove 


Company 
Limited 


MORE  MOCCASIN  SALES 


The  greater  importance  you  attach  to  your  Moccasin  and  Slipper  Trade 
the  more  certain  you  are  to  be  a  seller  of  Huron  Glove  Company  Lines. 

JACK  BUCK  MOCCASINS  HIGH  GRADE 

ELK  MOCCASINS  INDIAN  SLIPPERS 

HORSE  HIDE  MOCCASINS         DEER  and  ELK  MITTS 

There  is  a  big  demand  everywhere  for  these  lines.  Featured  in  your 
stock  they  will  prove  quick  sellers,  and  yield  a  good  profit.  With  our 
extensive  range  it  is  easy  for  you  to  make  a  trade-winning  selection 
exactly  suited  to  your  needs. 

Our  Famous  Huron  Chief  Brand  Our  exclusive  patterns  in 

JACK  BUCK  MOCCASINS  INDIAN  SLIPPERS 

are  unrivalled  for  Comfort,  feature  the  latest  ideas 

long  Wear  and  sound  Value.  and  are  highly  popular. 


INVESTIGATE  THE  TRADE  POSSIBILITIES  IN  THIS  LINE 
NOW.  SAMPLES  AND  PRICES  GLADLY  SENT  ON  RE- 
QUEST TO 


QUEBEC 

Agent  for  Ontario 
J.  Burn,  70  Lombard  St.,  Toronto,  Ont. 
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Right  and  Wrong  Way  of  Using  Type  Faces 

By  the  Advertising  Service  Department 


REMEMBER 

That  Wet  Feet  Mean  Impaired  Health 

WINTER  IS  NEARLY  WITH  US  AND  YOUR  FEET  NEED  THE  BEST  IN  BOOTS 
AND  SHOES.  YOU  WILL  FIND  THEM  AMONG  OUR  LARGE  AND  VARIED 
ASSORTMENT.  AND  THE  PRICES  WILL  SUIT  YOUR  POCKET  AS  THE  BOOTS. 
SUIT  YOUR  FEET  AND  THE  WEATHER  ilj 

R.  &.  R.  Shoe  Store  I 

COR.  OF  CLERGY  AND  PRINCESS  STS.  j  jj 

A — Two  borders,  four  type  faces 

We  are  not  great  believers  in  the  before  and  after 
style  of  illustrating  an  argument,  but  the  temptation 
to  show  a  comparison  in  type  faces  was  too  great  to  be 
ignored.  Type  faces  among  small  town  newspapers 
are  greatly  abused.  It  is  a  too  common  sight  to  see 
an  advertisement  decorated  with  two  styles  of  unrelated 
borders,  and  three  or  four  type  faces.  For  example, 
the  advertisement  shown  above  the  caption  (A)  shows 
five  distinct  type  faces.  The  heading  "Remember" 
is  composed  of  a  face  as  old  as  Tutankhamen's  Tomb, 
while  the  next  line  has  been  set  in  Caslon  Bold,  and  the 
four  lines  of  copy  dressed  up  in  capitals  of  another  old 
face,  with  the  signature  set  in  a  near  imitation  of  Book- 
man and  the  address  in  some  other  dilapidated  type. 
This  joyful  jumble  of  various  type  faces  has  resulted  in 
three  lines  of  display,  each  fighting  for  supremacy,  and 
each  one  pulling  against  the  other.    Look  now  at  the 


REMEMBER 

That  Wet  Feet  Mean  Impaired  Health 

Winter  is  nearly  with  us  and  your  feet  need  the  best  in  boots 
and  shoes.  You  will  find  ■  them  among  our  large  and  varied 
assortment,  and  the  prices  will  suit  your  pocket  as  the  boots  suit 
your  feet  and  the  weather 

R.  &  R.  Shoe  Store 

Cor.  of  Clergy  and  Princess  Sis. 


B — One  border,  one  type  face 

other  cut,  B.  The  layout  of  the  advertisement  has 
not  been  changed,  only  the  type,  and  the  border.  No- 
tice how  more  finished  the  advertisement  looks  when 
panelled  in  one  style  all  round  border,  in  comparison 
with  the  sawn  off  affair  on  the  other  copy. 

In  the  B.  copy  only  one  type  face  has  been  used, 
namely,  a  Bookman.  The  four  lines  of  copy  have 
been  set  in  capitals  and  lower  case,  making  it  fifty  per 
cent,  easier  to  read.  It  is  not  really  the  advertiser's 
fault  that  his  advertisements  are  not  properly  set,  but 
the  printer's  fault,  whose  type  racks  are  nothing  but 
ash  cans  for  ancient,  broken,  and  worn  out  type  faces. 
When  putting  your  newspaper  advertising  through  at 
a  future  date,  specify  one  type  face  to  your  printer. 
If  he  can  possibly  set  your  advertisement  in  one  face, 
the  appearance  of  your  printed  publicity  will  be  great- 
ly increased. 


Wickett  and  Craig,  Limited 

Makers  of 

Fine  Side  Leathers 

Bag— Case—Strap— Belt—Bookbinder's 
Finished  Splits  of  all  Kinds 

Goodyear  Welting 

There  is  no  better  welting  made  than 
what  we  cut  from  specially  selected  sides. 

Toronto  Canada 
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POPULAR 


PROFITABLE 


As  a  means  of  increasing  Spring  Trade, 
J.H.  Gosselin  Shoes  offer  unusual  oppor- 
tunities to  every  merchant.  The  keener 
the  competition  the  more  certain  will 
they  prove  their  ability  to  SELL. 


Popularity  is  the  keynote  of  their  produc- 
tion. Specializing  in  Popular  Priced  Mc- 
Kays for  MEN,  BOYS,  YOUTHS, 
MISSES  and  INFANTS,  we  reach  a 
standard  of  value  that  is  unsurpassed. 


JOBBERS 

The  demands  of  the  Trade  make  it  essential  that  these  shoes  should 
be  featured  in  every  Jobber's  stock.    Be  sure  you  have  them. 

J.  H.  GOSSELIN 

Cor.  Carillon  &  Farlardeau  Sts.,  Quebec,  P.Q, 


Originators  of 

"BIG  CHIEF"  BRAND 
Slippers  and  Moccasins 

Look  for  the  name  on  the  sole. 
All  leading  Jobbers  carry  our  line. 


WESTERN  OFFICE 

Willis  R.  Miller, 
318  Homer  St., 
Vancouver,  B.  C. 
and 

Hammond  Building, 
Winnipeg,  Man. 


Boudoir  and  Indian 
Slippers 

Are  Our  Specialty  For  Summer  Trade 

We  feature  "Big  Chief"  Brand  goods,  made  by  Indians  of  Huron 
descent. 

Our  prices  are  right  and  the  quality  of  our  products  unequalled. 

Cowhide  Moccasins 

Special  Buck  Moccasins 

Horse  Hide  Moccasins 

Elk  Moccasins 

Jack  Buck  Moccasins 

Deer  and  Elk  Mitts  and  Gloves 

Horse  Hide  Mitts  and  Gloves 

Boudoir  Slippers 

High  Grade  Indian  Slippers 

Also  Specializing  in  Snowshoes 

We  recommend  our  New  Comer 

"SPECIAL  BUCK" 

which  is  really  a  high  class  moccasin 
Attract  EXTRA  trade  by  featuring  our  Sporting  and  Novelty  Lines. 

BASTIEN  BROTHERS 


Indian  Lorette 


Successors  to  M.  Bastien 


Que. 
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OPEN  MONTREAL  BRANCH 

The  following  communication  addressed  to  the 
shoe  manufacturers  of  Canada  by  Treasurer  Dudley 
B.  Palmer,  of  the  New  England  Blacking  Company, 
Boston,  Massachusetts,  is  self-explanatory  and 
carries  the  good  news  to  Canadian  trade  of  another 
big  supply  house  establishing  more  direct  contact 
with  Canadian  shoe  manufacturers  by  means  of  a 
plant  operating  in  Canada.  The  communication  fol- 
lows : —  ' 

"We  have  felt  for  some  time  that  our  rapidly 
growing  Canadian  business  was  not  being  handled 
so  as  to  give  our  customers  the  maximum  of  service, 
and  have,  therefore,  opened  a  factory  branch  at  717 
Panet  St.,  Montreal. 

"By  this  change,  our  customers  will  not  only  be 
able  to  secure  out  of  stock  in  Montreal  whatever 
they  may  require,  but  will  also  have  the  services  of 
our  resident  manager,  Mr.  William  H.  Neeves,  who 
is  thoroughly  familiar  with  the  technical  side  of  the 
blacking  business,  and  who  will  be  able  to  assist  the 
manufacturers  in  solving  any  problems  which  may 
arise. 

"You  will  be  glad  to  hear  that  we  have  arranged 
to  originate  in  Canada  both  our  Natural  Leather 
Finish  and  our  Side  Leather  Dressing,  which  are  the 
two  leading  dope  finishes  in  the  States,  to  match  any 
shade  of  leather  which  you  may  require. 

"We  feel  confident  that  this  new  arrangement 
will  be  to  our  mutual  advantage. " 


MONTREAL    WHOLESALERS  APPROVE 
DAYLIGHT  SAVING. 
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The  merit  we  continue  to  put  into  Routier 
Shoes  includes  everything  to  assure  suc- 
cessful selling. 

Our  lines  for  this  Season  are  even  stronger 
in  popular  features  of  attractive  style  and 
special  value. 

See  the  complete  range  when  looking  for 
trade  winning  shoes  for  Summer  and  Fall. 

McKAYS  and  S.  SCREW 
For  MEN.  BOYS  and  YOUTHS 

LUC  ROUTIER 

56  Colomb,  QUEBEC 


mm 


The  following  letter  has  been  sent  out  by  Mr.  S. 
Roy  Weaver,  of  the  Shoe  Wholesalers'  Association 
of  Canada : — 

At  a  meeting  of  Montreal  Shoe  Wholesalers  held 
on  Friday,  April  13th.,  the  following  resolution  was 
adopted  without  dissenting  voice : 

"THAT  this  meeting  declare  itself  in  favor  of 
the  principle  of  daylight  saving  and  recommend  that, 
effective  on  and  after  April  30th,  and  continuing  until 
September  30,  all  shoe  wholesalers  in  Montreal  open 
their  warehouses  and  offices  one  hour  earlier  than 
at  present  and  close  one  hour  earlier." 

The  firms  represented  at  the  meeting  were : 
Locke  Footwear  Co.,  Ltd., 
Alfred  Lambert,  Inc., 
The  Miner  Shoe  Co.,  Ltd., 
Dominion  Rubber  System,  Quebec,  Ltd., 
Ames,  Holden,  McCready  Ltd., 
Nathan  Cummings, 
H.  B.  Steine,  Ltd., 
J.  A.  Pelletier, 
The     undersigned    reported  advice  from  other 
wholesalers  as  follows : 

Bignell  &  Knox  Limited  would  observe  daylight 
saving  anyway  :  Daoust,  Lalonde  &  Co.,  Ltd.,  would 
close  at  5  p.m.  during  summer  months ;  Samson 
Angus  Ltd.,  in  favor  of  daylight  saving;  Hall  and 
Hodges  Ltd.,  would  fall  in  line  with  the  majority. 

Please  advise  us  whether  you  will  comply  with 
the  recommendation  embodied  in  the  above  resolu- 
tion in  order  we  may  have  a  register  of  those  firms 
which  will  observe  daylight  saving  hours. 

The  meeting  instructed  the  undersigned  to 
arrange  for  a  dinner  meeting  of  wholesalers  in  the 
Montreal  District  to  be  held  on  Thursday  April  26th. 

Mention  "Shoe  and  Leather  Journal" 


XX7HAT  you  want  when  you  want  it 
'  '     is  the  satisfaction  of  acquaintance 
with  VAN  SCHAACK.  Complete 
stock.  cago  and  Boston. 


["HER  SOLUTIONS 
aCETATS 
SOLUTIONS 


VAN  SC  HAACK  BroC 


BOSTON    •  CLEVEtAND 
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IMPORTANT 
That  You  See  Our  Lines 


If  you  are  looking  for  a  moderate  priced  line  that  you  can  RELY  ON,  here 
is  your  opportunity.  Dealers  find  that  it  outsells  any  similar  line  because 
it  outclasses  them  for  big  value. 

McKAYS  and  IMITATION  WELTS  for  WOMEN,  MISSES, 
BOYS,    YOUTHS    and  CHILDREN 

The  samples  we  are  showing  will  make  it  easy  for  you  to  pick  a  fine  selection 
of  quick  sellers  for  the  coming  Season.    Put  this  down  as  a  line  you  MUST 

see. 


CHILDREN'S    SHOE  MANUFACTURING 

CO.,  LIMITED 


37  Colomb  St. 


Que. 


"^nd  the  "Hotel  Cleveland" 

is  my  home  when  mv  trip 
brings  me  to  Cleveland!" 


HOTEL  CLtVELAMO  'i 


Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long ! 


Hotel  Cleveland 

CLEVELAND,  OHIO. 
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In-Stock  Lines  of 
The  Lady  Belle  Shoe  Co.,  Limited 

The  lines  illustrated  on  this  page  are  carried  in 
stock  for  immediate  shipment.  Orders  will  be 
shipped  on  date  received. 


EE  Width 

Aunt  Polly 
Cushion  Insole 

Rubber  Heel 


D  Width 
Florence  Last 

196  Pat.  2  Butt.  1  Strap  Gray  Buck  Strap.. $3.85 
197}£  Bro.  Kid  2  Butt.  1  Strap   3.65 

197  Pat.  2  Butt.  1  Strap   3.65 

221     Blk.  Kid  2  Butt.  1   Strap   3.50 


822    Blk.  H.   F.   Bal   $3.95 

817  "      Plain    Bal   4.25 

818  "      Plain   Bal.,   Stout  Ankle   4.25 


C  &  D  Widths,  11/8  Heel 
Countess  Last 
7427    Blk.  Kid  Oxf   $3.25 

7436  "        "       "    3.50 

7437  Bro.  Kid  Oxf   3.70 

Imt.  Str.  Tip 


D  Width 
Vassar  Last  8/8  Heel 

7410  Blk.  Ruby  Veal  Oxf   $3.35 

7411  Pat.  Oxf   3.65 

7416  Bro.  Rubv  Veal  Oxf   3.45 

7427  Blk.  Kid  Oxf   3.25 

D  Width 

Vassar  Last  8/8  Heel 

D  Width  7138    Pat.   Calf   Strap   $3.65 

Florence  Last                                    7218    Pat.    Gray    Buck    Strap    Cut    out  with 
204    Pat.  2  Butt.  1  Strap  Gray  Buck  Inlay....  $3.80  Pat.    Inlay    3.95 

Lady  Belle  Shoe  Company,  Limited 

Kitchener  Ontario 
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THE  STYLE  SITUATION. 

{Continued from  page  73) 
fords,  straps,  tongues  and  sandals,  worked  out  in 
plain,  two-tone  and  combination  effects.  The  patent 
and  grev  combination  has  still  a  wide  vogue.  The 
tie  oxfords,  with  or  without  tongues,  with  cutouts 
or  inlays  are  sold  in  some  centres.  Tongues  have 
sold  better  than  was  expected.  Straps  are  practically 
staple  sellers.  Sandals  lend  themselves  more  to  the 
effects  produced  by  turn  shoes  but  many  attractive 
and  novel  welt  designs  are  being  offered. 
Turn  Shoes. 

The  number  of  designs  and  effects  that  can  be 
produced  in  turn  shoes  for  dress,  or  semi-dress  wear 
is  evidenced  by  the  range  covered  by  the  season's 
samples.  These  are  based  on  the  strap,  tongue  or 
oxford,  the  sandal  being  a  modification  or  combina- 
tion of  those  classes.  The  one  strap  is  the  staple 
dress  shoe,  the  tongue  with  or  without  a  strap  is 
ft  mnd  in  many  popular  designs,  while  the  tie  oxford 
is  shown  and  sold  to  some  extent.  The  sandal  vogue 
is  taking  hold  in  some  parts  of  the  United  States, 
and  many  of  them  will  sell  in  certain  parts  of  Canada. 
Hut  if  these  is  a  danger  spot  in  the  season's  outlook, 
it  is  right  here.  Sandals  can  be  sold  only  in  certain 
parts  of  this  country,  for  a  short  time.  They  show  no 
tendency  to  drive  out  more  staple  lines.  They  should 
be  played  as  a  seasonable  novelty  and  cleaned  out 
fast. 

The  plain  one  strap  leads  in  turn  shoes,  trimmed 
with  cutouts,  saddle  effects,  inlays.  Many  retailers 
found  tongues  stronger  than  they  expected,  and  were 
obliged  to  re-order  on  them.  Leading  materials  are 
patent,  black  satin,  black  kid,  white  cloth,  grey  suede, 
beige  suede  and  combinations.  Heels  are  Junior 
Louis  or  Junior  Spanish,  with  boxwood  heels  on 
sport  turns. 
For  the  Fall. 

.Manufacturers  are  not  counting  on  any  disturb- 
ing factors  in  fall  selling,  and  are  anticipating  that 
the  situation  will  permit  retailers  to  buy  with  greater 
confidence  and  further  ahead  than  has  been  the  case 
for  some  time  past.  The  general  range  will  consist 
of  oxfords  and  straps  and  some  tongues  for  street 
wear,  straps  and  pumps  for  dress  wear.  The  fall  ox- 
fords  show  a  tendency  towards  conservative,  man- 
nish effects.  For  early  fall  straps  are  expected  to 
outsell  oxfords,  and  the  buckle  will  be  seen  to  a  some- 
what greater  extent.  Perforations  and  pinkings 
will  be  more  in  evidence,  while  combinations  are  also 
largely  used.  Brown  and  black  calf,  patent,  grey  and 
brown  suede  and  buck  are  leaders.  For  later  fall, 
similar  effects  are  worked  out  in  oxfords.  Fairly 
heavy  soles,  extension  edges  are  noteworthy  for 
fall.  There  is  a  tendency  towards  heavy  stitching 
and  pinking,  with  less  perforation. 

.Men's  shoes  for  fall  show  a  continued  trend  tow- 
ard- simplicity.  The  square  toe  remains  fairly  pop- 
ular. Stitching  is  used  to  bring  out  patterns  in  pre- 
ference to  perforations.  But  pinkings  and  perfora- 
tions still  hold  considerable  popularity.  Brogue 
effects  will  undoubtedly  continue  to  sell  in  many  lo- 
calities, as  this  shoe  has  become  almost  a  staple  for 
certain  classes  of  men.  Sport  shoes  for  men  for  the 
summer  embody  the  apron  effect,  and  on  many  lines 
the  crepe  sole  is  shown.  The  summer  should  provide 
a  fair  test  as  to  the  ultimate  popularity  and  efficiency 
of  this  sole. 


STYLES  AND  SIZES. 

{Continued from  page  65) 
A  Maritime  man  suggests: — 

"Less  styles  and  more  sizes  is  a  very  good  beginning 
in  remedying  the  style  craze  that  exists  now  and  is  so 
hurtful  to  regular  business.  A  certain  group  of  Accepted 
Styles'  passed  on  by  a  competent  style  committee  be- 
fore the  opening  of  the  Spring  and  Fall  seasons  would 
be  a  greater  safeguard  still  for  the  retailers'  interests." 

A  Winnipeg  dealer: — 

"Less  styles  certainly  wherever  possible.  But  what 
is  meant  by  'more  sizes'?  If  we  can  reduce  our  number 
of  styles,  you  can  bet  that  we  are  going  to  reduce  our 
stock  and  thereby  increase  our  turnover." 

A  Central  Ontario  man: — 

"Every  manufacturer  shows  styles  a  little  different. 
Pick  what  you  think  best  for  your  particular  trade, 
and  try  to  have  all  sizes  in  the  season.  No  store  can 
carry  all  the  styles  and  patterns  shown  to-day." 

A  Toronto  dealer  says: — 

"The  ladies  to-day  demand  'something'  different 
and  the  only  way  out  of  this  style  trouble  is  for  the  re- 
tailer to  charge  a  good  percentage  on  all  other  than 
staple  lines  (which  are  few),  figuring  profits  on  the  entire 
lot,  and  when  he  has  the  profit  he  desires  out  of  the  line, 
if  necessary,  sell  the  balance  at  10c.  a  pair,  but  get  them 
out  quick. 

"For  example,  Smith  received  30  pairs  shoes 
at  $5.00  total  $150.00.  Out  of  this  lot  he  desires  a 
profit  of  $65.00,  therefore  he  sells  25  pairs  at  $8.00  pair 
or  $200.00.  He  can  afford  to  sell  the  other  5  pair  at  $3.00 
and  he  has  a  clean  up  and  the  line  is  a  profit  maker." 

A  Western  Ontario  man: — 

"There  is  no  question  but  it  would  result  in  better 
fitting  of  shoes,  but  can  the  small  retailer  make  it  pay 
carrying  widths?  I  doubt  it.  I  refer  here  to  the  small 
town,  village  and  country  store.  City  stores  would 
greatly  benefit  by  less  styles  and  more  sizes." 


Gutta  Percha  &  Rubber,  Limited,  Hockey  Team 
succeeded  in  winning  the  Commercial  League  Finals. 
Some  excellent  contests  resulted  before  the  winners 
were  decided.  After  winning  their  own  group,  the  cham- 
pions met  Brown's  Bread  defeating  them  4-2.  They 
were  then  up  against  the  A  R  Clarke  team  and  in  home 
and  home  games  won  the  round  4  3  Tne  Champions 
are  to  be  congratulated  as  good  sportsmanship  and 
clean  play  had  much  to  do  with  their  success. 
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Ralph  L.  Pope  Dudley  B.  Palmer  Louis  A.  Minego  Geo.  C.  Wachtler 

PRESIDENT  TREASURER  AND  GENERAL   MANAGER  VICE  PRESIDENT  CHIEF  CHEMIST 


ESTABLISHED  1899 


BRANCHX8 

Philadelphia.  Pa., 
Rochester.  N.  Y. 
Montreal,  Can. 


Western  selling  aoints 
G.  R.  CUMM1NGS  JR.,  &  Co. 
St.  Louis.  Milwaukee. 
Cincinnati 


New  England  Blacking  Company 

INCORPORATED 

FINISHES,  POLISHES,  BLACKING  AND  STAINS 
FOR  SHOE  MANUFACTURERS  AND  TANNERS 
GENERAL  OFFICES  AND  FACTORY 
24  B1NFORD  STREET 
BOSTON,  MASS. 


CABLE  ADDRESS 
"NEBLAK" BOSTON 
Codes  :  A.  b.  C.  Sth  Eo. 


April  16,-1923. 


To  the  Shoe  Manuf acturers  of  Canada: 
Gentlemen: 

We  have  felt  for  some  time  that  our  rapidly 
growing  Canadian  business  was  not  "being  handled  so 
as  to  give  our  customers  the  maximum  of  service,  and 
have,  therefore,  opened  a  factory  branch  at 
717  Panet  Street,  Montreal. 

By  this  change,'  our  customers  will  not  only 
he  able  to  secure  out  of  stock  in  Montreal  whatever 
they  may  require,  but  will  also  have  the  services  of 
our  resident  manager,  Mr.  William  H.  Neeves,  who  is 
thoroughly  familiar  with  the  technical  side  of  the 
blacking  business,  and  who  will  be  able  to  assist  the 
manufacturers  in  solving  any  problems  which  may  arise* 

You  will  be  glad  to  hear  that  we  have  arranged 
to  originate  in  Canada  both  our  Natural  leather  Finish 
and  our  Side  Leather  Dressing,  which  are  the  two  leading 
dope  finishes  in  the  states,  to  match  any  shade  of  leather 
which  you  may  require. 

We  feel  confident  that  this  new  arrangement 
will  be  to  our  mutual  advantage. 

Very  truly  yours  , 

NEW  ENGLAND  BLACKING  CO.,  INC. 


DBP/BG 
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Columbus 


Rubber 


Milden 


Dealers  have  proven  that  they  can  sell  MORE 
Rubber  Footwear  by  giving  their  customers  COL- 
UMBUS Quality  and  Style. 

Placing  Season  Closes  April  30th.  Be  sure  and  place 
COLUMBUS  and  be  assured  of  this  advantage. 


Prince 


OVERSHOES 

Columbus  Quality  and  Style  were  very  popular  last  Season. 

You  will  not  miss  sales  next  Season  if  you  take  advantage  of  Colum- 
bus Service  for  sorting  by  placing  Columbus  Overshoes. 


THE  COLUMBUS  RUBBER  CO., 
OF  MONTREAL,  LIMITED 

Branches  At 

Montreal,  Que.,  Ottawa,  Ont.,  Toronto,  Ont.,  Winnipeg,  Man.,  Calgary,  Alta. 

Sales  Agencies: 


Win.  Cook  Shoe  Co.   Moncton,  N.B. 

Fleetwood  Footwear  Ltd.  St.  John,  N.B. 

Poliquin  fic  Darveau  Quebec,  Que. 

Louis  McNulty  St.  John's,  Que. 

J.  I.  Chouinard  Montreal,  Que. 


S.  Marantz  Winnipeg,  Man. 

Wholesale  Distributors  Ltd  Winnipeg,  Man. 

Tree  Spriggs  Co.  Ltd  Winnipeg,  Man. 

W.  A.  Law  Footwear  Co.  Ltd  Winnipeg,  Man. 

Shaw  Brothers  Edmonton,  Alta. 

Anderson  &  MacDonald  Vancouver,  B.C. 
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On  Friday  evening,  March  16th.,  a  number  of 
the  employees  of  McDowell  &  Lincoln  Limited,  met 
at  the  home  of  Mr.  H.  O.  McDowell,  Montreal  West, 
and  presented  him  with  a  gold  signet  ring  as  a  token 
of  their  appreciation  of  his  many  kindnesses  to  them. 
This  was  a  surprise  party  and  Mr.  McDowell  was 
entirely  unaware  of  it  until  they  called  on  him.  He 
replied  in  very  suitable  terms,  thanking  them  and 
expressing  surprise  at  the  mark  of  esteem.  Refresh- 
ments followed  and  altogether  a  very  pleasant  even- 
ing was  spent. 

Mr.  T.  Murphy,  of  the  Robert  Simpson  Co., 
Toronto,  was  a  recent  visitor  to  Montreal  on  busi- 
ness. 

Mr.  J.  S.  Townsend,  Hamilton,  Ont.,  has  been 
visiting  the  trade  in  Montreal  recently. 

Mr.  Monroe  Einstein,  of  J.  Einstein,  Inc.,  New 
York,  spent  several  days  lately  in  Montreal  inter- 
viewing the  trade. 

Mr.  W.  E.  Hunting,  of  Brown  Hazen  Co.,  Brock- 
ton, Mass.,  called  on  the  trade  in  Montreal  recently. 

Mt.  Louis  Breithaupt,  of  the  Breithaupt  Leather 
Co.,  Ltd.,  Kitchener,  spent  a  short  time  lately  in  the 
East  calling  on  the  trade. 

Mr.  O'Day,  of  Congdon  Marsh  Co.,  was  one  of 
the  Western  shoe  men  to  visit  the  East  recently  on 
business. 

Mr.  I.  Rogers,  Vice-President  of  the  Morris 
Hess  &  Co.,  Inc.,  New  York  City,  spent  a  few  days  in 
Quebec  City  on  business. 

Mr.  Ed.  Wayland,  well  known  to  the  shoe  trade 
of  Canada,  formerly  in  the  manufacturing  business, 
will  shortly  open  a  retail  shoe  store  in  the  Almy 
Block,  St.  Catherine  St.  West,  Montreal.  Mr.  Way- 
land  is  making  preparations  to  fit  up  a  very  beautiful 
store,  which  will  have  the  very  latest  equipment  in 
the  way  of  store  furnishings,  and  will  carry  a  com- 
plete stock  of  footwear. 

Mr.  L.  F.  Jackson,  of  Blachford  Shoe  Mfg.  Co. 
Ltd.,  is  in  Ottawa,  showing  the  trade  the  new  range 
of  samples  for  the  coming  season. 

Mr.  E.  L.  Lynch,  formerly  of  the  Corson  Shoe 
Co.  Ltd.,  has  joined  the  staff  of  Perth  Shoe  Co.  Ltd. 
He  will  cover  the  territory  in  Ontario  formerly  hand- 
led by  Mr.  F.  R.  Burns,  who  resigned  to  go  into  the 
retail  shoe  business  in  Cobourg. 

W.  B.  Hamilton  Shoe  Co.  Ltd.,  have  issued  an  at- 
tractive six  page  folder  covering  their  in-stock  lines 
of  white  shoes.  These  comprise  a  varied  range  for 
men  and  women  in  all  white  and  combinations.  Prices 
are  given,  but  disguised  so  that  the  folder  can  be  used 
to  show  to  customers  if  the  shoes  required  are  not 
in  the  store. 

Mr.  A.  W.  Routledge,  of  Regina,  Sask.,  is  repre- 
senting the  Blachford  Shoe  Mfg.  Co.  Ltd.,  in  certain 
parts  of  Manitoba,  Saskatchewan  and  Alberta. 

Mr.  Arthur  Bell,  of  Blachford  Shoe  Mfg.  Co. 
Ltd.,  has  started  on  his  western  trip  during  which  he 
expects  to  call  on  his  many  customer  friends  between 
here  and  the  Pacific  Coast. 


Mr.  Harvey  McKean,  of  Blachford  Shoe  Mfg. 
Co.  Ltd.,  has  been  calling  on  the  trade  in  Montreal 
and  the  larger  centres  of  Quebec. 

Mr.  S.  Roy  Weaver,  Manager  of  the  Shoe  Manu- 
facturers' Association,  and  of  the  Shoe  Wholesalers' 
Association  made  a  flying  trip  to  Toronto  in  con- 
nection with  the  exhibit  at  the  Canadian  National  Ex- 
hibition and  other  matters  of  the  Associations. 

Mr.  G.  H.  Ansley,  of  Perth  Shoe  Co.  Ltd.,  has 
been  visiting  the  principal  centres  from  Toronto  to 
Winnipeg,  looking  over  the  situation  and  greeting 
his  many  friends  in  the  trade  in  those  localities. 

Mr.  R.  J.  Trethewey,  of  Blachford  Shoe  Mfg.  Co. 
Ltd.,  is  at  the  Royal  Connaught  Hotel,  Hamilton, 
with  his  new  samples. 

J.  Einstein,  Limited,  Montreal,  will  shortly  re- 
move from  152  Notre  Dame  St.  West,  to  the  Shorey 
Building,  314  Notre  Dame  St.  West,  just  a  few  doors 
west  of  McGill  Street.  They  will  occupy  their  new 
location  about  the  first  of  May,  where  they  will  have 
larger  and  better  appointed  premises,  giving  them 
still  better  facilities  for  serving  the  trade  in  their 
well  known  lines  of  shoe  fabrics. 

Mr.  R.  L.  Savage,  representative  of  the  Tetrault 
Shoe  Manufacturing  Co.,  Limited,  Montreal,  recently 
received  news  of  the  sudden  death  of  his  brother, 
Mr.  Hanson  M.  Savage,  a  prominent  business  man  of 
Boston,  Mass.  Mr.  Savage  was  a  native  of  Quebec, 
being  borne  in  Granby,  but  since  an  early  age  has 
lived  in  the  United  States,  and  for  many  years  has 
been  located  in  Boston,  a  partner  of  the  firm  of 
Wetman,  Savage  &  Co. 

Mr.  H.  O.  McDowell,  of  McDowell  &  Lincoln, 
Limited,  who  is  chairman  of  the  Welfare  Committee 
of  the  Lion's  Club,  is  a  very  busy  man  these  days 
planning  a  very  extensive  campaign  which  will  begin 
the  19th.  of  April  and  end  on  the  26th.  The  Club  is 
endeavoring  to  raise  funds  which  will  be  devoted  to 
welfare  work  among  boys.  This  is  something  that 
Mr.  McDowell  has  always  been  interested  in  and  he 
is  working  hard  with  a  view  of  making  a  very  suc- 
cessful campaign. 

Easter  eggs  were  at  a  premium  in  some  parts  of 
Quebec.  Poultry  thieves  were  very  daring  and  ac- 
tive, and  among  the  chief  sufferers  was  Fred  Marois, 
the  well  known  shoe  manufacturer.  He  at  least  had 
the  satisfaction  of  seeing  the  criminal  pay  the  pen- 
alty for  his  misdeeds,  but  that  did  not  furnish  eggs. 

Mr.  H.  E.  Moles  is  back  from  a  short  vacation 
at  Pine  Hurst,  N.  Carolina,  where  he  went  to  get  the 
chill  of  the  unusually  long  Canadian  winter  out  of 
his  system.  He  managed  to  make  several  new  golf 
records  while  down  there,  and  has  come  back  full  of 
new  zest  for  the  shoe  game,  which  he  thinks  under 
decent  conditions  is  the  greatest  on  earth. 

Mr.  Clayton  Hurlbut,  of  Preston,  is  back  after 
a  couple  of  weeks'  visit  across  the  line  in  search  of 
rest  and  ideas.  He  says  that  business  is  going  ahead 
so  fast  over  there,  that  they  are  beginning  to  be 
afraid  of  the  consequences.  He  thinks  Canada  is  go- 
ing ahead  on  a  much  safer  basis. 
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The  many  friends  of  Mr.  and  Mrs.  A.  W.  Rout- 
ledge  are  congratulating  them  on  the  new  arrival, 
Yalene  Margaret,  born  on  April  the  15th.  Mr. 
Koutledge  represents  the  Kaufman  Rubber  Co.  out 
West. 

Mr.  L.  McBride.  with  his  family,  of  Kitchener, 
has  returned  from  his  winter  holiday  in  California. 

Mr.  E.  P.  Garbett.  of  Picton.  Out.,  was  in  Tor- 
onto last  week. 

Mr.  Geo.  Cowling  is  covering  the  prairie  pro- 
vinces for  Getty  and  Scott,  of  Gait,  and  Scott- 
McHale.  of  London. 

Mr.  L.  \Y.  Johnston,  of  Talbot  Shoe  Co.  Ltd., 
has  been  at  the  King  Edward  Hotel,  Toronto,  with 
that  Company's  new  line  of  samples  for  fall. 

Mr.  J.  G.  Knott,  of  Getty  Scott  Co.  Ltd.,  has 
been  showing  his  samples  at  the  King  Edward  Hotel, 
Toronto. 


Polo  Team  Composed  of  Members  of  the  Beardmore  Family- 
Messrs.  C.  T.  Beardmore,  A.  O.  T.  Beardmore,  F.  N. 
Beardmore  and  A.  O.  Beardmore. 

Mr.  O.  W.  Chesley.  for  more  than  twenty-six 
years  in  the  King  St.  store  of  YVaterbury  and  Rising, 
in  St.  John.  X.B.,  has  severed  his  connection  with 
them  to  go  in  business  for  himself.  Mr.  Chesley,  has 
purchased  the  shoe  store  of  Mr.  M.  P.  Marshall,  in 
Middleton,  N.S. 

Mr.  Thomas  Wool  way,  for  twenty  years  pro- 
minent shoe  merchant  of  Stratford,  Ont..  died  recent- 
ly at  the  age  of  67.  The  deceased  is  survived  by  three 
brothers. 

Mr.  Hugh  Hennessey  has  opened  an  up-to-date 
-hoc  -tore  at  305  Bank  St.,  Ottawa. 

The  Toronto  retail  store  of  the  Natural  Tread 
Shoe  Co.,  on  Yonge  St.,  recently  staged  a  demon- 
stration week  and  formal  opening  at  which  Miss 
Toronto  displayed  Natural  Tread  Shoes  in  conjunc- 
tion with  lectures  by  Mr.  Y.  E.  Taplin. 


A  NOTE  OF  SYMPATHY. 

The  members  of  the  trade  will  join  us  in  ex- 
tending deepest  sympathy  to  Mr.  Geo.  C.  Lang,  Jr.,  of 
Lang  Tanning  Co..  Ltd..  Kitchener,  Ont.,  and  his 
wife,  in  the  -ad  lo^s  of  their  only  child,  Eleanor,  on 
April  20th.  The  baby  was  being  wheeled  by  her 
nurse,  when  they  were  struck  by  a  train  on  a  level 
crossing  and  both  were  killed. 


Fire  of  unknown  origin  recently  caused  some 
$5,000  damages  to  the  shoe  store  of  Mr.  L.  Walker, 
Kenilworth  Avenue,  Hamilton.  The  loss  is  partly 
covered  by  insurance. 

Mr.  Philias  Bell,  who  was  sentenced  to  three 
years'  imprisonment  in  connection  with  fraud  with 
regard  to  an  alleged  manufactured  leather  process, 
was  liberated  on  bail  recently  at  Montreal,  by  three 
judges  of  the  Court  of  Appeal.  Bell  was  convicted  in 
a  lower  court  of  obtaining  $100,000  through  misre- 
presentation with  regard  to  his  invention.  Bail  was 
set  at  $10,000. 

Messrs.  J.  W.  Hewetson  and  Son,  operating  shoe 
factories  in  Brampton  and  Acton,  are  conducting  a 
growing  business,  having  let  the  contract  for  the 
building  of  the  third  storey  to  their  Brampton  fac- 
tory to  Goldie  and  Co.  Work  has  already  begun  on 
the  job.  The  cost  is  estimated  at  between  $20,000 
and  $25,000. 

Mr.  W.  C.  Coloff,  president  of  the  Tillsonburg 
Shoe  Co.,  Tillsonburg,  Ont.,  has  an  up-to-date  radio 
broadcasting  station  at  his  residence. 

At  a  smoker  held  in  the  C.O.F.  Hall,  Preston,  re- 
cently, the  members  of  Hurlbuts  Football  Team, 
winners  of  last  year's  town  league,  were  presented 
with  the  medals. 

Mr.  F.  Hudson,  for  eight  years  Toronto  traveller 
with  Beal  Bros.,  is  now  connected  with  Adams  Bros. 
Limited,  of  Toronto. 

A  new  shoe  store  opened  on  67  Gottingen  St., 
Halifax,  N.S.  The  name  is  Rubin's  Shoe  Store.  This 
store  opened  in  the  third  week  in  March. 

Messrs.  Wallace  Brothers  recently  closed  their 
Spring  Garden  Branch  Store,  in  Halifax,  N.S. 

Easter  business  in  the  Maritimes  was  very  dull. 
The  weather  has  been  very  cold  and  stormy.  Ox- 
fords have  not  yet  started,  and  all  the  shoe  stores  in 
Halifax  report  business  very  cmiet,  and  only  spring 
weather  will  brighten  things  up.  Rubbers  are  the 
only  thing  they  are  selling.  All  Easter  week  was  very 
cold  and  heavy  snow,  and  there  was  very  little  Easter 
shopping  on  this  account. 

Shane's  Shoe  Store,  Yarmouth,  N.S.,  are  making 
a  change  in  their  business  name. 

Mr.  J.  H.  Gillespie,  of  the  Cash  Shoe  Store. 
Truro,  N.S.,  who  has  been  ill  for  five  weeks,  and 
who  was  confined  to  the  Victoria  General  Hospital, 
Halifax,  N.S.,  for  over  three  weeks  is  now  back  at 
his  store. 

Mr.  John  Tebbutt,  of  Three  Rivers,  made  a  fly- 
ing trip  to  Ontario  early  in  the  month,  taking  time 
to  talk  over  business  prospects  with  customers  and 
others.  Toronto  has  now  an  attraction  in  the  form 
of  a  grandson  which  accounts  for  a  couple  of  extra 
days  spent  in  the  "Queen  City". 


LIKE  A  LETTER  FROM  HOME. 

We  do  not  usually  give  space  to  the  nice 
things  said  about  the  SHOE  and  LEATHER 
JOURNAL,  but  this  is  so  short  and  to  the  point, 
that  we  quote  it.  A  Western  subscriber,  who 
has  been  taking  the  Journal  for  years  writes: 
Cil  can  assure  you  it  is  'like  a  letter  from  home' 
as  it  is  full  of  interest  from  end  to  end.  It  is 
with  pleasure  I  look  forward  for  the  copy  which 
has  the  'Stray  Shots  from  Solomon',  as  I  love  to 
read  these  notes  and  I  know  of  many  more  of 
my  friends  that  do  the  same." 
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April  Showers 

Watchmaker:  "Did  your  watch  stop  when  it 
dropped  on  the  floor?" 

Customer:  "Yes;  did  you  think  it  would 
go  through?" 

Cohen:  "Ikey,  what  for  you  go  up  dem 
shtairs  two  at  a  time?" 

Ikey:    "To  safe  my  shoes,  fader." 

Cohen:    "Dat's    right,    my    son;    but  look 

out  you  don't  shplit  your  pandts." 

*    *  * 

Stranger — "Rastus,  do  the  people  who  live 
across  the  road  from  you  keep  chickens?" 
Rastus — "Dey  keeps  some  of  'em,  sah." 


First  lady  (to  a  friend  who  has  just  ridden 
across  a  field  of  young  grass  to  ask  directions 
of  a  farmer):    "Did  he  tell  you  where  to  go?" 

Second  lady  (blushing  a  little) :  "Yes,  he  did — 
and  if  you  go  over  he'll  tell  you,  too." 

*  *  * 

The  clock  struck  8,  9,  and  then  9:30.  Still 
the  new  maid  did  not  get  up.  Reluctantly  the 
mistress  went  to  the  foot  of  the  stairs. 

"Mary,"  she  called,  "are  you  awake?" 

"Yes,"  answered  the  maid,  "why?" 

"John,  your  manners  are  awful!  I  noticed 
that  you  dusted  the  chair  at  Mrs.  Heep's  be- 
fore you  sat  down.  And  their  little  boy  was  watch- 
ing you,  too!" 

"Yes!  And  I  was  watching  him!  I  am  too 
old  a  fish  to  be  caught  on  a  bent  pin." 

Miss  Wiggs:  "Yes,  sir,  I  always  goes  to 
church  when  you  preaches." 

Vicar  (flattered):  "I  am  glad  to  hear  that, 
but  why  when  I  preach? — why  not  every  Sunday?" 

Miss  Wiggs:  "I'm  always  sure  of  getting  a 
good  seat  when  you  preaches,  sir!" 

*  *  * 

Hicks:  "What,  back  again  so  soon  from 
the  country?" 

Clinton:  "Yes." 

"But  I  thought  you  were  going  to  stay  two 
months  ?" 

"So  we  were,  but  we  had  to  come  back  to 
get  pure  milk  for  the  baby." 

*  *  * 

A  man  called  Smith  bought  a  business  through 
an  agent  as  a  going  concern.  After  six  months 
it  failed,  but  Smith  took  his  trouble  very  lightly. 
Meeting  the  agent  sometime  later,  he  said,  "Do 
you  remember  selling  me  a  business  as  a  going 
concern?"  "Yes,  of  course,  I  do,"  replied  the 
agent.    "Well,"  said  Smith,  "it's  gone." 


Two  gentlemen  were  uncertainly  flivvering 
their  way  home  from  a  party. 

"Bill,"  said  Henry,  "I  wancha  to  be  very 
careful.  Firs'  thing  y'  know  you'll  have  us  in 
a  ditch." 

"Me?"  said  Bill,  in  astonishment,  "why,  I 
thought  you  was  drivin'." 

*    *  * 

The  shoe  dealer  was  hiring  a  clerk.  "Suppose," 
he  said,  "a  lady  customer  were  to  remark  while 
you  were  trying  to  fit  her,  'Don't  you  think  one 
of  my  feet  is  bigger  than  the  other?'    What  would 


you  say 


"I  should  say,  'On  the  contrary,  madame, 
one  is  smaller  than  the  other'." 
"The  job  is  yours!" 

*  *  * 

"Yessuh,  I's  done  proved  dat  honesty  is  de 
best  policy  after  all." 

"How?"  demanded  his  friend. 

"You   remembers   dat   dawg   dat   I  took?" 

"Shore,  I  remembers." 

"Well,  suh,  I  tries  fo'  two  whole  days  to  sell 
dat  dawg  and  nobody  offers  more'n  a  dollah.  So, 
ike  an  honest  man,  I  goes  to  de  lady  dat  owned 
him  an'  she  gives  me  $3.50." 

*  *  * 

A  little  chap  was  offered  a  chance  to  spend 
a  week  in  the  country,  but  refused.  Coaxing, 
pleading,  arguing,  promising  of  untold  wonders, 
alike  brought  from  him  nothing  but  the  stub- 
born ultimatum:    "No  country  for  me!" 

"But   why   not?"    some   one   asked  finally. 

"Because,"  he  responded,  "they  have  thrashin' 
machines  down  there,  an'  it's  bad  enough  here 
where  it's  done  by  hand." 

*  *  * 

Bessie  had  just  received  a  bright  new  dime 
and  was  starting  out  to  invest  it  in  an  ice  cream 
soda. 

"Why  don't  you  give  your  money  to  the  miss- 
ionaries?" asked  the  minister,  who  was  calling 
at  the  house. 

"I  thought  about  that,"  said  Bessie,  "but 
I  think  I  will  buy  the  ice  cream  soda  and  let  the 
confectioner  give  the  money  to  the  missionaries." 

*  *  * 

A  case  in  which  Smith,  the  eminent  lawyer, 
was  employed,  came  up  for  a  hearing  late  in  the 
afternoon,  and  Smith  asked  the  judge  to  allow  it 
to  go  over  until  the  following  day.  "I  have  been 
speaking  all  day  in  another  court,"  he  said,  "and 
I'm  rather  exhausted."    His  request  was  granted. 

The  clerk  called  the  next  case,  and  a  young 
attorney  arose,  who,  for  some  reason,  did  not 
want  his  case  to  be  tried  at  that  time.  He  also 
asked  that  his  case  be  postponed. 

"Why?"  asked  the  judge. 

"May  it  please  your  honor,"stated  the  young 
lawyer,  "I,  too,  am  in  a  state  of  exhaustion,  for 
I  have  been  listening  all  day  to  Mr.  Smith." 
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Moving  Announcement 

We  wish  to  announce  to  the  trade 
that  after  May  1st  we  will  be  locat- 
ed in  our  new  offices  and  warehouse 
at  79  Front  St.,  E.,  where  we  will 
have  better  facilities  to  handle  our 
increasing  trade.  We  also  wish  to 
extend  a  hearty  invitation  to  the 
trade  to  call  and  look  over  our  new 
lines  of  stock. 


Edwards  &  Edwards  Limited 

Head  Office  Tanneries 
27  Front  St.  E.,  Toronto  Woodbridge,  Ontario 

Ontario  Representative,  Fred  Dufton,  Kitchener 

Quebec    and   Maritime    Provinces    Represented  by 
John  McEntyre,  Limited,  Montreal,  Quebec 


Mention  "Shot-  ami  Leather  Journal"  when  writing  an  advertiser 
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The  Parisian  Boot  Shop,  2679  St.  Hubert  St., 
Montreal,  which  was  formerly  owned  and  operated 
by  Mr.  I.  Steinman,  has  now  been  sold  to  Mr.  J.  I. 
Lagace,  Avho  intends  continuing  the  business  on  a 
much  larger  scale  than  his  predecessor.  He  intends, 
at  a  later  date,  to  handle  leather  goods,  such  as 
trunks,  purses,  etc.  He  also  will  open  a  special 
hosiery  department  for  ladies  and  gentlemen.  Mr. 
S.  Theoret,  formerly  with  Mr.  Steinman,  has  been  re- 
engaged as  Manager  and  Buyer  for  this  retail  shoe 
house. 

Mr.  William  McLean  has  recently  joined  the  sell- 
ing organization  of  the  Hannahsons  Shoe  Co.,  of 
Haverhill,  Mass.,  and  is  representing  them  in  Man- 
itoba, Saskatchewan,  Alberta,  and  British  Columbia. 
Mr.  McLean  is  well  known  in  the  western  territory, 
having  covered  this  section  for  many  years  with  high 
grade  Canadian  lines.  He  knows  and  enjoys  the 
friendship  of  many  Canadian  merchants. 

Mr.  J.  Alex  Silver,  Shoe  Retailer,  of  Lunenburg, 
N.S.,  was  visiting  his  daughter  in  Liverpool,  N.S., 
recently. 

Mr.  L.  Levy,  of  the  Canadian  Shoe  Findings 
Novelty  Co.,  of  Toronto,  recently  visited  St.  Cath- 
arines and  other  points  in  the  interests  of  his  busi- 
ness. 

The  Tillsonburg  Shoe  Co.  Limited,  of  Tillson- 
burg,  Ontario,  has  awarded  the  contract  for  the  en- 
largement of  its  plant  to  Mr.  Stephen  Scott.  Work 
will  start  at  once. 

It  is  doubtful  if  ever  more  interest  has  been  ma- 
nifested in  a  money  by-law  than  the  one  recently 
voted  out  in  Tillsonburg,  granting  concessions  to  the 
Norfolk  Shoe  Co.  Limited,  now  located  in  Simcoe. 
The  town  guarantees  the  company's  bonds  for  $40,- 
000  with  free  taxation  for  ten  years,  except  school 
taxes,  and  provides  $2,500  toward  a  site  on  which 
to  erect  a  modern  factory  100  by  40,  three  storeys  in 
height,  with  all  modern  equipment  and  machinery, 
to  cost  in  the  neighbourhood  of  $60,000  capable  of 
providing  1,000  pairs  of  ladies'  and  children's  shoes 
per  day.  The  Company  agrees  to  employ  50  hands 
the  first  six  months,  75  in  a  year  and  100  at  the  end 
of  two  years,  with  a  $60,000  payroll  the  first  two 
years  and  $100,000  the  third  year.  Mr.  L.  C.  Van- 
geel,  who  is  manager  of  the  Norfolk  Shoe  Company, 
Limited,  is  also  sales  manager  of  the  Tillsonburg 
Shoe  Company. 


Mr.  J.  H.  McGee,  well  known  to  the  shoe  trade 
in  all  parts  of  Canada,  is  now  representing  the  Perth 
Shoe  Co.,  in  Ontario.  Mr.  McGee  has  had  a  number 
of  years'  experience  both  as  a  traveller  and  buyer  in 
several  large  retail  stores. 


DEMONSTRATING  ARCH  DEFENDER  SHOES. 

We  reproduce  herewith  a  very  effective  window 
display  demonstrating  Arch  Defender  Shoes  put  on 
by  Mark  Mundy,  the  well  known  shoe  man  of  Gait., 
Ont.  The  whole  combined  such  taste  of  arrangement 
with  definiteness  of  detail  that  the  window  told  its 
story  clearly  to  the  hundreds  who  stopped  to  learn 
the/  reason  for  the  skilful  combination  of  anatomy 
with  shoe  art. 

Hitherto  window  displays  featuring  appliances 
to  be  used  with  the  ordinary  shoes  to  correct  irregu- 
larities of  the  feet,  especially  in  the  arch,  have  been 
more  or  less  common.  In  this  particular  case  the 
construction  of  the  shoe  as  well  as  that  of  the  foot 
was  placed  in  the  spotlight  and  the  spectator  had  an 
opportunity  of  seeing  how  much  more  effective  a 
properly  constructed  shoe  is  than  mere  temporary 
expedients.  In  this  new  shoe  construction  there  are 
two  principles  followed,  the  rigid  shank  under  the 
foot  arch  and  the  flexible  shank  allowing  the  foot  the 
same  freedom  as  if  bare.  But  a  combination  of  the 
rigid  and  the  flexible  method  is  found  in  one  shoe 
which  has  a  spring  steel  support  inside  the  sole  ex- 
tending from  the  heel  to  just  beneath  the  scaphoid 
bone,  supporting  it  and  the  metatarsal  bones  of  the 
foot.  The  virtue  of  this  is  that  it  allows  the  foot 
arch  full  flexibility  of  movement,  while  acting  as  a 
support  at  the  proper  point. 

The  success  of  the  Gait  display  is  leading  to  sim- 
ilar efforts  in  other  towns.  Dealers  are  beginning 
to  realize  that  there  is  more  profit  and  satisfaction 
in  selling  specialties  of  this  kind  than  in  allowing 
themselves  to  be  carried  away  with  style  fads  and  so 
forth.  Those  who  have  been  giving  special  attention 
to  corrective  or  comfort  shoes  claim  that  there  has 
been  a  steady  growth  in  the  demand  and  people  who 
want  this  class  of  shoe  never  quarrel  about  prices. 
More  than  that,  they  do  a  lot  of  personal  advertising 
and  persuade  their  friends  to  share  their  foot  com- 
fort. 


Window  of  Mundy's  Shoe  Store 
Gait,  Ont. 
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SHOE  MACHINERY.  FINDINGS 
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Largest   Shoe   Factory  Supply   House  In  Canada 


MAIN  OFFICEl 


154  Notre  Dame  St.  W. 
MONTREAL 


FACTORY  AND  BRANCH  I 

77  ONTARIO  ST.  S. 
KITCHENER.  ONT. 


BRANCH  I 

"6  5  ST.  VAL1ER  STREET 
QUEBEC 


WHY  IS  BUSINESS  GOOD? 


We  can't  say,  but  the  fact  remains 
our  Business  is  Good! 

Each  month  this  year  has  been  better 
than  the  corresponding  month  of  1922. 
Why? 

The  only  answer  of  which  we  can 
think  is: — 

"A  Service  that  puts  the  goods  you 
want  in  your  factory  when  you  need 
them  is  the  greatest  single  factor 
in  successful  Shoemaking  under  pre- 
sent conditions." 

WE  SUPPLY  THAT  SERVICE. 

Our  Montreal  office  telephones  have 
been  overtaxed  so  we  have  arranged 
for  consecutive  numbers,  only  one 
of   which   will    be  listed. 

MAIN  4644 

Will  reach  us  at  any  time. 


Mcdowell  &  Lincoln 

LIMITED 

formerly 

INTERNATIONAL  SUPPLY  CO. 


Mr.  Len.  Hutchinson,  representing  the  Kaufman 
Rubber  Co.,  was  in  Kitchener  last  week. 

Mr.  Wilfrid  Gagnon,  general  manager  of  Aird  & 
Son,  Reg.,  Montreal,  accompanied  by  his  superinten- 
dent, Mr.  McBeth,  spent  some  time  recently  in  New 
York  on  business  in  the  interests  of  his  firm. 

Mr.  E.  L.  Turgeon,  of  the  Eastern  Shoe  Co.,  Ltd., 
Montreal,  called  upon  the  trade  in  Toronto,  Hamil- 
ton, and  London  recently. 

Mr.  Albert  Tetrault,  Mr.  P.  A.  Doig  and  Mr. 
Oliver  Tetrault,  of  the  Tetrault  Shoe  Manufacturing 
Co.,  Limited,  Montreal,  have  just  returned  from  a 
business  trip  to  Boston  and  New  York  in  the  in- 
terests of  their  firm. 

Mr.  Chas.  Betournay,  of  J.  A.  McCaughan  & 
Son,  Montreal,  is  at  present  calling  upon  the  trade  in 
the  Maritime  Provinces.  To  "Charlie's"  many  Mari- 
time friends,  his  ever  welcome  smile  will  perhaps 
make  up,  to  some  extent,  for  the  absence  of  the  long 
looked  for  Spring  days. 

Mr.  H.  Frechette,  sales  manager  of  the  Canadian 
Footwear  Co.,  Limited,  Montreal,  has  recently  been 
calling-  on  the  trade  in  Toronto. 


CAPITALIZATION  OF  $100,000. 

The  Colonial  Mfg.  Co.  Limited,  Toronto,  is  in- 
corporated with  a  capital  of  $100,000,  and  the  follow- 
ing officers  elected:  D.  Sussman,  President,  J.  C. 
Ecclestone,  Vice-President.  S.  Baker,  Treasurer, 
Miss  McGee,  Secretary.  They  have  been  manufac- 
turing spats  and  over-gaiters  for  the  past  three 


Mr.  D.  Sussman 

years,  and  have  just  lately  been  formed  into  a  Limited 
Company  to  manufacture  their  former  lines  and  in 
addition  a  complete  line  of  women's,  misses',  and 
children's  boudoir  also  men's  and  youths'  soft  sole 
slippers  in  leather  and  felts.  A  complete  line  is  now 
being  shown  to  the  trade  by  their  representatives 
in  all  parts  of  Canada. 
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ENLARGING  RUBBER  FACTORY. 

The  Columbus  Rubber  Co.,  of  Montreal,  Limited, 
manufacturers  of  rubber  footwear,  have  let  contracts 
and  started  work  on  a  three-storey  addition  to  their 
plant,  which  will  give  them  some  15,000  square  feet 
more  space.  It  will  be  used  for  manufacturing  and 
warehouse  purposes  and  will  increase  their  capacity 
about  20%.  They  expect  to  be  fully  installed  about 
July  1st. 

RETURNED  FROM  SOUTH. 

Chas.  E.  Fice,  who,  with  Mrs.  Fice,  spent  sev- 
eral weeks  of  our  "Christmas-Easter"  in  the  "sunny 
south",  has  returned  and  is  on  his  native  heath.  He 
visited  a  number  of  the  large  American  centres  on 
his  way  back,  and  was  into  some  of  the  largest  shoe 
establishments  sizing  up  the  situation.  He  says  that 
while  the  style  craze  is  more  than  ever  a  feature  of 
the  retail  shoe  business,  the  best  and  busiest  retailers 
admit  that  they  are  pushing  conservative  profitable 
lines,  which  have  begun  to  sell  well. 

MURRAY   SHOE   COMPANY'S  CONTEST. 

The  Murray  Shoe  Co.,  Ltd.,  of  London,  recently 
put  on  an  interesting  essay  competition,  in  which 
shoe  men  were  asked  to  state  the  advantages  of  the 
in-stock  service  which  has  become  such  a  feature  in 
the  merchandising  of  shoes  during  recent  years.  A 
large  number  of  entries  were  received  from  all  parts 
of  Canada,  the  results  of  which  are  published  on 
pages  8  and  9  of  this  issue  of  the  Shoe  and  Leather 
Journal.  Aside  from  the  points  brought  out  in  the 
essays,  it  is  interesting  to  note  that  the  first  prize 
went  to  Quebec,  second  to  Peterborough,  Ont.,  and 


The  Beardmore  family  has  always  been  prominent  in 
members  of  the  family  played  a  leading  part  in  the  rece 
W.  Beardmore  is  master  of  the  Fox  Hounds.  Above  are 
N.  Beardmore  in  "Hunting  Pink". 


third  to  Albert,  Saskatchewan.  The  other  prize 
winners  were  scattered  through  the  country  from 
Nova  Scotia  to  Manitoba.  The  three  major  prizes 
were  awarded  to  Messrs.  G.  D.  Humphrey,  Quebec 
City,  Archie  B.  Zacks,  Peterborough,  Ont.,  and  S.  H. 
Ingram,  Albert,  Sask. 

BLACHFORD  SHOE  MFG.  CO.  LTD. 

The  Blachford  Shoe  Mfg.  Co.  Ltd.,  of  Toronto, 
have  embodied  quite  a  strong  line  of  mannish 
effects  in  their  shoes  for  the  fall.  They  are  showing 
an  attractive  line  of  extension  soles,  with  white 
stitching,  in  both  single  and  double  rows,  and  other 
novel  sole  effects.  The  range  shows  a  tendency  tow- 
ards smartness  and  "pep",  while  avoiding  the  type 
of  shoe  that  causes  serious  depreciation  in  stocks. 


J.    A.    McCAUGHAN    &  SON. 

The  firm  of  J.  A.  McCaughan  &  Son,  Montreal, 
have  been  put  to  considerable  inconvenience  by  a 
rumour  Avhich  got  abroad  in  the  trade  confusing 
their  name  with  that  of  another  Montreal  shoe 
manufacturing  concern  of  somewhat  similar  name 
recently  reported  to  be  in  financial  difficulty.  This 
report  has  no  connection  with  their  firm,  whatever, 
and  they  announce  that  on  the  other  hand  things 
with  them  are  "getting  better  and  better". 


any  activities  that  centred  about  horses  or  horsemanship.  The 
it  Circus  put  on  by  the  Toronto  Hunt  Club,  in  which  Mr.  George 
photographs  of  Mr.  George  W.  Beardmore,  M.  F.  H.,  and  Mr.  Fred 
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Shoe  Specialists,  white 
canvas  shoes  and 
felt  footwear 

Representatives  of  the  Colum- 
bus Rubber  Co.,  Limited, 
Montreal,  P.Q.,  handling  their 
complete  line  of  RUBBER 
FOOTWEAR  AND  OUTING 
SHOES. 


'The  Model-Kraft  Shoe" 

FOR  MEN  AND  BOYS 

A  strong  popularity  built  on  long  wearing 
qualities  and  solid  comfort,  that  makes  selling 
easy,  and  builds  worthwhile  business. 


"The  Walk-Kraft  Shoe 

FOR  WOMEN  AND  GIRLS 

This  line  is  unsurpassed  for  quality,  comfort 
and  style.  Built  for  service  yet  giving  that 
dressy  look  that  appeals  so  much  to  women. 


Always  Lasting  Wear 
in  Every  Pair 

Order  now,  prompt  and  efficient 
deliveries. 

Watch  for  our  Traveller's  next 
call. 


Wm.  Cook  Shoe  Company 


HIGGINS  BUILDING 


MONCTON,  N.  B. 


Hydro    Solid    Leather  Shoes 
A  Reputation  That  Pulls  Sales 

Hydro  Shoes  have  won  an  enviable  reputation 
throughout  the  trade. 

Made  of  highly  selected  materials  by  skilled 
mechanics  they  meet  the  demand  for  strong, 
durable,  everyday  shoes.  Their  ability  to 
stand  the  hard  usage,  which  most  boots  are 
subject  to,  has  created  a  favorable  impression 
on  people  everywhere,  resulting  in  many  pro- 
fitable sales  for  the  dealer.  Send  us  your  order 
to-day. 

We  can  make  prompt  shipments  for  Western 
Ontario  customers  from  342  Richmond  St., 
J  .ondon,  Ontario. 

Hydro   City   Shoe  Manufacturers  Limited 


Kitchener 


Ontario 
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FREIGHT  CLASSIFICATION. 

Official  announcement  has  just  been  received  by- 
Mr.  S.  Roy  Weaver,  Manager  of  the  Shoe  Manufac- 
turers' Association  of  Canada  and  the  Shoe  Whole- 
salers' Association  of  Canada,  that  the  Associations, 
together  with  the  National  Retailers'  Association, 
have  been  successful  in  opposing  the  proposed  change 
in  freight  rates  on  boots  and  shoes. 

The  railways  had  proposed  an  increase  in  freight 
rates  of  50%  on  shipments  of  boots  and  shoes  in  con- 
tainers other  than  wooden  boxes  with  metal  straps. 
This  would  have  meant  an  increase  in  freight  on 
most  shipments  of  boots  and  shoes,  as  fibre  cases  are 
in  general  use. 

At  the  time  of  the  Convention  in  Montreal  in 
January,  the  management  organized  a  deputation  of 
manufacturers,  wholesalers  and  retailers,  which  met 
with  the  Freight  Classification  Committee,  and  ex- 
plained the  advantages  of  fibre  containers,  and  op- 
posed the  new  classification  proposals. 

The  Manager,  Mr.  Weaver,  has  just  received 
official  advice  that  as  a  result  of  representations 
which  were  made  at  the  meeting,  the  Classification 
Committee  has  agreed  to  continue  first  class  rating 
on  boots  and  shoes  in  either  fibre  or  wooden  shipping 
cases. 

The  Shoe  Manufacturers'  Association  and  the 
Shoe  Wholesalers'  Association  have  been  asked  to 
urge  upon  manufacturers  and  wholesalers  the  im- 


portance of  using  sealing  strips  printed  with  the 
name  of  the  shipper,  as  an  aid  to  reducing  pilferage 
claims. 

The  Classification  Committee  also  has  complied 
with  the  request  that  the  present  car  load  lot  min- 
imum of  20,000  pounds  be  continued  instead  of  the 
minimum  being  increased  to  24,000  pounds  as  was 
proposed. 

The  Committee  refused  to  allow  a  lower  min- 
imum weight  than  20,000  pounds  on  shipments  of 
Felt  Footwear  in  view  of  the  low  rates  on  that  com- 
modity, but  the  Associations'  representations  have 
prevented  an  increase  of  the  car  load  lot  minimum 
to  24,000  pounds  as  had  been  proposed. 

The  decision  of  the  Committee  is  of  very  great 
importance  to  all  branches  of  the  shoe  trade  as  the 
increases  which  were  proposed  would  have  involved 
very  considerable  increase  in  transportation  costs. 

The  successful  outcome  of  these  negotiations  is 
an  example  of  what  can  be  accomplished  by  associa- 
tion work,  and  particularly  by  co-operation  of  the 
several  branches  of  the  trade,  as  this  was  the  first 
time  that  the  manufacturers,  wholesalers  and  re- 
tailers had  united  in  anything  of  this  kind. 


Dave  Sussman,  of  the  Colonial  Mfg.  Co.,  Tor- 
onto, has  gone  abroad  on  a  buying  trip  and  will  be 
absent  several  weeks. 


HALF  A  CENTURY  OF  PROGRESS. 


The  accompanying  engravings  illust- 
rate to  some  extent  the  remarkable  de- 
velopment of  the  Lang  Tanning  Co's 
business  since  1873,  when  the  first  pic- 
ture was  taken. 

The  business  was  founded  by  the 
late  R.  Lang,  who  associated  his  sons 
with  him  in  the  establishment,  as  soon 
as  they  were  able  to  take  hold.  For 
many  years,  the  name  R.  Lang  and  Sons 
was  associated  with  high,  quality  in  har- 
ness leather,  as  the  name  of  the  Lang 
Tanning  Co.  has  been  more  recently 
with  the  production  of  high  class  sole. 

Recent  additions  have  been  made  to 


the  plant,  which  will  almost  double  the 


capacity  and  in  connection  with  the  sole 
leather  division,  a  cut  sole  department 
has  been  organized  which  is  one  of  the 
most  complete  on  the  continent.  It  is 
equipped  with  machines  for  cutting  the 
stock  first  of  all  into  strips,  and  then 
others  die  out  the  soles  automatically  at 
a  rate  and  with  a  precision  that  is  more 
than  human. 

The  advantages  afforded  to  the  shoe 
manufacturer  are  numerous.  He  is  able 
not  only  to  procure  stock  of  uniform 
weight  and  tannage,  but  he  is  able  to 
estimate  exactly  what  his  sole  stock 
costs  for  every  shoe. 

Later  on  we  expect  to  give  a  fuller 
description  of  this  new  department  of 
the  Lang  business. 
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Always  Offering  Better  Values 

The  equal  of  our  shoes  are  never  to  be 
found  without  paying  a  higher  price.  It 
is  because  we  concentrate  on  a  limited 
number  of  lines  of  unlimited  demand, 
and  make  each  one  up  to  an  unsur- 
passed value  standard. 

YOU   WILL  WELCOME  THE  WIN- 
NERS  WE  ARE  OFFERING  FOR 
THE  COMING  SEASON 


A.  A.  COTE  (Si  SON,  Limited 

St.  Hyacinthe,  Que. 


NO  FRIENDS  LIKE  OLD  FRIENDS 

WHITTEMORE'S  SHOE  POLISHES— what  memories  of  delightful  business  relations  the 
very  mention  of  this  world-famous  trade  name  recalls! 

Popular  throughout  all  the  countries  of  the  globe,  Canada  has  always  bought  WHITTE- 
MORE'S SHOE  1'OLISHES  in  goodly  quantities,  and  the  demand  is  growing.  Keen  busi- 
ness competition  these  days  eliminates  all  but  those  lines  of  merchandise  whose  merit  and 
price  have  been  proven  absolutely  right  by  the  test  of  time. 

The  stvles  for  the  coining  season  are  exceedingly  numerous  and  colors  are  used  in  dazzling 
arrav.    WHITTEMORE'S  line  is  complete.     It  covers  your  every  requirement.    Here  are  a 

few : 

"Sl'EDEDEXE"  is  a  very  fine  powder  containing  no  grit.  Put  up  in  every  color  or  shade,  for 
instance  light  gray,  beige,  silver,  otter,  manday,  etc.  Also  "CHIC"  Liquid  Suede  Dressing  for 
those  who  prefer  a  liquid. 

"CLE AN  ALL",  the  perfect  and  safe  cleaner  for  silk  and  satin  slippers.    Will  not  burn  or  ex- 
plode. 

"SHUCLEAN",  cleans  and  whitens  all  weights  and  kinds  of  white  kid  leather.  Will  not  burn 
or  explode. 

"BOSTON"  I  AX  CREAM",  scientifically  made  so  that  one  application  cleans  and  polishes  the 
h  at  her.    Put  up  in  every  shade  and  color. 

Write  for  complete  catalogue.  WHITTEMORE'S  is  just 
as  good   now   as    when  you   placed  that   last  order! 


Whittemore  Bros. 


Cambridge,  Mass.,  U.  S.  A. 
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NATIONAL  EXHIBITION. 

That  the  exhibitors  of  last  year  feel  that  their 
efforts  were  worth  while  is  evidenced  by  the  fact  that 
preparations  are  already  being  made  for  a  bigger  dis- 
play this  year  at  the  Canadian  National  Exhibition. 
The  following  letter  has  been  sent  out  by  Mr.  S.  Roy 
Weaver : — 

"The  second  annual  exhibition  of  Canadian 
made  shoes  and  allied  products  will  be  held  this  year 
at  the  Canadian  National  Exhibition,  Toronto,  Aug. 
25— Sept.  8  At  a  meeting  held  on  April  16  of  re- 
presentatives of  the  firms  which  exhibited  last  year, 
it  was  decided  unanimously  to  develop  a  still  bigger 
and  better  display  this  year. 

"The  meeting  decided  that  the  surplus  from  last 
year,  consisting  of  $550,  should  be  held  as  an  Exhibi- 
tion Fund,  and  used  for  publicity  and  other  purposes 
in  connection  with  this  year's  display.  The  exhibit 
will  be  in  the  same  place — second  floor  of  the  big 
Coliseum,  but  we  are  hoping  to  be  able  to  get  a 
larger  space.  The  Assistant  Manager  of  the  C.N.E. 
attended  the  meeting,  informed  us  emphatically  that 
absolutely  no  other  space  was  obtainable,  and  stated 
that  if  we  were  not  entirely  satisfied  with  such  loca- 
tion, there  were  many  other  applicants  waiting  for  it. 
He  added  that  ventilation  of  the  Coliseum  had  been 
much  improved  and  other  betterments  made.  The 
meeting  decided,  therefore,  to  make  the  best  possible 
display  in  the  same  location  as  last  year. 

The  general  character  of  the  display  will  be  sim- 
ilar to  that  of  last  year.  Already  we  have  had  applic- 
ations for  30  booths.  Some  exhibitors  are  taking 
double  last  year's  space.  The  available  space  is 
limited  and  applications  should  be  made  at  once.  The 
charge  will  include  space  rental,  construction  and 
equipment  of  booths,  signs,  furniture,  rug,  electric 
lighting  and  palms  or  ferns.  Exhibitors  wishing  to 
use  show  cases  will  be  required  to  rent  cases  through 
the  Association  on  the  same  plan  as  last  year,  in 
order  to  ensure  uniformity.  Only  Canadian-made 
goods  can  be  exhibited. 

"This  display  offers  the  biggest  advertising  value 
of  which  we  have  any  knowledge.  United  States  and 
British  firms  have  recog'nized  the  value  of  such  dis- 
plays and  no  less  than  four  British  shoe  manufac- 
turing firms  will  have  exhibits  at  the  C.N.E.  this 
year.  Let  us  get  together  in  a  big  display  which  will 
demonstrate  to  the  public  and  the  trade  that  Can- 
adian-made footwear  is  unsurpassed.  A  cordial  in- 
vitation is  extended  to  Allied  Trades  to  join  with  us. 

"Yours  for  Better  Shoe  Business." 
The   following  firms  have  already  applied  for 
space  : — 

W.  B.  Hamilton  Shoe  Co.,  Limited,  The  Walker 
Parker  Co.  Ltd.,  Owens-Elmes  Manufacturing  Co., 
Ltd.,  The  Hurlbut  Co.,  Limited,  2  booths,  A.  R. 
Clarke  &  Co.,  Ltd.,  Beardmore  &  Co.,  at  least  2  and 
probably  4  booths,  LTnitecl  Shoe  Machinery  Co.,  of 
Canada,  Limited,  2  booths,  Williams  Shoe  Limited,  2 
booths,  Weston  Shoe  Co.,  MacFarlane  Shoe,  Ltd.,  2 
booths,  Miner  Rubber  Co.,  Ltd.,  2  booths,  Smardon 
Shoe  Co.,  Ltd.,  Blachford  Shoe  Mfg.,  Co.,  Ltd.,  2 
booths,  Chas.  A.  Ahrens,  Ltd.,  Scott,  McHale,  Lim- 
ited, Defender  Shoe  Co.,  Getty  &  Scott,  Ltd.,  Talbot 
Shoe  Co.,  Ltd. 

Others  intend  to  take  space  for  this  exhibition. 
These  were  all  applied  for  either  at  the  meeting  in 
Toronto  or  have  been  applied  for  as  a  result  of  the 


Association  Manager's  letter  calling  the  meeting. 

The  Association  management  is  going  ahead 
with  arrangements  on  a  much  bigger  scale  than  last 
year.  They  are  counting  on  the  Allied  Trades  to 
join  with  them  in  making  this  a  really  worthwhile 
display. 


THE  THIRD  GENERATION, 

Mr.  W.  D.  Griffiths,  of  Barrie,  who  was  recently 
elected  one  of  the  Directors  of  the  W.  B.  Hamilton 
Shoe  Co.,  and  is  to-day  one  of  the  leading  salesmen 
of  this  company  inherits  his  selling  ability,  being  the 
third  generation  of  Griffiths  to  represent  the  W.  B. 
Hamilton  Shoe  Co.,  both  his  father  and  grandfather 
having  been  leading  salesmen  for  the  same  house 
and  on  the  same  territory. 


Mr.  W.  D.  Griffiths  is  one  of  the  most  popular 
shoe  salesmen  in  Northern  Ontario,  having  an  out- 
standing personality.  He  is  a  thorough  shoe  man 
knowing  the  business  from  A  to  Z,  and  his  sales  for 
the  last  several  years  have  headed  the  lists  of  the 
Company's  salesmen. 


OWENS-ELMES  MFC  CO.  LTD. 

After  manufacturing  turn  shoes  of  high  quality 
for  a  number  of  years,  Owens-Elmes  Mfg.  Co.  Ltd., 
equipped  early  this  year  for  the  manufacture  of  wo- 
men's goodyear  welt  shoes.  For  some  time  now 
they  have  been  running  the  new  line  and  have 
been  busy  on  spring  and  summer  shoes 
covering  a  range  of  oxfords  and  straps  in  various 
colors  and  patterns  and  embodying  the  newest  ideas 
in  women's  shoes.  Their  turn  shoes  include  a  var- 
iety of  straps,  ties  and  Egyptian  sandals  in  keeping 
with  the  standards  of  the  firm. 

Mr.  C.  L.  Owens,  who  naturally  takes  consider- 
able pride  in  the  improved  layout,  feels  that  progress 
has  been  quite  satisfactory  and  the  outlook  promis- 
ing. A  small  fire  in  the  same  building  was  reported 
as  having  done  some  damage  to  the  Owens-Elmes' 
plant.  This  report,  like  that  of  Mark  Twain's  death, 
was  not  only  premature,  but  quite  untrue,  as  their 
factory  was  not  affected  by  the  fire,  which  in  itself 
was  quite  small. 
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SCOTT    McHALE  LTD. 

Mr.  A.  Orendorff,  of  Scott  McHale  Ltd.,  has 
been  showing  their  range  of  samples  at  the  King 
Edward  Hotel.  Toronto.  In  addition  to  their  re- 
gular line  of  shoes,  embodying  the  newest  styles  for 
men.  thev  are  featuring  the  Clifton  in  brown  calf 
and  Scotch  grain,  and  sports  oxfords  with  crepe  sole. 
On  lasts  of  English  type  they  are  showing  the  Fal- 
kirk and  Norwich,  embodying  the  characteristic  ap- 
pearance and  quality  attributed  to  the  higher  types 
of  British  shoes. 


WELL    KNOWN    WESTERNER  PASSES. 

Mr.  Harley  Henry,  of  Saskatoon,  one  of  the  best 
known  shoe  men  of  the  West,  passed  away  suddenly 
at  his  home  last  week.  Mr.  Henry  was  the  Western 
representative  of  Kaufman  Rubber  Co.,  previous  to 
establishing  his  wholesale  business  in  Saskatoon.  He 


was  well  liked  by  the  trade  and  thoroughly  appre- 
ciated for  his  sterling  qualities  and  general  bonhomie. 
Though  a  comparatively  young  man  and  but  a  few 
years  established  in  business  he  built  up  a  wide  con- 
nection especially  in  the  Province  of  Saskatchewan. 


PEARSON  SHOE  CO.  GROWS. 

Starting  up  a  little  over  a  year  ago,  the  H.  W. 
Pearson  Shoe  Co.  Ltd.,  of  Toronto,  report  a  year 
that  has  been  quite  satisfactory  in  spite  of  the  diffi- 
cult conditions  pervading  the  shoe  business.  A 
couple  of  months  ago  they  found  it  necessary  to 
move  to  larger  quarters  at  84  Wellington  St.  West, 
where  they  have  better  facilities  for  handling  busi- 
ness. Recently  they  increased  their  sales  force  to 
seven.  Mr.  G.  \Y.  Fraser  is  assisting  Mr.  Fred  Foley 
in  Western  Ontario.  Mr.  J.  M.  Kennedy  is  covering 
Northern  Ontario.  Mr.  R.  M.  Drysdale  is  represent- 
ing them  in  Ottawa  City  and  the  valley. 


Mr.  H.  J.  Timson,  of  West  Lome,  has  sold  his 
shoe  business  to  Mr.  J.  H.  Gammon. 

Mr.  K.  R.  McBride.  of  J.  J.  Haines,  Belleville,  re- 
cently paid  a  short  visit  to  Montreal. 
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New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch — 335  Craig  St.  W.  Montreal 
Factory — Wilmington,  Del.,  U.  S.  A. 
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MR,   W.   G.  NICHOLSON. 

Mr.  W.  G.  Nicholson,  commonly  known  as 
"Dick"  is  one  of  the  banner  salesmen  of  the  W.  B. 
Hamilton  Shoe  Co.  He  started  with  this  house  as 
message  boy  some  years  ago,  and  through  hard  work 


and  sterling  ability  worked  up  through  the  ware- 
house and  on  the  road  and  is  taking  care  of  the 
Company's  interests  in  the  City  of  Toronto.  If  you 
don't  know  what  a  good  line  the  new  "MODEL 
SHOE"  is,  ask  "Dick"  Nicholson. 


TEXELECT. 

J.  Einstein,  Limited,  Montreal,  are  creating 
much  interest  among  manufacturers  of  white  foot- 
wear with  their  white  shoe  fabric  known  by  the  dis- 
tinctive name  of  "Texelect" — the  select  textile.  This 
fabric  they  announce  as  a  successor  to  their  famous 
Beechtex,  being  the  outcome  of  successful  efforts 
in  improving  the  already  high  standard  of  that  well 
known  material.  "Texelect",  due  to  special  methods 
of  manufacture,  is  moisture  proof  and  non  shrinkable, 
easily  cleaned  and  drys  quickly.  It  is  of  a  remark- 
ably close  weave  and  the  purest  white.  The  merit 
and  value  of  this  cloth  is  evidenced  by  the  fact  that 
of  the  many  manufacturers  who  adopted  it  during  the 
first  year.it  was  on  the  market,  all  have  re-ordered, 
and  many  other  manufacturers  have  since  then  been 
added  to  the  list  of   satisfied  users. 


One  of  Rumpel's  New  Sign  Boards. 
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Introducing 


Griffin 
SATIN  RLEEN 


Renews  the  Lrtistre 

A  cleanser  and  renewer  which 
thoroughly  cleans  and  revives 
the  lustre  of  satin  shoes.  Will 
not  injure  the  fabric. 

Backed  by  the  Griffin  Guar- 
antee of  Quality. 


Sold  by  all  Jobbers 


Carried  in  stock  by 
CANADIAN-SHOES-FINDINGS-NOVELTY  CO. 
Toronto  and  Montreal 
KILGOUR- RIMER  CO.  LIMITED,  Winnipeg 
D.  D.  HAWTHORNE  &  CO.,  Toronto 

Canadian  Distributors: 
SHOE  STORE  SPECIALTIES  CO. 
Toronto 


Picks   Out   the  Dirt- 
Picks  Up   the  Nap 

The  most  efficient  suede  brush  on  the  market — 
and  the  easiest  to  sell.  The  customer  readily 
recognizes    its  advantages. 

The  wire  bristles  are  set  in  a  curved  fibre  and 
canvas  base  which  is  attached  to  the  block  at 
both  ends.  Easy  to  manipulate  and  effective  in 
restoring  the  original   appearance   to  suede  footwear. 

If  Your  Jobber  Can't  Supply  You.    Write  Us 

E.  T.  GILBERT  MFG.  CO. 

228-36  South  Avenue       Rochester,   N.  Y. 
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Diplomas  from  the 
School  of  Experience 

GOOD  printing  is  not  the  product 
of  a  night.  Years  must  be  spent 
in  study  and  experience,  if  the 
printed  page  is  to  have  that  fine 
appearance  so  necessary,  when  seeking  your 
customer's  attention. 

We  have  studied  hard  in  the  great  school 
of  experience.  That  is  why  we  feel  con- 
fident that  we  can  print  your  booklets,  cat- 
alogues, box  labels,  letter  heads,  and  so- 
forth,  in  such  a  way  as  to  gain  and  hold  the 
respect  of  everyone  who  sees  them.  Your 
name  on  a  postcard  will  bring  complete  par- 
ticulars of  the  Acton  method  of  better  class 
printing. 


Sell  by  the  Printed  Word. 
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The  Shoe  Repair  Man 




Shoe  Repair  Topics 

Bucking  Up. 

THERE  has  been  a  lot  of  wailing  during  the  past 
three  months  and  most  of  it  has,  as  usual,  been 
done  by  those  who  have  been  spoiled  by  easy 
times.  The  repair  trade  like  many  others  has 
suffered  from  the  business  collapse  of  1920.  When 
shoe  prices  were  high,  people  sought  to  get  even  to 
some  extent  by  having  their  shoes  repaired,  but  as 
prices  dropped,  the  tendency  fell  off,  although  many 
still  retained  the  habit.  With  the  cheap  sales  of  the 
past  winter  and  the  fact  that  rubbers  or  overshoes 
could  be  worn  to  hide  bad  shoes  for  four  or  five 
months,  the  repair  trade  has  without  question  been 
up  against  it  to  a  very  serious  extent,  and  everybody 
is  feeling  the  results. 
Business  Overdone. 

There  is  not  the  least  doubt  but  that  the  repair 
business  has  been  largely  over-developed.  With  the 
tremendous  demand  that  obtained  for  repaired  foot- 
wear during  and  for  sometime  after  the  war,  con- 
cerns sprang  up  all  over  the  country  until  in  some 
towns  the  repair  shops  outnumbered  the  shoe  stores, 
which  anybody  should  know  is  an  anomaly.  It  was 
only  to  be  expected  that  as  the  demand  died  down, 
prices  would  be  reduced  to  a  margin  that  would  gra- 
dually weed  out  a  large  percentage  of  these  enter- 
prises. We  are  passing  through  this  eliminating  pro- 
cess at  the  present  time  and  it  is  now  a  case  of  sur- 
vival of  the  fittest.  There  is  little  question  that  many 
of  the  repair  concerns  must  disappear  during  the 
next  year  or  so  when  business  is  getting  down  to  a 
more  normal  basis. 
Business  Building. 

The  present  is  the  day  of  opportunity  for  the 
man  who  can  hang  on  and  work  like  a  "nailer".  As 
far  as  the  shoe  trade  is  concerned,  we  are  now  down 
to  hard  pan  and  the  development  is  henceforth  likely 
to  be  healthy.  Most  of  us  were  spoiled  by  the  ease 
with  which  business  came  four  or  five  years  ago.  All 
that  was  necessary  was  to  take  care  of  trade  as  it 
came  along,  and  too  often  it  did  not  get 'the  care 
that  it  should.  To-day  business  in  any  line  has  to  be 
worked  for  and  even  struggled  for.  The  man  who 
is  not  prepared  to  get  out  and  "dig"  soon  finds  his 
plant  idle  and  his  coffers  empty.  More  and  more  men 
are  realizing  that  they  have  to  make  the  opportunities 
that  once  flirted  with  them  from  every  corner. 

Getting  Down  to  Tacks. 

Some  repair  men  have  been  enjoying  better  busi- 
ness than  their  neighbours  and  competitors,  because 
they  have  been  chasing  it  up  during  the  past  couple 
of  months.  One  enterprising  man  got  out  recently 
a  personal  letter  to  every  householder  in  his  neigh- 
bourhood, discussing  the  advantages  of  having  the 
family  footwear  put  in  order.  He  followed  this  up 
with  a  "tickler"  in  the  shape  of  a  post  card  offering 


to  call  for  the  shoes  if  need  be.  He  soon  had  enough 
to  keep  the  mill  going  and  did  not  have  to  follow  up 
the  post  card  with  a  telephone  message,  which  hap- 
pened in  some  cases  where  he  thought  the  trade  was 
well  worth  the  persistence  of  a  third  call.  At  all 
events,  he  expresses  himself  as  more  than  pleased 
with  the  results  of  his  campaign.  ■ 
Get  the  Prices  Right. 

Just  now  when  shoes  are  cheap  and  when  there 
are  so  many  bargain  sales  the  customer  has  to  be 
shown  the  wisdom  of  having  his  shoes  rehabilitated. 
Have  your  advertising  play  upon  the  "economy" 
string.  Show  people  that  their  old  shoes  when  put 
in  proper  shape  wear  better  and  are  more  comfort- 
able than  new  ones.  Above  all  figure  your  prices 
right.  Of  course,  leather  soles,  rubber  heels,  etc.  have 
gone  up,  but  it  should  be  the  business  of  the  repair 
man  to  see  that  while  he  works  on  a  fair  margin,  he 
does  not  allow  high  prices  to  kill  his  chances  against 
new  shoes.  The  principle  of  charging  all  the  traffic 
will  stand  is  poor  business  policy.  People  have  an 
idea  to-day  that  they  are  paying  too  much  for  shoe 
repairs.  It  is  the  duty  of  the  repair  man  to  prove  this 
is  not  so. 

Give  Them  Service. 

One  of  the  greatest  drawing  cards  in  any  business 


It's  The  Shoe  Plate  That  Is  Made 


Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 

"      "    2:      "  10  

"      "    3:       "        6     "      "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 

in  stout  paper  with  plain  markings  as  to  description 

and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  111. 
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is  genuine  interest  in  the  customer.  It  pays  to  give 
real  service  of  any  kind,  and  people  will  not  think  of 
price  so  much  if  they  are  convinced  that  you  are 
honestly  trying  to  help  them.  At  the  same  time,  do 
not  take  advantage  of  service  to  squeeze  people.  In 
the  shoe  repair  trade  there  are  ways  to  give  service 
that  do  not  exist  in  some  other  lines.  For  instance, 
one  of  the  greatest  hindrances  to  having  shoes  re- 
paired is  taking  them  to  the  shop  and  calling  for 
them.  If  they  can  be  ca\led  for  and  delivered  a 
serious  difficulty  may  be  removed.  Then,  again,  there 
is  nothing  that  so  surprises  or  delights  a  customer 
as  to  have  a  pair  of  shoes  returned  ready  to  wear.  A 
little  polish  w  ill  go  a  long  way  to  make  permanent 
satisfied  customers.  And  these  items  of  service  may 
be  added  to  the  cost  of  the  repairs  without  any 
trouble. 

Watch  the  Leaks. 

The  repair  shop  has  a  great  many  leaks  that 
may  be  stopped  with  a  little  careful  management. 
These  are  days  when  the  little  things  count.  Care- 
lessness, waste,  neglect,  all  make  holes  in  the  pocket 
that  let  through  a  good  deal  of  silver  in  a  year.  In 
the  good  old  days  when  profits  were  piling  up,  some 
of  us  picked  up  habits  that  are  now  hard  to  drop. 
But  they  will  have  to  go  overboard  if  the  ship  is  to 
weather  the  storm,  and  get  safely  to  port.  Go  over 
vrmr  expenses  carefully  and  see  what  you  can  cut  out 
instead  of  tacking  extravagances  on  the  price  of  the 
work  your  shop  turns  out,  and  hoping  that  the 
"traffic"  will  stand  it.  Concerns  in  the  retail  trade 
as  well  as  those  in  the  repair  business  will  have  to  do 
some  pruning  this  year  if  the  vine-yard  is  to  remain 
healthy  and  productive. 
Pushing  Side  Lines. 

In  a  recent  issue  we  gave  an  account  of  a 
Toronto  repair  man  who  is  cashing  in  on  "findings". 
At  this  season  there  are  opportunities  along  this  line 
that  should  be  followed  up.  There  is  no  reason  why 
the  repair  shop  should  not  do  a  good  paying  trade  in 
polishes,  dressings,  laces  and  other  accessories.  It 
does  not  necessitate  a  heavy  stock  investment,  and 
it  does  not  call  for  a  very  great  amount  of  space. 
The  main  thing  is  cleanliness  of  surroundings,  proper 
display  and  careful  attention  in  keeping  up  assort- 
ments. A  word  or  two  with  a  customer  will  intro- 
duce the  line  and  nine  times  out  of  ten  bring  about  a 
sale.  It  is  wonderful  what  an  aggregate  may  be 
reached  in  a  week  with  very  little  effort. 


Edwards  and  Edwards,  Ltd.,  of  Toronto,  are 
moving  from  27  Front  St.  E.  to  79  Front  St.  E.,  into 
larger  quarters. 

The  Canadian  Stitchdown  Co.,  Aird  Ave.,  Mon- 
treal, have  bought  out  the  plant  and  equipment  of  the 
Montreal  Moccasin  Co.,  and  are  manufacturing  in 
conjunction  with  their  lines  of  stitchdowns  the  well 
known  "Hywatha  Brand"  of  moccasin  slippers. 


VANCOUVER  NOTES. 

Glorious  weather  prevailed  during  the  Easter 
holidays,  and  brought  a  sharp  revival  of  business  in 
all  branches  of  the  boot  and  shoe  trade.  Bankrupt 
stocks  and  bargain  sales  were  taken  off  the  market, 
and  the  public  turned  their  attention  to  stapve  lines 
and  better  grades,  which  were  shown  in  great 
varieties. 

Many  members  connected  with  the  shoe  trade 
have  been  victims  of  the  L.  R.  Steel  Co's  operations 
which  were  conducted  in  this  city.  Two  repairers 
are  known  to  have  had  investments  of  $1,000  and 
many  others  lesser  amounts. 

The  driver  of  an  automobile,  after  running  down 
passengers  alighting  from  a  street  car  at  1.30  a.m., 
lost  control  of  his  car  and  careered  across  the  road, 
running  into  the  corner  of  the  store  of  Mr.  J.  Angus, 
Broadway  W.,  demolishing  part  of  the  front  and 
wrecking  the  plate  glass  windows. 

Mr.  A.  Cook,  of  Cook  and  Sopp,  Nicola  Street, 
was  successful  in  winning  $50.00  prize  in  the  local 
Football  Competition. 

We  regret  to  announce  two  sudden  deaths  in  the 
city  during  the  last  two  weeks.  Mr.  Beenham,  senior 
partner  of  Beenham  and  Pocock,  Granville  Street, 
arose  early  on  Sunday  morning,  made  himself  a  cup 
of  tea,  and  after  returning  to  bed  passed  away  in  his 
sleep.    Mr.  Beenham  was  fifty-five  years  of  age. 

Mr.  J.  Azar,  Pender  St.  W.,  was  taken  suddenly 
ill  in  his  store  at  6  p.m.  and  passed  away  in  the 
General  Hospital  at  midnight  from  hemorrhage  of 
the  brain.  Mr.  Azar  was  fifty  years  of  age  and  a 
native  of  Assyria.  Leaving  that  country  as  a  youth,  he 
spent  fourteen  years  in  Australia  and  the  last 
twenty  years  in  Canada.  He  leaves  a  widow  to 
mourn  his  ioss. 

Mr.  Brown,  late  city  representative  for  Messrs. 
Denby  Brothers,  has  left  to  take  up  duties  at  the 
Mining  Company's  store  at  Anyox,  B.C. 

McDonald  Brothers  have  moved  into  an  adjacent 
store,  which  is  much  more  convenient  for  their  retail 
and  repairing  business. 


Turn    Into  Money 

Your  slow  and  doubtful  book  accounts. 
Hand  them  to  the  Collection  Department 
of  The  Mercantile  Agency. 

R.G.  Dun&Co.,38King  St.  W. 

TORONTO 

The  Collection  Service,  which  has  been 
proved  most  satisfactory  by  all  users  of  it,  is 

OVER  70  YEARS'  RECORD  OF  EFFICIENCY 


ESTABLISHED  1863 

THE   KING   BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZ".  BLEAnd  WAX    SPLITS  FOP  HO  ME  AND  EXPORT  TRADE 
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ANNUAL    BALL— SHOE  SUPERINTENDENTS' 
AND  FOREMEN'S  ASSOCIATION  OF 
MONTREAL 

The  Fourth  Annual  Ball  of  the  Shoe  Superinten- 
dents' and  Foremen's  Association  of  Montreal,  held 
at  the  Auditorium  Hall  on  Saturday  evening  April 
7th,  was  what  could  only  be  called  a  real  success, 
and  the  large  crowd  which  numbered  well  over  six 
hundred,  representing  all  the  shoe  firms  of  the  city, 
enjoyed  themselves  to  their  limit. 

The  music  by  the  Melody  Prince  Orchestra  left 
nothing  to  be  desired,  and,  from  the  high  class  way 
in  which  Mr.  S.  Dominique  handled  the  refreshment 
counter,  everyone  wondered  where  his  experience 
came  from. 

Only  the  highest  compliments  were  paid  the 
committee  of  this  Association  for  the  manner  in 
which  everything  was  conducted. 


Morton  Double 
Bottom  Flange 
Tubes  for  Lasts 

Made  in  all  sizes 
straight  and  flange 

"The  strongest  Last 
Tube  in  the  World" 


E.  S.  Morton  §  Co. 


Pat.  Feb.  29,'70  13  Bay  St.,  Brockton,  Mass.  Pat.  Feb.  26/05 
Pat.  Sept.    14,'15  Pat,  Sept.  14, '17 


Largest  Manufacturers 
in  the  World  of 
Black  Glazed  Kid 


Surpass  Leather  Co. 


FACTORY 
Philadelphia,  Pa. 


FACTORY 
Gloversville,  N.Y. 


SALES  OFFICES 
New  York  Philadelphia 
Cincinnati  Chicago  St.  Louis  London 

SURPASS  LEATHER  CORPORATION,  Boston,  Mass. 
BOOTH  Ss  COMPANY  (London)  Ltd.,  London,  Eng. 


NEWS  FROM  THE  OLD  COUNTRY 

Send  $3  and  we  will  mail  you  regularly  every 
week  for  52  weeks  a  copy  of  any  British  Weekly 
Newspaper,  such  as:  Lloyd's,  People,  Tit  Bits, 
Pearson's,etc.,etc.,etc.Hundreds  of  papers  on  our 
Big  List  mailed  free.  A  different  paper  sent 
weekly,  or  the  same  publication  for  52  weeks. 
$3  pays  for  a  year's  subscription,including  post- 
age. Most  unique  and  up-to-date  service, 
greatly  appreciated  by  members  throughout  the 
Empire. 

Send  $3  to-day  to 

Periodical  Posting  Coy.,  Plymouth,  England 


Thos.  Rearden  &  Co.  Ltd. 

BROCKLEY  LEATHER  WORKS 

LONDON,  S.E.4,  England 

Telegraphic  Address  "Rearden"  Brockley,  London. 

MANUFACTURERS  OF  FINEST 
ENGLISH  CURRIED 

SHOE  LEATHERS 

Specialty 

BOX  &  WILLOW  SIDES 


Also  Specialists  in 

Belt  and  Suspender  Leathers 
Case  and  Bag  Leathers 
Account  Book  Leathers 


Arch  Support 
Shanks 


Our  thoroughly  equipped  die  depart- 
ment has  made  it  possible  for  us  to 
meet  the  tremendous  demands  for 
Arch  Support  Shanks. 

Don't  forget  we  manufacture  dies  in 
our  own  plant  and  can  produce  any- 
special  design  of  Shank  you  require 
from  your  pattern. 

We  also  manufacture  a  full  line  of 
Leatherboard,  Steel  and  Combination 
McKay,  Turns  and  Welt  Shanks. 

Write  for  prices 


The  H.  W.  Steel  Shank  and  Specialty 

Company   -  Limited 
PRESTON  ONTARIO 
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CLARKE  $  CLARKE  Limited 

Established  1852 


Tanners  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  &r  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 


CLASSIFIED  ADVERTISEMENTS 


MR.  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you  His  Services.  Address,  Box  75,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 

WANTED — By  an  experienced  salesman  with  connection  in  Mari- 
time Provinces  line  of  shoes  for  above  territory.  Manufacturer's  line 
preferred.  Ambitious  and  can  furnish  good  references.  Must  be  a 
good  line.    Box  81,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto 


IMPORTANT. — Are  you  worried  keeping  books?  Worry 
no  longer.  Immediate  relief  given.  Write  or  phone  me, 
T.  Pascoe  Beel,  Emergency  Accountant,  545,  King  St.  W., 
Toronto.,  Ont.;  Phone:  Ad.  6507,  or  Ger.  8483W. 


SHOE  SALESMAN,  young  man,  good  appearance,  long  ex- 
perience, desires  position  with  retail  house  or  on  the  road. 
Box  100  Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto, 
Ont. 


EXPERIENCED  SHOE  TRAVELLER,  now  inside,  seeks 
position  on  the  road,  preferably  in  the  Maritime  Provinces. 
I  have  had  many  years  experience  with  well  known  shoe 
concerns,  and  would  be  glad  to  hear  from  any  firm  that 
could  place  me  with  a  line  of  shoes.  Replies  to  Box  95, 
Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 


FOR  SALE' — Shoe  Business  in  good  town  in  Waterloo 
County.  Rent  $37.00  per  month.  Stock  $9,000,  exceptionally 
clean.  Turnover  $20,000,  splendid  location.  Apply  Owner, 
Box  93,  Shoe  and  Leather  Journal,  545  King  St.  W,  Toronto. 


TRAVELLER,  calling  on  the  Wholesale  Shoe  Trade,  is  open 
for  lines  for  Ontario  on  a  commission  basis.  Twelve  years' 
connection.  Box  94,  Shoe  and  Leather  Journal,  545  King 
St.  W.,  Toronto. 


This  new 

LOTUS  SHOE  STAND---h  our 

latest — - — 

Makes  a  good  display,  IS  strongly 
made  and  low  in  price. 


Can  be  finished  in  Roman  Gold, 
Athenian  Verdi,  Polychrome,  or 
any  standard  finish. 

WRITE  FOR  CATALOGUE 


Clatworthy  &  Son 

161  King  St.  W.  Toronto,  Ont. 


MAN  WANTED — Capable  of  managing  shoe  factory,  pre- 
sent capacity  about  300  prs.  per  day,  state  experience,  salary 
expected,  giving  references.  Apply,  Box  99  Shoe  &  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 


SHOE  TRAVELLER,  with  good  connection  in  North- 
western Ontario,  just  severed  connection  with  large  shoe 
manufacturing  concern,  is  open  for  line  of  shoes  and  rubber 
footwear.  Can  show  results.  Box  98,  Shoe  &  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 


WANTED — Experienced  Salesman,  with  connection,  for 
Provinces  of  Quebec  and  Maritime,  to  handle  a  high  grade 
line  of  women's  footwear.  Apply,  Box  97,  Shoe  &  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 


FOR  SALE — Live  Shoe  Business  in  large  Western  Ontario 
City.  Stock  around  twenty  thousand.  All  new.  Large 
turnover.  Long  lease.  Good  reasons  for  selling.  Box  96, 
Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto,  Ont. 


FOR  SALE — Shoe  Business  in  one  of  the  best  towns  on 
Vancouver  Island.  All  new  stock.  Carefully  bought. 
Turnover  $2,500  a  month.  Value  of  stock  on  hand  about 
$12,000.  Store  located  on  main  street,  and  one  of  the  best 
stands  in  the  city.  Rent  only  $25  per  month.  No  other  ex- 
clusive shoe  business  in  the  city.  A  good  proposition  and 
one  well  worth  investigating  by  anyone  who  understands 
the  shoe  business.  Will  take  part  cash,  balance  on  easy 
terms.  For  full  particulars,  apply,  to  Box  248,  Cumberland, 
Vancouver  Island,  B.C. 


SHOE  REPAIR  STAND  FOR  SALE,  consisting  of  one 
U.S.M.C.  finishing  machine,  patcher,  and  other  tools.  Would 
sell  as  a  whole  or  part.  Apply  to  the  undersigned,  W.  J. 
Gash,  50  Hunter  St.  E.,  Pcterboro,  Ont. 


FOR  SALE — The  Empire  Shoe  Repair.  Modern  appliances; 
U.S.M.C  18  ft.  outfit  with  stitcher;  English  bench  stands  and 
lasts.  A  good  business  proposition.  Doing  a  small  retail 
trade  also.  Property  to  be  disposed  of  same  time.  Write 
E.  J.  Lee,  proprietor,  11  Hadlcy  St.,  Cote  St.  Paul,  Montreal, 
Que. 
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BUYERS'  GUIDE 

Classified  List  of  Boot  and  Shoe  Manufacturers  and  Wholesale 
Shoe  Dealers  of  Canada — Where  they  are  and  What  they  Make 

The  SHOE  AND  LEATHER  JOURNAL  is  so  frequently  requested  by  subscribers  and  others 
for  lists  of  manufacturers  making  particular  lines  of  footwear,  that  we  append  a  classified 
list,  which  may  be  hung  up  ready  for  reference,  in  this  SPRING  TRADE  NUMBER. 

EXPLANATIONS 

The  various  classes  of  manufactures  are  thus  indicated:  Welts,  W.;  Turns,  T.; 
McKays,  Mc;  Standard  Screw,  S;  Nailed,  N;  Pegged,  P.;  Rivetted,  R.;  J.,  Sell 
Jobbers  Only  ;  Stitchdown,  St. 


CANADIAN  SHOE 
MANUFACTURERS 

Arranged  alphabetically  as  to  towns. 

ACTON  VALE,  QUE. 

Acton  Shoe  Co.,  Inc.,  general  line, 
medium,  S.  and  P.  larrigans,  J. 

AMHERST,  N.S. 

Amherst  Boot  &  Shoe  Co.,  general  line, 
medium,  Mc,  S.  and  P.  men's 
welts,  top  boots. 

ARTHUR,  ONT. 

Chas.  Cooper  &  Sons,  boys'  youths, 
and  misses'  S. 

AURORA,  ONT. 

T.  Sisman  Shoe  Co.,  Limited,  general 
line,  medium,  Mc,  S.,  P.  and 
storm  J. 

AYLMER,  ONT. 

Wagner  Shoe  Co.  Ltd. 

Men's  and  Women's  Medium  and 
fine  welts, 

BARRIE. 

Underbill's,  Limited,  general  line,  med- 
ium, Mc,  S.  and  P.,  J. 

BELLEVILLE,  ONT. 

Natural  Tread  Shoes  of  Canada 
Limited.  Natural  tread  shoes  for 
men,   women  and  children. 

BRAMPTON,  ONT. 

J.  W.  Hewetson  Shoe  Co.,  Limited, 
misses',  children's,  infants',  boys', 
youths',  little  gents'  medium  and 
fine,  Mc,  St.  W.,  J. 

Williams  Shoe,  Limited,  general  line, 
medium,  Mc,  S.,  P.,  W.,  sporting 
and  long  boots. 

BRANTFORD,  ONT. 

Brandon  Shoe  Co.,  Ltd.,  men's  and 
women's  medium  and  fine  welts. 

BRIDGETOWN,  N.S. 

MacKenzie,  Crowe  &  Co.,  Ltd.,  larri- 
gans. shoepacks  and  oiled  tanned 
moccasins. 

CAMPBELLFORD,  ONT. 

Weston  Shoe  Co.,  Ltd.,  women's, 
misses'  and  children's  medium  and 
fine  welts,  Mc,  T,  S. 


COBOURG,  ONT. 

Cobourg  Felt  Co.,  Ltd.,  fine  felt  foot- 
wear, also  flat  felt,  J. 

CONTRECOEUR,  QUE. 

Charron,  Albert,  women's,  misses', 
children's,  infants',  T.,  J. 

Papin,  J.,  Limited,  women's,  misses', 
children's  and  infants'  Mc  and 
T.  J. 

ELMIRA,  ONT. 

Dominion  Rubber  System  Factory 
for  tennis  shoes. 

Great  West  Felt  Co.,  felt  footwear, 
also  felt.  J. 

A.  W.  Hoffer,  infants'  soft  sole  shoes,  J. 

FREDERICTON,  N.B. 

Hartt  Boot  &  Shoe  Co.,  Ltd.,  men's, 
women's  and  boys'  fine  welts. 

Palmer,  Jno.,  Co.,  Ltd.,  shoepacks, 
moccasins,  sporting  shoes,  larrigans, 
fishing  and  hunting  boots. 

Palmer-McLellan  Shoe  Pack  Co.,  larri- 
gans, shoe  packs,  moccasins,  work 
boots,  farm  boots,  fishing  and  sport 
boots. 

GALT,  ONT. 

Gait  Shoe  Mfg.  Co.,  Ltd.,  youths', 
little  gents',  misses',  children's,  grow- 
ing girls'  and  infants'  medium  and 
fine  Mc.  T.  and  St. 

Getty  &  Scott,  Ltd.,  women's,  misses', 
youths',  little  gents',  children's  and 
infants'  medium  and  fine  welts, 
Mc  and  T.  canvas. 

Scroggins'  Shoe  Co.,  Ltd.,  little 
gents',  youth's,  girls',  misses'  and 
growing  girls'.  Mc 

GEORGETOWN,  ONT. 

Dayfoot,  C.  B.,  &  Co.,  men's  and  boys' 
high-grade  staples  and  high  cut 
welts  for  hunters. 

GRANBY,  QUE. 

Miner  Rubber  Co.,  Ltd.,  general  line 

of  rubber  footwear. 
GUELPH,  ONT. 

Northern  Rubber  Co.,  Ltd.,  general 

line  rubber  footwear. 
HAMILTON,  ONT. 
Liberty    Shoe    Repair    Mfg.  Co. 

women's  boudoir  slippers,  children's 

shoes,   boys'   and   youth's,  Mc, 

W.,  N. 


McPherson,  Jno.,  Co.,  Ltd.,  Jackson 
St.  E.,  men's  and  women's  medium 
and  fine  welts,  Mc.  Hockey,  Base- 
ball and  Sporting  Footwear.  Whole- 
sale all  lines  of  footwear. 

HEBRON,  N.S. 

Crosby,  H.  H„  Co..  Ltd.,  general  line. 
Mc,  S.,  T.,  misses',  children's  and 
infants'  pumps. 

HUMBERSTONE,  ONT. 

Humberstone  Shoe  Co.,  Ltd.,  sandals, 
stitchdowns,  men's  nailed  work 
shoes. 

KITCHENER,  ONT. 

Ahrens,  Chas.  A.,  Ltd.,  Linden  Ave., 

boys'  6i  girls'  W.  and  St. 
Ames  Holden  Felt  Co.,  Ltd.,  felt 

boots,    shoes   and  slippers. 
Bauer  Shoe  Co.,  Water  St.,  slippers, 

infants'    shoes,    children's  sandals 

and   shoes.  St. 
Canadian  Con.  Felt  Co.,  Margaret 

Ave.,  general  lines  of  felt  footwear 

and  canvas  shoes,  J. 
Eby,  Kramp  &  Co.,  infants'  soft  and 

haid  soled,  Mc 
Greb  Shoe  Co.,  Ltd.,  17  Queen  St.  S. 

men's,  boys'  and  youths'  high-grade 

W.,  S.,  Mc,  N.,  P. 
Hydro  City  Shoe  Mfgs.,  117  Weber 

Ave.,  general  line,  Mc.  and  men's 

S.,  solid  leather  staples. 
Kauffman  Rubber  Co.,  Ltd.,  419  King 

St.  W.,  rubber  footwear  of  all  kinds. 
Lady  Belle  Shoe  Co.,  Ltd.,  Breithaupt 

Street,   high-grade   women's  Mc, 

Canvas. 

Ontario  Shoes  Ltd.,  31  King  St., 
E.,  bo\s',  youth's,  misses',  gents', 
and  infants',  nailed  Mc 

Rumpel,  Oscar,  Queen  St.  S.,  general 
line  felt  shoes  and  slippers,  J. 

Western  Shoe  Co.,  Limited.  236  Vic- 
toria St.,  high-grade  staples,  Mc, 
S.,  P.,  J. 

Woelfle  Shoe  Co.,  W.  E.,  127  Wilmot 
St.,  women's  high-grade,  Mc. 
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LAVALTRIE,  QUE. 

Villeneuve.  Amedee.  children's  low- 
grade  turns.  J. 

LINDSAY,  ONT. 

Beal,  R.  M..  Leather  Co.,  larrigans, 
leggings. 

LONDON,  ONT. 

Murray  Shoe  Co.,  Ltd.,  Richmond 
N..  men's  and  women's  medium 
and  fine  welts,  women's  McKays. 

Scott  McHale,  Limited.  Richmond 
St..  men's  fine  and  medium  W. 

Sterling  Bros.,  Ltd.,  330  Clarence, 
men's,  boys',  youths',  women's  and 
misses'  medium  S.  and  P.,  also  top 
boots. 

LORETTEVILLE,  QUE. 

Auclair,  WilfredA.,  moccasins,  slippers. 
Bastien.  A.,  moccasins  and  fancy  slip- 
pers 

Bastien,  M..  moccasins,  slippers  and 
snow  shoes. 

Bastien  Bros.,  moccasins,  slippers 
and  snowshoes. 

Boivin.  T.,  moccasins,  slippers. 

Gagnon    Bros.,    slippeis,  baskets. 

Holt,  Renfrew  &  Co..  Limited,  moc- 
casins. 

Huron  Glove  Co..  Reg.,  moccasins, 
fancy  slippers. 

St.  Armand.  R.,  moccasins. 

Ross.  Henry,  moccasins  and  snow 
shoes,  slippers. 

Verret.  Jules,  moccasins. 

MERRITTON,  ONT. 

Independent  Rubber  Co..  Ltd.,  gen- 
eral line  of  rubber  footwear. 

MIDLAND,  ONT. 

Copeland  Shoe  Pack  Co..  shoe  packs, 
larrigans,  etc. 

MILVERTON,  ONT. 

Grosch  Felt  Shoe  Co.,  Ltd..  general 

line  of  felt  footwear,  J. 
MONTREAL,  QUE. 
Acme  Glove  Works.  Limited.  181  Vitre 

E..    moccasins,  slippers  and  wan- 

nigans. 

Aird.  James  &  Co..  17  St.  Gabriel, 
general  line  cheap  and  medium 
Mc,  W. 

Aird  6i  Son,  Reg..  482  Ontario  E.. 
general  line  Mc,  T.,  S.,  J. 

Ames-Holden  McCready.  Ltd..  201 
Inspector  St..  general  line  all  grades, 
rubbers,  felt  shoes,  canvas  shoes 
slippers    W.,  T.,  Mc,   P.,  S., 

Arcand  Footwear  Co  ,  549  St.  Tim- 
othee.  women's,  Mc. 

Arrow  Shoe  Co..  Ltd  .  3  St.  Alex- 
ander, men's.youths  .  gents',  misses', 
and  children's  goodyear.  W. 

Bell.  J.  &  T..  Ltd..  180  Inspector, 
men  s  and  women's  fine  W.  and  T. 

Bonin.  Antoine.  937  Cartier,  general 
line,  medium.  W.,  Mc,  and  J. 

Braunstein.  Peter.  12  Blcury  St.. 
stitchdowns  and  leather  house  slip- 
pers. 

( .;in  (.  .invalidated  Rubber  Co  ,  Reed 
Bld'g..  St.  Alexander  St..  general 
line  rubber  footwear,  slippers,  bath- 
in",  athletic  and  sporting  shoes. 

'  Jin;jdi;jn  f  ootwear  (Jo  .  Ltd..  361 
St  Catherine  West. women's. misses', 
Mc,  T.,  and  W. 

Cuiadian  Scitchdown  Ox.  Ltd  .  287 
Aird  Ave.,  men's,  women's,  misses' 
and  children's. 


Charbonneau  and  Deguise,  636  Craig 
E.,  boys',  youths',  little  gents', 
growing  girls',  misses',  children's  and 
infants'  medium  Mc,  W.,  St.,  J. 

Canadian  Shoe  Co.,  108  Gamier  St. 
slippers,  hockey  boots,  men's  W. 

Columbus  Rubber  Co.,  of  Montreal, 
Ltd.,  1349  DeMontigny  E.,  general 
line  of  rubber  footwear. 

Corbeil.  Ltd.,  345  St.  Paul  E.,  full  line 
medium  and  fine  W.  and  Mc 

Crescent  Shoe,  Ltd.,  864  Laurier 
E.,  women's,  misses'  and  children's 
high    grade  Mc. 

Daoust,  J.  L.  &  Co.,  225  Carriere  Rd., 
misfees'  and  children's  canvas,  also 
felt  boots  and  slippers.  J. 

Daoust  Lalonde  &  Co.,  Ltd.,  49  Vic- 
toria Squ.,  men's,  youths'  and  boys' 
medium  and  fine  Mc,  P.,  S.  and 
W.;  women's,  misses',  children's 
medium  and   fine  Mc. 

Desautels.  Jos.  A.,  &  Co.  Cor.  Papineau 
and  Be'.lechasse,  misses',  boys', 
children's,  and  infants'  cheap  Mc, 
J- 

Desilets,  _  W..  1080  Des  Erables, 
women's,  misses',  children's,  infants', 
boys',  youths',  little  gents',  Mc. 

Dominion  Shoe  Co..  2298  Chabot, 
little  gents',  misses',  children's  and 
infants'  cheap  medium,  boy's, 
youths',  and  gents',  Mc,  J. 

Dufresne  &  Locke,  Ltd.,  587  Ontario 
E.  Maisonneuve,  general  line  W., 
Mc,  T.  and  St.  canvas  and  felt 
shoes,  J. 

Dupont  &  Frere,  301  Aird  Ave.,  men's 
medium  W.,  men's,  youths',  boys' 
and  women's  medium  grade  Mc. 

Dupont,  Nap,  205  Champlain,  infants' 
soft  sole  shoes. 

Durant,  A. ,3233  Christopher  Colum- 
bus, children's  and  infants',  Mc 

Eagle  Shoe  Co.,  Ltd.,  587  Beaudry, 
men's  and  women's  W. 

Eastern  Shoe  Mfg.,  Co.,  45  Savoie 
St.,  women's,  misses',  childs'  and 
infants'.  Mc. 

Elegant  Shoe  Ltd.,  323  Goulet  St., 
East,  women's,  misses',  children's 
and  infants'  Mc. 

Fix  Shoe  Mfg.  Co.,  1112  Rachel  E., 
women's  houseshoes  and  slippers, 
children's,  infants',  youth's  and 
gents'   medium,   Mc,  J. 

Gagnon  Lachapelle  and  Hebert.  55 
Kent  St.,  women's,  misses'  and  in- 
fants' Mc,  J.,  canvas  shoes. 

Germain,  Louis,  251  Christophe  Col- 
omb  St.,  misses',  children's  and  in- 
fants' medium  T.,  J. 

Glove  and  Mitt  Co.,  of  Canada 
Ltd.,  294  Lagauchetiere  W.,  moc- 
casins J. 

Glovers  Craft  Ltd.,  Sa voire  Lane, 
moccasins,  slippers,  also  fine  and 
work  gloves. 

Hector  Shoe  Co..  331  Demontigny 
St..  men's,  women's,  children's  and 
infants'  T.,  J. 

I  ludson  Bay  Knitting  Co.,  Ltd., 
294  Lagauchctiere  W.,  moccasins, 
fine  and  work  gloves. 

Ideal  Shoe  Co.,  Ltd.,  374A  Papineau 
Ave.,  men's  slippers,  women's  com- 
monsense  shoes,  boys',  men's,  mis- 
ses', children's  and  infants'  Mc. 

King  Kid  Shoe  Co.,  Ltd.,  2419  Notre 
Dame    East.,  Mc. 

Kingsbury  Footwear  Co.,  Ltd..  679 
LaSalle  Ave.,  women's  medium  and 
fine  Mc,  W.,  also  slippers  and 
canvas  shoes.  J. 


Lachappelle,  L.,  584  Chambord  crip- 
ples. 

LaDuchesse  Shoe  Co..  Reg.,  92  Beaud- 
ry, women's,  misses'  and  children's 
medium  Mc.  and  T.,  women's  slip- 
pers and  canvas  shoes,  J. 

La  Gioconda  Shoe  Co.,  Reg'd.,  Coi. 
Papineau   and  Ontario 
women's    hand    made  shoes. 

La  Parisienne  Shoe  Co.,  Ltd.,  610  La 
Salle,  women's  fine,  T.  and  W. 

Latour,  David.  552  Henri  Julien, 
women's,  misses',  children's  and 
infants'  medium  and  cheap  Mc. 

Locke  Footwear  Co.,  Ltd.,  60  St. 
Paul  E.,  men's  P. 

Macfarlane  Shoe  Co..  Ltd.,  The,  61 
DeNormanville.  women's,  misses' 
and  children's  medium  and  fine 
W.  and  T.,  baby  soft  sole.  St.,  J. 

Mayer.  Th.,  79  William,  men's  boys', 
misses',  infants',  stitchdowns  and 
canvas  shoes. 

McCaughan,  J.  A.,  &  Son.  689  Cham- 
plain,  women's  to  infants'  medium 
and  fine  Mc. 

Montreal  Slipper  &  Gaiter  Co.,  540 
De  Fleuremont  St..  slippers,  gaiters, 
babies'  soft  sole  shoes. 

Montreal  Soft  Sole  Shoe.  324  De 
Fleuremont,    infants'  shoes. 

Mount  Royal  Footwear  Co.,  2200 
Charlemagne,  misses'  and  children's 
cheap  Mc,  J. 

New  Stand  Made  Shoe,  3145  La- 
geuneusse,  ladies'and  misses'  flexible 
cushion  sole,  men's    slippers  Mc. 

L.  H.  Packard  &  Co..  Ltd.,  15  St. 
Antoine  St.,  infants'  soft  sole  shoes. 

Reliable  Shoe  Co.,  808c  Papineau  Ave., 
Montreal,  women's,  misses',  child- 
ren's, Mc 

Rolland,  A.  B.,  214  Visitation,  chil- 
dren's and  infants'  cheap  and  med- 
ium, T.,  J. 

Standard  Gaiter  &  Slipper  Co.,  79 
William  St..  Montreal,  gaiters  and 
slippers. 

St.  Jean  &  Co.,  899  LaSalle  Ave., 
women's  to  infants'  cheap  Mc,  T.,  J. 

Simon  Shoe  Co.,  387  Planet  St.,  Mon- 
treal, misses',  children's,  infants',  Mc. 

Slater  Shoe  Co.,  Ltd.,  105  Latour, 
men's  and  boys'  fine  W. 

Smardon  Shoe  Co..  Ltd.,  533  Visita- 
tion, women's  fine  W.  and  T.,  also 
men's  slippers. 

Tetrault  Shoe  Mfg.,  Co..  Aird  Ave., 
men's,  boys'  and  youths'  medium 
and  fine  W.,  J. 

MOUNT  FOREST,  ONT. 

Gourlay  Shoe  Co.,  Ltd.,  women's  Mc. 

NEW  HAMBURG,  ONT. 

Hamburg  Felt  Boot  Co..  Ltd..  general 
and  fine  felt  footwear. 

OTTAWA,  ONT. 

Borbridge,  S.  6i  H.,  41  Musgrave. 

.moccasins,  larrigans,  etc. 
Le  May  Ltd.,  445  Sussex,  hand  made 

river  boots. 

OTTER VILLE,  ONT. 

Tred-Rite  Shoe  Co.,  Limited,  misses', 
youths',  gents',  and  children's  high 
grade  medium  welts  and  St. 

PARRY  SOUND,  ONT. 

Taylor,  Wm.,  shoe  packs. 
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PEMBROKE,  ONT. 

Fraser,  Grieve  &  Co.,  Pembroke  W., 
river  boots. 

Kehoe  &  Slattery,  waterproof  mocca- 
sins, driving  boots  and  shoes. 

Wright,  A..  &  Co.,  moccasins  and 
slippers. 

Wright,  H.  W.,  Lake  St.,  moccasins 

and  slippers. 
PENETANGUISHENE,  ONT. 
Adams  Shoe  Co.,  Ltd.,  little  gents'. 

misses',  children's  and  infants'  fine 

Mc.  and  T. 
Gendron,  Penetang  Shoe  Pack  Mfg. 

Co..  shoe  packs  hand  sewn. 
PERTH,  ONT. 

Perth  Shoe  Co.,  Ltd.,  women's  fine 

W.  exclusively. 
PETERBORO,  ONT. 
Ackerman,  B.  F.,  Son  &  Co.,  Ltd., 

201  George  St.,  men's,  boys'  and 

youths'    medium    and  high-grade 

staples.  J. 
PLESSISVILLE,  QUE. 
Fournier,  E.,  men's,  boys',  youth's, 

misses'  and  girls'  S. 
POINTE  AUX  TREMBLES,  QUE. 
Canadian   Footwear   Co.,   Ltd.,  6th 

Ave.,   women's,   misses'   W.  Mc. 

and  T. 
PORTNEUF,  QUE. 
Leveille.  J.  C.  A.,  general  line  Mc.  and 

S.,  also  men's  and  boys'  river  boots. 
PRESTON,  ONT. 

Hurlbut  Co..  Ltd.,  infants'  soft  soles,  J. 

cushion  soles,  W.,  boudoir  slippers. 
Parker  Steel  Shoes  Ltd.,  women's  Mc. 
QUEBEC,  QUE. 

Beaulieu,   Jos.   &  Co.,   80  Colomb, 

general  line  cheap  Mc.  and  S.,  J. 
Bernouard  Frs.,  Larrigans,  moccasins 

and   shoe  packs. 
Bertrand  &  Thibault,  104  Montmagny, 

women's,    misses'    and  children's, 

gents'  and  little  gent's  Mc.  and  S., 

also  white  canvas  shoes  for  women. 

fine  and  medium,  Mc,  S.,  J. 
Bisson,  O..  76  Marie  Louise,  misses', 

children's  and  infants'  cheap  Mc,  J. 
Children's  Shoe  Co.,  Reg'd,  37  Colomb 

St..  women's,  misses',  child's  and 

infants'  Mc 
Desbiens   &    Laberge    Reg'd.,  106 

Caron  St.,  Quebec,  slippers,  Mc. 

and  T. 

Drolet,  J.  B.,  Co.,  Ltd.,  19  Caron 
St.,  men's  and  women's  medium 
W.,  bovs',  youths'  and  little  gents' 
Mc. 

Duchaine,  Ludger,  593  St.  Valier, 
general  line  medium  Mc,  men's 
and  boys'  S.,  men's,  boys',  women's 
and  youths'  W.,  also  felt  soled 
and  rubber  soled,  J. 

Duchaine  6z  Perkins,  195  Crown,  gen- 
eral line  Mc,  S.,  P.,  also  men's  W. 
and  R.,  J. 

Eastern  Canada  Shoe  Co.,  Ltd.,  51 
Colomb,  women's,  misses'  and  chil- 
dren's, boys' and  youths',  Mc,  J. 

Gale  Bros.  Limited,  518  St.  Valier. 
women's,  misses',  little  gents',  chil- 
dren's and  infants'  fine  Mc,  also 
canvas,  J. 

Gosselin,  J.  H.,  50  D'Argenson,  boys', 
youths'  and  misses'  Mc,  S.,  J. 

Gosselin  Shoe  Co.,  96  St.  Leon,  boys' 
youths'  and  women's  Mc,  W. 

Goulet,  O.,  575  St.  Valier.  general 
line  W.  and  Mc,  S.,  P.,  J. 

Guay  J.  &  A.,  50  D'Argenson  St., 
misses',  children's,  boys',  youths' 
and   gents'   Mc.    and  S. 


Jobin.  E.,  Limited.  35  Colomb,  gen- 
eral line  medium  W.,  Mc,  S.,  J. 

Lachance  &  Tanguay.  70  Bigaouette, 
women's  and  misses'  fine  McKays 
and  Turns,  J. 

L&croix  and  Bertrand,  Enrg.,  284 
Bagot  St.,  Me.  and  S.S.  ror  men, 
womens,  misses,  childrens,  in- 
fants,  boys,   and  youchs. 

Lagace  &  Lepinay.  22  St.  Anselme, 
men's,  women's,  boys',  youths'  and 
little  gents'medium  Mc  and  W.,  S., 
J. 

Leclerc  Freres,  96  Mcntmartre 
St.,  men's,  boys',  youths'  and 
girls',  Mc. 

Marier  &  Trudel,  Limited,  Nelson  St., 
general  line  medium  Mc  and  S.,  J. 

Marsh.  Wm.  A.-,  Co.,  Ltd..  472  St. 
Valier,  men's  and  women's  fine  and 
medium  Mc.  and  W. 

Martin,  J.  &l  A.,  117  Charest.  men's, 
boys'  and  youths'  P.  and  S.,  J. 

Marois,  A.  E..  Limited,  559  St.  Valier, 
general  line  medium,  men's,  boys', 
youths',  W.,  Mc,  S.  J. 

Moisan  Frs.,  34  Turgeon,  men's,  wo- 
men's and  children's  cheap  hand- 
turned  shoes  and  slippers,  J. 

Quebec  Glove  &  Leather  Mfg.,  3rd  St. 
Limoilou,  moccasins,  slippers,  mitts. 

Ritchie,  John,  Co.,  Ltd..  496  St.  Valier, 
men's  medium  and  fine  W.,  J. 

Robitaille.  L.  C,  162  St.  Sauveur, 
women's,  misses',  children's  and 
men  s.  Mc- 

Rochette,  J.  Marcel,  80  Signai,  men's, 
boys',  youths'  and  little  gents'  med- 
ium Mc,  S. 

Routier,  Luc,  56  Colomb,  men's, 
boys',  youths'  and  little  gents' 
medium  Mc,  S.,  J. 

Saillant  &  Lessard,  29  4th  St.,  boys', 
youths',  misses',  children's  and  in- 
fants' medium  Mc,  J. 

Samson,  J. E.,  Reg'd.,  20  Arago,  general 
line,  medium  Mc,  S.  and  P., 
specialty  hockey,  rugby  and  base- 
ball shoes,  J. 

Stobo,  J.  M.,  Co.,  Ltd.,  92  Arago, 
general  line  Mc,  S.  and  W. 

Tanguay,  Jos.,  122  St.  Dominique  St., 
general  line  medium  Mc,  S., 
also  sporting   boots   and  sandals. 

Tremblay,  Ed.,  108  Boisseau,  general 
line  medium  Mc,  S.,  J. 

RICHMOND  HILL,  ONT. 

Inrig  Shoe  Co.,  Ltd.,  men's,  boys' 
and  youths'  Mc.  and  N. 

SACKVILLE,  N.B. 

Wry-Standard,  A.  E.,  Ltd.,  men's, 
youths',  boys'  and  women's  medium 
P.  N.,  also  oil  tanned  shoe  packs,  J. 

ST.  GENEVIEVE  DE  BATISCAN, 
QUE. 

St.  Arnaud  Biron  &  Co.,  moccasins 
and  shoe  packs,  men's  heavy  work 
shoes. 

ST.  HYACINTHE,  QUE. 

Ames-Holden-McCready,  Limited, 
men's  S.,  also  infants',  youths', 
boys'  and  little  gents'  stitchdowns. 

Comfort  Children's  Footwear  Co., 
Ltd.,  children's  Mc.  and  W. 

Cote,  A.  A.,  &  Son,  men's,  boys', 
youth's.  Children's,  Mc,  and  S. 

Cote,  J.  A.  oi  M.,  Limited,  general  line. 
Mc,  S.,  P.  and  W. 

La  Victoriie  Shoe  Co.,  87  Monder  St., 
men's,  bovs',  youths',  work  shoes. 

Rita  Shoe  Co.,  Ltd.,  infants'  stitch- 
downs. 


ST.  JACOBS,  ONT. 

Canada    Felting    Co.,    seamless  felt 

boots,  J. 
ST.  JEROME,  QUE. 
Canadian  Consolidated  Rubber  Co., 

Ltd.,  Head  Office  Montreal. 
ST.  LAURENT,  QUE. 
St.  Laurent  Garment  Co.,  larrigans. 

wannigans   and   moccasins.  J. 
ST.  STEPHEN,  N.B. 
Clark  Bros.,  Limited,  women's  medium 

and  fine  Mc 
ST.  THOMAS,  ONT, 
Nursery  Shoe  Co.,  Ltd.,  boys',  youths', 

little  gents',  misses',  childrens'  and 

infants'  Mc.  and  T.,  women's  Mc 
Talbot  Shoe  Co.,  Ltd.,  men's  and 

women's  fine  W. 
ST.  TITE,  QUE. 

Acme  Shu-Pack  Co.,  Ltd.,  shoe  packs. 

larrigans,   moccasins  and  hunting 

boots.  J. 
J.  A.  Massicotte,  Shoepacks,  etc. 
SAULNIERVILLE,  N.S. 
Comeau,  F.  G.,  &  Son,  larrigans  and 

shoe  packs,  J. 
SEAFORTH,  ONT. 
Duncan,  W.  J.,  infants'  soft  sole,  also 

gaiters  and  leggings. 
SIMCOE,  ONT. 

Allied  Shoe  Factories,  Ltd.,  general 

line  Mc.  and  St. 
Ncriolk  Shoe  Co.,  Ltd.,  boys',  youths' 

and    lads,    misses'    women's,  and 

children's  S. 
SOREL,  QUE. 

Duhamel.  La  Cie  &  Freres,  general  line 
Mc,  S.,  P.  and  oiled  moccasins. 

STRATFORD,  ONT. 

Grosch  Felt  Shoe  Co.,  Ltd.,  felt 
footwear    and  slippers. 

TERREBONNE,  QUE. 

Globe  Shoe  Co.,  women's,  growing 
girls',  misses'and  children's  W.  and 
T.,  medium  and  high  grades;  white 
goods  and  cushion,  W.  a  specialty. 

THREE  RIVERS,  QUE. 

Balcer  Glove  Mfg.  Co.,  moccasins. 

Eureka  Shoe,  Limited,  women's  med- 
ium Mc,  J. 

Tebbutt  Shoe  &l  Leather  Co.,  men's, 
boys',  youths'  and  little  gents' 
medium  and  fine  W.,  Mc,  S.,  J. 

TILLSONBURG,  ONT. 

Tillsonburg  Shoe  Co.,  Ltd.,  men's , 
boys'  and  youths',  S.,  R.,  W.,  also 
prospectors'  boots,  J. 

TORONTO,  ONT. 

American  Footwear  Co.,  64  Colborne, 
felt  and  leather  slippers. 

Beal  Bros.,  Ltd.,  52  Wellington  E  . 
boys'  W.  and  St.,  also  moccasins, 
shoe  p3clcs 

B.  &  M.  Shoe  &  Slipper  Mfg.  Co., 
126  Garden  Ave.,  slippcs,  men's, 
boys'   and   youths'   canvas  boocs. 

Blachford  Shoe  Mfg.  Co.,  Ltd..  92 
Sherbourne,  women's  fine  W.  and  T. 

British  Slipper  Mfg.,  Co.,  Ltd.,  64 
Adelaide  E.,  general  line  of  slip- 
pers,  women's  oxfords. 
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Burnett.  S..  701  Yonge,  cripples'  shoe 
to  order. 

Clarke.  A.  R..&  Co..Ltd..633  Eastern 

Ave.,  moccasins. 
Colonial  Mfg.  Co.,  Ltd.,  366  Adelaide 

St.,  \Y.  Slippers  and  gaiters. 
Dack  &  Sons  Ltd..  R.,  73  King  W.. 

custom   fine  welts. 
Empire   Shoe    and    Slipper   Co.,  67 

Adelaide  \Y.,  Slippers. 
Federal  Footwear  Ltd.,  7  Jar  vis  St.. 

slippers. 

Fry.  Jos.  S.,  16S  Seaton,  cripples'  shoes. 

Gadsby.  E  J..  1046  Bathurst,  men's 
and  women's  staples. 

Gutta-Percha  &  Rubber,  Limited, 
47  Yonge  St.,  general  line  of  rubber 
footwear,  rubber  heels,  etc. 

W.  B.  Hamilton  Shoe  Co..  Ltd.,  15 
Front  E.,  men's  and  women's  med- 
ium and  fine  W.,  Mc. 

Minister  Shoe  Co..  Ltd..  126  Well- 
ington W  .  women's  slippers  and 
spats. 

Myles  Shoe  Co.,  Ltd.,  109  Simcoe, 
men's,  women's  and  bovs'  fine 
W.  and  T. 

Newport  Shoe  Co.,  Ltd..  Wolseley 
and  Ryerson.  women's  fine  turns. 

Ontario  Slipper  Mfg.,  Co..  rear  105 
Berkeley    St..  slippers. 

Owens-EImes  Mfg.  Co.,  Ltd.,  12-14 
Sheppard,  handmade  ladies'  turn 
slippers  and  Welt  low  shoes.  Welts. 

Phillips  Bros.  Shoe  Co.,  Ltd..  1191 
Bathurst,  children's  and  misses' 
stitchdowns.  ladies'  slippers,  Mc,  J. 

Reliance  Shoe  Co..  Ltd..  1191  Bathurst 
st..  men's,  boys',  youths'  and 
little  gents'  medium  and  fine  W. 
and  Mc. 

Silver  Footwear  Co..  105-107  Front 
St.  E..  men's  and  women's  Mc.  and 
W.,  slippers,  spats,  etc. 

Toronto  Slipper  Mfg.  Co.,  11  Brant 
Street.  cheap  and  medium 
slippers  and  bathing  shoes.  Bovs' 
McKays 

Walker-Parker  Co..  Ltd..  152  Welling- 
ton W  .  women's  fine  W.,  Mc.  and  T. 

Ward  &  Carter  Co..  3114  Dundas 
W..  boys'  and  little  gents'  Welt 

soles. 

UNIONVILLE,  ONT. 

Daisy  Shoe  Works,  men's  working 
boots. 

UPTON,  QUE. 

Loiselle.  Raphael,  shoe  packs,  men's 
women's  &  children's.  P. 

VANCOUVER,  B.C. 

Harvey  Boot  Factory.  51  Cordova, 
logging  shoes  (Repair  Shop). 

Leckie.  J..  &  Co..  Ltd..  220  Cambie. 
men's,  boys'  and  youths'  medium 
W.  and  S.,  wholesale  general  line. 

Paris.  Pierre.  51  Hastings  W.,  log- 
gers', miners'  and.  work  shoes,  also 
women's  fine  shoes. 

Standard  Shoe  Mfg.  Co..  Ltd..  319 
Hastings  W..  loggers',  miners',  team- 
sters', work  boots,  orthopedic  boots. 

West  End  Shoe  Hospital,  320  Gran- 
ville, orthopaedic  boots. 


CTORIA  CORNERS,  N.B. 

Boyer,  J.  W.,  S>  Co.,  hand-made  river 

boots. 
WATERLOO,  ONT. 
Valentine  &  Martin  Ltd.,  men's,  boys' 

and  youths',  S.,  WM  Mc,  P.,  J. 
WINNIPEG,  MAN. 
Canadian  Glove  Co.,  Ltd..  171  James 

E.,  moccasins  and  wannigans,  also 

gloves,  J. 
WOODSTOCK,  N.B. 
Donovan  Shoe  Co.,  The,   55  King. 

farm  boots  and  shoepacks. 

WHOLESALE  DEALERS 
Handling  Boots,   Shoes,  Rubbers 

Felts,  Findings,  Etc 
AMHERST,  N.S. 

Amherst  Boot  82  Shoe  Co.,  Ltd. 
BELLEVILLE,  ONT. 
Belleville  Shoe  Co. 
BRANDON,  MAN. 
Dowling  Shoe  Co 
BRANTFORD,  ONT. 
Agnew,  John,  Ltd. 
Dominion  Rubber  System. 
BROCKVILLE,  ONT. 
Johnston,  J.  A.,  Co.,  The. 
CALGARY,  ALTA. 

Ames-Holden-McCready,  Ltd. 
Dagg.  E.  A..  82  Co. 
Dominion  Rubber  System  Ltd. 
Gutta  Percha  82  Rubber,  Ltd. 
McFarland  Shoe  Co. 
McKillop..A..  Co..  Ltd. 
CHARLOTTETOWN,  P.E.I. 
LePage  Brady  Co.,  Ltd. 
Turner  82  Co. 
COLLINGWOOD,  ONT. 
Long,  T.,  82  Bro. 
EDMONTON,  ALTA. 
Ames-Holden-McCready  Co.  (Br.). 
Congdon  Marsh  Co. 
Dominion   Rubber  System. 
Dowers  Limited. 
Gutta  Percha  82  Rubber  (Br.). 
McFarland  Shoe  Co.  (Br.). 
FORT  WILLIAM,  ONT. 
Dominion   Rubber  System. 
Gutta  Percha  &  Rubber. 
FRASERVILLE,  QUE. 
Fraserville  Shoe  Co..  Ltd. 
GEORGETOWN,  ONT. 
Dayfoot,  C.  B..  82  Co. 
GUELPH,  ONT. 
Smith.  F.  E. 
HALIFAX,  N.S. 
Ames-Holden-McCready,  Ltd., 
Amherst  Boot  82  Shoe  Co. 
Dominion  Rubber  System. 
Gutta  Percha  82  Rubber. 
Taylor,  Robt.,  Co. 

HAMILTON,  ONT. 

Anderson  Shoe  Co. 

Barnett,  L.  M..  9  Market  Square. 

Dominion  Rubber  System,  45  King 

St.  W. 

Frances  82  Dane  Ltd.,  20  King  E. 
Griffith.  R.  B..  82  Co..  20  Gore. 
McPherson,  Jno..  Co..  Ltd.,  Jackson 
St.  E. 

Ralston  &  Co.,  Robt. .Ltd. 
Townsend,   J.   S„   Lister   Bldg..    4  3 
Hughson  St. 


HULL,  QUE. 

Woods  Mfg.  Co.,  Ltd. 
KINGSTON,  ONT. 

Midland  Shoe  Co 
KITCHENER,  ONT. 

Dominion  Rubber  System  Ltd.,  137 
King  St.  W. 

LETHBRIDGE,  ALTA. 

Dominion  Rubber  System. 
Great  West  Rubber  82  Footwear  Co. 
Gutta  Percha  &  Rubber. 
LONDON,  ONT. 

Coates,  Burns  Si  Wanless.  320  Rich- 
mond 

Dominion  Rubber  System  Ltd.,  184 
York  st. 

London  Shoe  Co.,  Ltd.,  326  Richmond. 
Sterling  Bros.,  Ltd.,  330  Clarence. 
MIDLAND,  ONT. 
Gendron  82  Fitzpatrick. 
MONCTON,  N.B. 

Cook  Shoe  Co.,  Wm.,   general  line 

boots  and  shoes.    Rep.  Columbus 

Rubber  Co. 
Higgins,  L.,  82  Co. 
MONTREAL,  QUE. 
Ames-Holden-McCi  eady ,  Limited, 

201  Inspector. 
Bignell  &  Knox,  59  St.  Henry. 
Canada  Shoe,  229  Notre  Dame  E. 
Canadian  Shoe  Co.,  108  Gamier 
Chouinard,  J.  I.,  330  Notre  Dame  E 
Cummings,  Nathan,  310  Notre  Dame 

W. 

Dupont,  Nap,  Regd.,  205  Champlain 
St. 

Gutta  Percha  &  Rubber,  357  St.  James 
Hall  &  Hodges,  Ltd.  16,  St.  Sacrament 
Labelle,  J.  R..  229  Lemoine. 
La    Maison    Girouard,    Ltee.,  102 

St.  Paul  St.  W., 
Lambert,  Alfred,  Inc.,  14  Notre  Dame 

W. 

Laurentian  Shoe  Co.,   227  Lemoine 
St. 

Lefebvre.  J.  B.,  158  St.  Paul  W. 
Lion  Brand  Shoe,  Regd..  15  Gosford' 
Locke  Footwear   Co.,  Ltd.,  60  St. 
Paul  E. 

Lord,   Omer,   331    De  Montigny. 
Marks  Bros.,  485  St.  James  St. 
Miner  Rubber  Co.,  Ltd.,  211  McGill. 
Miner  Shoe  Co.,  Ltd.,  72  St.  Peter. 
Packard,  L.  H.,  82  Co.,  15  St.  Antoine. 
Pelletier,  J.  A.,  225  Notre  Dame  W. 
Phaneuf,  Phillippe.   1124  Rachel  E. 
Robinson  George,  29  Victoria  Sq. 
Samson,   Angus   Ltd.    54  Jurors  St. 
Montreal 

Scheuer  Normandin  82  Co.,  17St. Helen. 

Schlossberg,  S.,  185  Drolet. 

Stag  Shoe  Co.,  The,  74  Victoria  Sq. 

Steine,  M.  B.,  86  Grey  Nun. 

Woods  Mfg.,  Co.,  Ltd.,  800  Mullins, 

MOOSE  JAW,  SASK. 

Kennedy  Bros. 

Maybee's.  Limited. 

NEWCASTLE,  N.B. 

Farrah,  A.  D.,  82  Co. 

NEW  GLASGOW,  N.S. 

Higgins,  L.,  82  Co.  (Br.). 

OTTAWA,  ONT. 

Ames-Holden-McCready,    Ltd.,  201 
Queen. 

Ault,  A.  W.  &  Co.,  Ltd.,  48,  Queen 
Borbridge,  S.  H.,  41  Musgrove 
Dominion  Rubber  System  (Inc.)  Ltd. 
433  Cooper  St. 
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Federal  Shoe  Co.,  45  Queen 
Gutta  Percha  &  Rubber,  Limited  230 
Albert. 

LaMay,  T.  &  Co.,  445  Sussex 
McPherson  John  Co,  Ltd.,  (Ham- 
ilton)  45   Queen  St. 
Miner  Rubber  Co., Ltd. ,203  Oueen  St. 
Poaps,  J.  V..  &  Co.,  Ltd..  76  O'Connor. 
Robinson,    Geo.,    63  Sparks 
White  Shoe  Co.,  41  Queen 
PETERBORO,  ONT. 
Neill,  Robt.,  Ltd. 
PICTOU,  N.S. 
Tanner,  W.  T. 
QUEBEC,  QUE. 

Bilodeau,Louis,Enr'd.-45Sour  le-Forte 
Beaubien.  Louis.  617  St.  Valier. 
Begin,  J.  H.,  Reg.,  38  Champlain 
Brown,  Rochette,  Limited.  580  St. 
Valier. 

Dominion  Rubber  System  (Que.)  50 

Ciown  St. 
DuBois  &  Fils,  Enr'd,  491  St.  Valier 
Larochelle.  J.  H.,  &  Fils.  533  St.  Valier. 
Magnan,  P.  A.,  493^  St.  Valier. 
Miner  Rubber  Co.,  81  Dalhousie 
Poliquin  &  Darveau,  41  St.  Pierre. 
Paquet  Co.,  Ltd..  Pointe  aux  Levres. 
Plamondou,  J.,  110  St.  Joseph 
Roberge,  L.  S.,  15  Notre  Dame  St. 
Rodrigue    Ltee.,    538    St.  Valier. 
Slater  C.  E..  491  St.  Valier  St. 
REGINA,  SASK. 
Ackerman,  B.  F.,  Son  &  Co.,  Ltd. 
Ames  Holden  McCready    Ltd..  2338 

Dewdney 

Amherst  Central  Shoe  Co.,  Ltd., 
Rose  St.  and  8th  Ave. 

Congdon  Marsh  Ltd. 

Domion  Rubber  System..  1118  Broad 

Gutta  Percha  &  Rubber  Ltd.,  Dewd- 
ney &  Rose  Sts. 

ST.  HYACINTHE,  QUE. 

La  Maison  Girouard,  Limitee. 

La  Victoire  Shoe  Co. 

ST.  JOHN,  N.B. 

Ames-Holden-McCready  Ltd.,  Can- 
terbury &  Duke  Sts. 

Domir.ion  Rubber  System  Ltd.,  36 
King. 

Fleetwood  Footwear  Ltd. 
Humphrey,  J.  M.,  &  Co. 
ST.  JOHNS,  QUE. 

McNulty,  Louis. 
SASKATOON,  SASK. 

Ames  Holden  McCready  260  21st.  E. 
Dominion    Rubber    System,    1st  & 
25th  Sts. 

Gutta  Percha  &  Rubber  Ltd.,  127 
First  N. 

Henry,  Harley,  Ltd. 

ST.  THOMAS,  ONT. 

McKillop,  J.  J. 

SUDBURY,  ONT. 

Silverman,  A. 

SYDNEY,  N.S. 

Humphrey.  J.  M..  &  Co.  (Br.). 

TRURO,  N.S. 

Cook,  Wm.,  Shoe  Co. 

TORONTO,  ONT. 

Ames-Holden-McCready,  132  Welling- 
ton W. 

Boulter,  Geo.  E.,  3  Wellington  st.  E. 
Canadian-Shoes-Findings  Novelty  Co. 

2  Trinity  Sq. 
Columbus  Rubber  Co.,  284  Yonge  St. 
S.  C.  Cronk  Co.,  77  Wellington  W. 


Dominion  Rubber  System,  1  Front  E. 
Feetham,  D.  R.,  55  Bay  St. 
Hamilton.  W.  B.,  Shoe  Co.,  1 5  Front  E. 
Harris  &  Co.,  W.  114  York  St.,  general 
line. 

Hawthorne.  D.  D.,  Co.,  27  Wellington 
W. 

Jacobi,  Philip,  5  Wellington  E. 
Korker  Shoe  Co.,  64  Wellington  W. 
Lest  Shoe  Co.,  32  Temperance  St., 

women's,  children's  shoes  and  boots, 

gaiters. 

McLaren,  J.  A.  Co.,  Ltd.,  30  Front  W. 

Miner  Rubber  Co.,    144  Front  W. 

Pearson,  H.  W.,  Shoe  Co.,Ltd.84  Wel- 
lington W. 

Pomer,   Winberg  Co.,   78  York  St. 

Tilley.  Chas.,  &  Son.  90  Richmond  W. 

Toronto  Footwear  Co.,  124  York  st. 

Weston,  F.  J.,  &  Sons,  53  WellingtonW. 

Weston  Shoe  Co.,  George,  559  Logan 
Ave.,   full   line  boots  and  shoes. 

White  Shoe  Co..  9  Wellington  W. 

TRENTON,  ONT. 

Weaver,  C. 

VANCOUVER,  B.C. 

Ames  Holden  McCreadv,  125  Pender 
W. 

Anderson  &  McDonald,  (Columbus 
Rubber). 

B.C.  Leather  &  Findings  Co.,  Ltd., 

117  Pender. 
Darner  Lumsden  Co.,  133  Pender  W. 
Dominion    Rubber    System  Pacific 

Ltd.,  337  Water. 
Gutta  Percha  &  Rubber  Ltd.,  526 

Beatty 

Henderson.  F,  &  F.,  416  Cordova  W. 
Leckie,  J.  &  Co.,  Ltd.,  220  Cambie. 
Stevenson  &  Hoy  land.  109  Powell. 
VICTORIA  CORNERS,  N.B. 

Boyer.  J.  W.,  &  Co. 
WINNIPEG,  MAN. 

Ames-Holden-McCreadv  Co.  (Br.). 
Barish  &  Co..  D.,  85  Princess. 
Brooklyn   Shoe   Co.,   Ltd.,  Princess 

&  Market  Sts. 
Canada  Shoe  Co.,  208  Bonaccord 
Congdon  Marsh,  Limited,  86  Princess. 
Consolidated  Distributors  Ltd.,  110 

Princess 

Coulson  Ltd.,  W.  A.,  290  McDer- 
mott  Ave., 

Dominion  Rubber  System  (Man.) 
Ltd.,    89  Princess. 

Finch,  Mathewson,  Ltd.,  212  Ban- 
no  tyne. 

G.  &  O.  Footweat  Ltd.,  Gait  Bldg. 
Gardner,  M..  &  Co..  Bon  Accord  Block. 

Gutta  Percha  &  Rubber  Ltd.,  Mc- 
•  Dermott   &   King  Sts. 
Hansen,  R.  S.,  281  McDermott  Ave., 
full  line. 

Hudsons  Bay  Co.,  Main  and  York. 

Kopman  S.,  84  Princess 
Kilgour-Rimer  Co.,  Ltd..  87  Princess. 

Law  Footwear  Co..  W.  A.,  Gait 
Bldg. 

Merchants  Consolidated.  Limited,  110 
Princess. 

Middletoa  H  G..  Co.,  Ltd.,  154 
Princess. 

Novelty  Shoe  Co.,  295  Market 
Shachter  &  Co.,  B.    72  Princess 
Ryan  Thos.  &  Co.,    44  Princess 
United  Jobbing  Co.,  110  Bonaccord. 

CLASSIFIED  LIST 

Boys',  Youths'  and  Little  Gents' 

Acton  Shoe  Co.,  Ltd.,  Actonvale.  Que., 
P.,  J- 


Ahrens,  Chas.  A.,  Limited,  Kitchener, 

Ont.     W.,  St.,  J 
Ackerman,  B.  F.,  Son  &  Co..  201 

George,    Peterboro,   Ont.  Staples. 
Aird,  Jas.,  Co.,  17  St.  Gabriel,  Mon- 
treal.   Mc.,  W. 
Aird  &  Son,  Reg.,  482  Ontario  St.  E., 

Montreal.    Mc,  J. 
Allied  Shoe  Factories,  Ltd.,  Simcoe, 

Ont.,    Mc.,  St. 
Ames  Holden -McCreadv,  Limited, 

Montreal.  W.,  T.,  Mc,  S.,  P. 
Ames-Holden-McCready ,  Limited,  1221 

Mount  Royal  Ave.,  Montreal.  W., 

T.,  Mc,  S.,  P. 
Amherst,  B.  &  S.,  Co.,  Ltd.,  Amherst, 

N.S.    Mc,  S.,  P. 
Beal  Bros.,  Ltd.,  52  Wellington  E., 

Toronto.    St.,  W. 
Beaulieu,   Jos.   &   Co.,   80  Colomb, 

Quebec.    Mc,  S.,  J. 
Bertrand   &   Thibeault,    104  Mont- 

magny,  Quebec.    Mc,T.,  S. 
Bonin,    A.,    937    Cartier.  Montreal. 

Mc,  W.,  J. 
Braunstein,   Peter,  Montreal.  St. 
Charbonneau  &  Deguise,  636  Craig  E., 

Montreal.    Mc,  S.,  J. 
Cooper   &   Sons,    Arthur,    Ont.,  S. 
Corbeil,   Limited,   345   St.   Paul  E., 

Montreal.    W.,  Mc 
Cote,  A.  A.,  &  Son,  Ltd.,  St.  Hya- 

cinthe.  Que.    Mc  and  S. 
Cote,  J.  A.  &  M.,  Limited,  La  Cie.  St. 

Hyacinthe,  Que.  (Little  gent's) .  Mc 
Crosby.  H.  H,  Co.,  Hebron.  N.S. 

Mc,  S. 

Desautels,  Jos.,  Montreal.  Mc,  J. 
Daoust,  Lalonde  &  Co.,  Ltd.,  Victoria 

Sq.,  Montreal.  W.,  Mc,  S.,  P. 
Dayfoot,  C.  B.,  &  Co.,  Georgetown, 

Ont.  W. 

Dominion  Shoe  Co.,  2298  Chabot, 
Montreal.    (Little  gents').  Mc 

Drolet,  J.  B.,  Co.,  Ltd.,  Quebec.  Mc 

Duchaine  &  Perkins,  195  Crown,  Que- 
bec.   Mc,  S.,  P.,  W.,  J. 

Dufresne  &  Locke.  Limited,  587  On- 
tario E.,  Montreal.    Mc,  W.,  J. 

Duhamel  &  Frere,  Sorel,  Que.  P.,  S., 
Mc. 

Dupont  &  Frere,  301  Aird  Ave..  Mon- 
treal.   Mc,  J. 

Eastern  Shoe  Mfg.  Co.,  Ltd.,  Mon- 
treal. Mc 

Fix  Shoe  Mfg.  Co.,  1112  Rachel  E., 
Montreal.  W. 

Fournier,  E.,  Plessisville,  Que.,  S. 

Gait  Shoe  Mfg.  Co.,  Gait.  Ont.  T.,  Mc. 

Getty  &  Scott,  Limited,  Gait,  Ont. 
(Youths'  and  little  gents').  W., 
T.,  Mc. 

Gosselin,  J.  H.,  Quebec.  Mc,  S.,  J. 
Gosselin  Shoe  Co.,  96  St.  Leon,  Que- 
bec.   Mc.  S. 
Goulet.  O..  575  St.  Valier.  Quebec. 

W.,  Mc,  S.,  P.,  J. 
Greb  Shoe  Co.,  Kitchener,  S.W. 
Hartt,  Boot  &  Shoe  Co..  Ltd.,  Fred- 

ericton,  N.B.  W. 
Hewetson,  J.  W.,  Co.,  Ltd..  Brampton 

Ont.  Mc,  W. 
Humberstone  Shoe  Co.,  Ltd.,  Hum- 

berstone,    Ont.  St. 
Hydro   City   Shoe   Mfrs..  Limited, 

Kitchener,  Ont.    Mc,  S. 
H.  &  C  .  Shoe  Mfg  Co.,  1658  Dundas. 

Toronto.  Ont.  W. 
Inrig  Shoe  Co.,  Ltd.,  Richmond  Hill, 

Ont.    Mc,  N. 
Ideal  Shoe  Co.,  Ltd.,  374A  Papineau, 

Montreal.  Mc. 
Jobin,  E.,  Limited,  35  Colomb,  Quebec. 

W.,  T.,  Mc,  J. 
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Lagace  &  Lepinav.  22  St.  Anselme. 

Quebec.    Mc,  S.,  J. 
Leckie.  J..  &  Co..  Ltd..  Vancouver. 

B.C.  "W.,  S. 
Leclcrc  &  Frercs.  Quebec.  Mc. 
Marois.  A.  E..  Ltd..  565  St.  Valier 

St..  Quebec.    Mc,  S.,  W.,  J. 
Mayor.  Th..  169  Duke.  Montreal.  St. 
Marier  &!  Trudel,  Limited,  Nelson  St.. 

Quebec.    Mc,  S.,  J. 
Martin.  J..  &  Co..  117  Charest  St.. 

Quebec.    S.,  P.,  J. 
McPherson.  John.  Co..  Ltd..  Hamil- 
ton.  Ont.  W. 
Nursery  Shoe  Co..  Ltd.,  St.  Thomas, 

Ont.    T.,  Mc 
Reliance  Shoe.    1191    Bathurst  St., 

Toronto.  W.M. 
Rochette.  J.  M..  80  Signai.  Quebec. 

Mc,  S. 

Routier,    Luc.   56   Colomb.  Quebec. 

Mc,  S.,  J. 
Saillant  &>  Lessard.  Quebec.    Mc,  J. 
Samson.  J.  E..  20  Arago  St.,  Quebec. 

Mc,  S.,  P. 
Scroggins  Shoe  Co.,  Gait.  Ont.  Mc 
Silver  FootwcarCo  ,    107  Front  West 

Toronto  Mc . 
Sisman.  T..  Shoe  Co..  Aurora.  Ont. 

Mc,  S.,  P.,  J. 
Slater  Shoe  Co..  Ltd.,  105  Latour  St., 

Montreal.  W. 
Sterling  Bros..  Ltd  .London,  Ont..  S.,P. 
Stobo.    J.    M.,    92    Arago,  Quebec. 

Mc,  S.,W.,  J. 
Tanguay.   Jos..    122   St.  Dominique 

St..  Quebec.    Mc,  S.,  P.,  J. 
Tebbutt  Shoe  &  Leather  Co..  Ltd., 

Three  Rivers.    W.,  Mc,  S. 
Tetrault  Shoe  Mfg..  Co.,  Montreal.  W. 
Tillsonburg  Shoe  Co..  Ltd..  Tillson- 

burg,  Ont.    S.,  N.,  J. 
Trcdrite  Shoe  Co..   Otterville,  Ont. 
Tremblay.  E.,  108  Boisseau,  Quebec. 

Mc,  S. 

Underbill's.    Limited,    Barrie,  Ont 

Mc,  S.,  P.,  J. 
Valentine  &  Martin,  Waterloo,  Ont. 

W.,  Mc,  S.,  P.,  J. 
Western  Shoe  Co..  Ltd.,  Kitchener. 

Ont.    Mc,  S.,  P.,  J. 
Williams  Shoe  Co..  Ltd.,  Brampton, 

Ont.    Mc,  S.,  P. 
Wry-Standard.  A.  E..  Limited,  Sack- 

ville.  N.B.    P.,  S.,  N. 

CANVAS  SHOES 

Ames  -  Holden  -  McCready.  Limited. 

Montreal.  1221  Mount  Roval. 
B.  &  M.   Shoe  &  Slipper  Co..  126 

Garden  Ave..  Toronto. 
Canadian  Consolidated  Rubber  Co.. 

Ltd..  950  Notre  Dame  E..  Montreal. 
Canadian     Consolidated     Felt  Co. 

Kitchener. 
Canadian  Footwear  Co..  Ltd..  Pointe 

Aux  Trembles.  Quebec.  Women's. 
Clark  Bros..  Ltd..  St.  Stephens.  N.B., 

Women's  Mc 
Columbus  Rubber  Co.,  of  Montreal, 

1349  De  Montigny  E..  Montreal. 
Corbeil.  Limited.  345  St.  Paul  E.. 

Montreal.  Women's  and  infants'. 
Daoust.  J.  L..  &  Co..  225  Carriere 

Rd..    Montreal.  Children's. 
Eureka  Shoe.   Limited.  Three  Rivers. 

Women's. 

Gagnon.  Lachapelle  &  Hebert.  55 
Kent  St..  Montreal.  Women's  and 
infants'.  J. 

Globe  Shoe  Co..  Terrebonne.  Que. 

( >■■:'■<■  Bros  .  Limited.  5 1 H  Sr..  Valier, 
Quebec.    Women's  J. 


Getty  &  Scott,  Limited.  Gait.  Ont. 
Women's 

Gutta  Percha  and  Rubber  Limited, 
Toronto 

Goulet.  O..  575  St.  Valier.  Quebec.  J. 
Hamilton.  W.  B..  Shoe  Co..  15  Front 

E..  Toronto. 
Kingsbury  Footwear  Co.,  Ltd.,  679 

La  Salle  Ave.,  Montreal.  Women's. 
La  Duchesse  Shoe  Co.,   92  Beaudry, 

Montreal.    Women's.  J. 
Lady  Belle  Shoe  Co.,  Kitchener,  Ont., 

women's. 

Mayer,  Th.,  169  Duke,  Montreal. 
Miner  Rubber  Co.,   Ltd.,  Granby, 
Quebec. 

Northern  Rubber  Co.,  Ltd.,  Guelph, 
Ont. 

Samson,  J.  E..  22  Arago,  Quebec.  J. 
Scheuer,  Normandin  &  Co.,  Montreal 
Toronto  Slipper  Mfg.  Co.,  Ltd.,  18 
Millstone  Lane,  Toronto. 

FELT  SHOES 

Aird  &  Son,  482  Ontario  E..  Montreal. 

American  Footwear  Co.,  64  Colborne, 
Toronto. 

Ames-Holden  Felt  Co.,  Ltd.,  Kit- 
chener, Ont. 

Amherst  Boot  &  Shoe  Co.,  Ltd.,  Am- 
herst, N.S. 

B.  &M.  Shoe  and  Slipper  Co.,  Toronto. 

Canada  Felting  Co..  St.  Jacobs,  Ont. 

Canadian  Consolidated  Felt  Co..  Ltd., 
Kitchener.  Ont. 

Cobourg  Felt  Co..  Ltd.,  Cobourg,  Ont. 

Duchaine.  L.,  593  St.  Valier  St., 
Quebec. 

Dufresne  &  Locke,  Limited,  587  On- 
tario E.,  Montreal. 

Goulet,  O.,  575  St.  Valier  St.,  Quebec. 

Great  West  Felt  Co.,  Ltd..  Elmira, 
Ont. 

Grosch  Felt  Boot  Co.,  Ltd.,  Milverton, 
Ont. 

Hamburg  Felt  Boot  Co.,  Ltd.,  New 
Hamburg,  Ont. 

Hartt  Boot  &  Shoe  Co.,  Ltd..  Fred- 
ericton,  N.B. 

Jobin,  E.,  Limited,  35  Colomb,  Quebec. 

Scheuer   Normandin  Co.,  Montreal. 

Rochette,  J.  M.,  80  Signai,  Quebec. 

Rumpel.  Oscar,  Kitchener,  Ont. 

Trickett.  Sir  H.  W.,  Limited,  Man- 
chester Bldg.,  Toronto. 

Wry-Standard,  A  E..  Limited,  Sack- 
ville.  N.B. 


MEN'S  BOOTS  AND  SHOES 

Ackerman,  B.  F.,  Son  6i  Co.,  Peter- 

boro,  Ont.    Staples.  J. 
Acton    Shoe   Co.,    Actonvale,  Que 

Mc,  S.,  P.,  J. 
Aird.  Jas..  &  Co ,   17  St.  Gabriel, 

Montreal.    Mc,  W. 
Aird  &  Son.  Reg.,  482  Ontario  E. 

Montreal.    Mc,  T.,  S.,  J. 
Ames-Holden-McCready,  Limited, 

Montreal.    Mc,  W.,  T.,  S.,  P., 

R. 

Amherst  Boot  &  Shoe  Co.,  Amherst, 

N.S.    W.,  Mc,  S.,  P. 
Beaulieu,  Jos.,  &  Co..  80  Colomb. 

Quebec.  Que.    Mc,  S.,  J. 
Bell.  J.  &  T..  Ltd.,  180  Inspector  St.. 

Montreal.    W..  T. 
Bonin.  Antoine,  939  Cartier,  Montreal, 

W.,  Mc,  J. 
Brandon  Shoe  Co.,  Ltd..  Brantford. 

Ont.  W. 
Braunstcin.   Peter,   Montreal.  St. 


Corbeil,  Limited,  345  St.  Paul  E., 

Montreal.    Mc,  W. 
Cote,  A.  A..  &  Son,  St.  Hyacinthe, 

Quebec,   Mc  and  S. 
Cote.  J.  A.  &  M..  Limited,  St.  Hya- 
cinthe.   W.,  Mc,  S.,  R. 
Crosby,  H.  H..  Co.,  Ltd.,  Hebron. 

N.S.    Mc,  S. 
Daisy  Shoe  Works,  Unionville,  Ont., 

working  boots. 
Daoust,  Lalonde  &  Co.,  49  Victoria 

Sq..  Montreal.  W.,  Mc,  P.,  S. 
Dayfoot,  C.  B.,  &z  Co.,  Georgetown, 

Ont.    W.,  Mc,  P.,  R. 
Dominion  Shoe  Ltd..  2298  Chabot, 

Montreal.  Mc. 
Drolet,  J.  B.,  &  Co.,  Ltd.,  51  Colomb. 

Quebec,  Que.    W.,  Mc 
Duchaine,  L.,  593  St.  Valier,  Quebec, 

Que.    W.,  Mc,  S.,  J. 
Duchaine   &   Perkins.    195  Crown, 

Quebec.  Que.    Mc,  S.,  P.,  R.,  J. 
Dufresne  &z  Locke,  Limited,  587  On- 
tario  St.   E.,    Maisonneuve.  W., 

Mc,  J. 

Duhamel&Frere.Sorel.  P.Q.  P.,W.,S. 
Dupont   &   Frere.   301   Aird  Ave.. 

Montreal.    W.,  Mc 
Eagle  Shoe  Co..  Ltd..  587  Beaudry  W„ 

Montreal,  W. 
Fournier,   E.,   Plessisville,   Que.  S. 

W. 

Griffin  Shoe  Co.,  Ltd.,  Ingersoll.  Ont. 
W.  J. 

Goulet,  O.,  575  St.  Valier,  Quebec 
W.,  J. 

Greb  Shoe  Co..  Ltd.,  Kitchener. Ont.  S. 
W. 

Hamilton.  W.  B.,  Shoe  Co.,  15  Front 
E.,  Toronto.  W. 

Hartt  Boot  &  Shoe  Co.,  Ltd.,  Frederic- 
ton.  N.B.    W.  and  hand  sewn. 

Humberstone  Shoe  Co.,  Humberstone, 
Ont.    N.,  J. 

Hydro  City  Shoe  Mfrs.,  Ltd..  Kitch- 
ener, Ont.   Mc,  S.,  R. 

H.  &  C.  Shoe  Mfrs..  Ltd..  1658  Dundas 
W.  To  onto.  W. 

Inrig  Shoe  Co.,  Ltd.,  Richmond  Hill, 
Ont.    W.  Mc  S. 

Jobin.  E..  Limited.  35  Colomb.  Quebec. 
W.,  Mc 

Lagace  &  Lepinay.  22  St.  Anselme. 
Quebec.    Mc,  S.,  W.,  J. 

Leclerc    &    Freres,    Quebec.  Mc 
Locke  Footwear  Co.,  Ltd.,  60  St. 

Paul   St.    E.,    Montreal.  P. 
Leckie,  J.,  Co..  Ltd..  Vancouver.  B.C. 

W.  S. 

Levielle.  J.  C.  A.,  Portneuf.  Que. 
Mc,  S. 

Marier  &  Trudel,  Limited,  Nelson  St.. 

Quebec,  Que.    Mc,  S.,  J. 
Marois,  A.  E„  Ltd.,  559  St.  Valier, 

Quebec.  W.,  Mc,  S.,  J. 
Marsh.  Wm.  A..  Co.,  Ltd..  472  St. 

Valier,  Quebec.  Que.  Mc,  W.f  J. 
Martin.  J.  &i  A..  117  Charest,  Quebec. 

Que.    S.,  P.,  J. 
Mayer,  Th.,  169  Duke,  Montreal.  St. 
McKenzie,  Crowe  62  Co.,  Bridgetown, 

N.S.    Shoe  packs,  larrigans,  etc. 
McPherson,  Jno.,  Co.,  Ltd.,  Hamilton . 

Ont.    W.,  Mc 
Milton   Shoes,    Ltd.,    Milton,  Ont. 

Mc.  J. 

Myles  Shoe  Co..  Ltd..  109  Simcoe. 
Toronto.  W. 

Murray  Shoe  Co.,  London.  Ont.  W. 

Palmer,  Jno..  Co.,  Ltd.,  Fredericton, 
N.B.  Shoe  packs,  larrigans.  sport- 
ing boots,  etc. 

Palmer-McLellan  Shoe  Pack  Co..  Fred- 
ericton. N.B.    Larrigans.  packs,  etc. 


April  16,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


149 


Reliance  Shoe  Co.,  Ltd.,  1191  Bathurst 

St.,  Toronto.    Mc,  N. 
Ritchie,  Jno.,  Co.,  Ltd.,  496  St.  Valier. 

Quebec,  Que.    W.,  J. 
Rochette,  J.,  80  Signai,  Marcel  Que. 

Mc,  S. 

Routier,   Luc,   56  Colomb,  Quebec, 

Que.    Mc,  S.,  J. 
Samson,  J.  E.,  20  Arago,  Quebec,  Que. 

Mc,  P.,  S.,  J. 

Scott  McHale,  Limited,  London,  Ont. 
W. 

Sisman,  T..  Shoe  Co.,  Ltd.,  Aurora, 

Ont.    Mc,  S.,  P.,  J. 
Slater  Shoe  Co.,  Limited,  105  Latour 

St..  Montreal,  W. 
Sterling  Bros.,  Limited,  London,  Ont. 

S.,  P. 

Stobo,  J.  M.,  92  Arago,  Quebec,  Que. 

W.  Mc,  J. 
Talbot  Shoe.  Co,  Ltd.,  St.  Thomas, 

Ont.  W. 
Tanguay,  Jos.,   122  St.  Dominique, 

Que.,  Que.    Mc,  S.,  J. 
Tebbutt  Shoe  &  Leather  Co.,  Three 

Rivers,  Que.    W.,  Mc,  S.,  J. 
Tetrault  Shoe  Mfg.  Co.,  Montreal. 

W. 

Tillsonburg  Shoe  Co.,  Ltd  ,  Tillson- 

burg,  Ont.    S.,  N.,  J. 
Tremblay,  Ed.,  108  Boisseau,  Quebec, 

Que.    Mc,  S.,  J. 
Underhills,  Limited,  Barrie,  Ont.  Mc, 

S.,  P.,  J. 

Valentine  &  Martin,  Waterloo.  Ont. 

W.,  S.,  J. 
Western  Shoe  Co.,  Ltd..  Kitchener, 

Ont.    Mc,  S.,  P.,  J. 
Williams  Shoe.   Limited.  Brampton, 

Ont.    W.,  Mc,  S.,  P. 
Wry-Standard,  A.  E.,  Limited,  Sack- 

ville.  N.B.    P.,  N. 
Wagner  Shoe  Co.,  Ltd.,  Aylmei  Ont. 

W. 

MISSES',  CHILDREN'S  AND 
INFANTS'  SHOES 

Acton  Shoe  Co.,  Ltd.,  Actonvale,  Que 

S.,  P.,  Mc 
Ahrens,   Chas.,    Limited.  Kitchener, 

Ont.     St.,  W. 
Adams   Shoe   Co..    Ltd.,  Penetang, 

Ont.,  T.,  Mc 
Aird,  Jas.,  &  Co..   17  St.  Gabriel. 

Montreal.  Mc 
Aird  &  Son,  Regd..  482  Ontario  E., 

Montreal.    T.,  Mc,  J. 
Allied  Shoe  Factories,  Ltd.,  Simcoe. 

Ont.    Mc,  St. 
Ames  -  Holden  -  McCready ,     Limited , 

1221  Mount  Royal,  Montreal.  W., 

T.,  Mc,  S.,  P. 
Amherst  Boot  &  Shoe  Co.,  Amherst, 

N.S.   Mc,  S.,  P. 
Beaulieu,  Jos.,  &  Co.,  80  Colomb, 

Quebec.  Que.    Mc,  S. 
Bertrand  &  Thibault.  104  Montmagny. 

Quebec.  Que.    Mc,  S.,  J. 
Bisson.  O.,  76  Marie  Louise,  Quebec, 

Que.    Mc,  J. 
Bonin  Antoine,  937  Carder,  Montreal. 

?.,  Mc,  J. 
Braunstein,   Peter,    Montreal.  St. 
Canadian  Stitchdown    Co  ,  East  3rd 

Ave.,  Montreal. 
Canadian  Footwear  Co.,  Ltd.,  Pointe 

aux  Trembles.  Montreal  office,  36  St. 

Genevieve.    Mc     T.,  W. 
Charbonneau  &  Deguise,  636  Craig,  E. 

Montreal.    Mc,  S.,  J. 
Charron,  Albert,  Contrecoeur.    T.,  J. 
Children's  Footwear  Co.,  Ltd.,  3  St. 

Alexander, Montreal.    W.,  St. 
Children's  Shoe  Mfg.,  Co.,  Quebec. 

Mc,  J. 


Silver  Footwear  Co.,  107  Front  St.  E., 
Mc. 

Comfort-Children's  Footwear  Co. 
Ltd.,  St.  Hyacinthe.  Que.,  Mc,  W. 

Corbeil,  Limited,  345  St.  Paul  E.. 
Montreal.  Mc. 

Cote,  A.  A.,  &  Son,  Ltd.,  St.  Hya- 
cinthe,  Que.    Mc,  S. 

Cote,  J.  A.  &  M.,  Limited.  St.  Hya- 
cinthe, Que.    W.,  Mc,  P.,  S. 

Crosby,  H.  H.,  Co.,  Ltd.,  Hebron, 
N.S.    Mc,  S. 

Daoust,  Lalonde  &  Co.,  Ltd.,  49  Vic- 
toria Sq . ,  Montreal .    Mc ,  P. ,  S . 

Dayfoot,  C.  B.,  &  Co.,  Georgetown, 
Ont.  W, 

Desautels,  Jos.  A.,  Montreal.  Mc, 
J. 

Desilets,    W.     1080     Des  Erables. 

Montreal,  Mc. 
Dominion  Shoe  Co.,   2298  Chabot, 

Montreal.  Mc 
Duchaine.  L.,  593  St.  Valier,  Quebec. 

Que.    Mc,  S.,  J. 
Duchaine    &    Perkins.    195  Crown, 

Quebec.  Que.    Mc,  P.,  S. 
Dufresne  &  Locke.  587  Ontario  E.. 

Maisonneuve.  Montreal.  Mc,  W.,  J, 
Duhamel  &  Frere.  Sorel,  Que.  Mc 
Duncan,  W.  J.,  Seaforth,  Ont.  Infants' 

sole  shoe. 

Eastern  Shoe  Mfg.,  Co.,  152  Frontenac, 
Montreal,  Mc,  T. 

Eby  Kramp  &  Co.,  Kitchener,  Ont. 
Infants'. 

Eureka  Shoe  Co.  Ltd.,  Three  Rivers, 

Que.  Mc  and  McKay  Welts. 
Fix  Shoe  Mfg.  Co.,   1112  Rachele, 

Montreal.  Mc. 
Fournier,   E.,   Plessisville,   Que.  S. 
Gale  Bros..  Limited,  518  St.  Valier, 

Quebec,  Que.    Mc,  J. 
Gait  Shoe  Mfg.  Co..  Gait.  Ont.  T., 

Mc,  St. 

Germain,  L.,  251  Christophe  Colomb, 

Montreal.    T.,  J. 
Getty  &  Scott,  Limited,  109  Water  N., 

Gait,  Ont.    T.,  Mc,  W. 
Gosselin,  J.  S.,  Quebec.  Mc,  S.,  J. 
Goulet,  O.,  575  St.  Valier,  Quebec,  Que. 

Mc,  P.,  S.,  J. 
Globe  Shoe  Co.,  Terrebonne,  Que. 

W.,  T. 

Hector  Shoe,  Montreal.  General  line 
T.,  J. 

Hewetson,  J.  W.,  Co.,  Ltd.,  Brampton, 

Ont.    Mc,  W„  St.,  J. 
Holier,  A.  W.,  Elmira.    Soft  sole. 
Humberstone  Shoe  Co.,  Humberstone, 

Ont.    St.   and  sandals. 
Hurlbut  Co.,  Ltd..  Preston.  Ont.  In- 
fants' sole  shoe.  J. 
Hydro  City  Shoe  Mfrs..  Kitchener. 

Ont.   Mc,  R. 
Ideal  Shoe  Co.,  Ltd.,  374  Papineau 

Ave.,  Montreal.  Mc 
Jobin,  E.,  Ltd.,  35  Colomb,  Quebec, 

Que.  Mc,  W.,  T.,  mode  W.  and  T. 
La  Duchesse  Shoe  Co.,   Regd.,  92 

Beaudry,  Montreal.    Mc,  T. 
Latour,    David,    552    Henri  Julian, 

Montreal.  Mc 
Leveille,  J.  C.  A.,  Portneuf,  Que.  Mc. 
MacFarlane  Shoe  Co.,  Ltd.,  61  D. 

Normanville,    Montreal.    T.,  W., 

infants'  soft  sole. 
Mayer,  Th.,  169  Duke,  Montreal.  St. 
Marier  &  Trudel,  Limited,  Nelson  St., 

Quebec,  Que.    Mc,  S.,  J. 
Marois,  A.  E.,  Ltd..  559  St.  Valier. 

Quebec.    W.,  Mc,  S. 
McCaughan  &  Son.  J.  A..  689  Cham- 
plain,  Montreal.  Mc 


Moisan  Fre.,  34  Turgeon,  Quebec,  Que. 
T.,  J. 

Natural  Tread  Shoes,  Ltd.,  Belle- 
ville, Ont 

Nursery  Shoe  Co.,  St.  Thomas,  Ont. 
Mc,  T. 

Packard,  L.  H.,  &  Co.,  Ltd.,  15  St. 
Antoine,  Montreal.  W.,  infants' 
soft  sole. 

Phillips  Bros.  Shoe  Co..  1191  Bathurst. 
Toronto.  S. 

Papin,  J.,  Contrecoeur.    Mc,  T.,  J. 

Reliable  Shoe  Co.  808c  Papineau  Ave. 
Montreal,  Mc 

Rita  Shoe  Co.,  Ltd.,  St.  Hyacinthe. 
Que.  St. 

Rolland,  A.  B.,  214  Visitation,  Mon- 
treal.   Children's  and  infants'  T.,  J. 

St.  Jean  &  Co.,  899  LaSalle  Ave., 
Montreal.    Mc,  J. 

Saillant  &  Lessard,  Quebec,  Que. 
Mc,  J. 

Samson,  J.  E.,  20  Arago,  Quebec,  Que. 
Mc,  P.,  S.,  J. 

Simon  Shoe  Co.  387  Planet  St. 
Montreal,  Mc 

Sisman,  T.,  Shoe  Co.,  Ltd.,  Aurora, 
Ont.    Mc,  S.,  P.,  J. 

Standard  Welt  Co.,  Ltd.,  3  St.  Alex- 
ander,   Montreal.  W. 

Sterling  Bros.,  Limited,  London,  Ont. 
Misses'  P.,  S. 

Stobo,  J.  M.,  92  Arago,  Quebec,  Que. 
Mc,  S.,  W.,  J. 

Sun  Shoe  Co.,  966  Papineau,  Mon- 
treal. 

Tanguay.  Jos.,   122  St.  Dominique, 

Quebec,  Que.    Mc,  S. 
Tredrite  Shoe  Co.,  Ltd.,  Otterville, 

Ont.,  W.,  St. 
Tremblay,  Ed.,  108  Boisseau,  Quebec, 

Que.    Mc,  S.,  J. 
Underhills.  Limited,  Barrie,  Ont.  Mc, 

P.,  S.,  J. 
Villeneuve.  Amedee,  Lavaltrie,  Que.  T. 
Western  Shoe  Co.,  Ltd.,  Kitchener. 

Ont.    Mc,  P.,  S.,  J. 
Weston  Shoe  Co.,  Ltd..  Campbellford. 

Mc,  T.,  W.,  J. 
Williams  Shoe  Co.,  Ltd.,  Brampton, 

Ont.    Mc,  P.,  S.,  W. 

MOCCASINS  AND  LARRIGANS 

Acme  Glove  Works,  181  Vitre  E., 
Montreal. 

Auclair,  Wilfred,  Indian  Lorette.  Que. 

Acme  Shu-Pak  Co..  Ltd..  St.  Tite, 
Que.    Shoe  packs,  etc. 

Acton  Shoe  Co.,  Inc.,  Actonvale,  Que. 
Larrigans,  J. 

Bastien,  A.,  Loretteville,  Que.  Mocca- 
sins. 

Bastien   Bros.,    Loretteville,  Que. 
Bastien.  M.,  Loretteville.  Moccasins. 
Baker  Glove  Mfg.  Co.,  Three  Rivers, 

Que.  Moccasins. 
Beal  Bros.,  Limited,  52  Wellington  E., 

Toronto.    Ont.  Larrigans. 
Beal,  R.  M.,  Leather  Co.,  Lindsay. 

Ont.  Larrigans. 
Boivin,   Telesphore,    Indian  Lorette, 

Que.  Moccasins. 
Borbridge,  S.  &  H..  Co.,  90  Rideau, 

Ottawa.  Ont. 
Briggs  Tannery,  Calgary,  Alta.  Shoe 

packs. 

Berrouard,  F..  401  St.  Valier,  Quebec. 

Que.  Larrigans. 
Clarke,  A.  R..  &  Co.,  Ltd.,  633  Eastern 

Ave.,  Toronto.  Moccasins. 
Comeau.  F.  G.,  &l  Son,  Saulnierville, 

N.S.  Larrigans. 
Copeland  Shoe  Pack  Co.,  Midland, 

Ont. 


150 


THE  SHOE  AND  LEATHER  JOURNAL 


April  16,  1923. 


Canadian  Glove  Co..  171  James  E.. 
Winnipeg 

Donovan  Shoe  Co  .  The.   55  King. 

Woodstock.  N.B. 
Eagle  Leather  Works.  S86  Laurier  Ave. 

E.  Montreal 
Forbcrt.  P.  A.  Midland.  Ont.,  Lar- 

rigans. 

Gagnon     Bros.,    Loretteville.  Que. 

K  locassins. 
Gendron.  Penetang  Shoe  Pack  Mfg.  Co  , 

Penetanguishenc.  Ont.  Larrigans. 
Glove  &  Mitt  Co.  of  Canada,  Ltd  , 

294  Lagauchetiere  W.,  Montreal. 

Moccasins. 
Grevier.  Art..   140  Colomb.  Quebec. 
Groff.  S..  &  Son.  290  McDermott. 

Winnipeg. 
Hamilton.  W.  B..  Shoe  Co..  15  Front 

E..  Toronto. 
Hall   &   Hodges,   St   Sacrament  St. 

Montreal 

Holt-Renfrew  6i  Co.,  35  Buade,  Que- 
bec. Que. 

Huron  Glove  Co.,  Ltd..  Loretteville, 
Que. 

Kehoe  &  Slattcry.  Pembroke,  Ont. 
Waterproof  mocassins. 

LaFrance,  Thos  ,  North  Bay,  Ont. 

Loiselle,  Ralph.  Upton.  Que.  Mocca- 
sins. 

J.  A.  Massicotte,  St  Tite,  Que. 

MacKenzie.  Crowe  &  Co.,  Bridge- 
town. N.S.  Larrigans. 

McMartin.  E.  W..  45  St.  Alexander, 
Montreal. 

Palmer.  Jno..  Co..  Ltd..  Fredericton, 
N.B.  Larrigans. 

Palmer-McLellan  Shoepack  Co..  Fred- 
ericton. N.B.  Larrigans. 

Quebec  Glove  Leather  Mfrs..  3rd  St.. 
Limoilou.  Que. 

Ross.  Henry.  Loretteville.  Que.  Moc- 
casins. 

St.  Amand.  R..  Loretteville.  Que. 
Moccasins. 

St.  Armaud.  Biron  &  Co.,  St.  Gene- 
vieve de  Batiscan.  Moccasins. 

St.  Laurent  Garment  Co.,  137  McGill. 
Montreal.  Moccasins. 

Saba.  C.  N..  Co.,  84  Wellington  W., 
Toronto. 

Savard.  N..  Loretteville,  Que.  Moc- 
casins. 

Taylor.  Wm..  Parry  Sound.  Ont. 
Larrigans. 

Tanguay.  Jos.  34  King  St.  Quebec 

I  nion  Glove  Works  684A  Ontario 
E..  Montreal.  Moccasins. 

Verrct.  Jules.  Loretteville,  Que.  Moc- 
casins. 

Wright.  A..  &i  Co..  Pembroke,  Ont. 
Larrigans.  moccasins. 

Wright.  H.  W..  Pembroke.  Ont.  Larri- 
gans. moccasins,  etc. 

Wry-Standard.  A.  E..  Limited.  Sack- 
ville.  N.B.  Larrigans. 

RUBBER  FOOTWEAR 
MANUFACTURERS 

Ames-HoIden-McCready.   Ltd.,  1221 

Mt.  Royal.  Montreal. 
Columbus  Rubber  C>>..  Ltd..  Montreal 
Dominion  Rubber  System..  201  Inspec- 
tor St..  Montreal. 

Factories — Montreal.  St.  Jerome. 
Quebec.  1  Elmira.  Ont..  Kitchener. 
Ont..  Port  Dalhou^ie.  Ont..  and 
Granbv.  Que. 

Columbus  Rubber  Co.  of  Montreal, 

1349  Dc  Montigny  E..  Montreal. 
Gutta  Percha  &  Rubber.  Limited.  47 

Yonge  St..  Toronto.  Ont 
Independent  Rubber  Co..  Ltd..  Merrit- 

ton.  Ont 


Kaufman  Rubber  Co.,  Ltd..  410  King 
W.,  Kitchener.  Ont. 

Miner  Rubber  Co.,  Granby,  Que. 

North  British  Rubber  Co..  43  Col- 
borne  St..  Toronto. 

Northern  Rubber  Co..  Guelph.  Ont. 

SLIPPERS 

Aird  &  Son.  Regd..  482  Ontario  E., 
Montreal.    Leather,  J. 

Acme  Glove  Works,  181  Vitre  E., 
Montreal. 

Ames  -  Holden  -  McCready,  Limited, 
1221  Mount  Royal  Ave.  E.,  Mon- 
treal. 

Amherst  Boot  &2  Shoe  Co..  Amherst, 
N.S. 

B.  &  M.  Shoe  &  Slipper  Mfg.  Co., 

128  Garden  Ave.,  Toronto. 
Bastien,  A..  Loretteville,  Que.  Indian. 
Bastien    Bros.,    Loretteville,  Que. 
Bastien,  M.,  Loretteville.  Que.  Indian. 
Begin,  J.  H.,  Regd.,  124  St.  Dominique, 

Quebec,  Que. 
Burnett  Mfg.  Co.,  728  Gerrard  E.. 

Toronto.  Leather. 
Br  aunstein,  Peter.  Montreal.  Leather. 
Canadian  Consolidated  Felt  Co.,  Ltd., 

Margaret  Ave..  Kitchener,  Ont.  J. 
Canadian  Shoe  Co.,  108  Gamier  St. 

Montreal 

Canadian  Stitchdown  Co.,  3rd  Ave, 
and  Ernest  St.  Montreal 

Canadian  Shoe  Findings  Novelty  Co., 
2  Trinity  Sq.,  Toronto,  Ont.  Felt. 

Cobourg  Felt  Co.,  Ltd.,  Cobourg,  Ont. 

Colonial  Mfg.  Co.,  Ltd.,  366  Adelaide 
Street  W. .Toronto, Leather  and  Felt 

Crosby,  H.  H.,  Co.,  The,  Hebron, 
N.S.  Leather. 

Desbiehs,  W.    113  Caroh  St.  Quebec. 

Dufresne  &  Locke,  Limited,  587  On- 
tario   E.,    Maisonneuve.  Leather. 

Empire  Slipper  Mfg.  Co.  67  Adelaide 
W.  Toronto 

Federal  Footwear  Co.,  17  Jar  vis  St. 

Fix  Shoe  Mfg.  Co..  1112  Rachel, 
Montreal.  Commonsense. 

Grosch  Felt  Shoe  Co.,  Ltd.,  Strat- 
ford, Ont. 

Galibert  Glove  Works,  Limited,  236 
Craig  E.,  Montreal.  Indian. 

Goulct  O.    575  St.  Valier,  Quebec. 

Glove  Craft  Ltd.,  580  Parthenais, 
Montreal . 

Great  West  Felt  Co.,  Ltd.,  Elmira,  Ont. 

Hamburg  Felt  Boot  Co.,  Ltd.,  New 
Hamburg.  Ont. 

Hamilton,  W.  B.,  Shoe  Co..  15  Front 
E.,  Toronto. 

Holt.  Renfrew  &  Co.,  Ltd.,  35  Buade 
Quebec.  Indian. 

Hurlbut  Co..  Ltd.,  Preston,  Ont. 
Soft  sole.  J. 

Huron  Glove  Co.,  Ltd.,  Loretteville, 
Que.  Indian. 

Ideal  Shoe  Co..  Elmira,  Ont. 

Jacobi,  Philip,  5  Wellington  E.,  To- 
ronto. 

Jaeger.  Dr.  S.  W.  S.  Co..  Ltd.,  243 
Bleury.  Montreal. 

Jobin,  Elie,  Limited,  35  Colomb, 
Quebec,  Que.  Leather. 

Kingsbury  Footwear  Co.,  Ltd.,  679 
La  Salle  Ave..  Maisonneuve.  Lea- 
ther. 

La  Duchesse  Shoe  Co.,  Regd.,  92 
Beaudry,  Montreal.  J. 

Lalberte,  J.  B.,  188  Des  Fosses.  Que- 
bec, Que.  Indian. 

Liberty  Repair  &  Mfg.  Co.,  Hamil- 
ton. Ont.  Boudoir. 

Minster  Shoe  Co.  124  Wellington  W. 
Toronto. 

Moisan.  F.,  34  Turgeon.  Quebec, 
P.Q.    Hand  turned. 


Montreal  Slipper  &  Gaiter  Co.,  Mon- 
treal. 

Packard.  L.  H.,  &  Co.,  Ltd..  15  St. 
Antoine.  Montreal.    Soft  sole. 

Phillips  Bros.  Shoe  Co..  Ltd..  1191 
Bathurst.  Toronto.  Ladies'  bou- 
doir. 

Poirier,  Renee,  118  Messier  St.  Sauv- 
eur,  Quebec.  Que.  Nailed  slippers, 
J* 

Quebec  Glove  Leather  Mfg.  Co. .Quebec. 
Rumpel,  Oscar.  Queen  St.,  Kitchener, 

Ont.  Felt. 
Scheuer.  Normandin  8z  Co.,  Montreal. 

Silver  Footwear  Co.,  Front  St.  E.. 
Toronto. 

Smardon  Shoe  Co..  Ltd..  533  Visitation 
St.,  Montreal.    Fine  W.  and  T. 

Standard  Gaiter  &  Slipper  Co.,  79 

William  St.  Montreal 
Toronto  Slipper  Mfg.  Co.  .  11  Brant 

St.,  Toronto.  Leather. 

Wright,  A.,  &  Co.,  Pembroke.  Indian. 
Wright.  H.  W„  Pembroke.  Ont.  In- 
dian. 

SPORTING  SHOES 

Ames  -  Holden  -  McCready,  Limited. 
1221  Mount  Royal  Ave.  E.,  Montreal. 

Amherst  Boot  &  Shoe  Co.,  Amherst.N.S. 

Columbus  Rubber  Co.  of  Montreal, 
1349  De  Montigny  E..  Montreal. 

Dominion  Rubber  System,  201  In- 
spector, Montreal. 

Dufresne  &  Locke.  Limited,  587  On- 
tario E.,  Maisonneuve.  J. 

Gutta  Percha  &  Rubber  Co.,  Ltd., 
47  Yonge,  Toronto. 

Hamilton,  W.  B..  Shoe  Co.,  Ltd.,  15 
Front  E.,  Toronto. 

Hartt  Boot  &  Shoe  Co.,  Fredericton. 
N.B. 

Independent  Rubber  Co.,  Ltd.,  Merrit- 
ton.  Ont. 

Inrig  Shoe  Co.,  Ltd.,  Richmond  Hill, 
Ont. 

Kaufman  Rubber  Co.,  Ltd.,  410  King 

St.  W.,  Kitchener,  Ont. 
McPherson,  Jno.,  Co.,  Ltd.,  Hamilton, 

Ont.  Hockey. 
Mayer,  Th.,   79  William,  Montreal. 
Miner  Rubber  Co..  Ltd.,  Granby.  Que. 
Palmer,  Jno.,  Co.,  Ltd.,  Fredericton, 

N.B. 

Palmer-McLellan  Shoepack  Co.,  Ltd., 

Fredericton,  N.B. 
Reliance  Shoe  Co.,  1191  Bathurst  St., 

Toronto. 

Samson,  J.  E.,  20  Arago,  Quebec.  J. 
Scott   McHale,    Limited,  Richmond 

St.,    London,  Ont. 
Slater  Shoe  Co.,  Ltd.,   105  Latour, 

Montreal. 
Tanguay,  Jos.,   122  St.  Dominique, 

Quebec,  Que. 
Tebbutt  Shoe  &  Leather  Co..  Three 

Rivers,  Que.  J. 
Taylor,  Wm.    Parry  Sound. 

WOMEN'S  SHOES 

Acton  Shoe  Co.,  Inc.,  Actonvale,  Que., 

Mc,  S.,  P.,  J. 
Ahrens,   Chas.   A.,   Limited.  Linden 

Ave.,  Kitchener,  Ont.    Mc,  S. 
Aird.  Jas.  Co.,  17  St.  Gabriel  St., 

Montreal.    Mc,  J. 
Aird  &  Sons,  Regd.,  482  Ontario  E., 

Montreal.    Mc,  J. 
Ames  -  Holden  -  McCready,  Limited, 

1221  Mount  Royal  Ave.  E.  Mc, 

S.,  P.,  T.,  W. 
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Amherst  Boot  &  Shoe  Co.,  Ltd..  Am- 
herst, N.S.    Mc,  P.,  S. 

B  &  M  Shoe  and  Slipper  Mfg.  Co., 
126  Garden  Ave.,  Toronto.  Ont.Mc. 

Beaulieu,  Jos.,  80  Colomb  St..  Quebec, 
Que.    Mc,  S.,  J. 

Bell,  J.  &  T.,  Limited,  180  Inspector 
St.,  Montreal.    W.,  T. 

Bertrand  &  Thibault,  104  Montmagny, 
Quebec,  Que.    Mc,  S.,  J. 

Brandon  Shoe  Mfg  Co,  Brantford  W. 

Blachford  Shoe  Mfg.  Co.,  92  Sher- 
bourne  St.,  Toronto.    W.,  T. 

Bonin,  Antoine,  937  Cartier  St.,  Mon- 
treal.   Mc,  W.,  J. 

Braunstein,  Peter,  Montreal.  St. 

Children's  Shoe  Mfg.  Co.,  Regd., 
Quebec.  Mc 

Canadian  Footwear  Co.,  Ltd.,  Mon- 
treal.   Mc,   W.,  T. 

Charron,  Albert,  Contrecoeur,  Que.  T., 
J. 

Clark  Bros.,   Limited,  St.  Stephen. 

N.B.    Mock  W.,  Mc 
Corbeil,  Limited,  345  St.  Paul  St.  E., 

Montreal.  Mc. 
Cote,  J.  A.  &  M.,  Limited,  St.  Hya- 

cinthe,  Que.    Mc,  P.,  S.,  W. 
Crosby,  H.  H.,  &  Co.,  Limited,  Hebron- 

N.S.    Mc,  S.,  T. 
Daoust.  Lalonde  &  Co.,  49  Victoria 

Sq.,  Montreal.    Mc,  P.,  S.,  T. 
Desautels,  Jos.  A.,  Montreal,  Mc,  J. 
Desilets      W.     1080    Des  Erables, 

Montreal,  Mc 
Drolet.  J.  B..  &  Co..  Ltd..  51  Colomb 

St.,  Quebec.  Que.    Mc,  W. 
Duchaine,    Ludger,    593    St.  Valier, 

Quebec,  Que.    Mc,  W.,  J. 
Duchaine  &  Perkins,  195  de  la  Cour- 

onne,  Quebec,  Que.  Mc,  P.,  S.,  J. 
Dufresne  &  Locke,  587  Ontario  E., 

Montreal.    Mc,  T.,  J. 
Duhamel  Frere  &  Co.,  Sorel,  Que. 

Mc 

Dupont   &   Frere,   301    Aird  Ave., 

Montreal.  Mc 
Eagle  Shoe  Co..  Ltd.,  587  Beaudry, 

Montreal.  W. 
Eureka  Shoe,  Limited,  Three  Rivers, 

Mc 

Fix  Shoe  Mfg.  Co.,  1112  Rachel  E., 
Montreal. 

Gagnon.  Lachapelle  Sz  Hebert.  55 
Kent  St..  Montreal.    Mc,  J. 

Gale  Bros.,  Limited,  518  St.  Valier, 
Quebec,  Que.    Mc,  J. 

Gait  Shoe  Mfg.  Co.,  Ltd.,  Queen  W., 
Gait,  Ont.  Mc 

Germain.  Louis,  251  Christophe  Col- 
omb St.,  Montreal.    T.,  J. 

Getty  &  Scott,  Limited,  109  Water 
N„  Gait.  Ont.    Mc,  T.,  W. 


Globe  Shoe  Co.,  Ltd.,  Terrebonne- 

Que.    W.,  T. 
Gosselin  Shoe  Co.,  96  St.  Leon,  Que- 
bec. Mc 
Gourlay    Shoe    Co.,    Ltd.,  Mount 

Forest,    Ont.  Mc. 
Griffin    Shoe    Co.,    Ltd.,  Ingersoll, 

Ont.    W.,  J. 
Goulet,  O..  575  St.  Valier  W„  Quebec. 

Que.  W.,   Mc,  J. 
Gutta  Percha  &  Rubber,  Limited,  47 

Yonge St,, Toronto.  Rubber  footwear. 
Hamilton.  W.  B..  Shoe  Co.,  Ltd., 

15  Front  E.,  Toronto.    Mfrs.  W., 

and  Mc,  wholesale  lines. 
Hartt  Boot  &  Shoe  Co.,  Ltd.,  Fred- 

ericton,  N.B.  W. 
Hector  Shoe.   Regd.,  Montreal.  T. 
Hydro   City   Shoe  Mfrs.,  Ltd.,  117 

Weber  Ave.,  Kitchener,  Ont.  Mc 
Huot  &  Bedard,  Ancienne  Lorette. 

Que.    T.,  W.,  Mc,  S. 
Ideal  Shoe  Co.,  Ltd.,  374  Papineau, 

Montreal.  Mc 
Jobin,  E.,  Limited,  35  Colomb,  Quebec, 

Que.    Mc,  T.,  W.,  Imitation  W., 

and  Imitation  T. 
Kingsbury  Footwear  Co.,  679  La  Salle 

Ave.  W.,  Montreal.  Mc,  W.,  T. 
Lachance  &  Tanguay.  70  Bigaouette. 

Quebec,  Que.    Mc  and  W. 
Lady  Belle  Shoe  Co.,  Ltd.,  Breithaupt 

St..  Kitchener,  Ont.  Mc. 
La  Duchesse  Shoe  Co.,   Regd.,  92 

Beaudry,  Montreal.  Mc,  T.,  J. 
La  Parisienne  Shoe  Co.,   Ltd.,  610 

La  Salle  Ave..  Montreal.  W.,  T.,  J. 
Lagace  &  Lepinay,  22  St.  Anselme, 

Quebec.    Mc,  J. 
La  Gioconda  Shoe  Mfg.  Co.,  Mon- 
treal, Hand  Made  Shoes. 
Locke  Footwear  Co.,   Ltd.,   60  St. 

Paul  E.,  Montreal. 
Latour,  David,  rear  552  Henri  Julien, 

Montreal.    Mc,  J. 
Leveille,  J.   C.   A.,   Portneuf,  Que. 

Mc  and  S. 
Loiselle,  R.,  &  Co.  .Upton,  Que.  Mc.P. 
MacFarlane  Shoe  Co.,  Ltd.,  61  De- 

Normanville,  Montreal.    W.,  T. 
Marier  &  Trudel,  Limited,  Nelson  St., 

Quebec,  Que.    Mc,  S.,  J. 
Marois,  A.  E.,  Ltd..  559  St.  Valier, 

Quebec.    W.,  Mc,  S. 
Marsh   Wm.  A..  Co..  Ltd.,  472  St. 

Valier,  Quebec,  Que.    Mc,  W.,  J. 
McCaughan,  J.  A.,  &  Son,  689  Cham- 
plain,  Montreal.  Mc 
McPherson,  Jno..  Co.,  Ltd.,  lackson 

St.  E.,  Hamilton.  Ont.  Mfg.'W.,  M. 
Myles  Shoe  Co.,  Ltd.,   109  Simcoe 

St.  W„  Toronto.    T.,  W. 
Moisan,  F.,  34  Turgeon  St.,  Quebec, 

Que.  T. 


Murray  Shoe  Co.,  Ltd..  Richmond  St. 
London,  Ont.    Mc,  W. 

Natural  Tread  Shoes,  Ltd.,  Belle- 
ville, Ont. 

Newport  Shoe  Co.,  Ltd.,  Wolseley 
and  Ryerson, Toronto.  T. 

Nursery  Shoe  Co.,  Ltd.,  St.  Thomas, 
Ont.  Mc. 

Owens-EImes  Mfg.  Co.,  Ltd.,  12 
Sheppard,  Toronto.  T. 

Parker  Steel  Shoes,  Ltd.  Preston 
Ont.    Mc,  J. 

Perth  Shoe  Co..  Ltd..  Perth.  Ont.  W. 
Poirier,  Renee,  118  Messier  St  Sauv- 
eur,  Quebec,  Que.    Buck  skin,  J. 
Papin,  J.,   Ltd.,   Contrecoeur,  Que 
Mc  x  ' 

Phillips  Bros.,  Shoe  Co,  Ltd.,  1119 
Bathurst,   Toronto.  Mc 

Reliable  Shoe  Co.  808  Papineau  Ave 
Montreal  Mc 

St-  J<\an  &  Co.,  1165  St.  Catherine 
E..  Montreal.    Mc,  J. 

Samson.  J.  E„  20  Arago.  Quebec.  Que. 
Mc,  P.,  S.,  J. 

Sisman.  T..  Shoe  Co.,  Ltd.,  Aurora 
Ont.    Mc,  S.,  P.,  and  storm  J.' 

Smardon  Shoe  Co.,  Ltd..  533  Visita- 
tion, W„  Montreal.    T.,  W. 

Sterling  Bros..  Limited.  330  Clarence 
London,  Ont.    P.,  S. 

Standard  Welt  Co.,  Ltd.,  3  St.  Alex- 
ander, Montreal.  W. 

Stobo  Shoe  Co.,  J.  M.,  92  Arago,  Que- 
bec, Que.    Mc,  S.,  W.,  J. 

Talbot  Shoe  Co.,  Ltd.,  St.  Thomas, 
Ont.  W. 

Tanguay,  Jos..   122  St.  Dominique, 

Quebec,  Que.    Mc,  S. 
Taylor,    Robt.,    Co.,    Halifax,  N.S. 

Mc,  P.,  S. 
Tremblay.  E.,  108  Boisseau,  Quebec. 

Que.    Mc,  S.,  J. 
Underhills,  Limited,  Aurora  and  Bar- 

rie,  Ont.    Mc,  P.,  S.,  J. 
Wagner  Shoe  Co.  Ltd,  Alymer,  Ont.  W. 
Walker,  Parker  Co.,  Ltd.  152  Welling- 
ton W.,  Toronto.    W.,  Mc 
Western  Shoe  Co.,  Ltd.,  236  Victoria, 

Kitchener,  Ont.  Mc,  S.,  P.,  J. 
Weston  Shoe  Co.,  Ltd  ,  Campbellford. 

W.,  Mc,  T.,  S.,  J. 
Williams  Shoe,   Limited,  Brampton, 

Ont.    Mc,  P.,  S.,  W. 
Woelfle  Shoe,  W.  E.,  Limited,  127 

Wilmot,  Kitchener,  Ont.  Mc 
Wry-Standard.  A.  E..  Limited,  Sack- 

ville.  N.B.    P.,  N. 
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ALL  ABOARD  Direct  through  Connections  from"HOOF  TO  BEAMHOUSE" 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy" 


INDEX  TO  ADVERTISERS 


Ahrens    Co.    Ltd.,   Chas.    A.,    28 

Aird    &    Son    18 

Ackerman,  B.  F.,  &  Son  Co.  Ltd.  29 

Bell,  J.  &   T.,   26-27 

Blachford    Shoe    Mfg.    Co.    Ltd.  .  99 

Breithaupt   Leather  Co   I.F.C. 

Barrie    Tanning    Co   14 

Bertrand    &    Thibault   112 

Bastien    Brothers    118 

Canadia  n    Shoes    Ltd   101 

Condensed    Ads.    142 

Clatworthy    &    Son    142 

Canadian      Shoes-Findings  Nov- 

velty    137 

Clarice   &   Clarke    142 

Clarke,  A.  R.,  Co.  Ltd  42a-O.B.C. 

Collis    Leather    Co   16 

Colonial    Mfg.    Co   58 

Cote,  J.  A    &  M   30 

Church    &    Son    23 

Crescent    Shoe   Co   32 

Charhonncau    &    Deguise    37 

Canadian     Stitchdown    Co.    55 

Children's    Shoe    Mfg   120 

Columbus    Rubber    Co   124 

Cook,  Wm.,  Shoe  Co   132 

Cote,  A.  A.,   &   Son    134 

Daoust,    Lalonde    &    Co   31 

Davis  Leather  Co.  Ltd   3 

Dufresne   &    Locke    35 

Duclos    &     Payan   4-5 

Dupont    &    Frere    45 


Dunn,   R.   G.,    140 

Edwards    &    Edwards    128 

Einstein,    J.,   Limited    12 

Eastern  Shoe  Mfg.  Co   34 

Gagnon,    Lachapelle    &    Hebert..  43 

Globe  Shoe  Co.  Ltd   44 

Getty  &  Scott  Ltd   38 

Gutta  Percha  &  Rubber  Ltd   7 

Gosselin,  J.  H.,    118 

Gilbert   Mfg.  Co   137 

H.  W.  Steel  Shank  Co.  Ltd  141 

Handelan    &    Staff    136 

Hotel    Cleveland    120 

Hartt  Shoe  Co.  Ltd   46-47 

Hydro   City   Shoe  Co.  Ltd   132 

Hewetson,  J.  W.,  Co.  Ltd   13 

Hannahscns    Shoe    Co  '.  .  .  15 

Humphrey,  J.  M.,  Co.  Ltd.   ..  16 

Hamilton,   W.  B.,   Shoe  Co   33 

Holt  Renfrew  &  Co.  Ltd   116 

King   Bros  140 

Kingsbury    Footwear    Co  49 

Lachance    &    Tanguay    108 

Lawrence,   A.   C,  Leather   Co.    .  .  6 

La  Gioconda  Shoe  Mfg.  Co   36 

Leclerc    Freres    114 

Lady  Belle  Shoe  Co   121 

McCaughan,  J.  A.,  &  Son    104 

McLaren,  J.  A.,  Co.  Ltd   24 

Marsh   Co.   Ltd.,    W.   A.,    59 

Miner  Rubber  Co.  Ltd   11 

Morton,  Co.  Ltd.,  E.  S.,    141 

Murray    Shoe    Co.   Ltd   8-9 


Myles    Shoe    Co   51 

Marois,  A.  E.,  Ltd   110-111 

McDowell    &    Lincoln    130 

National   Shoe  Plate  Co  139 

New  Castle  Leather  Co.  Inc....  136 

New   England   Blacking   Co  123 

Packard   &  Co.  Limited,  L.  H.,  .  .  104 

Perth   Shoe   Co.   Ltd   40-41-42 

Palmer    McLelland   Co.   Ltd   48 

Pearson,   H.  W.,  Shoe  Co   50 

Periodical    Posting    141 

Ralston,  Robt.,  Co.  Ltd   17 

Robson    Leather    Co.   Ltd   39 

Routier,    Luc   119 

Rumpel,    Oscar,    54 

Rearden,   Thos.,   &  Co.   Ltd  141 

Samson,   J.    E.,    Enr   106 

Schmoll    Fils    152 

Sisman,    T.,    Shoe    Co   62 

Scroggins  Shoe  Co.,  Ltd  102 

Surpass   Leather   Co.    141 

Scott-McHale,   Ltd   O.F.C. 

Silver   Footwear   Co   103 

Talbot  Shoe  Co.  Ltd   56-57 

Tebbutt  Shoe  &  Leather  Co.  Ltd.  52 

Tetrault    Shoe    Mfg.   Co   53 

United  Shoe  Machinery  Co.   .  .  I.B.C. 

United  Last  Co.  Ltd   10 

Van    Schaack    Bros   119 

Walker,  Parker  Co.  Ltd.  19-20-21-22— 

60-61 

Wickett  &  Craig    117 

Whittemore    Bros   134 
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THE  BEST  TIME 

TO  INSTALL  SHOE  REPAIR  MACHINERY 


IS  NOW 


12  FT.  GOODYEAR  OUTFIT  MODEL  P.  A  moderate  size  of  good  capacity 

— Built  in  our  Montreal  Factory. 

THE  BEST  KIND  IS  GOODYEAR 

The  accepted  standard  of  the  successful  shop 

Installations  made  now  allow  the  operator  to 
become  familiar  with  new  machines  before  the  spring  rush 

THERE  IS  A  STYLE  THAT  IS  JUST  SUITED  TO  YOUR  REQUIREMENTS 

INSTALLED  ON  TERMS  THAT  YOU  CAN  AFFORD 

Write  for  the  complete  Goodyear  Catalogue  and  Terms  to-day 

UNITED  SHOE  MACHINERY  CO.OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street,  W.  88  Ontario  Street,  S.  28  Demers  Street 


Mention 


'Shoe  and  Leather  Journal"  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


Clarke's  Patent— 

Produces 
The  Highest  Quality  Shoe 

Largest  Producers  of  Patent  Leather  in 
the  British  Empire 

Offices  in  all  parts  of  the  World 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


THIRTY-SIXTH  YEAR 


TORONTO,  MAY,  1st  1923 


SHOE  6  LEATHER 
JOURNAL 


ACTON   PUBLISHING   COMPANY  LIMITED 


THE  SHOE  AND  LEATHER  JOURNAL 


"The  Wear 


Is  THERE" 


Well  Soled  Means  Well  Sold 

The  use  of  Breithaupt  Sole  Leather 
gives  leading  Canadian  Manufacturers 
positive  assurance  that  their  shoes  are 

Well  Soled 

The  shoe  dealer  who  knows  that  the 
shoes  he  handles  contain  Breithaupt 
Sole  Leather  gives  his  customers  the 
assurance  of  wearing  qualities  that  are 
unsurpassed.  He  knows  that  his 
shoes  are 

Well  Sold 

Trent  Valley  Oak.    A  quality  Sole  Leather 

TRENT  VALLEY  OAK 

Is  Unsurpassed  for  Quality  and  Wear 
A  Sole  to  Suit  Every  Shoe. 

Trent  Valley  Oak  Cut  Soles,  in  all  sizes  and  grades  can  be  supplied  by 

PROVINCIAL  CUT  SOLE  CO. 
311  Victoria  Street,  Kitchener,  Ont. 

The  Breithaupt  Leather  Co.Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 
Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk's  Falls 
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D.  &  P.  UNION  THREE  PIECE  COUNTER  is  a  unique  counter 
product  that,  in  addition  to  being  extra  durable,  is  made  very  flexible 
for  the  express  purpose  of  being  perfectly  suited  for  use  in  Women's 
Footwear.  If  you  are  a  maker  of  Women's  Lines,  nothing  will  give 
you  such  satisfactory  results  as  our  UNION  COUNTER. 

In  all  considerations  of  quality  in  those  things  which  go  to  the 
making  of  better  shoes,  the  excellence  of  D.  &  P.  FIBRE 
COUNTERS  is  never  questioned. 

As  well  as  offering  a  top  grade  product  for  finest  shoemaking,  we 
give  the  manufacturers  of  medium  and  low-priced  shoes,  the 
opportunity  to  buy  counters  just  as  well  made,  but  using  a  lower 
priced  fibre  that  more  than  measures  up  to  the  service -demands 
put  upon  their  lines. 

A  COUNTER  FOR  EVERY  PURPOSE. 

DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse: 

224  Lemoine  Street 
MONTREAL 

REPRESENTATIVES 
For  Ontario: — E.  R.  Lewis,  45  Front  St.,  East,  Toronto  1 
For  Quebec  City: — Richard  Freres,  St.  Valier  Street,  Quebec 
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A  Sign  of  Good 
Rubber  Footwear 

is  the 

"GUTTA 
PERCHA" 

Trade  Mark 

It  identifies  an  old  established  line  that  you  can  always 
sell  and  with  full  confidence  that  your  customers  will 
be  pleased.  It  is  a  sign  of  satisfaction, and  a  sign  of  future 
business  when  your  customers  are  again  in  the  market. 
It  also  serves  as  a  sign  to  remind  you  that  we 
are  booking  orders  now.  Look  over  the  samples  carefully 
and  note  the  important  new  additions  and  improvements 
that  have  been  made,  wherever  improvement  was  possible. 

At  Your  Distributor's  or  Our  Nearest  Branch 

Gutta  Percha  (Si  Rubber 

—  Limited  

Head  Offices  and  Factories,  Toronto 

Branches  from  Coast  to  Coast 
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Another  Of  Bell's 
Special  Summer  Styles 

in  Patent  and  Grey  Suede  Combination. 


The  beautiful  lines  of  this  model,  and  its 
unique  pattern,  are  features  that  will 
make  it  very  easy  for  the  merchant  to  sell 
it  in  big  volume,  to  his  Summer  buyers. 

Fine  shoemaking  is  really  the  only  thing 
to  produce  successful  shoe  selling,  and  for 
this  purpose  there  is  nothing  can  quite 
take  the  place  of  Bell  character  in  footwear. 

Consider  this  important  fact  when 
placing  your  Season's  orders. 


J.  &   T.  BELL,  LIMITED 


Montreal,  Quebec 
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CALF  AND  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 
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Keep  Up  Your  Stock 

of/Globe  "Pillow  Welt"  and  "Baby  Pillow  Welt"  Shoes. 


Springtime  is  New  Shoe  Time  for  Children,  and  a  full  stock  of 
Globe  Lines  isfyour  one  assurance  of  getting  your  full  share  of  the 
trade.  Show  and  recommend  these  superior  Children's  Shoes. 
With  their  better  features  of  fit  and  wear  they  will  create  steadily 
growing  sales  for  your  Children's  Department. 


They  are  the  only  genuine  Goodyear  Welt 
Shoe    made   with  a  Pillow  Welt  Insole. 


Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  "mited 

TERREBONNE      -  QUE. 

Montreal  Office— 11  St.  James  St.         Representative— J.  A.  BLUTEAU 
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With  Spaulding's  Fibre  Counters  in  your  shoes 
you  can  be  sure  that  they  will  retain  a  trim,  perfect 
shaped  back  that  will  reflect  credit  on  your  line 
and  result  in  greater  all-around  buying  appeal. 

We  make  our  own  fibre 

J.  SPAULDING  &  SONS  CO.,  Inc. 


Main  Office  and  Factory 
NORTH  ROCHESTER,  N.H. 


Boston  Office 
203 -B  ALBANY  BUILDING 


PHILADELPHIA           CINCINNATI  ST.  LOUIS  CHICAGO 

John  G.  Traver  8s  Co.     The  Taylor-Poole  Co.  The  Taylor-Poole  Co.  J.E.D.  McMechan  8s  Co. 

141-143  No.  4th  St.          410-412  E.  8th  St.  1602  Locust  St.           217  W.  Lake  St. 
SEVEN  FACTORIES 

Tonawanda,  N.  Y.             Rochester,  N.  H.  English  Agents:  J.  Whitehead  &  Co.,  Ltd. 

No.  Rochester,  N.H.              Milton,  N.H.  Leicester,  England 
Townsend  Harbor,  Mass. 
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Bigger  Business 
And  Extra  Profits 


In  daily  papers  throughout  Canada  and  on  bill-boards  in  the  largest 
centres,  Fleet  Foot  shoes  will  be  widely  advertised  this  season. 

This  national  advertising  is  part  of  the  Dominion  Rubber  System's 
policy  to  help  the  retail  shoe  dealer  sell  Fleet  Foot  shoes.  It  creates  a 
big  consumer  demand  and  brings  customers  to  Fleet  Foot  stores. 

It  is  worth  your  while  to  co-operate  with  this  national  advertising 
of  Fleet  Foot,  because 

(1)  Nationally  advertised  lines  are  the  easiest  to  sell. 

(2)  National  advertising  helps  you  in  making  a  quicker  turn- 
over of  stocks  and  that  means  added  profits: 

Start  the  Fleet  Foot  season  with  a  complete,  well-balanced  assort- 
ment of  Fleet  Foot  shoes  for  men,  women  and  children.  It  is  the  surest 
way  for  bigger  business  and  extra  profits  during  the  summer  season. 


Our  service  branches  can  serve  you  promptly. 


Dominion  Rubber  System  Limited 

Head  Office    -  Montreal 
^  RUBBER SERVICE   BRANCHES  AT:  «L  RUBBER 


ST.  JOHN,  N.B. 
HALIFAX,  N.S. 
MONTREAL,  P.Q. 
QUEBEC,  P.Q. 
OTTAWA,  Ont. 
TORONTO,  Ont. 
BELLEVILLE,  Ont. 


HAMILTON,  Ont 
BRANTFORD,  Ont. 
KITCHENER,  Ont. 
LONDON,  Ont. 
WINDSOR,  Ont. 
NORTH  BAY,  Ont. 
FORT  WILLIAM,  Ont 
WINNIPEG,  Man. 


REGINA,  Sask. 
SASKATOON,  Sask. 
CALGARY,  Alta. 
LETHBRIDGE,  Alta. 
EDMONTON,  Alta. 
VANCOUVER,  B.C. 
VICTORIA,  B.C. 
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ST.  ANDREWS 
GOLF  SHOE,  Reg'd 


"HARRINGTON" 


A  very  popular  model  of  our 


In  Golf  Shoes,  "Harrington"  is  a  prize  shoe  from  a  cham- 
pion line.  It  scores  on  all  those  fine  points  in  construction  that 
make  every  St.  Andrews  Golf  Shoe,  Reg.,  unrivalled  for  fit/comfort, 
wear,  and  practical  utility  in  playing  the  game. 


St.  Andrews  Golf  Shoe,  Reg.,  will  add  every  golf  enthusiast  in  your 
community  to  your  list  of  customers.  Lose  no  time  in  winning 
this  Summer  trade.  ' 


Write  for  illustrated  folder,  and  secure  the  exclusive 
right  to  sell  this  line  in  your  town — One 
agency  in  each  locality. 


TETRAULT  SHOE  MFG.  CO.,  LIMITED 

MONTREAL,  QUE. 


The  light  viscolized  water-resisting  outsole. 


Patented  Rubber  Studs — ensure  firm  footing 
— do  not  damage  greens  or  mark  floors. 


"Sani-pore"  Insole — absorbs  perspiration — ■ 
keeps  foot  cool — will  not  become  hard  or  crack. 
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J?a  JDucAesse, 


We  Thank  You 


From  all  quarters  of  the  Trade  messages  of  sym- 
pathy have  come  to  us  at  the  loss  we  have  sus- 
tained through  the  destruction  of  our  plant  by  fire. 
This  interest  on  the  part  of  our  many  friends  is 
highly|appreciated,  showing  us  that  we  have,  in 
spite  of  our  loss,  the  good  fortune  to  enjoy  a  re- 
lationship with  the  trade  valued  beyond  business 
considerations. 


D.  F.  DESMARAIS 


gBBEBaznaBEm 


Reconstruction 


We  are  proceeding  with  the  rebuilding  of  our  plant 
which  we  expect  to  have  completed  in  the  course 
of  a  few  weeks.  It  will  be  constructed  and  equip- 
ped for  maximum  efficiency  in  shoemaking,  that 
we  may  continue  to  offer  the  trade  in  La  Duchesse 
Footwear  quality  and  style  in  every  way  superior, 
and  value  ^without  a  peer. 

Temporary  Office,  640  Craig  St.,  East. 

La  Duchesse"  Shoe  Co.,  Registered 

MONTREAL,  QUE. 

Making  Women's  Welts,  McKays  and  Turns  of  a  Standard 
quality  for  the  Wholesale  Trade 


If 


■Sal  if  -WW  I  9  1 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  -idvertiser 


4 


THE  SHOE  AND  LEATHER  JOURNAL 


May  1,  1923. 


VI  CI  kid  is  advertised 
in  THE  SATURDAY 
EVENING  POST  and 
THE  LITERARY  DIGEST. 
The  combined  circulation  of 
these  magazines  in  Canada 
is  85,000  copies.  On  an 
average,  at  least  three  people 
read  each  copy.  Therefore, 
a  quarter  of  a  million  Can- 
adian people  will  read  VICI 
kid  messages  regularly.  They 
will wantshoesofVICI  kid. 
They  will  buy  shoes  of  VICI 
kid. 


VICI  kid  builds  repeat  business 


Once  sell  a  pair  of  shoes  of  Vici  kid  and  you 
are  assured  of  repeat  sales,  because  Vici  kid  makes 
good  its  reputation. 

When  Robert  H.  Foederer  revolutionized  meth- 
ods of  tanning  leather  inl890,Vici  kid  became  famous 
— and  is  to-day  the  best  known  leather  for  shoes  of 
quality.  Shoes  of  Vici  kid  give  to  the  customer 
the  most  in  individuality,  beauty  and  satisfaction. 

Shoes  of  Vici  kid  are  in  demand. 

No  other  leather  combinesALL  the  advantages 
of  Vici  kid. 


ROBERT  H.  FOERDERER,  Inc. 

Philadelphia 

Selling  Agencies  in  all  parts  of  the  world 

VICI  kid 


THERE  IS  ONLY  ONE  VICI  KID 


THERE  NEVER  HAS  BEEN  ANY  OTHER. 
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Stock  No.  10  Russia  Calf  Oxford,  Andover  Last 
Stock  No.  12  Gun  Metal  Calf  Oxford,  Andover  Last 
Stock  No.  14  Russia  Calf  Oxford,  Councillor  Last 
Stock  No.  16  Gun  Metal  Calf  Oxford,  Councillor  Last 


Price  $4.75 


Terms:     Net  30  days 
For  less  than  three  pairs  an  extra  charge  of  15  cents  per  pair. 


IN-STOCK 


GOOD  VALUE!  When  a  retailer  says  "Good 
Value"  he  registers  satisfaction. 

That's  what  retailers  are  saying  of  these  In- 
Stock  oxfords. 

And  now  here  are  two  more  on  the  Councillor, 
a  less  extreme  last  than  the  Andover. 


GOOD  VALUE 

The  Talbot  Shoe  Co.,  Limited 

St.  Thomas         :-:  Ontario 
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BULLDOG 

SOLE 
LEATHER 


"Wears  twice  as 
long  as  ordinary 
leather" 


TANNED  ONLY  BY 

BEARDMORE  &  CO. 

Tanners  Since 

1844 


Backed    to  the 
hilt  by 
advertising 


Toronto 


Montreal 


Quebec 


Acton 
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IN-STOCK 

No.  135:  Patent  and  Grey  Suede  Luxor  Sandal. 
Price  $5.15.    Ready  May  15. 


No.  733 :  White  Buck  Luxor  Sandal,  White  Welt- 
ing and  White  Ivory  Heel. 
Price  $5.45.    Ready  May  25. 

Net  30  Days. 


Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments,  C  or  D  widths,  all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

W.  S.  PETTES  H.  B.  McGEE  J.  H.  McGEE        G.  H.  FERGUSON 

Room  413,  Windsor  Hotel,     Room  706,  King  Edward  Hotel.     Royal  Alexandra  Hotel,        807  Bower  Bldg  , 
Montreal,  Que.  Toronto,  Ont.  Winnipeg,  Man.  Vancouver,  B.  C. 
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You  Can  Depend  On 

LAWRENCE  LEATHERS 

It's  the  absolute  reliability  of 
Lawrence  Leathers  that  makes 
them  so  satisfying  to  shoe  manu- 
facturers and  retailers,  a  constantly 
increasing  number  of  whom  are 
learning  to  insure  receiving  the 
latest  and  best  things  in  leathers 
by  keeping  in  touch  with  A.  C. 
Lawrence    Leather  Company. 

A.  C.  LAWRENCE  LEATHER  CO. 

210  South  Street,  Boston,  Mass. 

New  York  Chicago  Philadelphia  Gloversville 
St.  Louis  Cincinnati  Rochester 


RELIABLE 
LEATHERS 


■  niii..hf]  nui        :i  ■  . i  r - 1 1 ■ h i ■  i u ;  miuni/mnm-i  unmum  'MifnnnminiiimiiiuaKWiiw  1 
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CALFSKIN 
SHEEPSKIN 
SIDE  LEATHER 
PIGSKIN 
WELTING 
COUNTERS 
INSOLES 

Write  for  samples 


<ii[]  hi!  urn  i 


■■  UN  II   I  IIIUIl'lllMIP  i  I, II 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  a 


dvertiser 


May  1,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


19 


Black  Beauty 

Chrome  Patent  Sides 

Black  Beauty  is  worthy  of 
its  name.  It  brings  that  de- 
lightful appearance  to  shoes 
that  pleases  customers  and 
causes  the  retailer  to  specify 
Black  Beauty  Chrome 
Patent  Sides. 

The  Robson  Leather  Company 
Limited 

Oshawa,  Canada 
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Attractive  Spring  Styles  In  Stock 

in 

"CLASSIC  SHOES" 


PATENT  ONLY 

C  fit  D,  2';-8. 


MAHOGANY,  GUN- 
METAL  AND  PATENT 
LACE 

B,  C,  D,  11-2 


4040 — Every  store  should  have  a  high  grade  good- 
every-day-in-year  oxford  like  the  cut  as 
illustrated.  No  style  risk,  always  sells. 
Goodyear  Welt,  Foot-Trainer  121  Last. 
Reg.  Heel. 

4040—  Tan  Calf,  E,  C,  D,  11-2  $  3.25 

4041—  Gunmetal  Calf,  B,  C,  D,  11-2  $  3.25 

4047— Patent,  B,  C,  D,  11-2  $  3.25 


8171 — A  smart  looking  shoe  for  women.  It  is  a 
most  profitable  shoe  for  any  retailer. 
Good  fitter.  Made  on  our  new  G.  8s  S. 
process.  14  8  Heel.  In  stock  in  patent 
only  C  8s  D  Widths.    2^-8  $  3.65 

MAHOGANY,  GUNMETAL,  AND  PATENT  LACE 
"D"  width  only  S-7lA,  8-10K 


PATENT  ONLY 

B,  C,  D,  2,^-7}^ 


3184x-A  little  patent  blucher  oxford  like  this 
certainly  attracts  both  the  mothers  and 
little  ones  with  its  mannish  lines,  leather 
oak  bend  soles  and  "Kiddie-Kumf"  cushion 
insoles.  Spring  heel,  Goodyear  welt.  Plain 
toe. 

Patent  2184x,  S-7'A   1  $  2  25 

"     3184x,  %-\0'/2   $  2  75 

Tan  Calf  2183x,  5-7  A    $  2  25 

"     "     3183x,  %-\0lA   $  2  75 

Gunmetal  Calf  2185x,  5-7K   $2.25 

"     3185x,  8-10K   $  2  .75 

Send  for  our  "In-Stock 


9219 — Our  Famous  Foot-Trainer  Last  for  the 
Growing  Girl  is  always  in  demand.  Good- 
year Welt,  8/8  Heel.  We  stock  the  one- 
strap  in  Patent  only.    B,  C,  D,  widths 

 $  4.25 

9216 —  You  can  have  this  shoe  in  a  Gunmetal  Ox- 
ford B,  C,  D,  widths,  2^-7^  $  4.25 

9217—  Also  in  Tan  Calf  Oxford  B,  C,  D,  widths, 

-  2H-TH  $4.25 

Catalogue  To-day 


Getty  &  Scott  Limited 

Makers  of  Classic  Shoes  for  Women  &>  Children 

Gait,  Ontario 
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Experience  is  the  Best  Teacher 

WESTON'S  SHOES 

are  money  makers  for  the  shoe  man 

and 

"Best  to  Wear"  in  the  Final  Test 


WESTON'S  SHOES  have  the  "STYLE" 
WESTON'S  SHOES  make  the  "SALE" 
WESTON'S  SHOES  get  the  "PROFIT" 
WESTON'S  SHOES  keep  the  "CUSTOMER" 

Experience  Teaches 


F.  J.  WESTON  SONS 

51-53  Wellington  St.  West 
TORONTO,  ONT. 

ESTABLISHED  1876 
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IN  STOCK  NOW! 


Devon  Brown  Calf, 
Blucher  Sport  Oxford 

Crepe  Sole  and  Heel 
Last  7 
Soft  Toe 
No.r09420  Code  "Orb" 


SmokedElk 
And  Colored  Calf 
Sport  Oxford 

Rubber  Suction  Sole 
And  Heel 

Last  7 
Soft  Toe 
No.  09412  Code  "Oasis" 


Colored  Calf,  Two  Tone 
Effect,  Like  No.  09412. 
No.  09413      Code  "Ode" 


The  above  SPORT  OXFORDS  are  carried  "In  Stock" 
in  30  pair  lots,  sizes  5^  to  9  and  6  to  10 

The  John  Ritchie  Company,  Limited 

Quebec 
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Toronto,  May  1st,  1923 


Sh 


oe  an 


d  Leather  Journal 


Published  Twice  cl  Month, 


$1.50  a  Year  Single  Copies  15c.  Outside  Canada,  $2.00 

Office  of  Publication 
545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
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Caused  By  Cold  Feet 


THERE  is  no  real  reason  why  the  shoe  trade  should  not  be  in  much  better  shape  than  it  is. 
The  public  has  the  money  and  spends  it  willingly  in  other  and  decidedly  more  foolish  ways. 
There  is  no  evidence  of  a  shortage  at  the  present  time  in  the  automobile  business  or  at 
the  picture  shows. 

There  seems  to  be  an  impression  abroad  that  prices  of  shoes  are  high,  and  people  who  spend 
money  lavishly  in  other  directions  seem  to  hold  back  when  it  comes  to  their  shoes.  Buyers  will 
haggle  over  the  price  of  a  pair  of  shoes  and  pay  through  the  nose  for  a  hat  or  a  suit  of  clothes. 

This  attitude  is  no  doubt  largely  the  result  of  the  extremely  low  prices  that  are  so  per- 
sistently flaunted  in  the  store  windows  and  advertisements  where  cheap,  stylish  looking,  up-to- ° 
date  shoes  are  represented  as  manufacturers'  "floor  stocks"  or  otherwise. 

Retailers  blame  these  announcements  largely  and  berate  manufacturers  who  sell  depart- 
mental as  well  as  "scallawag"  stores  at  figures  that  permit  of  sensational  retail  prices,  forgetting 
that  the  whole  thing  is  the  result  of  conditions  for  which  everybody  must  take  a  certain  £  mount 
of  responsibility. 

Manufacturers,  who  made  up  goods  for  Spring  trade  in  spite  of  the  unpromising  weather 
conditions  figured  that  with  the  first  rush  of  fine  weather  the  retail  trade  would  absorb  them. 
They  found  that  the  demand  did  not  materialize  and  the  regular  trade  had  not  enough  confidence 
in  the  outlook  to  anticipate  their  needs  and  take  even  a  small  proportion  of  this  surplus.  What 
could  the  manufacturer  do  with  goods  thus  made  up  for  seasonal  requirements?  He  could  not 
carry  them  over.    The  only  thing  was  to  sell  them  and  get  the  cash. 

The  bane  of  the  trade  to-day  is  lack  of  confidence.  The  retailer  is  afraid  to  anticipate 
his  needs,  the  manufacturer  is  loath  to  load  up  his  customers  with  goods  beyond  their  ability  to 
sell  and  pay  for,  and  the  people  hold  back  because  they  think  retail  prices  may  drop  still  lower. 

What  is  needed  is  a  little  more  courage  all  around,  which  might  be  developed  by  a  little 
more  aggressiveness  on  the  part  of  manufacturers  as  well  as  retailers.  Just  now  might  be  a  good 
time  to  inaugurate  and  carry  on  a  vigorous  national  shoe  selling  campaign,  in  which  the  entire 
industry  might  profitably  participate. 
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In  The  Market 
Place 

General  conditions  improving — 
Prospects  for  Summer  good — 
White  Season  ahead  should  build 
business — Fall  prospects  bright. 

General  Business 

FROM  all  over  Canada  the  news  grows  more  en- 
couraging with  the  advent  of  more  seasonable 
weather.  In  the  extreme  east  and  west  floods 
have  done  considerable  damage  and  held  business  in 
abeyance,  but  nothing  serious  has  occurred  to  hold  up 
the  steady  progress  of  commercial  development.  In 
the  west,  seeding  has  commenced  and  within  a  month 
or  so,  the  new  season's  crop  will  all  be  under  way.  Busi- 
ness in  the  west  has  a  more  promising  outlook  than  for 
some  months.  Mining  operations  in  Northern  x^lberta 
are  likely  to  help  considerably  and  if  only  there  comes 
a  fair  crop  throughout  the  western  provinces  much  lost 
ground  will  be  gained. 

In  Ontario  business  is  steadily  picking  up.  Whole- 
sale establishments  in  all  lines  talk  more  optimistically 
than  a  month  ago.  The  opening  up  of  the  north  country 
through  reported  gold  discoveries  has  already  com- 
menced and  the  movement  of  farm  produce  with  the 
purchase  of  spring  implement  requirements  has  fairly 
set  in.  Building  promises  to  be  brisker  than  for  some 
seasons  past  and  unless  operations  are  tied  up  with 
labor  troubles,  the  next  five  or  six  months  ought  to  see 
a  large  number  of  buildings  completed  which  will  mean 
an  increased  demand  for  all  classes  of  supplies.  The 
construction  of  public  works  ought  to  be  large  and  will 
clear  up  the  last  of  the  unemployment  situation.  The 
provincial  elections  in  June  do  not  mean  any  interfer- 
ence with   trade  conditions. 

In  the  Province  of  Quebec  business  is  finding  its 
feet  and  dry  goods,  groceries,  hardware,  clothing  are 
all  moving  along  nicely.  Payments  are  still  somewhat 
slow  as  retail  sales  as  yet  have  not  been  satisfactory, 
although  many  report  April  as  fully  up  to  1922.  Build- 
ing shows  considerable  recuperation  and  the  iron  in- 
dustry gives  every  sign  of  encouraging  outlook.  Rail- 
roads report  a  steady  increase  in  both  freight  and  passen- 
ger transportation  although  the  lateness  of  river  nav- 
igation has  militated  somewhat  against  foreign  business. 

Retail  Shoe  Trade 

Business  has  been  "spotty".  When  there  is  a  burst 
of  sunshine  things  brighten  up,  and  sales  look  more 
like  the  normal  thing  for  Spring.  But  there  is  not  the 
snap  to  business  so  far  that  there  ought  to  be  with  May. 
Nevertheless,  there  has  been  an  active  demand  for  shoes 
of  the  novel  or  fashionable  type  particularly  amongst 
what  was  known  recently  as  the  "flapper  class",  and  be- 
sides a  great  many  pretty  shoes  have  found  their  way 
to  the  feet  of  smart  women  who  have  been  encouraged 
by  the  first  breath  of  summer  weather.  Men's  trade 
has  been  slow  but  there  has  been  a  steady  demand  for 
goods  at  popular  prices.  The  men  seem  to  be  looking 
for  shoes  around  eight  or  nine  dollars  and  it  is  hard  to 
Oft  rhem  to  go  beyond  ten.  The  taking  up  of  the  slack 
in  unemployment  has  made  trade  fairly  good  in  staple 
lines  of  men's  shoes,  and  there  has  also  been  a  good 
demand  for  real  good  shoes  in  women's  wear  with  quite 


a  bit  doing  in  foot  comfort  shoes  of  various  classes. 
Retailers  from  all  over  the  country  say  that  business 
is  steadily  improving  in  all  lines.  Country  trade  is 
responding  perhaps  better  than  the  city. 

Shoe  Manufacturers  Busier 

Business  with  shoe  manufacturers  is  feeling  the 
effects  of  the  reordering  following  upon  the  first  real 
movement  in  Spring  business.  Quite  a  number  of  the 
factories  report  considerably  increased  activity,  especially 
those  who  are  specializing  in  in-stock  goods.  But  with 
many  trade  is  fitful  and  somewhat  uncertain.  Com- 
paratively little  business  has  been  done  as  yet  in  Fall 
lines  but  some  makers  of  staples  claim  that  they  have 
received  fairly  large  orders  already  for  their  regular 
sellers.  Those  making  for  jobbers  are  busy,  for  the 
most  part,  on  samples  and  say  that  no  orders  of  any 
account  have  been  as  yet  placed  for  Fall.  Prices  re- 
main about  as  they  were  and  do  not  seem  to  promise 
any  abatement  from  those  which  have  been  in  force. 
There  are  some  changes  in  goods  to  meet  the  demand 
for  stable  or  lower  prices  but  as  a  matter  of  fact,  with 
the  leather  market  as  it  is,  manufacturers  find  it  im- 
possible to  shade  their  present  figures.  The  feeling 
prevails  that  the  market  will  strengthen  rather  than 
weaken. 

The  Leather  Trade 

Business  has  improved  slightly  during  the  past  two 
weeks  on  account  of  the  increased  activity  amongst 
the  shoe  factories,  but  there  has  not  been  much  increase 
in  volume  in  domestic  trade.  Export  trade  has  im- 
proved, especially  that  across  the  line,  and  there  has 
been  some  enquiry  from  Great  Britain  which  shows 
that  things  are  looking  up  across  the  water.  Tanners 
are  standing  pat  on  prices  and  in  some  cases  are  ask- 
ing advances  on  account  of  the  increased  strength  of 
the  hide  market.  Sole  leather  is  firmer  and  some  tan- 
nages of  upper  stock  in  good  demand  command  a  little 
better  price  than  a  month  ago.  It  will  take  a  week 
or  two  to  put  business  upon  a  more  normal  basis  and  it 
will  then  be  easier  to  say  just  what  the  future  will  hold. 
But  as  far  as  may  be  judged  from  the  present  situation 
the  market  is  bound  to  rule  stronger  on  leather  as  there 
are  no  accumulations  to  speak  of  and  any  increased 
demand  will  mean  a  firmer  market. 

The  Rubber  Shoe  Trade 

Rubber  shoe  manufacturers  all  report  a  satisfactory 
season  so  far,  with  orders  considerably  beyond  those 
of  last  year  at  this  time.  A  matter  that  has  been  puzzl- 
ing the  trade  considerably  is  that  of  "goloshes,"  which 
have  been  ordered  so  liberally  during  the  current  placing 
season.  It  seems  a  safe  proposition  from  the  present 
outlook  to  make  up  these  shoes,  but  the  question  is 
naturally  being  asked  "What  if  some  radical  change  takes 
place  in  women's  footwear  for  next  season,  which  might 
relegate  goloshes  to  the  discard?"  It  seems  quite  safe 
however,  to  assume  that  light  footwear  will  be  worn 
again  next  winter  by  women  and  especially  by  the  young 
women  who  go  to  business  and  if  so  there  will  be  no 
question  as  to  the  demand  for  high  overshoes.  Another 
thing  that  is  puzzling  the  rubber  shoe  trade  is  the  flange 
heel  on  men's  shoes  which  is  so  hard  to  fit.  The  "white" 
season  is  about  started  and  already  manufacturers 
are  beginning  to  get  in  repeat  orders.  The  next  two 
months  will  see  the  largest  one  of  this  class  of  footwear 
in  the  history  of  the  trade,  it  is  expected. 
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Stray  Shots  from 
Solomon 

When  you  begin  to  think  that  the  world 
is  all  awry  take  a  good  look  at  yourself.  It 
may  be  your  liver  or  it  may  be  a  bad  heart. 

"He  that  hath  a  froward  heart 
ENQUIRE  findeth  no  good."  If  you  have 
WITHIN.  a  bad  liver,  everything  around 
you  will  look  yellow,  if  you  have 
a  rotten  heart,  your  neighbours  will  all  seem 
liars  and  crooks.  When  you  hear  a  man  ex- 
press suspicion  of  everybody  and  especially  of 
women,  you  can  put  it  down  that  his  inside 
works  will  not  stand  the  light  of  day.  "As  a 
man  thinketh  in  his  heart,  so  is  he."  Are  you 
giving  people  around  you  a  picture  of  your 
subconscious  mind  every  time  you  open  your 
mouth? 

%    *  * 

In  spite  of  conditions  and  surroundings 
to-day  people  do  not  seem  to  be  in  earnest 
about  anything  but  getting  pleasure  and  they 
are  making  hard  work  out  of  that. 
BRASS  If  some  men  were  to  toil  as  hard 
TACKS  at  their  business  as  they  do  at  hav- 
ing a  good  time,  there  would  be  a 
decided  difference  in  the  tune  of  the  reports 
issued  by  Duns  and  Bradstreets.  "There  is 
a  time  for  every  purpose  under  the  sun"  and 
if  ever  there  was  a  time  when  work  was  in 
order  it  is  to-day.  All  work  and  no  play  may 
make  Jack  a  dull  boy,  but  the  craze  for  ex- 
citement and  pleasure  is  keeping  him  poor  in 
more  ways  than  in  his  pocket.  Play,  or  work 
at  other  things  now  and  then  to  keep  you 
from  getting  stale,  but  keep  a  firm  grip  on 
"times  and  purposes."  Take  your  pleasure 
in  moderation. 

We  are  suffering  from  an  epidemic  of 
talk  just  now.  When  there  is  not  enough 
business  to  keep  our  hands  and  feet  moving, 

our  tongues  get  a  start  on 
WATCH  YOUR  us.  "Suffer  not  thy 
MOUTH.  mouth  to  cause  thy  flesh 

to  sin."  Keep  a  watch  on 
your  lips  that  they  do  not  lead  you  into  a 
maze  of  crooked  as  well  as  idle  speaking. 
Shakespeare  says  :  "He  that  steals  my  purse, 
steals  trash,  but  he  that  filches  from  me  my 
good  name,  steals  that  which  not  enriches 
him,  but  leaves  me  poor  indeed."  When  a 
man  has  learned  to  control  his  tongue,  he  has 
learned  one  of  the  greatest  lessons  of  life.  He 
is  greater  than  he  that  taketh  a  city. 


"Bread  of  deceit  is  sweet  to  a  man  but 
afterwards  his  mouth  shall  be  full  of  gravel." 
There  is  many  a  toothless  wretch  who  wishes 
he  had  been  content  to  live  on 
HARD  plain    wholesome    food.  "O 

CHEWING  that  thou  hadst  hearkened  un- 
to the  voice  of  my  command- 
ment, then  had  thy  peace  been  as  a  river,  and 
thy  righteousness  as  the  waves  of  the  sea." 
There  is  nothing  but  "gall  and  wormwood" 
in  this  chase  after  stolen  fruit.  To  wait  until 
he  has  the  bad  taste  and  broken  teeth  is  the 
usual  thing  with  those  who  climb  the  fences 
and  shin  up  the  trees.  Take  the  advice  of  the 
wise  man  and  keep  to  the  highway.  He  tried 
the  game  and  speaks  with  authority. 

You  can  tell  how  much  brains  a  man  has 
usually  by  the  amount  of  words  he  can  reel 
off  in  sixty  seconds.   The  readiest  man  to  talk 

on  any  subject  is  usually 
MEASURED  the  fellow  who  knows  the 
BY  WORDS.         least  about  it.    "A  fool  is 

full  of  words"  or  as  the 
margin  puts  it  "multiplieth  words".  If  you 
want  to  be  considered  wise  not  to  say  if 
you  want  to  keep  your  brain  in  shape  for 
your  own  business,  let  the  other  fellow  do 
the  talking.  In  any  case,  there  is  much  to  be 
gained  and  little  to  be  lost  by  keeping  your 
tongue  in  your  cheek.  This  is  especially  true 
concerning  your  opinion  of  others  and  espe- 
cially what  they  may  say  about  you. 

$z       $z  % 

"Cast  thy  bread  upon  the  waters  for 
thou  shalt  find  it  after  many  days."  This  no 
doubt  refers  to  the  custom  of  sowing  rice  on 
land  while  covered  by  pools, 
LOOKING  so  that  it  may  be  in  shape  to 
AHEAD.  take  root  after  the  flood  sub- 

sides. In  business  or  any- 
thing else,  the  man  who  courts  real  success 
must  be  ready  to  take  risks.  It  is  also  true 
in  a  larger  sense  that  a  great  deal  of  our 
efforts  which  appear  wasted  at  the  time  if 
honestly  and  sincerely  put  forth,  will  bring 
returns  that  we  may  not  be  able  to  see.  In 
other  words,  the  good  that  men  do  lives  after 
them.  Are  you  sowing  any  crop  to  bless  and 
help  the  world  after  you  are  gone? 
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And  Now  Let  Us 


SMILE 


THE  editorial  in  last  issue  on  "Pessimism  and 
Gossip"  brought  letters  of  endorsement  from 
all  classes  of  readers  of  the  SHOE  AND  LEA- 
THER JOURNAL.  As  an  illustration  of  the  fact 
that  everybody  is  beginning  to  see  the  necessity  for 
getting  away  rrom  this  spirit,  one  of  the  most  enthus- 
iastic comments  received  emanated  from  a  prominent 
retailer  who  two  months  ago  sent  us  one  of  the  most 
discouragingly  pessimistic  missives  that  could  be  pen- 
ned. 

A  ereat  many  "aniens"  have  come  in  to  the  ex- 
hortation to  the  trade  not  only  to  cut  out  the  "crape 
hanging"  but  to  stop  the  abominable  and  hurtful  "whis- 
pering". So  widespread  has  this  gossip  been  that  some 
of  the  most  responsible  outstanding  concerns  in  the 
trade  have  suffered  more  or  less  seriously. 

The  scriptures  say  "If  any  man  offend  not  in  word 
the  same  is  a  perfect  man  and  able  also  to  bridle  his 
whole  body."  Let  us  in  this  respect  "go  on  to  per- 
fection". A  story  is  told  about  an  evangelist  who 
invited  any  one  in  his  audience  who  was  perfect  to 
stand  up.  Not  securing  any  response  he  asked  if  any- 
one present  ever  saw  a  perfect  man  or  woman.  No 
one  stirred,  so  he  asked  if  any  of  his  hearers  had  ever 
heard  of  a  perfect  person.  A  little  woman  in  the  gal- 
lery put  up  her  hand,  and  the  preacher  said  amidst 
intense  silence,  "Ah!  here  is  someone  who  has  heard 
of  a  perfect  person.  Now,  who  was  it,  madam?"  "My 
husband's  first  wife,"  was  the  response. 

We  have  come  through  a  pretty  tough  season,  but 
it  mitrht  have  been  worse.  In  fact,  there  have  been  times 
in  the  shoe  trade  when  things  were  a  great  deal  worse 
than  they  have  been  this  season.  There  is  always  some- 
thing to  be  thankful  for.  There  is  a  fellow  out  west 
who  has  this  spirit  of  optimism  so  strongly  developed 
that  he  has  the  habit  of  saying  after  listening  to  a  dole- 
ful incident,  "Well  it's  fortunate  it  wasn't  worse."  A 
friend  met  him  the  other  day  and  said:  "Charlie,  I 
had  an  awful  dream  last  night,  I  thought  I  had  passed 
away."  "Well,  it  might  have  been  worse,"  was  the 
response.  "But  it  was  worse,"  said  his  friend.  "I 
dreamed  I  was  in  hell."  "Well  it  might  have  been 
worv.-,"  was  the  answer.  "Now  Charlie,  how  could 
if  possibly  have  been  worse?"  was  the  disgusted  reply 
of  his  friend.  "Why",  said  Charlie,  "the  dream  might 
have  l>ten  true." 

Well,  if  half  the  things  predicted  a  month  or  six 
weeks  ago  had  turned  out  as  prophesied,  it  certainly 
would  have  been  a  great  deal  worse  for  the  shoe  and 


leather  trades.  As  it  is,  we  have  come  through  a  most 
trying  and  critical  period  in  shape  to  take  courage  and 
go  forward,  saying  with  the  celebrated  French  savant 
in  all  sincerity:  "Every  day  in  every  way,  it's  growing 
better  and  better." 
The  Brightening  Horizon 

Government  returns  are  reassuring  with  regard 
to  Canadian  business.  Reports  from  the  customs  and 
excise  departments  reflect  steady  improvement  in  trade. 
The  month  of  April  shows  an  increase  in  volume  of 
receipts  varying  from  twenty  to  eighty  per  cent.  In 
the  large  manufacturing  centres,  the  increases  are  par- 
ticularly noticeable,  indicating  a  speeding  up  generally 
of  industry.  Unemployment  is  also  gradually  dis- 
appearing and  in  some  lines  it  is  practically  impossible 
to  secure  adequate  skilled  help. 

Building  is  increasing  to  such  an  extent  in  all  the 
large  cities  that  the  danger  now  lies  in  not  being  able 
to  get  masons,  bricklayers,  carpenters  and  other  work- 
men in  sufficient  numbers  to  complete  contracts.  Real 
estate  operators  report  a  steady  increase  in  the  number 
of  transactions  in  property  and  prices  are  firming  up 
in  even  the  smaller  localities. 

General  business  shows  an  increase  in  volume, 
through  Canada,  and  wholesalers  in  staple  lines  report 
a  steady,  healthy  demand  for  seasonable  goods.  Of  course, 
sales  may  have  been  lost  in  some  lines  but  the  continued 
cool  weather  is  lengthening  out  the  demand  for  spring 
goods  that  should  have  sold  in  April  and  there  is  plenty 
of  time  ahead  still  for  the  disposal  of  stocks  of  sum- 
mer goods.  Retailers  report  since  the  first  of  April 
a  healthy  growth  in  regular  trade,  especially  in  the 
better  class  goods.  With  the  disappearance  of  the 
snow,  it  has  been  impossible  to  continue  the  usefulness 
of  old  garments,  particularly  shoes. 

An  investigation  into  reports  of  increased  emigra- 
tion from  Canadian  centres  to  United  States  shows 
that  these  have  been  greatly  exaggerated.  There  has 
been  just  the  usual  movement  following  increased  activity 
across  the  line  through  improved  industrial  conditions, 
creating  the  lure  of  larger  wages  for  mechanics  and  skilled 
labor  generally.  This  is  being  felt  to  some  extent  in  a 
shortage  of  labor  here,  which  will  soon  however  right 
itself.  We  are  already  beginning  to  feel  the  reflex 
influence  of  better  business  conditions  with  our  neigh- 
bors. This  has  made  itself  felt  in  the  lessening  of  com- 
petition in  manufactured  lines  imported  into  Canada 

Farmers  are  beginning  to  realize  upon  crops  held 


"It  is  never  good  to  bring  bad  news;  give 
to  a  gracious  message  an  host  of  tongues;  but  let 

ill  tidings  tell  themselves  when  they  be  felt." 

— Shakespeare 
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over  from  last  season  and  the  large  wheat  movement 
already  started  is  putting  into  circulation  a  lot  of  money. 
It  is  claimed  that  nearly  60,000,000  bushels  of  wheat 
are  waiting  shipment  at  the  head  of  the  great  lakes. 
Seeding  operations  have  already  begun  in  some  localities 
in  the  west,  and  within  the  next  month  it  is  expected 
a  larger  acreage  than  last  year  will  have  been  sown,  if 
the  weather  be  only  propitious.  The  feeling  throughout 
the  west  is  already  evidencing  increased  buoyancy. 
Good  News  from  the  Shoe  Trade 

We  sought  some  items  of  news  from  the  trade  which 
would  indicate  that  optimism  was  more  warranted 
than  pessimism.  And  the  response  was  of  such  a  nature 
that  it  is  worth  looking  over.  Look  over  what  some 
representative  members  of  the  trade  have  to  say.  Let 
us  compare  it  with  our  own  experiences  and  feelings, 
and  talk  about  that  instead  of  failures  and  blue  ruin. 

Blachford  Shoe  Mfg.,  Co.,  Ltd.,  of  Toronto,  con- 
tribute some  thoughts  of  an  inspiring  nature: — 

"Canada's  dollar  is  now  above  par  for  the  reason 
that  Canadians  decided  to  buy  from  themselves. 

"The  seeding  in  the  west  is  a  few  days  earlier  than 
in  1922.  The  crop  for  this  season  has  certainly  made 
a  good  start. 

"A  prominent  shoe  man  in  Toronto  stated  that 
his  sales  were  considerably  behind  up  to  Easter,  in 
comparison  with  last  year;  since  that  date,  however, 
he  has  made  up  for  his  loss  and  is  now  above  last  year's 
figures. 

"The  fine  weather  has  made  everybody  feel  good. 
Do  you  notice  how  much  easier  it  is  to  fit  your  customers 
with  shoes  and  make  them  walk  out  of  your  store  feel- 
ing good? 

"In  spite  of  recent  complaints  about  business, 
comparison  of  figures  with  last  year  generally  shows 
that  the  chief  difference  is  that  there  is  an  exceptionally 
large  crop  of  chronic  kickers  this  season. 

"A  salesman  visited  Ottawa  last  week.  On  his 
first  day,  after  calling  on  many  of  the  dealers  he  felt 
that  his  trip  would  probably  end  with  no  business  be- 
ing placed.  He  stuck  with  it,  however,  and  the  net  re- 
sult was  as  good  a  week  as  he  has  ever  had  in  that  city. 

"Make  it  a  point  to  applaud  as  frequently  as  you 
knock.  Then  note  how  much  better  your  world  be- 
gins to  look.    Seamans  &  Cobb  Co.,  Boston. 

"Two  hoboes  met  on  a  blind  siding.  One  had  been 
a  salesman  whose  hours  were  10  a.m.  to  4  p.m.  The 
other  one  didn't  have  any  money  either.  Seamans 
&  Cobb  Co.,  Boston." 

Hartt  Boot  &  Shoe  Co.,  Ltd.,  of  Fredericton, 
with  mails  delayed  by  floods  telegraphed: — 

"We  have  just  completed  the  largest  run  of  busi- 
ness that  we  have  had  for  the  past  three  years.  Our 
salesmen  are  now  out  booking  for  fall.  Results  to  date  ■ 
very  satisfactory.  We  anticipate  large  business  this 
season.  Improvement  in  general  conditions  is  already 
making  itself  felt  in  strengthening  and  advancing  prices 
of  raw  materials  which  if  continued  must  result  in  ad- 
vanced  prices   on  shoes." 

Mr.  S.  E.  Wygant,  of  Surpass  Shoe  Co.,  Ltd.,  Mon- 
treal says: — 

"I  believe  the  crape-hangers  are  pretty  well  played 
out.  With  the  incoming  of  fine  weather  we  are  in  trim 
for  a  real  batting  rally,  and  the  paid  receipts  are  im- 
proving daily.  Feel  very  optimistic  for  future  business 
and  believe  that  the  worst  is  over." 

Perth  Shoe   Co.,   Ltd.,   Perth,  Ont.:— 

"Business  is  good.  Prospects  are  bright.  W7e  have 
every  confidence  in  the  immediate  future." 

Mr.  Howard  C.  Blachford,  of  H.  &  C.  Blachford, 
Ltd.,  Toronto  says: — 


"Now  that  good  weather  has  set  in  we  have  every 
hope  and  expectation  of  being  busy  as  usual  from  now 
until  the  middle  of  July  at  least. 

"We  might  say  that  we  have  not  reduced  our  staff 
by  one  clerk  and  manage  to  keep  all  fairly  busy. 

"The  question  of  white  goods  and  white  season  still 
hangs  in  the  balance  and  no  one  can  tell  whether  the 
anticipated  rush  for  white  goods  will  be  as  it  was  last 
year,  but  we  have  every  hope,  and  the  indications  of 
to-day  are  that  it  will  be  quite  equal  to  last  year.  Our 
selling  of  white  goods  has  been  for  the  last  ten  days  on 
an  average  of  ten  to  twenty  pair  per  day,  and  we  do 
not  consider  the  season  has  really  opened  up  as  yet. 

"On  checking  our  sales  we  find  that  they  compare 
favorably  with  last  year  in  pairage;  although  some 
days  may  show  a  slight  drop  in  receipts,  this  being 
accounted  for  by  the  fact  that  the  majority  of  shoes 
this  season  are  below  last  season's  selling  prices. 

"We  are  still  of  the  very  emphatic  opinion  that  the 
merchant  who  does  not  attempt  to  carry  all  the  "faddy 
styles,  but  only  enough  to  be  up-to-date  with  a  small 
showing  of  the  same,  and  who  does  the  bulk  of  his  busi- 
ness on  'Bread  and  Butter'  staple  lines,  will  win  out 
and  keep  his  stock  in  the  best  condition.  We  are  very 
optimistic  as  mentioned  before." 

John  Ritchie  Co.,  Ltd.,  of  Quebec: — 
"We  think  you  are  quite  right  when  you  say  that 
the  crape-hangers  have  had  their  innings.    It  is  our  opin- 
ion that  things  are  not  nearly  as  bad  as  most  people  have 
tried  to  make  out.  , 

"In  looking  over  our  records,  we  find  that  we  made 
more  shoes  this  winter  than  we  did  last  year,  and  while 
sorting  business  has  been  a  little  backward  owing  to  the 
late  Spring,  orders  are  coming  in  pretty  general  now 
from  all  over  the  country,  and  we  are  looking  for  con- 
siderably better  business  in  Canada  for  the  latter  half 
of  the  year." 

L.  C.  Lockett,  Kingston,  Ont.,  says: — 
"Kingston  is  opening  up  fine  this  spring,  more 
building  going  on  than  for  many  years.  The  General 
Hospital  is  putting  up  an  addition  costing  $250,000. 
Queens  are  building  a  New  Library  costing  $200,000, 
The  Bank  of  Montreal  is  also  putting  up  a  new  build- 
ing which  will  cost  $75,000  at  least.  The  Hotel  Dieu 
Hospital  is  building  a  Nurses'  Home  which  will  cost 
$100,000.  All  these,  with  the  additions  of  numerous 
homes  which  will  be  built  during  the  summer.  This 
is  also  the  first  spring  for  three  years  that  our  locomotive 
works  are  open  and  although  not  employing  their  full 
complement  of  men,  still,  they  are  running  and  expand- 
ing every  week.  We  are  very  optimistic  in  Kingston 
over  the  future  and  are  therefore  looking  for  some  old 
time  business.    I  sincerely  hope  that  other  cities  and 

{Continued  on  page  52) 
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The  Sale  Of 
Corrective  Shoes 

Increasing  demand  for  arch 
support  shoes — How  to  diag- 
nose foot  troubles  and  apply 
remedies. 

THERE  may  not  seem  to  be  sufficient  foot  trouble 
amongst  customers  in  some  localities  to  warrant 
special  attention  to  either  corrective  foot  appli- 
ances or  shoes,  but  there  is  always  enough  lying  about 
undeveloped  to  make  it  profitable  for  the  shoe  dealer 
to  give  it  intelligent  consideration.  The  fact  is  that 
many  people  have  arch  trouble  who  never  know  it  and 
go  limping  about  most  of  their  lives  without  knowing 
a  day's  peace  or  comfort  or  thinking  of  possible  relief. 

A  Toronto  retailer  tells  of  a  lady  customer  who 
came  into  his  store  and  complained  she  had  never  been 
able  to  get  a  pair  of  shoes  in  which  she  could  walk  com- 
fortably. He  happened  to  be  a  bit  of  an  expert  in  the 
matter  of  foot  trouble,  and  asked  her  to  sit  down  while 
he  examined  her  feet.  She  was  a  woman  of  somewhat 
over  forty  and  apparently  had  been  suffering  for  nearly 
half  the  period  of  her  natural  life  with  flat  foot  or  fallen 
arches. 

After  taking  an  impression  of  her  feet  he  showed 
her  that  the  weight  of  her  body  was  not  being  properly 
borne  as  nature  intended  it  to  be.  He  fitted  her  with 
a  pair  of  arch  supports  to  wear  in  her  old  shoes  and 
asked  her  to  come  back  in  a  week  and  he  would  have 
her  a  pair  of  shoes  that  would  put  new  joy  into  life. 
She  came  back  radiant  at  the  end  of  the  week  and  brought 
a  friend.  He  says  that  lady  has  sent  him  at  least  a 
score  of  people  to  have  shoes  fitted,  and  has  made  at 
least  that  number  of  satisfied  customers,  who  have  been 
telling  the  world  what  it  means  to  walk  without  pain. 

Another  retailer  tells  of  a  male  customer  who  was 
talking  about  aches  in  his  shin  bones  and  across  his 
knees  especially  after  getting  into  bed  at  night.  He 
said  he  attributed  it  to  rheumatism  and  said  he  often 
cried  out  after  lying  down  the  pain  was  so  insistent. 
Upon  examining  his  arches  it  was  found  that  the  right 
oik-  had  almost  become  flat,  and  the  other  was  out  of 
shape.  He  fixed  him  up  with  a  pair  of  corrective  shoes 
and  he  was  so  tickled  he  wanted  to  buy  an  extra  pair 
next  day.  There  are  literally  dozens  of  people  who 
do  not  know  the  pleasure  of  walking  because  of  the  abuse 
of  their  feet  at  some  time  or  other  with  ill  fitting,  or 
more  properly  speaking,  badly  made  shoes.  The  trouble 
does  not  seem  to  be  so  great  as  when  shanks  were  nar- 
rower in  both  men's  and  women's  shoes,  but  there  is 
enough  of  it  still  to  make  it  worth  while  for  the  shoe- 
man  to  give  it  serious  thought. 

There  are  cases,  of  course,  of  natural  flat  feet  where 
people  have  grown  from  infancy  with  faulty  foot  forma- 
tion, the  result  of  weak  constitutions  or  lack  of  atten- 
tion to  the  fact  in  childhood.  These  cases  are,  of  course, 
almost  impossible  to  cure,  nevertheless  relief  may  some- 
times be  given.  Hut  there  is  usually  hope  for  those  who 
have  developed  fallen  arches  especially  where  they 
are  not  of  long  standing.  Even  then  corrective  shoes 
may  so  help  the  muscles  and  tendons  as  to  put  the  bones 
back  into  almost  normal  if  not  normal  relationship. 
The  Foot  and  its  Construction. 

In  order  to  understand  the  disease  or  rather  de- 
formity and  its  treatment,  it  is  well  to  take  a  look  at 
the  human  foot  and  its  construction.    The  wonderful 


character  of  the  latter,  it  ingeniousness  and  complete 
adaptability  to  the  purposes  for  which  it  is  intended, 
strike  one  at  a  glance.  On  examining  the  human  skele- 
ton we  find  that  the  foot  rests  on  a  tripod,  formed 
by  the  heel,  the  ball  of  the  big  toe,  and  the  ball  of  the 
little  toe.  The  bones  form  a  double  arch;  an  arch 
from  before  backwards,  and  an  arch  from  side  to  side. 
The  arch  is  supported  behind  by  the  os  calcis,  or  heel 
bone,  the  largest  in  the  foot,  and  in  front  by  the  ends 
of  the  long  bones  (metatarsal)  which  form  the  balls 
of  the  toes.  The  os  calcis  is  attached  by  means  of 
ligaments  to  the  lower  ends  of  the  bones  of  the  leg,  and 
also  to  the  huckle  bones  above,  and  to  two  other  bones 
in  front.  Its  upper  surface  supports  the  huckle  bone. 
Only  a  small  portion  of  the  under  surface  touches  the 
ground.  The  muscles  of  the  calf  of  the  leg  end  in  a 
strong  tendon  called  the  tendon,  Achillis,  which  is  fixed 
to  the  posterior  surface  of  this  bone. 

The  next  important  bone  (called  the  astragalus 
of  huckle  bone,  with  which  the  ancients  used  to  play 
at  dice)  is  the  keystone  of  the  arch  of  the  foot,  and  sup- 
ports the  whole  weight  of  the  body,  which  falls  per- 
pendicularly upon  it  from  the  shin  bone.  The  lower 
end  of  the  shin  bone  is  concave  and  fits  the  convex  sur- 
face of  the  huckle  bone,  and  so  forms  the  ankle  joint. 


Figure  1 

The  huckle  bone  is  in  contact  with  the  heel  bone  behind 
and  below,  and  is  connected  with  another  bone  in  front, 
called  the  scaphoid  from  its  resemblance  to  a  boat.  There 
is  another  bone  situated  beneath  these  three  called  the 
cuboid,  from  its  shape  being  like  a  cube.  As  will  be 
seen  from  the  diagram,  fig.  1,  all  these  bones  are  firmly 
connected  together  by  ligaments  or  tough  fibrous  tissue. 
The  surfaces  which  are  in  contact  with  each  other  are 
covered  with  smooth  gristle,  and  form  so  many  joints, 
allowing  a  slight  movement  in  each  case,  which,  when 
combined,  gives  a  springiness  to  the  arch  of  the  foot. 
Except  at  these  parts  all  the  bones  are  covered  with  a 
tough  fibrous  membrane  called  the  periosteum.  In 
front  of  these  bones  are  three  smaller  ones  called  "wedge 
bones,"  also  connected  to  each  othe,r  by  strong  ligaments. 
Fig.  2  shows  the  bones  and  ligaments,  and  also  how 
the  sole  of  the  foot  is  arched  from  side  to  side.  The 
ligament  No.  2  in  fig.  1,  is  very  strong  and  elastic.  It 
acts  like  a  spring,  and  were  it  not  for  this  ligament  each 
step  we  take  in  walking  would  produce  a  concussion 
of  the  whole  body.  It  may  here  be  remarked  that 
this  natural  mechanical  contrivance  is  rendered  nearly 
useless  by  the  use  of  boots  which  have  high  heels  placed 
so  far  forward  as  to  be  almost  under  this  ligament. 

The  plantar  fascia  (No.  1,  fig.  1)  is  a  very  dense 
sheet  of  fibrous  tissue,  which  is  attached  to  the  heel 
bone  behind;  it  spreads  out  over  the  sole  of  the  foot, 
and  is  fixed  to  the  bones  at  the  balls  of  the  toes  in  front. 
This  supports  the  arch  of  the  foot,  and  being  tough 
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and  slightly  elastic,  it  prevents  the  arch  giving  too  much. 
Just  under  the  skin  of  the  sole  of  the  foot  there  are  found 
little  round  masses  of  fat,  separated  from  each  other 
by  thin  partitions  formed  of  tough  fibrous  tissue.  These 
are  especially  noticeable  at  the  heel  and  the  balls  of 
the  great  and  little  toes,  forming  elastic  pads,  and  they 
are  the  parts  of  the  sole  especially  intended  to  bear  the 
pressure  of  the  weight  of  the  body.  The  ankle  joint 
being  a  hinge  joint,  it  will  be  seen  that  great  support 
is  needed  at  each  side;  consequently  we  find  very  strong 
ligaments  are  placed  there  to  prevent  dislocation.  The 
great  strength  of  the  ligament  at  the  inner  side  of  the 
ankle,  uniting  the  shin  bone  to  the  huckle  bone  (No. 
3,  fig.  1)  is  proved  by  the  fact  that  in  dislocation  of 
the  ankle  inwards,  the  tip  of  the  shin  bone  is  more  likely 
to  be  broken  off  than  the  ligament  to  be  torn. 

The  rest  of  the  foot  is  made  up  of  small  muscles, 
belonging  to  the  foot  proper,  the  tendons,  commonly 
■called  "leaders,"  of  the  muscles  of  the  leg  which  move 
the  foot,  together  with  blood  vessels,  nerves,  and  a  loose 
packing  material  consisting  of  fat  and  soft  fibrous  tis- 
sues, filling  up  the  spaces  between  the  muscles  and 
surrounding  the  blood  vessels  and  nerves. 

The  most  important  fact  respecting  the  foot  (and 
the  one  that  is  too  frequently  lost  sight  of  by  both  makers 
and  wearers  of  boots),  is  that  each  of  the  twenty-six 
bones  articulates  with  one  or  more  of  the  other  bones 
forming  a  joint.  It  will  thus  be  seen  what  a  complicated 
piece  of  machinery  the  foot  is,  and  how  liable  it  is  to 
be  injured  by  boots  made  by  persons  ignorant  of  or  neg- 
lectful of  this  fact. 
Remedy  With  Shoe  Man 

The  cause  of  the  great  majority  of  foot  deformities 
is  undoubtedly  ill  fitting  shoes,  and  the  remedy  is  there- 
fore, to  adapt  the  shoe  as  nearly  as  possible  to  the  sole 
and  contour  of  the  foot.  Narrow  toes  and  straight 
lasts  have  been  blamed  for  the  trouble  in  the  majority 
of  cases  and  high  heels  in  others.  There  is  no  doubt 
but  that  anything  in  the  shape  of  the  shoe  that  pre- 
vents the  feet  from  carrying  the  weight  of  the  body 
without  effort  or  pain  is  dangerous  and  productive  of 
injury  not  only  to  the  foot  itself,  but  the  general  health 
•of  the  owner.  It  is  here  that  the  business  of  the  shoe 
man  transcends  that  of  the  mere  dealer  in  calico  or 
sugar.  He  is  more  than  a  seller  of  shoes,  he  is  a  dispenser 
of  comfort  and  a  promoter  of  health. 

In  many  large  shoe  stores,  they  have  now  an  X- 
ray  foot  measuring  apparatus,  which  shows  the  exact 
position  of  the  foot  in  the  shoe.  The  expert  shoe  man 
does  not  really  need  this,  but  he  does  need  a  thorough 
knowledge  of  the  human  foot,  its  functions,  and  how 
to  best  promote  their  satisfactory  accomplishment. 
One  of  the  very  first  requirements  of  a  shoe  salesman 
ought  to  be  an  absolute  familiarity  with  the  anatomy 
and  physiology  of  the  foot.  With  this  at  his  disposal 
he  ought  as  easily  to  locate  foot  trouble  as  the  medical 
practitioner  diagnoses  a  fracture  or  a  dentist  a  faulty 
tooth.  He  ought  not  to  be  satisfied  until  he  can  run  his 
fingers  over  a  foot,  locate  trouble  and  suggest  a  remedy. 
Of  course,  some  one  will  say  this  is  faddism,  and  suggest 
that  it  may  lead  to  unnecessary  interference  with  the 
customer's  business  involving  perhaps  loss  of  sales.  Bui 
this  is  to  admit  that  a  man  can  know  too  much  about 
his  business.  What  would  one  think  of  a  farrier,  for 
instance,  who  slapped  on  any  kind  of  shoes  upon  horses, 
and  paid  no  attention  whatever  to  foot  conditions? 
A  Profitable  Department. 

There  is  going  to  be  more  and  more  profit  in  pushing 
this  kind  of  business  in  the  future.  People  are  not  go- 
ing to  be  content  to  go  into  a  shoe  store  and  buy  a  pair 


of  shoes.  While  there  may  be  a  widespread  and  foolish 
demand  for  fashionable  shoes  at  the  expense  of  the  feet, 
there  are  going  to  be  more  and  more  people  who  will 
listen  to  the  cry  of  their  pedal  extremities  for  fair,  de- 
cent treatment.  On  this  account  it  is  going  to  be  nec- 
essary for  the  shoe  man  and  particularly  the  up-to-date 
salesman  to  master  the  subject  of  corrective  footwear. 

In  connection  with  this  question  there  has  always 
been  and  always  will  be  a  considerable  divergence  of 
opinion  on  the  question  of  the  flexible  or  stiff  shank. 
Each  has  its  champions,  but  from  what  we  can  gather 
from  those  in  the  best  position  to  venture  opinions, 
the  problem  is  largely  the  difference  between  "tweedle- 
dum" and  "tweedle-dee".    The  stiff  arch  is  absolutely 


Figure  2 

necessary  for  confirmed  cases  of  fallen  arches  or  flat  foot 
and  will  give  relief  in  any  case  whether  of  short  or  long 
duration.  The  flexible  arch  undoubtedly  permits  ex- 
ercise of  muscles  and  develops  them  to  the  advantage 
of  the  displaced  bones  but  there  is  always  the  danger 
of  them  not  being  corrective  enough.  In  neither  case 
may  the  shank  be  said  to  be  absolute  as  to  flexibility 
or  otherwise.  For  outstanding  or  chronic  trouble  the 
stiff  shank  seems  to  get  the  most  support  because  it 
gives  it. 
Some  Opinions 

One  of  the  largest  Ontario  shoe  men  says  that  for 
the  past  two  seasons  especially  his  sale  of  corrective 
footwear  has  grown  with  leaps  and  bounds.  He  says 
he  can  hardly  say  whether  it  is  a  development  of  the 
increased  use  of  light  footwear  by  women  but  in  this 
department  the  development  has  been  greater  than  in 
men's.  At  all  events,  he  says,  it  has  been  a  welcome  re- 
lief in  a  time  when  business  in  ordinary  lines  was  both 
slack  and  unprofitable. 

A  large  city  retail  establishment  writes:  We  came 
to  the  conclusion  a  considerable  time  ago  that  there 
was  so  much  foot  trouble  in  existence  that  we  opened  a 
special  department  for  foot  appliances  and  corrective 
shoes.  This  department  has  grown  immensely  in  the 
past  two  years  so  much  so  that  we  have  had  our  sales- 
man take  up  a  course  on  corrective  fitting,  and  are  now 
in  a  position  to  handle  almost  any  case  that  is  not  a 
hospital  one.  By  the  way,  we  find  that  the  business 
is  centering  more  on  shoes  than  on  appliances.  People 
have  begun  to  ask  for  shoes  instead  of  putting  sup- 
ports and  so  forth  in  their  old  ones.  Of  course,  there  is 
a  little  more  money  in  this  for  the  dealer  as  well  per- 
haps as  satisfaction  for  the  customer. 
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Fitting  The  Foot 

EXPERIENCE  and  tact  are  the  principal  essen- 
tials in  the  shoe  salesmanship  that  wins  ultim- 
ate and  permanent  success.  The  shoe  man 
must  know  his  business  and  should  go  about  it  as 
though  he  did.  At  any  time  there  is  nothing  so  dis- 
concerting to  a  customer  as  uncertainty  or  "fussi- 
ne^s."  and  with  those  whose  feet  are  at  all  trouble- 
some or  abnormal  there  is  sure  to  be  dissatisfaction 
when  the  salesman  makes  two  or  three  attempts  to 
tit  without  success. 

The  best  salesmen  have  dropped  the  size  stick 
and  diagram  except  in  extreme  cases.  It  is  not  con- 
sidered good  business  now  to  tell  a  customer  his  or 
her  "size".  In  all  cases  the  first  thing  is  to  get  the 
shoe  off  the  foot.  Examine  the  inside  to  find  out  the 
size  and  width  and  note  carefully  the  fit  of  the  shoe 
that  remains  on  the  foot.  The  rest  should  be  simple 
to  a  man  who  makes  any  pretence  to  be  a  shoe  man 
unless  there  are  some  abnormalties  in  the  foot  itself 
and  this  he  should  proceed  to  discover.  First  let  it 
be  remembered  that  most  people,  and  particularly 
women,  are  sensitive  about  their  feet  and  even  if 
there  be  no  physical  troubles  dislike  to  be  told,  es- 
pecially in  the  presence  of  others,  that  they  require 
a  large  sized  shoe.  As  a  rule,  however,  people  will 
to-day  accept  a  good  fit  and  say  nothing  about  size. 
The  salesman,  if  tactful,  can  usually  head  off  discus- 
sion on  the  subject. 

With  those  who  suffer  from  their  feet  in  any 
way.  the  salesman  should  discuss  first  the  symptons 
of  discomfort,  and  then  the  remedy.  Where  arch 
trouble  exists  it  usually  originates  in  a  last  with  a 
>hort  waist  or  shank.  When  the  longitudinal  arch 
is  right  the  foot  should  bear  the  weight  of  the  body 
evenly  at  three  points  like  a  tripod,  as  shown  in 
fig.  3,  these  being  the  heel  and  the  inside  and  outside 


Figure  3 

of  the  ball.  If  the  foot  falls  naturally  in  this  posi- 
tion in  the  shoe  there  will  be  no  trouble  with  the 
arch  unless  the  foot  has  been  strained  by  previously 
ill  fitted  shoes. 

If  the  longitudinal  arch  is  not  strong  the  scap- 
hoid bone,  which  is  the  keystone  to  the  arch  drops 
and  cattsec  flat  foot.  In  this  case  an  arch  support  will 
be  neceMary  <ither  separate  or  built  in  the  shoe. 
Where  the  transverse  arch  between  the  great  and 
-mall  toes  is  weak,  support  is  needed  under  the  meta- 
tarsal bones  to  prevent  them  dropping.  The  sales- 
man who  makes  a  thorough  study  of  the  foot  and 


makes  a  careful  examination  of  that  of  his  client 
ought  to  be  able  to  decide  just  what  help  is  needed 
to  give  immediate  relief.  There  are  three  types  of 
foot  that  are  met  with  regularly,  the  normal,  to 
which  standard  measurements  apply,  the  short  thick 
foot  with  high  instep,  and  the  long  thin  foot  with 
small  heel,  low  instep  and  thin  ankle.  These  require 
different  types  of  shoes  even  when  the  foot  is  in 
healthy  shape. 

The  shoe  last  is  more  and  more  becoming  a  mat- 
ter of  fit  than  of  style.  The  shoe  should  be  so  built 
upon  it  that  it  gives  proper  support  to  the  body, 
carrying  the  weight  on  the  outside  and  relieving  the 
inside  arch  from  undue  strain.  This  will  keep  the 
foot  muscles  in  good  trim  through  proper  exercise, 
and  at  the  same  time,  give  the  right  poise  of  the 
body. 

Where  the  foot  is  at  all  irregular  or  the  arches 
out  of  shape  an  impression  on  paper  will  usually  de- 
termine the  location  and  extent  of  the  trouble  to  the 
shoeman.  Without  a  proper  knowledge  of  the  foot 
and  the  application  of  the  correct  remedies,  the  nov- 
ice is  apt  to  make  serious  mistakes.  Never  fit  an 
arch  support  for  either  longitudinal  or  transverse 
use  without  knowing  what  you  are  doing.  Unless 
you  understand  the  exact  effect  of  the  appliances 
you  may  do  more  harm  than  good.  Even 
a  corrective  shoe  of  thoroughly  scientific  con- 
struction may  do  considerable  injury  to  a 
malformed  foot  by  forcing  the  process  of 
correction  in  a  wrong  direction  or  making  the  ad- 
justment too  rapidly  or  drastically.  As  these  mal- 
formation usually  develop  gradually  the  correction 
must  take  place  in  the  same  manner. 

Salesmen  should  beware  unnecessarily  recom- 
mending corrective  appliances.  They  should  be  re- 
sorted to  only  when  absolutely  needed.  Nine  times 
out  of  ten  where  there  is  trouble  with  the  feet  it  can 
be  corrected  satisfactorily  by  properly  fitting  the 
foot  with  an  ordinary  common  sense  shoe. 

Until  comparatively  recently  the  foot  corrective 
business  was  in  the  hands  of  specialists  with  appli- 
ances to  sell  at  a  good  handsome  profit.  Dealers 
have  been  induced  to  go  into  the  game  largely 
through  the  prospect  of  easy  money,  with  the  result 
that  these  appliances  have  often  been  handled  un- 
wisely and  to  the  detriment  of  the  dealer  as  well  as 
the  customer.  Undoubtedly  many  of  them  are  usefvtl 
when  used  intelligently,  but  hundreds  of  them  have 
undoubtedly  been  discarde'd  by  disgusted  purchasers 
and  corrective  appliances  pronounced  fakes.  A  bad 
name  is  thus  given  the  whole  business  and  incident- 
ally a  "black  eye"  to  the  particular  dealer. 

Now  that  shoe  manufacturers  have  taken  up  the 
business  of  corrective  shoemaking  and  are  turning 
out  shoes  scientifically  constructed  to  meet  the  needs 
that  exist  along  this  line,  the  work  of  the  retailer  is 
simplified  materially.  The  responsibility  for  adapt- 
ing appliances  is  always  more  or  less  of  a  danger  and 
as  the  shoe  manufacturer  takes  this  to  a  large  extent 
off  the  shoulders  of  the  retailer  the  whole  situation 
has  become  changed.  With  corrective  shoes  there  is 
also  sent  out  literature  that  is  helpful  to  the  sales- 
man as  well  as  to  the  consumer.  Altogether  it  looks 
as  though  in  spite  of  the  style  craze  there  is  setting 
in  a  regular  current  of  sensible  ideals  in  shoes  which 
will  mean  not  only  greater  happiness  and  satisfac- 
tion to  the  dealer  as  well  as  consumer  but  profit  as 
well. 
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Arch  Preserver 
Talbot  Shoe  Co.  Ltd. 


Archgrip 
Blachford  Shoe  Mfg.  Co.  Ltd. 


A  PAGE  OF  CANADIAN  CORRECTIVE  SHOES 
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"<fj/acA/o2&  <i7n-Stock  Service 

Three  Leading,  White  Shoes 


x 


One  Strap 
White  Cloth 


8527— White  Cloth  One  Strap,  Petite,  White  Welt,  Lea- 
ther Sole,  Enamelled  Rubber  Heel,  Last  51, 
Code  Winona.    Price  $4.65 


8528— White  Cloth  One  Strap,  Petite,  White  Welt,  Lea- 
ther Sole,  Wood  Cuban  Heel,  Last  110,  Code 
Winifred.    Price  $5.10 


Combina  tion  Fit  ting 

White  Cloth 

8525— White  Cloth  Lace  Oxford,  Whole  Cut,  Combina- 
tion Last  133,  Code  Wilma.    Price  $4.65 


One  Strap 
White  Cloth 

8529x— White  Cloth  One  Strap,  Petite,  White  Ivory 
Sole  and  Heel,  Last  54,  Code  Wilson. 

Price  $5.00 


SIZES 


A— 4^  to  8 
B— 4  to  8 


C— 3  to  8 
D— 3  to  8 


MAKERS  OF 


5HO€5  for  women 

WTO  94   SHERBOURNE  ST 

Toronto 


Mention  "Shoe  and  Leather  Journal"  when  writing  a-j  advertiser 
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In  Stock, 
No.  9611— Last  56— $5.65. 


"Grips  the  GArcKi 

Preserves 
Prevents 
Corrects 

Shoes  that  give  real  foot 
comfort 

Archgrip  Shoes  are  Money-makers 

They  represent  the  best  in  materials 
and  shoemaking. 

They  are  designed  so  that  they  do 
not  become  unseasonable. 

They  are  all  year  round  sellers, 
therefore  eliminating  depreciation  in 
value,  and  giving  the  highest  possible 
net  profit. 

They  are  carried  in  stock  at  the  fac- 
tory, which  means  that  you  carry  less 
stock,  and  thereby  get  a  quicker  turn- 
over. 

They  BUILD  your  trade;  your  cus-  In  Stock 

tomers  come  back  for  them  and  will  No-  9617-Lasc  57— $5.65 
have  no  other. 

Have  you  the  Archgrip  Agency 
for  your  town? 


Write  us  for  dealer's  helps  and 
advertising  service. 


MAKERS  OF 

Onyx — Archgrip — Georgina 

SHOES  FOR  WOMEN 

9  0  TO  9  4  SHERBOURNE  ST. 


Toronto 


In  Stock. 
No.  3521— Last  133— $5.65. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Shoe  Manufacturers 
At  Ottawa 

Shoe  Manufacturers'  Association 
of  Canada  gives  evidence  before 
Special  Agricultural  Committee. 

REPORTS  have  appeared  recently  in  Canadian 
daily  newspapers  which  would  serve  to  give  the 
public  an  entirely  erroneous  idea  of  conditions 
in  the  shoe  manufacturing  industry  ot  Canada.  These 
dealt  with  the  visit  of  a  deputation  to  Ottawa  by  which 
certain  facts  were  set  before  a  special  committee  of 
the  government,  and  the  statements  and  figures  pub- 
lished were,  to  say  the  least,  quite  misleading.  In 
order  that  the  shoe  trade  of  Canada  may  know  what 
occurred,  the  actual  facts  were  as  follows: — 

At  an  enquiry  held  on  Tuesday  May  1st.,  the  Shoe 
Manufacturers'  Association  of  Canada  took  up  the  de- 
fence of  their  industry  before  the  Special  Agricultural 
Committee  now  holding  investigations  at  Ottawa.  The 
enquirv  was  made  at  the  request  of  the  Association  in 
view  of  statements  made  before  the  Committee  by 
Robt.  J.  Deachman,  of  Calgary.  In  his  remarks  to  the 
Committee  Mr.  Deachman  had  stated  that  shoe  man- 
ufacturers were  taking  advantage  of  the  tariff  in  fixing 
prices.  He  also  produced  figures  purporting  to  show 
that  the  average  Canadian  factory  was  larger  than  the 
average  factory  in  the  United  States.  He  said  that 
as  there  was  no  duty  on  boots  and  shoes  entering  the 
United  States  the  factories  in  this  country  had  the 
United  States  market  open  to  them  in  the  same  way  as 
shoe  factories  in  any  state  of  the  Union.  When  Mr. 
Deachman's  statements  came  to  the  attention  of  the 
Association  the  following  wire  was  sent  to  the  Chair- 
man of  the  Committee  at  Ottawa: — 
The  Chairman, 

Special  Agricultural  Committee,  Ottawa. 
Mr.  Deachman's  allegation  that  Canadian 
manufacturers  are  taking  improper  advantage 
of  the  Tariff  is  absolutely  untrue.  Canadian 
prices  are  regulated  by  intense  and  unrestrained 
domestic  competition.  Casualty  list  among 
Canadian  shoe  manufacturers  since  1918  in- 
cludes fifty  firms,  representing  almost  one  for 
every  three  factories.  .  We  ask  opportunity 
to  present  facts  to  your  Committee. 

Shoe    Manufacturers'   Association  of 
Canada. 

The  Committee  made  an  appointment  with  the 
Association  for  Tuesday,  May  2nd.,  and  Mr.  J.  E.  War- 
rington, President  of  the  Association,  Mr.  Jos.  Daoust 
and  Mr.  S.  Roy  Weaver,  Manager  of  the  Association, 
went  to  Ottawa. 

Mr.  Warrington  was  the  first  witness  called,  and 
first  explained  the  reason  for  requesting  the  hearing. 
He  said  that  at  the  sitting  of  the  Committee  on  Wed- 
nesday, April  25th.,  certain  statements  in  reference  to 
the  shoe  manufacturing  industry  were  made  by  Mr. 
Deachman  which  were  inaccurate  or  misleading  and 
which  misrepresented  the  situation.  He  and  his  two 
fellow  delegates  were  there  to  place  before  the  Com- 
mittee the  facts  with  regard  to  the  boot  and  shoe  in- 
dustry. He  assured  the  Committee  that  they  had 
nothing  to  hide  and  invited  the  most  searching  examin- 
ation. Having  brought  the  necessary  records  with 
them  they  were  prepared  to  give  all  the  information 
which  the  Committee  might  care  to  have. 


Mr.  Warrington  stated  that  shoe  manufacturing 
in  Canada  is,  and  always  has  been,  an  industry  of  in- 
tense domestic  competition.    The  latest  report  of  the 
Dominion  Bureau  of  Statistics  showed  173  shoe  factories 
in  Canada.    The  selling  prices  are  regulated  by  home 
competition,   without   reference   to   Tariff.    No  com- 
bine existed  in  the  trade.    No  millionaires  were  numbered 
among  shoe   manufacturers.    The  shoe  industry  had 
suffered  many  failures  among  its  firms,  and  the  pro- 
fits were  very  small  even  to  the  most  successful  factories. 
As  to  the  prices  and  profits  of  the  company  with  which 
he  is  connected,    Mr.  Warrington  was  able  to  con- 
vince the  Committee  that  although  the  company  had 
as  favorable  a  record  as  any  shoe  manufacturing  firm 
in  Canada  their  profits  had  been  only  nominal.  He 
had  records  to  show  that  their  profits  over  the  last  eleven 
years  averaged  only  18c.  per  pair.    From  that  18c. 
per  pair  they  had  to  provide  for  all  bad  debts,  pay  busi- 
ness profits  and  income  taxes  and  a  return  to  the  share- 
holders upon  their  large  investment,  and  provide  a 
surplus  for  contingencies.    He  stated  further  that  on 
some  lines  the  profit  is  only  5c.  per  pair.    In  this  con- 
nection he  pointed  out  that  the  profit  of  the  shoe  man- 
ufacturer is  considerably  less  than  the  amount  taken 
by  the  Government  in  sales  tax. 

Mr.  Joseph  Daoust  was  the  second  witness  to  testify. 
His  remarks  dealt  chiefly  with  the  unfair  criticism  that 
had  been  directed  against  the  shoe  industry  on  the 
ground  that  shoe  prices  have  been  excessive  in  rela- 
tion to  the  prices  received  by  the  farmers  for  hides. 
He  gave  accurate  information  as  to  just  what  the  prices 
of  hides  were  in  relation  to  the  price  of  shoes.  He 
pointed  out  that  hides  from  Western  Canada  were  not 
suitable  for  making  leather  for  use  in  the  uppers  of  shoes. 
He  told  how  the  prices  of  both  leather  and  shoes  were 
made  up  and  that  the  margin  of  profit  of  manufacturers 
was  very  small.  The  members  of  the  Committee  gave 
very  close  attention  to  his  talk  and  questioned  him  on 
a  number  of  points,  but  by  reason  of  his  thorough  fam- 
iliarity with  his  subject  he  was  able  to  give  a  complete 
answer  to  all  questions. 

Mr.  S.  Roy  Weaver  was  called  at  the  evening  session 
and  questioned  in  regard  to  the  Canadian  Shoe  Man- 
ufacturers' Association.  He  was  able  to  state  that  in 
the  activities  of  the  Association  he  had  not  heard  a  single 
suggestion  that  the  Tariff  should  be  made  to  bring 
about  an  increase  in  prices,  or  to  arbitrarily  fix  prices. 
In  answer  to  Mr.  Deachman's  statement  that  the  average 
Canadian  factory  is  larger  than  the  average  factory  in 
the  United  States,  Mr.  Weaver  supplied  the  following 
statistics: — 

United  States  Canada 

1.  Number  of  factories  (app- 
roximately)   1,450  160 

2.  Production  in  1919,  in  pair  329,528,900  19,160,749 

3.  Production   in    1922  (ap- 
proximately) in  pair   310,000,000  16,000,000 

4.  Home  population  to  serve  108,000,000  9,000,000 

5.  Number   of  factories  per 
1,000,000    of  population, 

approximately    133^  18 

Even  with  a  smaller  num- 
ber of  factories  in  propor- 
tion to  population,  the 
United  States  is  supplying  a 
very  considerable  export 
business. 

{Continued  on  page  47) 


May  1,  1923. 


THE  SHOE  AND  LEATHER  JOURNAL 


35 


Quick  Turnover!! 

Do  you  know  what  this  means  to  your  business? 

It  does  not  mean  reduced  prices  to  encourage 
buying  and  increase  volume ! 

It  means  up-to-date  merchandise  that  can  be  pur- 
chased to-day  and  sold  tomorrow  with  full  profit. 

Buying  novelty  and  staple  shoes  from  a  reputable 
IN-STOCK  house  affords  you  this  opportunity. 

"Watch  for  our  Summer  In-Stock  Sheet" 

CANADIAN  SHOES  LIMITED 

"The  House  with  a  Policy" 

TORONTO 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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The  Light  of  publicity  will  always  shine  on  those 
who  design,  make  or  market  a  practical  product. 

The  excellent  memory  of  the  trade  will  substant- 
iate the  claim  of  supremacy  of  the  Natur-Arch 
shoe,  which  was  the  trail  blazer  in  Canada 
for  what  is  now  termed  "corrective"  shoes; 
but  Natur-Arch  has  a  far  greater  meaning  to 
those  affected  with  foot  discomforts. 


Descriptive  pamphlets  illustrating  the 
merits  of  this  shoe  as  well  as  the 
symptoms,  prevention  and  treatment 
of  foot  ills  on  request. 


" Canada' s  Best  Shoemakers" 


The  Hartt  Boot  &  Shoe  Co.,  Limited 

Fredericton  New  Brunswick 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertise.- 
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THIRD 

SEMI-ANNUAL  EXAMINATION  for 

RETAIL  SHOE  MERCHANTS  and 
SHOE  SALESMEN 

A  Practical  Test  of  Efficiency  in  Salesmanship  open  to  all  who  sell 
Boots  and  Shoes.     These  are  problems  you  may  have  to  meet  any  day. 

WHAT  WOULD  YOU  DO? 

EXAMINATION  QUESTIONS. 

1.  If  your  gross  expenses  are  25%  of  your  total  sales  and  you  wish  to 
make  5%  net  profit  on  sales,  at  what  figure  would  you  have  to  mark  a 
shoe  that  cost  you  $2.80  to  realize  this?  Show  how  you  work  it  out. 

2.  If  your  total  gross  sales  for  a  year  were  $32,000,  and  your  total  ex- 
penses $7,200,  what  percentage  would  this  represent:  (1)  on  your 
sales?  (2)  on  your  cost?    Figure  out  fully. 

3.  The  total  sales  of  a  retail  shoe  business  for  a  year  amount  to  $40,000. 
The  average  stock  inventory  is  $8,000.  How  would  you  figure  the 
turnover,  the  average  mark-up  being-  30%  on  sales? 

4.  What  is  a  fair  and  proper  markup  for  purely  seasonal  goods,  or  what 
is  known  as  style  goods.     State  your  reasons. 

5.  What  is  the  best  selling  system  for  avoiding  loss  on  precarious  lines? 
How  would  you  proceed  to  sell  or  get  rid  of  them  in  good  time  ? 

6.  How  would  you  handle  a  customer  who  cannot  exactly  explain  what  he 
or  she  wants,  and  who  is  so  silent  and  undemonstrative  that  it  is  hard 
to  tell  what  pleases? 

7.  If  you  cannot  suit  a  customer  and  happen  to  know  that  your  competitor 
has  a  shoe  that  will  suit,  what  would  you  do? 

8.  In  case  of  a  woman  who  insists  upon  buying  shoes  which  will  not 
match  her  costume. or  hosiery  what  would  you  do? 

9.  When  you  have  a  very  positive  customer  who  thinks  she  knows  exactly 
what  she  wants,  and  you  feel  sure  you  can  give  her  something  that 
will  suit  her  better,  how  would  you  go  about  it? 

10.    What  is  the  best  way  to  handle  a  grouchy  or  unpleasant  customer 
who  acts  as  though  he  thinks  you  cannot  suit  him  and  tells  you  so? 
Ten  marks  will  be  allowed  for  each'  of  the  above  questions,  making  one 

hundred  in  all,  and  awards  will  be  made  as  follows- — 

CASH  PRIZES.  PASS  WITH  HONORS 

•  All  who  get  over  50  per  cent,  of  the 

Highest  Marks  $25.00        possible    100    marks  will  be  given 

honors,   with   which   will    be  in- 


Second  Highest  Marks  $15.00 


eluded  a  year's  subscription  to  the 


Third  Highest  Marks  $10.00  JOURNAL. 

OPEN  TO  ALL 

While  this  competition  is  intended  to  encourage  clerks  to  take  an  in- 
terest in  salesmanship,  it  is  open  to  proprietors  as  well  as  clerks,  and 
whether  they  are  subscribers  to  the  SHOE  and  LEATHER  JOURNAL  or 
not.  Marks  will  be  given  for  practical  ideas  rather  than  for  literary  skill. 
It  is  the  ideas  that  count.    Never  mind  your  style. 

COMPETITION  CLOSES  JUNE  15th. 

Competition  will  close  June  15th.,  and  awards  announced  July  1st.  The 
Committee  of  Award  will  be  three — two  retailers  and  the  Editor  of  the 
SHOE  and  LEATHER  JOURNAL.   Address  all  papers  to  :— 
Salesmanship  Department, 

SHOE  AND  LEATHER  JOURNAL, 

545  King  Street,  West,  TORONTO. 
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Mr.  High  Class  Retailer 
This  is  a  Message  from  US  to  YOU. 

Some  one  in  your  town  or  city  is  soon  going  to  sell  Taplin  Natural  Tread  Shoes. 
When  the  Agency  has  been  arranged  the  service  we  can  render  surpasses  in 
completeness  anything  you  have  ever  experienced.  We  can  sell  a  population  up 
to  40.000  in  one  night  so  that  each  and  every  street  in  the  place  will  be  talking 
our  shoes. 

Your  townspeople  will  know: 
Why  Natural  Treads  are  made 
Why  they  should  be  worn 
Who  sells  them 
The  service  to  expect 
The  comfort  to  look  for. 

We  leave  nothing  to  chance.    We  positively  do  the  selling  for  you.    All  you  have 
to  do  is  to  fit  the  shoes  and  take  in  the  money. 

Our  lasts  have  been  altered  just  a  little.  To-day  they  are  the  most  outstanding 
line  of  hygienic  shoes  in  the  world.  They  are  more  than  that.  They  are  such 
good-looking  shoes  that  they  are  practically  "Self  Selling." 

Sit  right  down  and  spend  a  few  cents  in  postage.    Find  out  more  particulars. 
No  obligation  attached  of  course. 

Natural  Tread  Shoes  of  Canada,  Limited. 

Belleville,  Ont. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &>  Football  Boots 


Better  This  Season 
Than  Ever 


Buyers  who  have  seen  the  new  Samson  Sam- 
ples continue  to  credit  us  with  producing  the 
superior  value  Staple  Shoe  Line.  Compare 
them  with  any  shoes  you  will,  and  the  strong 
selling  features  of  Samson  Shoes  will  convince 
you  of  the  necessity  of  placing  them  exten- 
sively this  season. 

Also  showing  a  finer  range  of  Sporting  Boots- 
Hockeys,  Baseball,  Football  and  Ski  Boots  - 
that  keep  the  Samson  standard  still  unsur- 
passed. 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 
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That  Extra 
Sale 

Building  Volume  and  Decreasing 
Expense.    How  About  Good  Will? 

WHILE  prices  of  shoes  have  come  down,  and 
volume  of  sales  has  decreased,  the  old  ex- 
pense figures  keep  running  along  at  the  same 
old  gait.  Various  means  of  overcoming  this  diffi- 
culty have  been  suggested,  of  which  one  popular  sug- 
gestion is  to  make  two  sales  grow  where  one  grew 
before — that  is  to  say,  individual  sales,  not  the  kind 
of  sales  that  have  been  cluttering  up  the  streets  and 
storefronts  for  months. 

The  question  was,  therefore,  propounded  for  dis- 
cussion by  the  "Round  Table"  : — 

"Do  you  think  it  is  possible  to  increase  sales  by 
inducing  customers  to  buy  extra  shoes  when  pur- 
chasing a  single  pair?" 

Like  most  of  these  questions,  it  allows  discussion 
from  several  angles,  and    the    net    result    may  be 
summed  up  by  saying  "It  is  not  so  much  a  case  of 
what  you  do,  as  how  you  do  it." 
In  the  Affirmative. 

A  Vancouver  man  says : — 

"Yes,  we  think  sales  can  be  materially  increased 
by  our  salespeople  suggesting  an  extra  pair  when 
one  pair  only  was  intended.  We  find  that  if  a  cus- 
tomer buys  a  pair  of  walking  shoes  and  is  pleased 
with  her  purchase,  it  is  not  hard  to  sell  her  evening 
shoes  as  well." 

A  Montreal  man  says : — 

"The  cafeterias,  restaurants  and  confectionery 
stores  are  tempting  our  appetites  through  the  display 
of  foods  or  sweets  creating  a  desire  only  satisfied 
by  actual  indulgence.  A  salesman  in  a  shoe  store  has 
the  same  opportunity,  particularly  with  women.  The 
average  woman  has  a  considerable  number  of  dresses, 
and  gowns  in  number  according  to  her  means,  and  it 
is  up  to  the  shoe  man  to  increase  the  average  indivi- 
dual shoe  wardrobe  through  the  appeal  of  comfort, 
style  or  price  according  to  the  individual  make  up 
which  a  salesman  must  gauge  to  increase  his  sales. 
We  find  from  experience  that  suggestions  can  be 
offered  combined  with  a  willingness  to  show  merch- 
andise, it  greatly  helps  to  reduce  the  resistance  of  a 
customer  against  buying  additional  shoes.  Some- 
times a  double  sale  is  not  made  immediately,  but  will 
follow  in  a  few  days  due  to  the  desire  that  has  been 
created  by  intelligent  and  constructive  salesman- 
ship." 

A  London  man  says  : — 

"Yes,  it  is  possible  ;  but  it  has  to  be  cleverly  and 
diplomatically  done  by  a  salesman  that  knows  his 
customer  and  his  business.  The  idea  is  well  worth 
encouraging  and  keeping  before  the  salespeople  as 
it  is  one  which  pays  both  the  retailer  and  consumer, 
and  consequently  has  many  good  arguments  for  the 
salesman  to  make  use  of  and  think  about." 

A  Central  Ontario  Dealer  : — 

"Decidedly.  Unfortunately  our  salespeople  are 
not  trained  to  appreciate  the  value  of  the  power  of 
suggestion  'on  salesmanship'." 

A  Toronto  Dealer  : — 

"We  believe  that  it  is  possible  and  the  proper 


thing  to  do  at  the  present  time,  and  perhaps  always, 
to  endeavor  to  sell  a  customer  as  many  pairs  of  good 
shoes  as  he  or  she  may  care  to  purchase,  believing 
that  they  are  the  best  judges  of  what  they  can  afford. 
As  far  as  we  are  concerned  we  cannot  sell  too  many 
to  any  one  customer." 

Another  Toronto  man  : — 

"Yes,  it  is  good  business  and,  is  not  practised 
sufficiently." 

A  Winnipeg  Dealer  : — 

"I  do  not  think  it  advisable  for  a  salesman  to  try 
to  sell  two  pairs  to  a  customer,  where  they  only 
intended  to  buy  one  pair.  But,  I  do  think  it  good 
business  to  show  another  shoe  which  may  be  a 
different  kind  of  shoe,  and  see  if  the  customer  is  in- 
terested, or  wait  until  the  customer  comes  back  for 
the  second  pair  which  is  shown.  An  extra  shoe  or 
style,  shown  after  the  purchase  is  made  is  nearly 
always  appreciated  by  the  customer  and  is  good 
business." 

An  Ontario  man  says  : — 

"We  have  been  paying  particular  attention  to 
this  matter  this  spring,  with  pretty  good  results. 
They  may  not  take  the  two  pairs  to-day,  but  later 
they  will." 

The  Plan  Has  Its  Dangers. 

A  number  of  the  shoe  men  speaking  on  the  sub- 
ject were  in  favor  of  the  idea,  but  pointed  out  the 
care  necessary  to  avoid  the  dangers  involved. 

A  Maritime  dealer  says  : — 

"Only  in  rare  cases  in  the  average  store  in  these 
times  do  we  get  a  customer  who  can  afford  the  lux- 
ury of  an  extra  pair  of  shoes  when  buying  a  neces- 
sity pair.  We  advocate  the  suggesting  of  accessories 
to  go  with  the  shoes,  such  as  hosiery,  trees,  rubbers, 
etc.,  and  only  when  a  customer  is  buying  service 
shoes  and  a  possible  opening  is  made  for  evening 
shoes,  do  we  find  it  possible  to  introduce  the  extra 
pair.  The  forcing  by  clever  argument  of  an  extra 
purchase  has  been  known  to  act  adversely  to  more 
than  one  merchant's  interests,  in  that  the  customer 
so  persuaded  to  over-buy  has  fought  shy  of  that 
store  for  a  longer  time  than  was  good." 

A  Winnipeg  dealer  says  : — 

"Very  rarely,  and  always  at  the  risk  of  appear- 
ing unappreciative  of  the  smaller  sale,  unless  handled 
in  such  a  way  as  to  have  the  suggestion  come  from 
the  customer." 

An  Ontario  man  says  : — 

"Yes,  if  the  salesman  does  not  over-do  the  sug- 
gestion, by  untactful  forcing,  which  may  not  en- 
danger that  particular  sale,  but  may  drive  trade 
away.  No  one  likes  to  be  told  what  they  should 
buy.  Much  depends  upon  the  salesman's  ability  to 
'read'  his  customer.  What  may  work  in  some  cases 
will  not  at  all  in  others.  An  advantageous  purchase 
may  be  welcomed  in  some  sources,  but  repulsed  in 
others." 

A  Nova  Scotia  dealer: — 

"Yes,  very  often  by  tactful  showing  something 
that  would  be  a  prudent  purchase  by  the  person  in 
question,  it  is  appreciated  by  the  customer  as  well. 
Must  be  done  right  or  the  result  may  be  disastrous." 

An  Ottawa  man  says  :— 

"At  the  time  it  is  all  right,  but  naturally  it  takes 
the  customer  longer  to  wear  out  two  pairs  than  one, 
and  in  the  end  you  are  not  much  ahead." 
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V 


McKay  Specialists 


Producing  shoes  of  maximum 
value  that  make  volume  sales. 

FULL  RANGE  OF  SPRING  AND 
SUMMER  GOODS  READY  FOR 

IMMEDIATE  SHIPMENTS 


GROWING  GIRLS,  MISSES,  CHILDREN,  INFANTS,  BOYS,  YOUTHS  $  GENTS 

DOMINION 

Shoe,  Limited 

2298-2302  Chabot  St.  Montreal 

To  Visit  Our  Plant  Take  Papineau  Avenue  Street  Car  Going  North  And  Get  Off  At  Bellechasse  Street 


The  Brand 


Of  Value 


ST  HYACINTHE . 
CANADA  . 


Make  no  mistake,  Yamaska  Value  is  the 
genuine  article.  Our  long  established  busi- 
ness has  been  built  on  it,  and  the  trade  of  many- 
leading  merchants  is  founded  on  it. 

Many  of  the  new  ideas  for  Summer  and  Fall 
have  been  added  to  our  range,  bringing  it  in 
line  with  the  biggest  demand  of  the  day  for 
style  as  well  as  quality  and  value. 

See  the  complete  line  when  our  traveller  calls. 


LA    COMPAGNIE   J.    A.    &    M.  COTE 


ST.  HYACINTHE 


QUE. 
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A  Peterburo  man  says: — 

"A  very  hard  thing  to  do  under  present  trade 
conditions^cash  is  scarce,  and  most  people  only  have 
enough  cash  to  buy  one  pair  at  a  time — but  a  good 
method  to  try." 

Another  Ottawa  man : — 

"In  many  cases  an  extra  pair  can  be  sold.  In  our 
experience  this  was  worked  out  very  satisfactorily 
during  the  rise  in  prices — consequently,  many  people 
purchased  more  pairs,  and  as  a  result  have  been 
wearing  them  in  place  of  buying  now.  This  has  its 
effect  on  the  present  slow  trade." 

A  Western  Ontario  man : — 

"Yes,  providing  they  require  more  than  one  pair. 
That  is  up  to  the  clerk  to  find  out,  but  not  to  crowd 
them  with  shoes." 

Some  Arguments  Against  It. 

A  number  of  dealers,  while  seeing  some  merit  in 
the  idea,  are  opposed  to  it  in  principle  and  practice. 
We  quote  a  few  of  them. 

A  Windsor  dealer  says  : — 

"In  many  cases  two  pair  of  shoes  can  be  sold  to 
a  customer  when  they  are  purchasing  one  pair,  but 
unless  there  is  some  reason  for  it,  I  do  not  consider 
it  good  business.  To  quote  another  example  requires 
only  to  call  your  attention  to  the  barber,  who  when 
you  go  in  for  a  hair  cut  insists  upon  a  shampoo,  hair 
singe,  hair  rub,  etc.,  and  so  on  and  in  the  end  charges 
you  $2.00.  This  shop  you  don't  go  back  to  twice.  A 
second  pair  of  shoes  can  be  suggested  when  they  are 
purchasing  one  pair,  but  the  salesman  should  not  be 
too  insistent  or  pressing  in  the  matter  or  he  can 
drive  more  trade  away  than  all  the  advertising  in  the 
world  will  bring  back." 

A  Western  Ontario  man : — 

"Very  rarely,  if  you  are  doing  a  medium  class 
trade.  It  might  work  out  with  a  high  class  trade 
when  your  customers  had  plenty  of  cash." 

Another  Ontario  man  : — 

"I  personally  question  the  value  of  high  pressure 


salesmanship  in  any  store  excepting  where  they  have 
transient  trade  almost  entirely." 
A  Toronto  man  says  : — 

"Yes,  you  can  sell  some  people  rubbers  in  July, 
but  it  is  not  good  policy.  While  you  increase  your 
sales  to-day  what  about  to-morrow? 

"Many  a  customer  will  buy  polish,  slippers,  etc., 
rather  than  be  a  piker,  but  will  avoid  you  next  time. 

"The  big  success  of  the  Groceteria  Stores,  to  my 
mind,  is  due  to  the  public  being  able  to  buy  what  they 
want  and  not  being  forced.  How  many  shoemen  are 
there  who  have  not  bought  lines  because  the  salesman 
was  insistent,  then  turn  sour  on  the  line,  the  sales- 
man and  the  house. 

"It  Don't  Pay." 


THE  PASSING  OF  MR.  J.  A.  CLOUTIER. 

His  many  friends  and  acquaintances  in  the  leath- 
er and  shoe  trades  heard,  with  regret,  of  the  death  of 
Mr.  J.  A.  Cloutier,  of  Quebec  City.  The  late  Mr. 
Cloutier  was  in  his  fifty-eighth  year  and  had  been  ill 
for  several  months. 

He  was  connected  with  man}'  branches  of  in- 
dustrial activities.  Among  these  were  the  leather, 
shoe  and  glove  business.  He  was  at  one  time  with 
Mr.  J.  E.  Samson  in  the  shoe  industry,  following 
which  he  started  the  St.  Lawrence  Glove  Works.  He 
was  afterwards  connected  with  the  tannery  business 
of  E.  L.  Cantin,  Regd.  He  was  a  member  of  the 
Board  of  Trade  for  a  number  of  years. 

The  late  Mr.  Cloutier  also  took  an  active  part  in 
municipal,  provincial  and  federal  politics.  Always 
charitable  but  without  any  ostentation,  he  proved  a 
great  asset  to  many  charitable  organizations,  to 
which  his  death  will  be  a  heavy  loss. 

He  is  survived  by  his  widow,  Mrs.  Rebecca 
Smith  Cloutier,  three  daughters,  Mrs.  J.  E.  Barnard, 
Sister  Marie  Madeleine  and  Miss  Berthe  Cloutier; 
one  son  Henri  A.  Cloutier  and  two  nephews,  Achille 
Cloutier  and  Emile  Cloutier. 
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OUR  TRADE  MARK 


"There's  Nothing  New  Under  The  Sun" 


(King  Solomon,  ditto  King  "Tut.") 


If  it's  a  SANDAL  We  Make  It. 


MADE  IN  CANADA 

YOUR  GUARANTEE 


Full  Range  Of 

SANDALS 

and 

OUTING  SHOES 

for 

Men,  Women 
and  Children 


No.  2341  Patent  Sandal 
Sizes:  Growing  Girls  2>i-b.  Women's  3- 


No.  21-P  Pat.  Sandal,  Plain  or  Flowered  Toe.  Single 
Leath.  Sole,  Welt,  all  sizes. 

No.  2305  Tan  Cowhide  Sandal,   Imit.  Perf.  Toe  or 
Saddle,  S.  Leath.  Sole,  Welt. 

No.  2321  Pat.  Sandal.  1  Strap,  Unlined,  Make  and 
Finish  as  2305  . 

No.  2322  Pat.  Sandal.  2  Strap .  Unlined ,  Make  and 
Finish  as  2305. 

No.  2341  Pat.  Sandal,  Sheep  Lined  or  Unlined.  Single 
or  Grain  Insole,  Welt. 

No.  2342  Br.  Chrome  or  Tan  Side,  Flexible  Insole, 
Sheep  Lined,  Welt. 

No.  2324  Tan  Calf,  Sheep  Lined,  Grain  Insole  Welt_ 


N.B.      If  your  Jobber  or   Supply    House  does   not  stock 
" DEPENDO"  footwear,  write  us  direct  for  complete 
catalogue     and     price  list. 

Theo.  Mayer  Shoe  Co.,  Limited 

MANUFACTURERS  AND  EXPORTERS 

SANDALS  AND  OUTING  SHOES  A  SPECIALTY 
169  DUKE  ST.,  MONTREAL,  CANADA 


PACKARD'S 

Goodyear  Welt  Shoes 

For  Spring  and  Summer  Wear 


Ready  To  Ship 

IM MEDIA  TEL  Y 

From  Stock 

All  Lines  in  Children's 
Misses' ,  Youths'  and  Little  Gents' 

NO  WAITING 

Rush  Orders  Our  Specialty 


L.  H.  Packard  &  Co.,  Limited, 

Montreal 


Our  FIRSTRED 

Baby  Shoe 

also  in  stock 

\  1  to  5.    No  Heel 
SIZES  \ 

{  5  to  iy2.  Spring  Heel 

Goodyear  Welt  chrome  soles 
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Ideas    That  Have 
Made  Good 

With  competition  so  keen  in  this  modern  day  and 
age,  the  big  problem  for  the  retailer  is  to  get  his  share 
of  the  patronage,  or  more  than  his  share  if  he  can  do 
it.  That's  why  wide-awake  dealers  are  always  on  the 
lookout  for  new  ideas  and  plans  they  can  use  to  advant- 
age to  accomplish  this  result,  for  oftimes  the  little  idea 
proves    a    big    business  builder. 

Here  are  a  few  plans  briefly  described  that  have 
recently  been  used  with  very  good  results,  and  that 
shoe  merchants  elsewhere  can  use  to  equal  advantage. 
All   these   plans   have   stood   the  test. 

One  dealer  having  compiled  a  mailing  list,  went 
carefully  through  it  and  selected  therefrom  names  of 
persons  who  did  not  happen  to  have  charge  accounts 
at  his  store,  persons  whom  he  knew  to  be  reliable  and 
the  sort  any  merchant  would  like  to  carry  on  his  books. 
Where  the  party  happened  to  be  unknown  to  the  dealer, 
he  would  look  them  up  in  various  ways  to  determine 
their  reliability,  and  thus  he  compiled  a  list  of  several 
hundred  names. 

To  these  people  he  sent  a  letter  as  follows: 

"Enclosed  is  a  statement  of  your  account.  Please 
note  that  the  account  is  not  a  debit,  but  shows  to  your 
credit  the  sum  of  $1.00.  To  be  frank  with  you  about 
the  matter,  the  credit  to  you  came  about  in  this  way: 

"There  are  a  number  of  people  whom  we  would 
like  to  have  on  our  books  as  regular  charge  customers, 
and  we  have  taken  the  liberty  of  opening  an  account 
for  each  of  the  persons  in  this  list,  placing  to  their  credit 
in  each  instance  the  sum  of  $1.00. 

"We  would  be  glad  to  have  you  order  merchandise 
from  us  to  the  amount  of  this  credit,  and  you  are  not 
obligated  to  trade  one  penny  beyond  that  amount  un- 
less you  so  desire.  The  prospect  of  your  permanent 
account  is  well  worth  that  expenditure  to  us,  and  we 
trust  this  will  be  a  means  of  your  starting  a  regular 
account  at  our  store.  Possibly  you  have  been  paying 
cash  and  don't  care  to  have  a  charge  account,  but  many 
customers  have  found  it  a  great  convenience  and  we 
would  like  to  have  you  give  it  a  trial.  There  will  be 
no  formality  about  your  opening  this  account  at  all; 
in  fact,  same  has  already  been  opened  for  you,  and  clerks 
have   been   informed   of  the  fact. 

"We  feel  that  our  business  needs  no  introduction 
to  you.  For  years  we  have  been  operating  here  a  high 
class  retail  shoe  store  as  you  doubtless  are  aware,  and 
we  only  ask  you  to  give  us  a  trial. 

"May  we  not  have  the  pleasure  of  serving  you?" 

This  series  of  letters  sent  out  to  the  selected  list 
as  above,  this  merchant  states  produced  better  than 
50  per  cent,  results — truly  a  most  remarkable  result. 
And  it  ultimately  resulted  in  dozens  of  new  customers 
opening  up  their  accounts  in  that  store,  customers  who 
now    have    become    regular  patrons. 

In  another  instance  a  group  of  several  merchants 
conducted  a  co-operative  advertising  contest  featur- 
ing nationally  advertised  products  with  very  excellent 
results. 

A  double  page  advertisement  was  published  in  the 
Macon  newspapers,  each  merchant  using  space  there- 
on. Eighteen  prizes  were  offered  ranging  from  a  first 
prize  of  $10.00  down  to  several  prizes  of  $1.00  each, 
for  the  longest,  most  correct  list  of  nationally  advertised 
products  handled  by  these  various  stores.  The  idea 
was  that  the  contestants  visit  the  stores  in  question, 
look  around  at  the  merchandise,  and  set  down  the  names 


of  the  various  lines  that  were  nationally  advertised. 
For  instance,  in  the  retail  shoe  stores,  various  shoes 
that  the  manufacturers  advertise  in  national  magazines, 
findings,  hosiery,  etc.,  similarly  advertised.  Hundreds 
took  part  in  the  contest,  and  the  merchants  in  question 
state  that  it  accomplished  very  unusual  sales  results. 
People  coming  into  the  stores  to  look  over  the  mer- 
chandise did  considerable  buying  they  probably  would 
not  otherwise   have  done. 

Another  co-operative  advertising  plan  of  interest 
was  used  recently  by  a  group  of  retailers.  This  was 
known  as  a  Telephone  Number  Contest.  There  were 
twenty-seven  merchants  in  this  plan,  including  three 
shoe  stores. 

Each  merchant  used  space  in  a  full  page  advertise- 
ment, the  first  advertisement  being  published  without 
the  name  and  address  of  the  merchant,  only  his  tele- 
phone number  being  given.  Below  the  number,  space 
was  provided  for  writing  the  name,  address  and  business 
of  the  various  stores.  The  idea  was  that  the  person 
sending  in  the  largest  number  of  correct  names  and 
addresses  with  nothing  but  the  telephone  numbers  to 
go  by,  receive  a  prize  of  $15,  and  other  prizes  went  down 
the  list  to  $1.00,  there  being  twenty  prizes  in  all.  When 
the  contest  closed  another  full  page  advertisement  was 
run,  giving  the  telephone  numbers  again  and  this  time 
the  names,  addresses  and  businesses  to  whom  those 
numbers  belonged.  As  in  the  above  case,  merchants 
in  the  plan  advise  that  unusually  good  sales  results 
were  obtained. 

Another  store  recently  sent  out  eighty  night  tele- 
grams to  overdue  accounts,  many  of  which  were  con- 
sidered by  the  store  as  virtually  "dead",  with  suit  the 
only  hope  of  ever  collecting  the  money  due.  The  tele- 
gram plan  was  a  sort  of  an  experiment.  In  each  message, 
which  was  kept  within  50  words,  the  amount  due  was 
given,  month  when  purchased,  and  a  request  made 
for  immediate  payment.  The  receipt  of  a  telegram  ser- 
ved to  let  the  customer  know  that  the  store  meant  busi- 
ness in  its  efforts  to  get  this  money,  and  as  a  result  out 
of  the  eighty  telegrams  sent  more  than  $1,000  was  col- 
lected inside  of  ten  days,  or  an  average  of  about  $13.00 
per  message.  This  is  a  truly  remarkable  result  con- 
sidering the  fact  that  many  of  these  accounts  were  re- 
garded by  the  store  as  virtually  "dead."  The  average 
cost  of  the  messages  was  50  cents  each.  Due  to  the 
unusual  results  obtained  the  store  now  uses  this  method 
regularly  on  old  standing  accounts,  and  always  with 
excellent  returns. 


FIGURING  MARKUP  AND  TURNOVER. 

We  are  so  frequently  asked  as  to  methods 
of  figuring  profit  percentage  and  turnover,  that 
the  following  rules  will  be  found  useful. 

To  ascertain  profit  percentage  on  sales, 
divide  sales  for  any  period  into  gross  expenses. 
Thus  if  the  sales  for  the  year  are  $25,000.  and 
the  gross  expenses  are  $5,000.  the  percentage  of 
profit  is  20%. 

To  ascertain  the  turnover,  divide  the  net 
cost  of  sales  into  the  amount  of  average  invest- 
ment in  stock  and  you  have  the  rate  of  turn- 
over. In  the  above  case  the  cost  of  sales  is 
$20,000.  and  supposing  the  net  average  invest- 
ment in  stock  nets  $5,000.  the  turnover  is  ex- 
actly 21/2  times.  The  way  some  retailers  figure 
turnover  would  lead  one  to  think  that  ff  a  man 
sold  an  article  costing  $2.00  for  $3.00,  he  was 
turning  his  stock  one  and  half  times,  which  is 
palpably  false. 
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€;4ndthe"Hote\  Cleveland" 

is  my  home  when  my  trip 
brings  me  to  Cleveland!" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long! 

Hotel  Cleveland 

CLEVELAND,  OHIO. 


UPPER  LEATHER 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 


A.  DAVIS  &  SON,  LIMITED 

KINGSTON,  ONTARIO 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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EDITORIALETS 

Pointed  Paragraphs  on  Practical  Problems 


RUNNING  YOUR  OWN  BUSINESS 

ONE  of  the  great  troubles  in  the  shoe  game  to- 
day is  that  too  many  concerns  are  run  from  the 
outside  and  this  applies  to  manufacturers  as 
well  as  retailers.  Travellers  and  clerks  are  too  often 
allowed  too  much  latitude,  and  even  competitors  or 
buyers  are  often  permitted  to  dictate  in  a  way  that 
is  both  dangerous  and  unprofitable. 

The  man  at  the  head  of  a  business  should  know 
what  he  is  about,  and  when  he  decides  on  a  policy,  it 
should  be  carried  out.  The  salesmen,  of  course,  should 
be  consulted,  but  they  should  be  given  distinctly  to 
understand  that  their  business  is  to  sell  the  goods  put 
on  the  market  by  the  establishment.  The  reason  there 
are  so  many  loose  ends  in  the  shoe  business  to-day, 
is  that  the  man  at  the  top  listens  to  too  many  people 
in  buying  and  selling  his  goods. 

PUSHING  THE  GAME. 

THE  men  who  are  making  good  to-day  in  the  shoe 
business  are  not  the  whiners  or  "crape  hangers". 
They  have  their  sleeves  rolled  up,  and  are  on 
the  job  early  and  late.  One  of  the  largest  and  most 
successful  shoe  retailers  said  recently  that,  while  he 
did  not  do  much  personal  selling,  he  kept  in  close  touch 
with  customers  and  could  sell  a  pair  of  shoes  against 
anybody  on  the  floor.  He  urged  that  success  to-day 
calls  for  three  or  four  times  the  knowledge  and  energy 
it  did  ten  or  twelve  years  ago.  Being  everlastingly 
at  it,  he  claimed,  was  the  only  remedy  for  the  sulkiness 
of  buyers  and  the  shivering  attitude  of  the  average 
salesman.  He  said  he  was  spending  more  time  than 
ever  in  his  history  in  perfecting  his  buying  and  selling 
methods  and  considered  that  advertising  should  be  done 
much  more  thoughtfully  and  aggressively  than  ever. 

WATCH  THE  QUALITY. 

IT  is  rather  hard  to  get  it  out  of  the  heads  of  people 
to-day  that  shoes  are  down  to  bed  rock,  as  far  as 
costs  are  concerned.    Even  the  shoe  dealer  has  a 
lurking  idea  that  next  week  or  month  will  see  a  shading 
of  prices  and  has  not  the  courage  to  ask  for  what  he 
ought  to  get  for  his  shoes.  * 

Nevertheless  it  is  possible  for  "him  who  runs" 
to  realize  the  truth  that  the  only  way  that  shoes  can 
be  cheapened  at  all  to-day  is  through  reducing  the 
quality  of  the  materials.  There  can  be  no  relief  in 
costs  of  manufacture  from  the  present  outlook  except 
by  substituting  inferior  materials,  and  this  is  a  thing 
concerning  which  the  retailer  should  be  constantly 
upon  his  guard.  It  never  was  truer  than  it  is  to-day, 
that  in  buying  shoes  you  get  just  what  you  pay  for. 
For   that   reason   price   haggling  is  dangerous. 

SELLING  BETTER  LINES. 

THERE  is  no  money  in  the  selling  of  cheap  trashy 
shoes  and  there  is  very  little  promise  of  good 
results  in  handling  extreme  novelties,  so  that 
the  retailer  just  now  who  is  looking  for  a  return  upon 
his  invested  capital  and  brains  must  build  upon  the 
possibility  of  selling  good  staple  and  fine  lines  of  stand- 
ard quality  and  make. 

The  men  who  are  doing  comparatively  well  at 


retailing  these  days  of  "watchful  waiting"  are  those 
who  are  steadily  pushing  lines  of  the  more  conserva- 
tive character,  that  will  meet  the  demand  for  a  com- 
bination of  style  and  wear  that  is  sought  by  the  best 
customers.  A  fair  amount  of  novelties  may  be  needed 
to  help  things  along,  but  the  tail  should  not  wag  the 
dog.  The  business  of  the  shoe  man  is  to  make  money 
not  to  promote  the  sale  of  catchy  footwear.  One  of 
the  largest  shoe  buyers  in  the  country  says  he  follows 
the  principle  of  carrying  just  enough  style  shoes  to 
sell  the  rest. 

BUSINESS  TAXED  TO  DEATH. 

IT  is  pretty  near  time  in  Canada  that  we  were  get- 
ting some  relief  from  the  heavy  burdens  that  war 
placed  upon  the  shoulders  of  the  business  section 
of  the  community,  and  which  has  to  a  very  consider- 
able extent,  hampered  lately  the  development  of  the 
country's  commercial  interests.  In  the  United  States 
they  are  already  experiencing  the  benefit  of  the  easing 
of  the  income  and  other  special  taxes  and  business  is 
recuperating.  It  is  easy  of  course,  to  criticize  and  one 
must  realize  that  the  situation  was  unusual,  but  it  must 
seem  to  the  most  ordinary  business  man  that  the  pre- 
sent complicated  system  of  taxation  is  costly  as  well 
as  vexatious.  A  levy  on  turnover  would  be  both  more 
economical  and  effective  besides  removing  the  inter- 
ference  with   business   involved   in   present  methods. 

GET  RID  OF  THEM. 

WITHIN  the  next  month  spring  shoes  should 
all  be  on  the  feet  of  wearers.  If  they  are  kept 
much  beyond  June  1st,  they  will  be  practic- 
ally a  dead  loss.  Every  effort  should  therefore,  be 
made  to  move  them  before  the  "white"  season  is  on. 
Just  as  soon  as  the  first  real  warm  weather  comes  the 
rush  will  start  for  sport  and  outing  shoes,  and  spring 
lines  no  matter  how  light  and  dainty  will  sag.  If  the 
weather  continues  on  the  cool  side,  the  task  will  not 
be  so  difficult  but  no  chances  should  be  taken.  In  the 
meantime,  they  should  be  coaxed  along  with  just  enough 
sizing  to  keep  them  moving.  One  of  the  most  suc- 
cessful handlers  of  novelty  shoes  claims  that  he  never 
has  a  pair  of  shoes  of  this  class  in  his  place  over  three 
weeks.  He  says  that  the  game  is  to  keep  them  moving 
and  drop  them  as  soon  as  the  interest  seems  to  sag. 

ABOUT  GOLOSHES. 

The  debate  on  goloshes  for  next  year  has  been  go- 
ing on  in  this  country  and  the  United  States  for  some 
time.  While  Canadian  figures  are  not  available,  estim- 
ates of  conditions  in  the  United  States,  reduced  pro- 
portionately, should  be  of  value. 

According  to  the  India  Rubber  World,  Mr.  John 
G.  Magaw,  of  the  Hood  Rubber  Products  Co.,  Water- 
down,  Mass.,  estimates  the  1923  market  for  four  buckle 
gaiters  for  men,  women  and  children  at  10,000,000 
pairs  against  a  possible  production  of  7,000,000  pairs 
by  all  the  factories  in  the  country.  Production  for 
the  year  1922  is  believed  to  have  been  about  4,000,000 
pairs  which  were  entirely  sold  out,  while  consumption 
for  preceding  year  was  about  3,000,000  pairs.  He 
regards  20%  as  a  safe  normal  carry  over,  which  does 
not  now  exist. 
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These  Interesting  Pages  of 
fashion's  Note  Book 


AMONG  TK1  CUT-OUT  OXFORDS 


RzitAA^E  wwrnm  AT  FAIR  PRICES 

WATERBURY  &  RISING.  LTD. 


SAVE  ®w  SHOES 


We  Mate  positively 
(hrre  is  no  ncod  of 
paying  a  big  pnce 
lo  get  good  Shoes. 
Wc  have  proven  ^t. 


Thr  only  Ihmg 
lh*t     n  Maw 


Beyond  the  Shadow  of  a  Doubt 

i&ntities  this  Good 
d  paying  cash  for  1 
>  sell  at  — 

$g.85 


Buying  in  quantities  this  Goodyear  welted 
hne  Shoe  and  paying  cash  for  them  makes 
it  possible  to  sell  at  — 


Pickard  &  Pickard 


First  Quality 
Shoes  at 
April  Mark- 
Down  Prices 

....  m 

m 

IS 

oW  •*» 

f"       •*»■■»'  ** 

Bradley's 

M  t*w  awaw  W         Til  t>i>» 

Stepping  Into  Springtime 

In  Pretty  New  Shoes 

Stanley's  Shoe  Department  Offers 
Attractive  Values  in 
Children's  Shoes 


Tiiwn  Oxfords,  Brown  Trim  TAN  OXFORDS 


Tern  Oxford..  But  Bolt        T"  Trim 


Tan  Saodal. 


Fawn  Ozforda. 


Pattol  Sandah 


L.E.  Stanley  &  Co. 

103  111  RLDEAO  ST.  LIMITED 


Colonial 
Pumps 

Wanted  Now 


A  Surpass  Shoe 
for  Men 


This  popular  model  can  be 
had  in  black  or  brown  calf 


The  Surpass  Shoe 


$5,  $5.75,  $6,  $6.50 

Ernst's  tuL 

Htirl  to  Foot  Ootfittai  lo  Med  tad  Bojri- 


e  i 


Sport  Oxfords 
>that  Harmonize 
with  the  Smart 
New  Colored 
Siveaters 


Another  ft  the  r.f  w  m'.dVI.  In  I  fim  Sp'-r'  <>•>■■<    ■  "'" ' 
and  tMluwve  in  deil|n     The*  ire  made  in  •■<><  "-n  -  <.r> '  ii-.n  . 
rn  j  vjti.'l,  of  tr»lhm  that  harmonize  <*ilti  Ihe  (olorcl  •..cjI'c. 
no*  w  rn<Kh  in  vOjrue    Leather  COmbWtnoill  ir,<-ln1f  mokr]  UK 
and  t*t»»n,  elk  and  Mn»n.  patrnl  and  while,  with  WlflU  Kit*  ana 

tufh,  \anj  wWe  inJ  Iff  own  eati  xim.  *h.ic  bu«  inmftK  J  jjiin 
Colored  k«d    Tarj  found  eomtwrtable  and  durable,  with  a 

cl'rt*,  wiuc  til  around  thr  heel. 

OWENS-ELMES,  Limited 

89  Yonge  St. 


lO 


m 


t.OOD  SHOES  FOR  ME* 


* 


Excuses  ! 

No  man  likes  to  make  ex- 
cuses about  his  appear- 
ance. No  man  has  to  make 
them  about  his  shoes  when 
he  can  choose  good-look- 
ing Oxfords  for 

$7.00 

Agnew's  Boot  Shops 

166  COLBORNE  ST. 

mi  m 


Is  Your  Costume  Gray? 


Sueda    Slipper.    will  h« 


$10.00     $9.00  $8.00 

Abernethy's  Shoe  Store 


The  PK  Boot  Shop 
fs  doing  a  big  busi- 
ness because  the 
PK  Boot  Shop  is 
selling*  better 
shoes  at  lower 
prices. 


The  PK  Boot  Shop 
188  Yonge  St. 

In  Eaton  Block 


Operated  by  POVVELL-KELLEY  LIMITED 

Everything  the  best  and  nothing  over  eight  dollars 
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Retail  Advertising 

EVERY  season  is  the  proper  season  for  retail  shoe 
advertising.  Consistency  is  one  of  the  prime 
essentials  of  successful  advertising,  and  this  is 
true  of  retail  advertising  of  all  kinds.  Nevertheless, 
there  are  certain  times  when  the  advertising  programme 
can  and  should  be  extended.  That  time  is  when  the 
prople  are  in  the  frame  of  mind  to  buy,  or  to  buy  after 
a  slight  urging.  Get  it  while  it  is  going  is  a  good  motto 
for  the  shoe  dealer.  There  is  a  phrase — we  have  heard — 
that  gamblers  use  "Riding  your  luck."  To  some  ex- 
tent the  dealer  should  follow  that  policy — with  the 
elimination  of  the  word  luck. 

At  this  season  of  the  year,  the  urge  for  new  clothes 
and  shoes  is  fairly  strong.  Hence  the  necessity  or  ad- 
visability of  using  paper  and  ink  to  tell  the  public  who 
you  are,  where  you  are,  what  you  have  to  offer,  and 
persuading  them  to  your  store. 

From  a  large  available  amount,  of  material  we 
have  selected  eleven  retail  shoe  advertisements.  They 
are  worth  examining  and  discussing.  There  is  no  moral 
to  be  drawn,  there  is  no  one  point  brought  out  by  the 
group.    Let  us  look   them   over  together. 

No.  1.  comes  from  the  Maritime  Provinces.  The 
advertiser  has  hooked  up  a  rather  unusual  cut  with  an 
interesting  line  of  conversation.  His  lay  out  is  good 
for  the  space  used.  Possibly  the  matter  is  a  bit  crowded. 
But  the  story  is  well  told,  and  prices  are  given.  Per- 
haps the  headings  of  the  two  middle  paragraphs  could 
have  been  improved  by  being  in  black  face  upper  and 
lower  case  instead  of  capital  letters. 

No.  2.  is  a  good  example  of  an  advertisement  of 
children's  goods.  The  heading  and  cut  create  a  plea- 
sant impression  and  the  wide  range  of  shoes  quoted 
should  draw  trade. 

No.  3.  shows  how  one  shoe  can  be  featured.  The 
shoe  is  not  described,  but  the  cut  shown  creates  an 
impression  of  quality.  The  layout  is  good,  and  the 
advertiser  has  apparently  realized  the  value  of  white 
space 

No.  4.  from  St.  Catharines  shows  how  small  space 
can  be  used  to  good  advantage.  The  top  of  the  ad- 
vertisement is  crowded.  Had  the  prices  been  quoted 
lower  down  in  the  advertisement  the  cut  would  have 
benefitted. 

No.  5.  is  from  a  leading  Montreal  store,  and  shows 
the  advantages  of  large  city  advertising,  so  far  as  appear- 
ance is  concerned.  To  attract  attention  is  its  chief 
aim,  and  this  should  be  obtained  from  the  layout.  The 
indefinite  description,  together  with  the  small  cut  of 
the  shoe,  is  one  unsatisfactory  feature. 

No.  6.  creates  an  impression  of  quality  in  the  store 
and  its  goods.  The  lady — and  there  are  many  of  them 
this  year — who  is  going  to  wear  a  grey  costume  should 
be  attracted  by  the  story,  and  others  will  doubtless  have 
received  a  good  impression  from  the  advertiser's  effort. 

No.  7.  shows  how  to  get  your  printer's  "goat." 
It  is  an  expensive  and  difficult  advertisement  to  set. 
Possibly  the  rules  attract  attention,  but  the  scattered 
bits  of  copy  are  not  likely  to  be  read.  The  policy  of 
inferring  or  leading  the  public  , to  infer  that  competitors 
are  profiteering  is  of  no  permanent  benefit  to  any  section 
of  the  trade.  Our  suggestion  would  be  that  advertisers 
educate  the  public  to  the  fact  that  good  shoes  are  rea- 
sonable in  price,  sell  them  on  the  basis  of  quality,  the 
square  deal,  and  play  fair  with  the  whole  trade. 

No.  8.  is  a  good  advertisement  gone  wrong.  Errors 
in  spelling  in  display  lines  are  serious — unless  this  ad- 
vertiser has  coined  a  new  name  for  his  pumps,  in  which 


case  we  apologize.  Moreover  the  cut  used  has  been 
mounted  at  such  an  angle  as  to  destroy  the  shoe's  appear- 
ance of  beauty  or  grace.  The  balance  of  the  advertise- 
ment is  good,  but  the  whole  effect  is  spoiled  by  the  cut 
and  display  line. 

No.  9.  is  attractive  in  appearance.  The  story  is 
interesting  in  spots  and  might  be  read.  The  space 
advertises  Bradley's  but  could  not  be  classed  as  a  direct 
business  puller. 

No.  10.  is  an  advertisement  directed  to  a  certain 
class  of  customer.  This  firm  uses  consistently  space 
large  enough  to  draw  the  eye.  The  cuts  used  are  al- 
ways large  enough  to  bring  out  the  detail  in  the  shoe, 
while  the  layout  as  in  this  case,  is  attractive.  In  space 
of  this  size  it  is  possible  to  tell  a  fairly  long  story,  while 
price  is  not  emphasized,  as  the  policy  of  the  store  is  to 
emphasize  quality  and  exclusiveness. 

No.  11.  is  a  sample  of  a  distinctive  type  of  adver- 
tising adopted  by  a  new  store  in  Toronto.  The  policy 
of  this  store  is  based  on  a  certain  range  of  prices.  The 
purpose  of  the  advertising  is  evidently  to  draw  atten- 
tion to  the  store  and  to  its  policy.  To  that  extent, 
the  advertising  should  be  successful. 


SHOE  MANUFACTURERS  AT  OTTAWA. 

{Continued from  page  34) 

6.  Number  of  persons  depen- 
dent upon  the  shoe  manu- 
facturing industry  for  their 

livelihood   900,000  65,000 

7.  Average  number  of  em- 
ployees per  factory  (1920 

figures)   128  76 

8.  Number  of  shoe  manufac- 
turing firms  which  have  be- 
come insolvent  or  closed 

since  1918   52 

9.  Number  of  shoe  manufac- 
turing firms  which  have  be- 
come insolvent  or  closed 

since  1885  (approximately)  175 

10.  Capacity  daily  production 
of  largest  shoe  manufactur- 
ing company,  in  pair   140,000  9,000 

11.  Present  daily  production  of 
largest  shoe  manufacturing 

company,  in  pair   135,000  3,750 

There  are  four  shoe  manufacturing  firms  in  the 
United  States  which  together  are  producing  400,000 
pair  of  shoes  daily  or  from  33  1-3  to  40%  of  the  total 
production.  Canada  has  no  such  immense  shoe  man- 
ufacturing concerns. 

12.  Total  daily  capacity,  pair     1,750,000  85,000 

13.  Actual  daily  production,  pr.     1,200,000  65,000 
Questions  were  put  by  members  of  the  Committee 

regarding  the  condition  of  the  industry  and  Mr.  Weaver 
was  called  upon  to  make  a  defence  of  the  Tariff  on  boots 
and  shoes.  In  answer  to  the  suggestion  of  the  Chair- 
man that  the  shoe  factories  in  Canada  should  be  in  the 
same  position  as  those  of  Wisconsin  in  relation  to  the 
United  States  market,  Mr.  Weaver  pointed  out  that 
no  manufacturer  would  think  seriously  of  building  a 
shoe  factory  in  Canada  with  a  view  to  supplying  any 
large  volume  of  trade  in  the  United  States.  Although 
the  United  States  at  the  present  time  had  no  duty  on 
the  importation  of  boots  and  shoes,  the  manufacturer 
in  Canada  was  under  certain  special  handicaps  as  com- 
pared to  the  factories  in  the  United  States.  And  more- 
over the  United  States  market  might  be  cut  off  at  any 
time  at  the  whim  of  the  United  States  Congress. 
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SERVING  THE  PUBLIC 

The  interest  developed  throughout  the  country 
in  corrective  shoes  and  in  correct  fitting  of  feet  as  part 
of  the  service  of  the  modern  shoe  store  is  evidenced  by 
the  following  extracts  from  an  address  by  Mr.  W.  J. 
Broome,  of  Brantford,  Ontario,  at  a  banquet  given  by 
the  Smardon  Shoe  Co.    Mr.  Broome  said  in  part. 

"We  are  all  interested  in  shoes  and  I  like  to  think 
of  every  man  and  woman  engaged  in  the  business  as 
specialists,  we  are  specialists  in  as  true  a  sense  as  the 
chemist  or  physician  who  searches  day  after  day,  year 
after  year  in  the  interests  of  suffering  mankind.  Is 
it  not  true  that  90%  of  our  men,  women  and  children 
are  the  slaves  of  some  foot  deformity?  We  meet  them 
every  day.  How  many  perfect  feet  can  you  recall  at 
this  moment?  Is  it  not  terrible?  One  would  think 
that  by  the  attention  given  our  feet  that  we  were  soon 
to  sprout  wings  and  flit  here  and  there  by  airplane. 
If  this  is  the  intention  of  the  general  public  let  us  find 
some  less  painful  and  graceful  way  of  eliminating  the 
use  of  these  feet  of  ours. 

"It  is  quite  true  and  I  do  not  fear  contradiction 
that  the  average  physician  knows  as  much  about  the 
relief  of  foot  ills  as  I  do  about  the  relief  of  ear  ache. 
I  wonder  how  much  money  is  spent  yearly  for  the  re- 
moval of  bunions  by  operation,  how  much  money  is 
spent  on  corn  cures  and  salves  and  ointments  and  gew- 
gaws for  sore,  tired,  aching,  crippled  feet,  not  to  men- 
tion arch  supports  and  their  kind. 

"One  does  not  need  to  be  a  dreamer  or  an  imag- 
inative person  to  see  the  opportunity  that  is  ours  for 
the  grasping.  Look  at  it  from  a  purely  selfish  standpoint. 
If  you  could  relieve  the  groans  of  suffering  feet  would 
you  need  worry  about  your  salary?  No,  the  world  would 
make  a  beaten  path  to  your  door.  How  many  times 
have  you  heard  the  expression,  "Oh,  I  would  give  any- 
thing if  my  feet  didn't  hurt  me."  Every  time  you 
hear  it  make  a  mental  charge  of  $5.00,  do  this  for  a 
year  and  at  the  end  of  a  year  you  will  find  yourself  to 
be  a  mental  millionaire. 

"Of  course  there  is  a  certain  amount  of  public  pre- 
judice to  overcome,  the  average  person  to-day  does 
not  discriminate  between  a  washing  machine  sales- 
man, a  haberdasher's  clerk  and  a  shoe  fitter.  He  thinks, 
'Oh,  they've  got  something  to  sell.'  That's  true  but 
we  have  a  service  to  render,  an  obligation  to  meet 
and  I'm  sure  that  with  the  right  spirit  and  a  true  sense 
of  responsibility  in  our  mind  that  we  will  be  able  in  a 
short  time  to  force  public  opinion  to  recognize  shoe  and 
foot  fitting  as  a  profession,  a  science,  and  our  footwear 
specialists  as  public  servants  just  as  truly  as  our  den- 
tists, doctors  and  nurses. 

"Let  us  get  behind  this  idea;  link  up  with  those 
men  who  have  had  the  courage  to  put  this  opportunity 
in  your  hands.  The  Ontario  Legislature  some  few 
weeks  ago  honored  Dr.  Banting  and  his  associate  for 
their  wonderful  diabetes  cure.  The  manufacturer  and 
designer  of  corrective  footwear  are  as  deserving  of  this 
honor  as  is  Dr.  Banting.  He  has  served  a  few,  they 
strive  to  serve  all. " 


The  Columbus  Rubber  Co.,  of  Montreal,  Limited, 
have  moved  their  Montreal  "Branch  from  St.  Catherine 
St.,  East  to  the  same  building  occupied  by  the  Head 
Office  and  plant  on  Demontigny  St.  The  extensions 
to  this  building  which  are  near  completion,  allow  them 
greater  facilities  and  enable  them  to  accommodate  all 
the  staff  under  one  roof. 


New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Ma  t 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch — 335  Craig  St.  W.  Montreal 
Factory — Wilmington,  Del.,  U.  S.  A. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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The  Breithaupt  Leather  Co.,  Limited,  Kitchener, 
Ont.,  have  moved  their  Montreal  Office  from  4  St.  Helen 
St.,  to  214  Lemoine  St.  Larger  and  better  equipped 
premises  have  been  secured  by  the  company  in  their 
new  location. 

Mr.  J.  E.  Bishop,  well  known  to  the  shoe  trade  in 
Canada  has  joined  the  selling  staff  of  the  Columbus 
Rubber  Co.,  of  Montreal,  Limited,  and  is  covering  Nor- 
thern Ontario  for  this  firm,  working  from  the  Toronto 
branch. 

Mr.  Art.  Coleman,  of  the  United  Shoe  Machinery 
Co.,  of  Canada,  Ltd.,  who  has  been  dangerously  ill  with 
pneumonia,  is  now  back  at  work,  and  his  friends  will 
be  pleased  to  learn  of  his  recovery. 

Mr.  Fred  Perry  has  joined  the  selling  staff  of  the 
Columbus  Rubber  Co.,  and  will  be  attached  to  the  Tor- 
onto Office.    Mr.  Perry  will  cover  Western  Ontario. 

Mr.  J.  E.  Laforest  who  has  been  a  victim  of  pneu- 
monia has  recovered  and  has  started  out  on  his  trip 
covering  Quebec  Province  exclusive  of  Montreal,  for 
the  Eagle  Shoe  Co.,  Limited. 

Mr.  P.  Loranger,  formerly  with  J.  I.  Chouinard, 
Montreal,  is  now  representing  A.  Lambert,  Inc.,  in  the 
same  city. 

Friends  and  business  associates  to  the  number 
of  over  one  hundred  assembled  on  Saturday  evening 
April  21st.,  at  the  Artisans'  Hall,  Place  Viger  Square, 
Montreal,  and  presented  Mr.  Paul  Lambert  with  a 
cabinet  of  cutlery  and  a  solid  silver  tea  set.  An  or- 
chestra enlivened  the  evening's  entertainment,  refresh- 
ments were  served  and  an  altogether  enjoyable  time 
was  spent.  Addresses  were  given  by  Mr.  P.  A.  Doig, 
Mr.  O.  Mallet,  Mr.  A.  Lambert  and  others.  Mr.  Paul 
Lambert  very  fittingly  replied  to  the  complimentary 
remarks  addressed  to  him  and  expressed  appreciation 
of  the  marks  of  esteem  accorded  him.  On  Tuesday, 
April  24th.,  he  was  married  to  Miss  A.  Brunei.  The  happy 
couple  afterwards  left  on  a  honeymoon  trip  to  New 
York  and  Atlantic  City. 

Mr.  W.  W.  Kendall,  former  Manager  of  the  Hartt 
Shoe  Store,  Winnipeg,  has  purchased  the  Avenue  Shoe 
Store  at  365  Portage  Avenue,  Winnipeg. 

The  Breithaupt  Leather  Co.,  Limited,  of  Kitchener, 
has  appointed  Mr.  William  Kennedy  of  Glasgow,  Scot- 
land, as  their  resident  representative  in  the  British  Isles. 

Mr.  C.  F.  Rannard  has  been  elected  President  of 
the  Winnipeg  Branch  of  the  Retail  Merchants'  Associa- 
tion of  Canada. 

The  boot  and  shoe  store  of  Mr.  G.  A.  Walters, 
Brockville,  recently  suffered  severe  loss  by  fire. 

The  store  of  Messrs.  George  E.  Ford  and  Sons, 
Sackville,  N.B.,  was  recently  visited  by  burglars. 

The  shoe  store  of  Mr.  L.  Diamond,  of  Ottawa,  re- 
cently suffered  several  thousand  dollars'  fire  loss. 

Mr.  George  Woolway,  of  Woolway  Brothers,  Strat- 
ford, died  suddenly  recently. 

Mr.  George  W.  Allen,  Sales  Manager  of  the  Hurl- 
but  Co.,  Preston,  paid  a  flying  visit  to  Brantford,  re- 
cently. 


Mr.  W.  H.  Semple,  of  the  Truro,  N.S.,  branch 
of  the  Kaufman  Rubber  Co.,  was  in  Toronto  last  week. 

Mr.  Geo.  Chambers,  of  Geo.  Chambers  and  Son, 
Toronto,  was  a  recent  visitor  to  Montreal. 

The  many  friends  of  Mr.  E.  A.  Chalk,  the  well 
known  Toronto  shoeman,  will  be  glad  to  hear  that 
he  has  successfully  pulled  through  a  serious  operation. 

Mayor  Louis  O.  Breithaupt  and  Alderman  A.  A. 
Armbrest,  of  Kitchener,  were  in  Toronto  last  week  com- 
bining personal  and  municipal  business. 

Mr.  R.  G.  Pape,  of  Harrop,  B.C.,  who  has  been 
in  the  shoe  business  for  fifty  nine  years,  has  decided 
to  retire,  and  take  a  well  earned  rest. 

The  Corona  Shoe  Store,  443  King  St.  E.,  Hamilton, 
opened  on  February  1923.  Mr.  W.  R.  Smees  is  the 
proprietor.  Mr.  Smees  was  for  three  years  manager 
of  Goodwin's  Shoe  Department,  Montreal. 

The  wife  of  Mr.  Harry  McLeod  Henderson,  vet- 
eran shoe  repairer,  Hamilton,  died  on  April  24th  in  the 
Hamilton  General  Hospital. 

Owing  to  the  city  renumbering  the  properties  on 
Bay  St.  the  number  of  the  Toronto  warehouse  of  the 
Kaufman  Rubber  Co.,  Limited,  has  been  changed  to 
230  Bay  St.    The  location  has  not  been  changed. 

Mr.  Richmond  of  R.  M.  Beal  and  Co.,  Lindsay, 
was  a  recent  visitor  to  Toronto. 


SHOE  DISPLAY  AT  CANADIAN  NATIONAL 
EXHIBITION. 

Applications  from  the  manufacturers  are  contin- 
uing to  come  in  to  the  Shoe  Manufacturers'  Association 
for  space  in  the  shoe  display  at  the  Canadian  National 
Exhibition.  Applications  should  be  made  at  once  as 
any  who  do  not  make  reservations  promptly  are  likely 
to  be  disappointed.  The  Association  will  only  reserve 
the  amount  of  space  for  which  it  has  signed  applications 
in  hand.  Many  of  the  firms  who  exhibited  last  year 
are  taking  double  space  for  this  year's  Exhibition,  and 
judging  from  the  interest  already  being  shown  the  shoe 
and  leather  display  of  this  year  will  far  exceed  that  of' 
last  year,  and  will  be  a  really  worth  while  event  in  the 
industry. 


"LA  DUCHESSE"  SHOE  COMPANY. 
LIMITED  SOON  TO  START  OPERATIONS 

Rapid  headway  is  being  made  in  the  rebuilding 
of  the  factory  of  the  "La  Duchesse"  Shoe  Co.,  Limited, 
Montreal,  recently  destroyed  by  fire.  The  roof  and 
floors  are  already  completed,  and  machinery  and  equip- 
ment is  now  being  installed.  The  firm  expect  to  be 
in  a  position  to  start  operations  in  a  coup'e  of  weeks. 
When  completed  the  new  factory  will  be  one  of  the 
most  efficient  shoe  manufacturing  plants  in  the  industry. 
With  the  improved  construction  of  their  building,  better 
facilities  and  thoroughly  modern  equipment,  the  ability 
of  the  "La  Duchesse"  Company  to  continue  to  offer 
superior  style  and  value  in  reliable  footwear  is  assured. 
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AMERICAN  STYLES  FOR 
SUMMER  AND  EARLY  FALL. 

The  Styles'  Committee  of  retailers,  manufacturers, 
aimers  and  travellers  of  the  United  States  met  on  April 
2-kh  and  issued  their  report  covering  retail  selling  for 
July,  August,  and  early  fall.  Summarized  briefly  it 
was  as  follows: — 
Women's  Shoes 

Conservative  welts,  oxfords  and  one-straps,  the 
former  predominating.  Toes  medium  tending  towards 
fuller.  Heels  9  8  to  14  8.  July  and  August  white 
leather  and  fabrics,  black  and  brown  leathers.  Aug- 
ust and  early  fall,  black  and  brown  leathers. 

Fashion  and  sport  welts  consist  of  straps  and  ox- 
fords, with  straps  predominating.  Materials  same  as 
for  conservative  welts  except  that  for  early  fall  brown 
and  black  leathers  are  trimmed  to  a  greater  extent, 
and  patent  leather  added. 

Conservative  turns  consist  of  oxfords  and  straps 
with  plainer  type  of  one  and  two  straps  predominating. 
Toes  medium  with  tendencv  to  fuller  toes.  Heels, 
wood  and  leather,  9/8  to  14  8.  Materials  for  July 
white  leather  and  fabrics,  black  and  brown  kid,  black 
satin  and  patent.  For  August  and  early  fall,  patent, 
black  satin,  black  and  brown  leathers. 

Fashion  turns.  Straps  predominate.  Some  fancy 
effects  prevailing  with  an  interspersing  of  sandals  and 
gorings.  Heels,  boxwood  10/8  to  14/8,  full  Louis  and 
Spanish  Louis,  13/8  to  17/8.  Materials  for  July,  white 
leather  and  fabrics  trimmed  and  plain,  patents,  black 
satin,  neutral  browns.  For  August  and  early  fall, 
patents,  black  satin,  black  and  colored  ooze,  plain  and 
trimmed,   brown   kid,   and   brown  satin. 

Evening  shoes,  straps  will  predominate  with  liberal 
proportion  of  openwork  effects,  including  modified 
sandal  patterns.  Heels  mostly  full  Louis  14/8  to  17/8. 
Materials  for  August  and  early  fall  retailing,  silver  and 
gold  brocades,  plain  satin  and  brocades,  white  kid. 
Men's  Styles 

In  early  fall  oxfords'  will  predominate.  Later 
high  shoes  will  be  in  increasing  demand.  Lace  oxfords 
lead  with  multiple  stitching  holding  popularity  over 
perforations.  Fasts,  brogue,  semi-French  and  conser- 
vative, 90  per  cent  rubber  heels.  Tendency  to  get 
away  from  flange  heels  except  on  brogue  types.  Ten- 
dency is  towards  lighter  shades  of  tan  in  larger  cities, 
with  cherry  red  and  hazel  brown  still  strong.  Black 
calf  increasing  fast.  Fight  weight  smooth  leathers 
for  general  wear,  boarded  leathers  and  Scotch  grains 
for  brogue  types.  Active  sport  demand  predicted. 
Crepe  soles  will  have  wide  use. 


QUALITY  CLUB"  OF  SMARDON  SHOE 
CO.,  LIMITED  HOLD  SUCCESSFUL 
BANQUET. 

The  Third  Anniversary  Banquet  of  the  "Quality 
Club"  of  the  Smardon  Shoe  Co.,  Limited,  Montreal, 
was  held  at  the  Place  Viger  Hotel  on  Monday  evening 
April  2.3rd.,  and  from  the  standpoint  of  both  enjoy- 
ment and  instructiveness  was  a  most  decided  success. 
In  addition  to  practically  all  of  the  members  of  the 
Club  being  present,  and  many  friends,  the  attendance 
was  further  enlarged  by  the  staff  of  the  Shoe  Depart- 
ment of  the  John  Murphy  Co.,  Limited. 

Mr.  Walter  Smardon,  head  of  the  firm,  was  the 
Chairman  of  the  evening,  and  under  his  able  chairman- 
ship the  carrying  out  of  the  programme  and  the  general 
sociability  of  the  function  was  all  that  could  be  desired. 

\trer  the  various  toasts  had  been  proposed  and 
replied  to  and  the  very  sumptuous  meal  had  been  par- 


taken of,  several  entertaining  and  instructive  addresses 
were  given,  and  were  listened  to  with  enjoyment  and 
profit.    Mr.  James  Buchanan  was  in  his  usual  happy 
frame  of  mind,  delivering  one  of  his  characteristic  bril- 
liant little  speeches,  and  highly  entertaining  addresses 
were  also  given  by  Mr.  Reggie  Smardon  and  Mr.  Fred 
Smardon.    Mr.  John  Hammel's  remarks  were  along  more 
serious  lines,  having  to  do  with  the  question  of  cor- 
rective shoes.     He  supplemented  his  statements  with 
quotations  from  several  authors  who  had  written  ex- 
tensively on  the  value  of  this  type  of  shoe.    The  address 
of  the  evening  was  given  by  Mr.  H.  J.  Broome,  of  Brant- 
ford,  Ont.,  and  his  remarks  were  of  such  interest  to 
every  retailer  of  shoes,  that  we  quote  them  by  themselves 
in  another  column. 

The  committee  who  had  in  hand  the  organizing  of 
the  event  were:  W.  R.  Smardon,  J.  P.  Buchanan,  Miss 
O'Hara,  J.  F.  Carney,  A.  H.  Parser. 


THE  ARCHGRIP  SHOE. 

The  development  of  the  market  and  demand  for 
corrective  shoes  of  high  quality  and  pleasing  appear- 
ance led  to  the  manufacture  of  the  Archgrip  shoe  by 
Blachford  Shoe  Manufacturing  Co.,  Ltd.,  of  Toronto. 
Working  along  sound,  scientific  lines,  they  produced 
a  shoe  which,  on  several  lasts,  to  meet  varied  require- 
ments, has  met  with  steady  approval  of  dealers  and 
customers. 

This  field,  however,  has  necessitated  education  of 
the  public — and  of  many  dealers.  Wherefore,  retailers 
have  a  welcome  for  anything  in  the  form  of  literature 
or  advertising  matter  of  an  educational  nature.  In 
conjunction  with  their  distribution  plans,  the  Blach- 
ford Shoe  Co.,  have  issued  literature  to  dealers,  window 
and  counter  cards,  and  also  mats  for  newspaper  adver- 
tising. While  these  are  primarily  devoted  to  the  cause 
of  'Archgrip"  shoes,  they  contain  information  on  feet 
and  shoes  that  should  be  of  use  to  dealers  and  public 
both. 


ARTHUR  WILSON  TAKES  CONTROL. 

Among  the  younger  generation  in  the  retail  trade 
one  of  the  "live  wires"  is  Mr.  Arthur  ("Art")  Wilson, 
of  Hamilton.  The  Robert  Wilson  Shoe  Store  is  one 
of  the  oldest  establishments  in  the  country.  After 
the  death  of  Mr.  Robert  Wilson,  it  was  taken  over  by 
his  two  sons,  Charles  and  Arthur.  The  former  had 
direct  charge  of  the  women's  department,  and  the  lat- 
ter of  the  men's  shoes. 

On  May  1st.  Mr.  Arthur  W7ilson  took  over  the  whole 
store,  having  purchased  his  brother's  interest.  He 
is  looking  forward  with  optimism  to  another  good  year 
and  will  have  the  best  wishes  of  his  many  friends  in  the 
trade. 

Mr.  MacFarlane,  who  has  been  with  the  establish- 
ment for  twelve  years  takes  charge  of  the  men's  depart- 
ment, while  Mr.  Harold  Tanney,  who  has  been  with 
Murray's  Shoe  Store  in  London,  will  have  charge  of  the 
ladies'  shoes. 


A  THRIVING  CONCERN. 

Canadian  Shoes  Ltd.,  under  the  management  of 
Mr.  S.  T.  Stephens,  reports  a  highly  successful  spring 
season,  and  is  facing  the  summer  and  fall  full  of  con- 
fidence and  optimism.  They  have  adopted  a  policy 
of  handling  staple  shoes  and  seasonable  novelties  on 
an  in-stock  basis,  which  has  given  very  satisfactory 
results.  For  the  summer  they  foresee  quite  a  demand 
for  sandals;  consequently  they  are  prepared  to  meet  it. 
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$3*25 


No.  560  smooth  tan  Mennonite,  Plain 
Toe,  Half  Bellow  JTongue,  ^Standard 
Screw,  Munson  Army  Last,  Chrome 
Waterproof  Bulldog  Sole.  Lock  stitch. 
Welted  Back .   F.  O.  B .  Peterboro  $3.25. 


Write  for  Catalogue 


B.  F.  Ackerman,  Son  &  Co.,  Limited 

Peterboro,  Ont.  Regina,  Sask. 

Western  Dealers  may  sort  from  our  Regina  Branch 


Kenworthy  products  are  of  a  quality  and  standard  of  uniformity  which 
should  appeal  to  the  careful  buyer. 


Kendex  Innersoling 
"      Sock  Lining 

"      Felt  Backed 
Heel  Pads 
Kaneva  Innersoling 

Felt  Backed 
"     F    >Sock  Lining 
Heel  Pads 

Piece  Felts  (Special  selections  for  the  Shoe  Trade) 

KENWORTHY  BROS.  OF  CANADA,  LIMITED 

St.  John,  Que.  Montreal  Office,  224  Lemoine  St. 


£NDE1 


Canada 


Remember  "The  feeling  of  the  feet  is  reflected  in  the  face."    Wear  Kendex 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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AND  NOW  LET  US  SMILE. 

(Continued from  page  27) 
towns  are  feeling  the  same." 

Newport  Shoe  Co.,  Ltd.,  Toronto: — 

"We  have  just  completed  the  biggest  month's 
business  since  we  started,  and  volume  is  increasing 
steadily.  Collections  have  also  improved  materially. 
Prospects   look  bright." 

Breithaupt  Leather  Co.,  Ltd.,  Kitchener,  Ontario, 
see  better  times  in  sight.  In  a  letter  to  their  English 
customers,  announcing  the  appointment  of  a  resident 
representative  in  the  British  Isles,  they  say: — 

"Owing  to  the  reduction  in  rates  of  ocean  carriage 
and  the  specially  favorable  rate  of  exchange  at  pre- 
sent enjoyed  between  Great  Britain  and  Canada,  we 
believe  that  trade  between  us  and  the  Motherland  can 
now    be    successfully  resumed." 

They  also  say : — 

"Another  encouraging  sign  is  the  development 
of  our  export  business  in  New  Zealand.  We  have  re- 
ceived a  cable  this  morning  from  Auckland  ordering  a 
large  shipment  of  our  lines. 

"You  have,  no  doubt,  heard  that  we  have  moved 
into  larger  quarters  in  Montreal  having  taken  over  the 
entire  building  formerly  occupied  by  the  John  R.  Evans 
Co.,  on  Lemoine  Street.  The  enclosed  card,  which  we 
are  sending  to  our  Montreal  friends,  tells  the  story.  More 
power  to  your  arm. 

"We  hope  you  will  be  successful  in  counteracting 
a  lot  of  the  grief  stories  which  are  going  around.  We 
are  sure  that  your  last  editorial  has  done  some  good  in 
this  respect." 

Davis  Leather  Co.,  Ltd.,  of  Newmarket: — 
"You  might  be  interested  in  knowing  that  a  firm 
which  we  consider  one  of  the  oldest  and  most  reliable 
in  the  I  nited  States  operating  in  Domestic  and  Foreign 
hides  and  skins  advised  us  in  the  mail  to-day  as  follows: — 
'It  is  bad  to  prognosticate,  but  if  we  are  going  to  have 
any  business  at  all  it  would  appear  as  if  there  should 
be  an  improvement  on  this  continent  very  soon  as  stocks 
are  getting  lower  and  lower  as  far  as  all  kinds  of  leather 
and    raw   material    are  concerned." 

London  Shoe  Co.,  Ltd.,  London,  Ont: — 
"We  have  the  utmost  confidence  in  business  con- 
ditions of  Canada,  and  believe  the  readjustment  period 
has  passed  and  from  now  on  trade  conditions  should 
be  normal  with  a  rapid  return  to  profitable  business 
operation  in  the  shoe  and  leather  trade." 
Dillon  &:  Moore,  St.  Catharines,  Ont: — 
"At   last,  after  the   most   trying  and  depressing 
winter  that  could  be  visited  upon  a  long  suffering  pub- 
lic and  retailer,  indications  point  heartily  to  the  after- 
math—a splendid  opening  for  the  new   trade  which 
should  promote  the  best  feeling  over  the  entire  country. 

"Even  with  the  few  warm,  sunny  days,  in  which 
two  hot  ones  were  sandwiched,  the  trade  could  not  help 
but  realize  that  the  buying  public  are  alive  to  the  fact 
that  conditions  are  much  on  the  mend. 

"True,  there  is  a  noticeable  demand  for  the  more 
moderate  price  of  shoes,  a  tendency  that  is  exceedingly 
well-advised  at  present,  but  conditions  in  general  appear 
to  justify  our  belief  that  business  is  on  the  mend,  de- 
cidedly so. 

"(iiven  a  week  of  semi-warm  weather,  there  is  not 
the  slightest  doubt  that  Ontario  retailers  will  be  plead- 
ing with  the  help  to  take  another  customer  to  keep 
them  from  walking  out. 

"The  styles  are  right,  the  goods  are  right,  the  people 
are  waiting  to  spend  their  monev,  now  for  warm  weather 
and  WATCH  OCR  SMOKE!" 

I^vinson's,   Hamilton,   Ont: — 


"We  are  finding  business  considerably  better  than 
last  year.  Also  the  style  situation  has  become  more 
stabilized  lately  and  in  general  the  conditions  are  much 
better  than  a  few  months  ago.  We  are  making  pre- 
parations for  a  good  summer  season." 

Getty  &  Scott,  Ltd.,  Gait,  Ont:— 

"We  are  in  the  midst  of  The  Best  Sale  That  We 
Have  Ever  Experienced  From  Our  In-Stock  Depart- 
ment, and  look  forward  with  confidence,  to  a  good  sale 
on  our  Fall  Placing  Trip." 

Beardmore  &  Co.,  Toronto: — 

"We  have  recently  begun  an  advertising  campaign 
in  the  daily  papers  and  trade  journals,  on  our  Bulldog 
Sole  Leather,  with  very  successful  results. 

"This  is  the  first  occasion  on  which  a  trade  marked 
sole  leather  has  been  advertised  direct  to  the  general 
'public  in  Canada." 

Rowland  Hill,  of  London,  Ont: — 

'"Are  we  downhearted?  No!  Business  is  good. 
We've  increased  our  total  sales  in  number  of  pairs  since 
January  1st  10%  over  last  year.  Again  we've  proved 
that  when  business  looks  blue  it  pays  to  start  some- 
thing. In  1914  just  as  war  broke  out  and  the  advice 
was  to  hold  back,  we  installed  a  modern  store  front  and 
business  immediately  boomed  off  to  a  fresh  start.  This 
year  when  conditions  generally  are  far  from  the  best, 
we  opened  up  a  children's  department  on  the  second 
floor  and  increased  our  children's  trade  75%  in  number 
of  pairs  sold  the  first  month,  as  well  as  stimulating  the 
sale  of  shoes  for  the  older  folks.  Future  business  pros- 
pects for  the  shoe  man  are  better  than  ever." 

Arthur  Wilson,  of  Robert  Wilson  Shoe  Store,  Ham- 
ilton, after  stating  that  his  business  to  date  this  year 
is  ahead  of  the  same  period  last  year,  continues: — 

"I  never  have  got  downhearted  in  business;  for 
if  conditions  get  bad  I  immediately  get  busy  and  get 
after  more  business  even  so  far  as  to  dre^s  my  windows 
twice  or  three  times  a  week.  The  bulk  of  my  busi- 
ness is  done  on  real  good  shoes  at  a  popular  price.  I 
don't  go  out  and  buy  shoes  with  the  idea  in  view  of  making 
a  big  profit  on  them  but  to  buy  shoes  that  help  to  sell 
themselves    and    give    good  service. 

"I  like  to  hear  the  register  ringing  and  prefer  to 
sell  three  pairs  at  a  small  profit  than  two  pairs  at  a  larger 
profit. 

"My  idea  of  the  future  is  that  we  ate  in  for  better 
times,  that  my  turnover  this  year  will  be  the  largest 
we  ever  had  and  that  I  will  make  some  money.  I  also 
think  that  it  is  time  for  me  to  put  in  some  lines  at  a 
higher  price.  I  feel  that  the  people  will  want  better 
shoes.  In  fact,  to-day  we  are  selling  higher  priced  shoes 
than  last  year.  Ninety  per  cent  of  our  men's  business 
has  been  done  in  the  last  two  years  on  $7.00  shoes  and 
while  I  have  given  good  values,  yet  I  feel  that  my  cus- 
tomers are  swinging  to  a  better  grade  shoe,  not  the 
majority  but  a  better  percentage  than  a  year  ago. 

"I  can't  see  why  any  merchant  should  get  down- 
hearted, for  conditions  have  greatly  improved  in  the 
States  and  we  seem  to  feel  it  six  months  or  so  after. 
I'm  sure  I  don't,  for  to  my  mind  we  turned  the  top  some 
time  ago  and  every  day  means  better  and  better  busi- 
ness." 

R.  Neill  Ltd.,  of  Lindsay,  Ont:— 

"We  have  had  a  Ladies'  Week,  followed  by  a  Men's 
Week,  which  was  followed  by  a  Children's  Week. 

"Attractive  displays,  floral  decorations,  special  ad- 
vertising, stirred  up  considerable  interest  with  the  public, 
at  the  same  time  putting  new  pep  in  our  sales  people." 

John   McPherson  Co.,  Ltd.,  Hamilton: — 

"Our  own  opinion  is  that  when  the  weather  breaks, 
merchants  will  find  a  tremendous  run  on  their  stocks." 
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Methods  of  Modern 
Management 

How    to   construct  a  budget  for 
your  business — (a)  budget  of  sales 
—by  G.  W.  Hafner. 

THE  first  test  of  a  truly  successful  business  man 
is  that  he  knows  his  business.  All  great  business 
men  not  only  know  their  business,  but  usually 
know  that  they  know  it;  and  are  not  only  right  in 
their  opinions,  but  they  usually  know  that  they  are 
right  in  them.  And  the  reason  for  this  is  that  they 
have,  not  alone  some  means  of  studying  their  business, 
but  also  some  method  of  checking  up  their  conclusions 
and  judgments  in  the  light  of  the  evidence  of  actual 
facts. 

How  To  Study  Your  Business 

The  man  who  habituates  himself,  in  his  daily  life, 
to  seek  for  the  stern  facts  in  whatever  he  is  engaged, 
will  have  these  facts  brought  before  him  again  and  again 
as  the  basis  upon  which  he  may  form  his  conclusions 
and  base  his  judgments.  Thus,  if  in  his  business,  the 
proprietor  or  manager  seeks  for  the  accurate  circum- 
stances in  connection  with  any  business  transaction, 
and  having  ascertained  them,  will  dwell  upon  and  think 
about  them  without  the  slightest  care  for  any  desir- 
ableness in  them,  but  for  their  own  truth's  sake;  then 
these  truths  will  afterwards  rise  up  and  form  the  body 
of  his  vision  of  his  business,  united  and  perfected  in 
a   way   to   serve   him  advantageously. 

Such  a  business  man  never  stops  at  estimates  and 
approximations,  or  generalizations  of  any  kind,  but 
plows  them  all  aside,  and  plunges  into  the  very  central 
heart  of  the  thing  he  is  considering.  Nothing  else 
will  content  him.  He  wants  to  know.  Whatever  sem- 
blances, and  various  outward  shows  and  phases  each 
subject  many  possess  go  for  nothing.  He  gets  within 
all  fence,  cuts  down  to  the  root,  and  drinks  the  vital 
sap  of  that  with  which  he  deals. 

Whatever  it  is  advisable  and  desirable  to  know 
about  your  business,  it  is  desirable  and  advisable  to 
know  as  quickly  and  as  completely  as  possible.  There- 
fore you  should  have  some  means  by  which  the  nec- 
essary and  vital  facts  of  your  business  may  be  presented 
to  you  in  the  most  constant  manner;  and  brought  again 
and  again,  not  only  within  your  thoughts,  but  before 
your  eyes.  Can  anything  be  more  evidently  and  in- 
disputably natural  and  right  than  this:  that  you  should 
desire  to  know  what  you  ought;  what  is  worthy  of  your 
attention  and  helpful  to  your  business;  to  know  that 
— nothing  more,  nothing  less — and  to  keep  records  and 
definitions  of  such  knowledge  near  you  in  the  most 
vivid    and    explanatory  form. 

One  way  of  accomplishing  this — a  way  coming 
more  and  more  into  favor  with  business  men — is  the 
use  of  budgets.  It  is  obvious  to  any  thinking  busi- 
ness man  that  all  his  plans  should  be  based  upon  past 
and  present  performances  and  future  possibilities.  There- 
fore, every  concern  ought  to  map  out  an  estimate  of 
future  business  transactions,  for  the  purpose  of  re- 
gulating its  financial  affairs  and  assuring  a  sound  re- 
lation between  income  and  expenditures. 
Preparing  the  Sales  Budget 

Such  an  estimate,  which  analyzes  all  the  elements 
of  revenues  and  expenses  is  termed  a  "budget".  It 
provides  safeguards  against  injudicious  spending;  re- 
veals the  unseen  items  which  are  ordinarily  overlooked; 
points  out  the  path  to  a  sounder  administration  of  fin- 


ancial affairs. 

Budgets  for  business  purposes  comprise  two  main 
groups;  i.e., 

1.  Sales  budgets 

2.  Expense  budgets 

They  should  be  based  upon  the  records  of  past 
periods,  and  take  into  consideration  any  changes  ex- 
pected   in    the    ensuing  period. 

In  the  preparation  of  a  sales  budget,  it  is  necessary, 
first  of  all,  to  arrive  at  an  estimate  of  the  goods  which 
can  probably  be  sold  during  the  period  to  be  covered 
by  the  budget.  If  possible  this  should  be  done  both 
as  to  volume  and  character.  It  is  naturally  to  be  as- 
sumed that  sales  statistics  for  past  years — or  at  least 
for  the  past  year — are  available  for  such  an  estimate. 
This  means  that  an  analysis  of  sales  has  been  main- 
tained by  the  business  in  question  which  will  give  the 
sales  by  articles  or  commodities,  if  possible.  There 
is  a  distinct  advantage  in  knowing  what  your  sales 
have  been  by  lines  of  merchandise  handled,  and  when 
those  sales  were  made;  that  is,  during  what  particular 
seasons  of  the  year.  Space  must  be  provided  for  coun- 
ter stocks,  reserve  stocks  and  warehouse  stocks;  and 
some  sort  of  tangible  information  ought  to  be  avail- 
able as  to  the  quantity  of  particular  kinds  of  goods 
sold  in  the  past,  as  well  as  the  time  they  were  sold,  in 
order  to  do  this  successfully.  Of  course,  you  want  also 
to  know  the  value  of  the  goods  sold,  so  that  the  nec- 
cessary  financial  preparation  for  their  purchase  may 
be  made. 

Necessity  For  Adequate  Analysis  of  Sales 

In  the  case  of  department  stores,  it  would  perhaps 
be  sufficient  to  have  an  analysis  of  sales  by  depart- 
ments and  by  seasons,  in  quantities  as  well  as  in  value; 
but  even  here  a  really  adequate  sales  analysis  should 
tell  the  merchant  how  many  customers  in  the  past  have 
wanted  particular  sizes,  styles  and  makes,  and  when 
they  wanted  them.  If  the  retail  merchant  is  possessed 
of  this  knowledge,  it  is  evident  he  can  always  meet  the 
demands  of  the  future  by  having  the  goods  on  hand 
when    called  for. 

But  let  us  take  the  worst  possible  case,  and  assume 
that  all  sales  have  been  credited  to  one  account  only. 
It  is  still  possible  to  obtain  sufficient  information  for 
the  construction  of  a  sales  budget  by  going  back  over 
your  records  and  analyzing  this  total  into  sales  by  days, 
weeks  and  months.  If  this  is  done  for  a  period  of  at 
least  a  year — an  analysis  of  two  or  three  years  would 
be  better,  of  course — a  fairly  clear  idea  of  the  season- 
able turnover  for  sales  as  a  whole  will  be  secured.  In 
this  case,  it  will  be  found  advisable  to  make  the  bud- 
get period  a  month  in  length  only,  during  which  time 
the  current  sales  can  be  properly  analyzed,  and  this 
information  used  for  the  preparation  of  subsequent 
budgets.  In  no  instance,  however,  should  the  period 
covered  by  the  budget  be  longer  than  the  turnover 
period  of  the  business.  Each  enterprise  must  be  studied 
to  arrive  at  the  period  to  be  covered. 
Factors  Affecting  Budget  Construction 

Now,  the  information  secured  from  an  analysis 
of  your  sales  will  give  you  the  material  for  the  con- 
struction of  a  sales  budget.  But  it  is  necessary,  also, 
to  consider  a  number  of  other  factors  in  connection 
with  this.  The  proprietor  or  manager  must  decide 
whether  it  is  possible  to  increase  the  volume  of  sales; 
and,  further,  what  margin  of  gross  profit  is  necessary. 
In  this  connection  the  business  man  should  serious- 
ly consider  reducing  his  margin  of  gross  profit,  if  by 
that  means  the  sales  may  be  considerably  increased. 
To  sell  $150,000.00  worth  of  merchandise  on  a  gross 
profit  margin  of  30  per  cent,  is  obviously  more  advan- 
tageous than   to  dispose  of  goods  worth  $100,000.00 
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at  a  mark-up  ot  35  per  cent.,  even  though  expenses 
increase  in  the  same  proportion  as  sales. 

This  is  never  the  case,  however,  as  any  business 
man  knows.  A  large  increase  in  sales  will  naturally 
bring  increased  expenses,  but  it  will  be  found  that  they 
will  not  increase  relatively  as  fast  as  sales.  And  the 
reason  for  this  is  that  certain  types  of  expenditures 
remain  virtually  constant,  irrespective  of  whether  the 
business  is  brisk  or  slow.  Rent,  taxes,  interest  or  mort- 
gage, heat,  light,  depreciation,  insurance — all  these 
will  remain  constant  in  both  instances.  Repairs  will 
not  be  materially  affected  by  the  increased  business. 
Buying  expenses  will  be  increased  to  a  negligible  de- 
gree only.  The  salaries  of  department  heads  will  not 
change.  And  when  items  of  this  kind  are  summarized 
they  will  be  found  to  represent  a  considerable  portion 
of    the    total  expenses. 

Thus,  the  next  step  in  the  preparation  of  a  sales 
budget  is  to  determine  the  total  expense  of  doing  busi- 
ness. As  has  been  indicated  in  the  preceding  para- 
graph, the  gross  profit  may  be  consumed  by  the  ex- 
penses. The  business  man  must  be  ever  alert  to 
insure  his  margin  of  net  profit,  which  is,  of  course,  the 
difference  between  the  gross  profit  and  the  total  of 
his  expenses.  Consequently,  when  price  has  been  fore- 
cast, it  the  net  earnings  are  to  be  predicted,  all  the  vari- 
able items  of  expense  must  likewise  be  forecast.  (The 
matter  of  preparing  expense  budgets  will  be  treated 
in  the  next  succeeding  article  of  this  series.) 

Beyond  this,  the  amount  of  capital  required  to 
execute  the  sales  programme  must  be  estimated.  This 
will  show  the  probable  income  and  expenditures  for 
the  budget  period,  and  whether  the  proposed  programme 
is  financially  possible  in  view  of  the  finances  which  are 
and    will    be  available. 


Using  Budget  Control  Records 

All  of  this  information  is  necessary,  of  course,  in 
order  to  enable  the  management  definitely  to  deter- 
mine whether  the  requirements  of  the  sales  budget 
can  be  met,  and  if  the  margin  between  cost  and  sell- 
ing is  sufficient.  A  decision  having  been  reached,  then, 
as  to  the  sales  that  can  and  should  be  made  for  the 
period  to  be  covered  by  the  budget,  these  estimated 
quotas  are  listed  on  the  budget  control  record  for  com- 
parison with  the  actual  sales  for  the  same  period. 

The  best  way  to  accomplish  this,  of  course,  is  by 
the  use  of  percentages.  Hence,  the  budget  control 
record  is  ruled  in  triple  columns;  the  first  division  of 
each  column  showing  the  budget  estimates,  the  second 
the  actual  figures  and  the  third  the  percentage  of  actual 
to  estimated.  Sales  are  entered  in  the  first  triple  column 
on  the  record,  while  all  the  other  columns,  as  many 
as  may  be  necessary,  are  reserved  for  certain  subdiv- 
isions or  groups  of  expenses.  Expense  budgets  will 
be  described  in  the  next  succeeding  article  of  this  series. 

The  barometer  of  good  management  is  to  be  found 
in  the  ability  to  forecast  your  business.  To-day's 
business  is  in  anticipation  of  to-morrow's  requirements. 
The  business  that  sees  farthest  ahead  is  the  business 
that  wins.  And  this  is  the  main  idea  underlying  the 
preparation  and  use  of  budgets. 

Business  men  who  never  before  thought  of  fore- 
casting their  business  are  beginning  to  sense  its  bene- 
fits, now  that  the  Federal  Government  is  lined  up  under 
a  systematic  national  budget.  Time  was  when  a  year- 
ly closing  of  the  books  of  a  concern  was  considered 
sufficient.  To-day,  this  old  method  is  being  questioned, 
and  the  thinking  business  man  considers  it  necessary 
to  close  his  books  at  least  once  each  month,  in  order 
that  the  financial  condition  of  his  business  may  be  as- 
certained at  frequent  intervals.  As  a  next  step,  the 
progressive  concerns  of  the  country  are,  more  and  more, 
finding  it  necessary  to  look  ahead,  plan  out  the  financial 
results  that  ought  to  be  secured,  and  then  hew  to  this 
line. 

A  Standard  of  Accomplishment 

Hence,  the  budget.  By  its  use  the  business  man 
may  set  up  a  goal — a  standard  of  accomplishment — 
and  have  a  means  of  comparing  actual  results  with 
this  standard.  This  is  only  another  way  of  saying 
that  we  stand  a  much  better  chance  of  getting  to  a 
place  if  we  know  where  we  are  going.  If  cash  is  to 
be  needed,  plans  for  raising  it  may  be  made  in  due  time, 
thus  avoiding  the  cost  which  is  usually  entailed  in  hasty, 
forced  financing.  Purchasing  may  be  done,  not  on  a 
hand-to-mouth  basis,  but  in  quantities  when  the  mar- 
ket is  right.  Every  purchase,  it  must  be  remembered, 
is  a  double  transaction,  involving  on  the  one  hand  the 
securing  of  merchandise  and  on  the  other  the  parting 
with  money.  Leaks  in  the  business  will  be  discovered, 
waste  eliminated;  correct  methods  of  financing  de- 
vised; effective  methods  of  managerial  control  put 
into  operation.  All  these  benefits — and  many  more — 
can  be  secured  by  the  use  of  a  budget. 

Then,  again,  the  budget  will  serve  one  of  its  most 
important  functions,  in  directing  everybody's  attention 
to  the  final  measure  of  success.  Those  of  you  who 
were  reared  on  H  farm  will  recall  that  when  you  started 
to  plow  you  set  up  a  red  flag  as  a  standard  at  the  other 
end  of  the  fieldT  You  kept  your  eye  on  that.  You 
ploughed  up  to  that.  Keeping  your  eye  on  that,  you 
made  a  straight  furrow.  Losing  sight  of  that,  you 
made  a  crooked  furrow.  Much  the  same  idea  should 
be  applied  in  business.  The  budget  should  be  your 
standard. 


Boudoir  Slippers 


Made  in  combination  of  colors  or  combination  of  patent 
and  suede,  India  and  Dongola  kids  or  felts,  spring  or 
rubber  heels,  with  or  without  pom-poms  or  in  strapsjas 
illustrated. 

There  is  good  value  in  these  slippers.  Our  factory  ^  is 
working  to  capacity,  assuring  buyers  of  prompt  delivery. 

Johhind  trade  a  speciality . 

B  &  M.  SHOE  &  SLIPPER  CO.,  Ltd. 

126-128  GARDEN  AVE.     -  TORONTO. 
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The  Shoe  Repair  Man 


Business  Improving. 

WITH  the  casting  aside  of  rubbers  and  over- 
shoes the  defects  of  the  shoe  have  been  laid 
bare  to  the  light  of  day,  and,  therefore,  the 
shoe  repair  shop  has  been  somewhat  busier  during 
the  pasttwoor 'three  weeks  than  it  has  been  for  several 
months.  Reports  come  in  from  all  over  the  country 
to  the  effect  that  business  is  better  although  not  so 
good  as  it  ought  to  be  for  new  shoes  have,  to  some 
extent,  taken  the  place  of  the  old  ones.  At  the  same 
time,  there  is  a  disposition  on  the  part  of  people 
generally,  and  especially  the  men  to  hold  back  from 
purchasing  new  shoes  as  long  as  possible  and  this 
has  thrown  a  lot  of  business  into  the  hands  of  the 
repair  man  which  he  is  not  loath  to  see  come  his  way. 

About  Prices. 

The  price  question  seems  to  be  the  paramount 
one  at  the  present  time.  During  the  slack  period  the 
repair  man  naturally,  sought  to  induce  trade  by  cut- 
ting prices  a  little,  and  it  may  be  said  that  as  far  as 
proving  satisfactory,  it  seems  to  have  been  the  very 
reverse.  Now  that  business  has  started  in  again,  it  is 
difficult  to  get  prices  back  to  a  paying  basis,  and  as 
some  lines  of  materials  have  strengthened  in  value 
in  the  meantime,  it  is  hard  to  get  out  whole.  Some 
shops,  of  course,  have  held  to  their  old  prices  and 
these  are  experiencing  the  same  antagonism  on  the 
part  of  the  public  towards  high  prices  in  shoes  gen- 
erally. With  the  number  of  sales  where  many  shoes 
range  from  $1.99  to  $4.95,  there  is  a  decided  aversion 
to  paying  two  dollars  or  more  for  repairs.  As  a  re- 
sult a  readjustment  is  in  process  amongst  the  shops 
in  the  large  centres. 

Fixing  the  Price. 

As  a  result  of  the  unsettled  conditions  we  have 
received  a  number  of  letters  during  the  month  from 
subscribers  asking  what  prices  .were,  generally 
speaking,  in  force  and  in  communicating  with  several- 
points  we  have  found  it  difficult  to  say  just  what 
prices  are  ruling.  One  subscriber  out  west  says  he 
has  not  been  compelled  so  far  to  drop- his  prices,  and 
is  still  getting  $1.75  for  men's  half  soled  nailed  and 
$2.50  for  hand  sewn.  In  women's  he  charges  $1.25 
and  $1.50  for  half  soling  for  nailed,  and  sewn  res- 
pectively. In  Ontario  the  prices  run  about  $1.00  to 
$1.50  for  women's  and  $1.25  to  $1.75  for  men's,  al- 
though there  are  higher  and  lower  figures,  accord- 
ing to  locality  and  competition.  After  all  price  should 
be  a  matter  of  cost  of  materials,  labor  and  overhead 
(including  rent,  light,  heat,  depreciation,  power,  in- 
surance, etc.).  There  should  be  enough  added  to 
give  a  fair  profit  on  the  investment,  and  risk  of  do- 
ing business.  Any  repair  man  ought  to  be  able,  to 
figure  this  out  for  himself. 

Grading  Prices. 

On  account  of  keener  competition  that  has  ob- 
tained some  repair  men  are  using  the  graded  system  of 


prices  according  to  quality  of  materials.  This  would 
seem  to  be  a  dangerous  practice,  quite  on  a  par  with 
using  inferior  materials  regularly.  The  chickens  are 
practically  certain  to  come  home  to  roost.  There  are 
enough  complaints  about  faulty  repairs  without  deli- 
berately setting  out  to  create  dissatisfaction  through 
poor  leather  or  faulty  workmanship.  The  man  who 
takes  the  risk  of  turning  out  unsatisfactory  work  is 
playing  with  that  which  should  be  more  to  him  than 
a  bit  of  money — his  good  name.  The  only  satisfac- 
tory basis  for  a  repair  establishment  is  absolutely 
good  work  and  this  must  be  figured  to  yield  a  fair 
profit  to  the  concern  that  does  the  work.  Don't 
overcharge  the  customer,  and  don't  rob  yourself  by 
doing  work  for  nothing.  Add  enough  to  give  you  a 
decent  living  and  trust  to  volume  induced  by  confi- 
dence to  make  the  turnover  worth  while. 

Believes  in  Moderate  Prices. 

A  shoe  repair  man  who  is  located  in  a  town  of 
about  3,000  where  there  are  two  other  shops,  says 
that  he  has  found  the  moderating  of  prices  has 
brought  a  substantial  increase  in  his  business.  He 
says  he  is  charging  $1.25  straight  for  half  soling  wo- 
men's shoes,  either  nailed  or  sewn,  and  gets  $1.25  for 
men's  nailed  and  $1.50  for  sewn.    He  says  the  trade 


It's  The  Shoe  Plate  That  Is  Made 


Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 
»    2:      "       10     "     "  "        "  " 

"    3:      "        6     "     "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 

in  stout  paper  with  plain  markings  as  to  description 

and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  II 
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has  suffered  from  the  reputation  for  profiteering,  and 
that  now  that  shoes  have  come  down  people  show  a 
disposition  to  give  it  to  the  repair  man  "in  the  neck." 
He  says  that  his  campaign  of  reasonable  prices  and 
good  service  has  given  him  the  confidence  in  the  com- 
munity and  while  he  has  not  attempted  to  dictate  to 
anyone  else  in  the  matter  of  prices,  he  has  found  the 
other  shops  in  town  get  into  line.  He  says  he  relies 
more  upon  his  aggressive  methods  than  prices  to  keep 
his  shop  going. 

Believes  in  Direct  Advertising. 

The  repair  man  says  he  has  compiled  a  list  of 
prospective  customers,  principally  the  heads  of  fam- 
ilies, professional  men.  mothers,  teachers  and  so 
forth  to  which  he  sends  out  a  card  regularly  calling 
attention  to  his  facilities  for  quick  repairs.  He  ad- 
vertises repairs  left  in  the  morning  to  be  ready  by 
evening.  He  also  offers  to  call  for  repairs  and  deliver 
same  which,  of  course,  is  included  in  the  prices  adver- 
tised. He  says  that  the  calling  and  delivering  only 
co^ts  a  trifle  and  gets  work  that  otherwise  might 
never  come  in.  Often  the  call  means  two  or  three 
pairs  instead  of  one,  and  that  is  where  the  expense 
of  calling  is  covered.  The  other  day  four  pairs  came 
in  from  the  one  address,  a  pair  of  men's,  a  pair  of 
women's  and  two  pairs  of  children's.  This  repair  man 
dropped  a  hint  that  is  worth  while.  He  says  it  is  the 
shoes  behind  the  cupboard  door  the  repair  man  needs 
to  get  after. 

Repair  Advertising. 

Most  repairmen  standby  direct-by-mail  advertising 
as  the  most  productive  of  results.  Those  who  use 
newspapers  say  that  it  is  too  expensive  in  small 
places  for  the  results  obtained.  As  a  rule  the  repair 
man  does  not  give  enough  attention  to  the  kind  of 
advertising  he  does  and  does  not  put  enough  origin- 
ality or  "pep"  into  his  stuff.  Whether  it  be  circulars, 
cards,  folders  or  newspapers  advertising,  the  ad. 
should  stand  out  and  tell  its  story  at  a  glance.  For 
this  reason,  cuts  are  almost  an  absolute  necessity, 
not  necessarily  cuts  of  shoes,  but  something  to  at- 
tract attention  and  drive  home  the  message.  A 
catchy  humourous  cut,  is  often  the  best  for  the  pur- 
pose, as  it  is  sure  to  hit  the  eye  and  tell  its  story. 
The  reason  both  retailers  and  repairers  fail  to  get 
their  message  across  sometimes  is  in  the  failure  to 
put  the  thought  and  effort  into  the  matter  that  the 
expenditure  calls  for. 

Shop  Courtesy. 

(  OUrtesy  and  service  mean  more  to  the  repair 
business  than  to  most  others,  but  this  idea  does  not 
seem  to  get  home  to  a  lot  of  those  engaged  in  the 
hiisinc-s.  A  little  attention  and  especially  a  pleasant 
w  ord  will  go  a  long  way  towards  bringing  a  customer 
back  to  the  shop.  As  a  rule  the  repair  man  works 
at  the  job  himself  and  fancies  he  has  little  time  to 
squander  on  what  he  calls  chit-chat  or  pleasantries, 
but  it  will  pay  him  to  get  this  idea  out  of  his  head. 
Many  a  man  has  made  a  fortune  out  of  a  little  kindly 
interest  in  someone  else.  On  this  account  a  little 
politeness  in  receiving  goods  as  well  as  in  taking  the 
money  for  work  done,  will  always  be  in  order.  By 
the  way.  one  of  the  courtesies  most  appreciated  by 
patrons  is  a  clean  shop  and  a  place  to  sit  down  if 
they  have  to  wait   for  a  few  minutes.     Vou  may 


think  that  the  business  itself  warrants  untidiness  and 
messiness,  but  you  will  find  that  a  broom  and  a  little 
orderliness  about  the  place  will  be  appreciated  by 
your  customers. 

The  Little  Things. 

It  is  the  little  things  that  count  with  most  people. 
For  instance,  few  folks  would  be  exactly  ashamed  to 
carry  home  a  pair  of  shoes  unwrapped  if  that  were 
the  custom  but  it  simply  isn't  done.  Now  some  shops, 
use  newspapers  or  any  old  thing  to  wrap  up  shoes  for 
customers,  and  the  result  is  considerable  disgust,  es- 
pecially on  the  part  of  ladies.  Wrapping  paper  should 
be  put  into  the  expense  account  or  the  customer  will 
put  it  there.  Figure  out  what  the  loss  of  a  good 
patron  would  mean,  and  put  that  against  what  it 
would  cost  to  wrap  a  couple  of  dozen  pairs  of  shoes 
in  decent  paper.  Brushing  up  shoes  is  another  thing 
that  is  often  neglected  before  returning  to  a  cus- 
tomer, and  yet  the  repair  man  has  facilities  for  this 
little  service  enjoyed  by  few  shoe  stores.  "Thank 
you!"  does  not  cost  anything  and  has  a  wonderful 
effect  when  sincerely  used  yet  how  few  remember  to 
say  this  or  offer  any  appreciative  remark  when 
through  with  a  customer.  Little  things  make  great 
things  oftener  than  we  know. 

Foot  Comfort  in  Repairs. 

The  shoe  repair  man  has  more  opportunity  than 
the  shoe  dealer  in  many  cases  to  profit  by  the  foot 
troubles  that  prevail  both  with  men  and  women,  and 
yet  there  are  few  Avho  give  thought  or  attention  to 
the  matter.  .You  can  always  tell  from  the  way  a 
shoe  is  worn  whether  the  wearer  is  troubled  with 
faulty  arches  or  other  deformities  in  the  feet.  The 
shoe  repairer  is  the  logical  foot  specialist  and  with  a 
little  brains,  patience  and  persistence,  he  can  make 
more  out  of  his  correcting  the  feet  than  repairing  the 
shoes.  Here  is  a  pair  of  women's  shoes  with  heels 
worn  over  on  the  inside  of  the  foot,  which  indicate 
unfailingly  the  presence  of  flat  foot.  Now  the  shoe 
repairer  should  before  even  repairing  the  shoes  sug- 
gest the  desirability  of  correcting  the  foot  irregu- 
larity and  if  he  takes  the  trouble  to  understand  the 
feet  and  foot  correctives,  he  has  right  at  his  hand 
the  means  for  making  his  own  arches,  bunion  pro- 
tectors and  so  forth.  There  is  one  shoe  man  in 
Ontario  who  says  he  makes  more  out  of  correcting 
foot  troubles  than  out  of  his  shoe  business.  If  so,  why 
should  not  foot  appliances  be  the  big  end  of  a  repair 
shop  ? 


PROBLEMS  IN  SHOE  REPAIRING. 

CD. — Is  it  good  policy  when  acustomer  brings  in  a 
pair  of  shoes  to  tell  him  that  the  shoes  are  not  worth 
repairing? 

Ans. — It  is  always  wise  to  be  honest andpoint out 
the  difficulty  of  repairing  shoes  that  are  too  far  gone 
to  get  good  results,  but  it  is  sometimes  dangerous. 
Tell  him  you  can  repair  them,  but  cannot  guarantee 
satisfaction. 

W.R.— Where  two  patches  on  a  vamp  already 
exist,  would  you  put  on  a  third,  and  make  the  shoe 
look  like  a  cornfield? 

Ans. — Would  suggest  the  revamping  of  the  shoe 
if  it  can  be  done  to  make  it  look  like  the  other  shoe. 
It   will  not  cost  very  much  more  than  the  extra 
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patching  and  will  certainly  please  the  customer. 

C.B. — Is  it  possible  to  sole  turns  satisfactorily 
and  if  so,  what  is  the  best  plan  to  follow? 

Ans. — Of  course,  the  only  way  to  resole  turns 
properly  is  to  turn  the  shoe  and  put  on  a  new  sole  as 
at  first,  but  this  is  expensive,  and  the  upper  will  not 
sometimes  stand  it.  We  have  had  articles  fromtimeto 
time  on  repairing  turns.  The  best  way  to  half  sole 
a  turn  without  turning  it  is  to  feather-edge  the  old 
sole  and  cement  on  a  light  sole  which  can  then  be 
tacked  with  lasting  tacks,  afterwards  cutting  the 
tacks  and  hammering  down.  But  as  a  rule  turns  are 
not  repaired  satisfactorily  and  are  a  nuisance  to  the 
repairer.  Unless  you  are  a  pretty  good  shoemaker, 
give  turns  a  wide  berth. 

T.H. — Have  had  trouble  repairing  stitchdowns 
on  account  of  the  curling  of  the  top  strip.  How  do 
you  get  over  this  ? 

Ans. — Cement  the  sole  on  before  stitching, 
wetting  the  top  strip  and  hammering  it  down  so  as 
to  get  an  even  surface  for  the  awl  or  needle  of  the 
sole  stitcher. 

M.R. — What  would  you  do  with  customer  who 
objects  to  a  patch  on  shoe  not  matching  the  shoe? 

Ans. — •Would  tell  him  to  have  the  shoe  polished 
and  it  would  not  be  noticed.  Better  still  polish  the 
shoe  before  delivering-. 


President:    S.  Rogers 
Vice-President:    W.   J.  Roach 
Secretary-Treasurer:    S.  Hall 

Executive  Committee:  Messrs.  W.  J.  Roach,  W. 
S.  Pettit,  W.  Clarkson,  T.  Smith. 

Paris   Representative:    W.  Rowe. 

Everyone  is  working  hard  to  line  things  up  for  the 
convention  of  the  Ontario  Federation  to  be  held  on 
July  25th  and  26th. 


BRANTFORD  ASSOCIATION. 

The  Brantford  and  Brant  County  Shoe  Repairers' 
Association    is    still    going  strong. 

At  the  annual  meeting  the  following  officers  were 
elected: — 


SHOE  REPAIR  ADVERTISING. 

The  Standard  Shoe  Repairing  Co.,  of  Toronto 
has  distributed  a  folder  to  the  householders  within  a 
certain  radius  of  the  store.  The  front  cover  carries 
a  cut  of  a  staple  shoe,  with  the  name  of  the  firm  and 
its  business.  On  the  back  is  display  matter  emphasizing 
quality,  service,  speed,  and  their  delivery  service.  The 
inside  of  the  folder  reads  as  follows: — 

New  Shoes  From  Old  Ones! 

We  have  the  most  modern  shoe  Machinery  of  the 
United  Shoe  Machinery  Co.,  of  Canada. 
"The   Goodyear   Repairing  System." 

Send  that  pair  of  shoes  that  you  think  are  worn 
out  to  us  and  let  us  show  you  what  a  transformation 
we  can  work  in  their  appearance. 

Your  shoes  no  doubt  were  made  on  Goodyear 
machines  and  if  they  are  welt  shoes  they  are  stitched 
on  a  Goodyear  stitcher  for  that  is  an  essential  part  of 
their  manufacture. 

Now  we  have  these  machines  and  repair  your  shoes 
as  they  originally  were  when  new.  We  recommend 
full  soles  to  run  under  the  heels  as  the  best  way  to  re- 
sole your  shoes. 


LANDIS  NO.  12 


Model  D 


OWN  YOUR  OWN 

LANDIS  Stitchers  and  Finishers  for  the 
Shoe  Repair  Trade. 

Highest  Quality. 

Prompt  Shipments. 

Canadian  Representative 

ROBERT  J.  VAN  STONE 

167  John  St.  S. 
Hamilton,  Ont.,  Can. 

Special  inducements  to  immediate  buyers. 
Write  for  particulars. 

Landis  Machine  Company 


No.  1515  25th  St., 


St.  Louis,  U.  S.  A. 
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Edwards  &  Edwards  Limited 


TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  &  Edwards  Limited 


Head  Office 
27  Front  Street  East 
Toronto 


Tanneries 
Woodbridge,  Ont. 


Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  -    Montreal,  Que 


United  States  Hotel 

Lincoln,  Beach  and  Kingston  Sts. 

BOSTON,  MASS. 


Near  South  Terminal  and  easily  reached  from  North 
Station  by  elevated 

European  Plan  $2.00  up 

Jas.  G.  Hickey,  Manager         G.  W.  Hanlon,  Asst.  Mgr. 


We  employ  only  the  very  best  expert  mechanics; 
every  one  a  real  shoemaker. 

Our  leathers  are  the  very  best  No.  1.  select  hides 
used  in  all  our  repairs. 

All  styles  of  new  heels  made  to  order  on  any  shoe. 

Don't  throw  away  your  Goloshes;  we  half  sole 
and  heel  them  like  new. 

Look  over  all  your  shoes  needing  repairs  send  them 
to  us,  or  phone  and  we  will  call  and  deliver  them;  you 
needn't  worry  about  the  rest  your  shoes  will  receive 
expert  attention  and  come  back  to  you  like  new. 


AS  SEEN  BY  A  LEADING  MAKER  OF  STAPLE 
SHOES. 

Commenting  on  the  situation  and  prospects,  Mr. 
W.  Sisman,  of  the  T.  Sisman  Shoe  Co.,  Ltd.,  Aurora, 

says: — 

"We  are  of  the  opinion  that  retail  stocks  are  not 
heavy  in  our  class  of  merchandise  and  some  of  the  Job- 
bers had  bought  in  anticipation  of  better  business  and 
while  they  may  be  carrying  only  a  reasonable  stock  it 
appears  to  them  to  be  quite  heavy  as  the  retailer  has 
not  been  buying  in  the  usual  quantity  partly  due  to 
the  long  drawn  out  winter  season. 

"We  firmly  believe,  however,  that  this  is  not  a 
time  for  higher  prices  in  leather,  findings,  or  shoes.  It 
is  our  belief  with  improved  conditions  in  prices  in  agricul- 
tural commodities  and  with  the  holding  of  manufactur- 
ed articles  at  their  present  levels  that  we  will  all  bene- 
fit. But  should  there  be  a  tendency  to  increase  prices 
in  keeping  with  any  improvement  in  agriculture  we 
will  be  defeated  in  our  own  purposes. 

"We  noted  in  a  recent  bulletin  of  Babson  that 
many  Canadian  clients  had  written  him  for  an  opinion 
on  the  present  situation.  He  had  been  advising  con- 
tinually against  advancing  prices.  Many  Canadian 
clients  however  have  been  anticipating  a  correspond- 
ing improvement  in  Canada  in  keeping  with  the  con- 
ditions of  the  U.  S.  A.  market.  Although  not  committ- 
ing himself  definitely,  Babson  attributes  the  bettered 
conditions  to  revision  of  their  tariff,  which  would  not 
effect  us  in  this  country.  He  also  brings  out  the  fact 
that  as  we  are  practically  an  agricultural  country  our 
prosperity  is  almost  entirely  due  to  the  conditions  exist- 
ing in  this  field  of  activity.  We  are  inclined  to  fall 
in  line  with  his  idea  and  to  hope  that  his  prediction 
will  be  true  that  the  latter  half  of  1923  will  be  an  im- 
provement oyer  the  first  six  months  of  the  same  year. 

'  "In  considering  these  comments  it  must  be  borne 
in  mind  that  our  trade  is  confined  to  wholesale  jobbing, 
otherwise  a  wrong  interpretation  might  be  placed  on 
some  of  our  statements." 


ESTABLISHED  1863 


THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  And  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


KANGAROO 

We  are  headquarter*  for  all  Finishes, 
Grades  and  Kinds. 

Sheepskins   Skivers    "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.S. A. 

Branch:    54  South  Street,  BOSTON,  MASS. 
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CLASSIFIED  ADVERTISEMENTS 

MR.  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you  His   Services.     Address,   Box  75,   Shoe   and  Leather 

Journal,  545  King  St.  W„  Toronto,  Ont.  

WANTED — By  an  experienced  salesman  with  connection  in  Mari- 
time Provinces  line  of  shoes  for  above  territory.  Manufacturer's  line 
preferred.  Ambitious  and  can  furnish  good  references.  Must  be  a 
good  line.  Box  81,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto 
IMPORTANT— Are  you  worried  keeping  books?  Worry 
no  longer.  Immediate  relief  given.  Write  or  phone  me, 
J.  Pascoe  Beel,  Emergency  Accountant,  545,  King  St.  W., 

Toronto.,  Ont.;  Phone:  Ad.  6507,  or  Ger.  8483W.  

SHOE.  SALESMAN,  young  man,  good  appearance,  long  ex- 
perience, desires  position  with  retail  house  or  on  the  road. 
Box  100  Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto, 

Ont.  .  

FOR  SALE. — Shoe  Business  in  good  town  in  Waterloo 
County.  Rent  $37.00  per  month.  Stock  $9,000,  exceptionally 
clean.  Turnover  $20,000,  splendid  location.  Apply  Owner, 
Box  93,  Shoe  and  Leather  Journal,  545  King  St.  W,  Toronto. 
MAN  WANTED — Capable  of  managing  shoe  factory,  pre- 
sent capacity  about  300  prs.  per  day,  state  experience,  salary 
expected,  giving  references.    Apply,  Box  99  Shoe  &  Leather 

Journal,  545  King  St.  W-  Toronto,  Ont.  

SHOE  TRAVELLER,  with  good  connection  m  North" 
Western  Ontario,  just  severed  connection  with  large  shoe 
manufacturing  concern,  is  open  for  line  of  shoes  and  rubber 
footwear.     Can   show   results.     Box   98,    Shoe    &  Leather 

Journal.  545  King  St.  W.,  Toronto,  Ont.  

FOR  SALE — Live  Shoe  Business  in  large  Western  Ontario 
City.  Stock  around  twenty  thousand.  All  new.  Large 
turnover.  Long  lease.  Good  reasons  for  selling.  Box  96, 
Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto.  Ont. 
FOR  SALE — Shoe  Business  in  one  of  the  best  towns  on 
Vancouver  Island.  All  new  stock.  Carefully  bought. 
Turnover  $2,500  a  month.  Value  of  stock  on  hand  about 
$12,000.  Store  located  on  main  street,  and  one  of  the  best 
stands  in  the  city.  Rent  only  $25  per  month.  No  other  ex- 
clusive shoe  business  in  the  city.  A  good  proposition  and 
one  well  worth  investigating  by  anyone  who  understands 
the  shoe  business.  Will  take  part  cash,  balance  on  easy 
terms.  For  full  particulars,  apply,  to  Box  248,  Cumberland, 

Vancouver  Island,  B.C.  

SHOE  REPAIR  STAND  FOR  SALE,  consisting  of  one 
U.S.M.C.  finishing  machine,  patcher,  and  other  tools.  Would 
sell  as  a  whole  or  part.  Apply  to  the  undersigned,  W.  J. 
Gash,  50  Hunter  St.  E.,  Peterboro,  Ont. 

FOR  SALE — The  Empire  Shoe  Repair.  Modern  appliances; 
U.S.M.C.  18  ft.  outfit  with  stitcher;  English  bench  stands  and 
lasts.  A  good  business  proposition.  Doing  a  small  retail 
trade  also.  Property  to  be  disposed  of  same  time.  Write 
E.  J.  Lee,  proprietor,  11  Hadley  St.,  Cote  St.  Paul,  Montreal, 

Que.'  

FOR  SALE.— Shoe  Business  in  live  Mid-West  City  of 
25,000  people.  New  stock.  New  Fixtures.  Inventory  about 
$16,000.00  Must  be  sold  in  60  days.  Splendid  chance.  Pur- 
chase must  be  made  by  satisfactory  security.  Apply,  Box 
103,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 

Ont.  

SALESMAN. — With  good  connection  among  the  lumber- 
ing, contracting,  fishing  and  sportsmen  trade,  to  sell  Amer- 
ican Gold  Seal  Rubbers.  Absolutely  the  finest  quality  man- 
ufactured. Stock  carried  in  Toronto.  Only  those  capable 
of  producing  big  business  need  apply.  References  will  be 
treated   confidentially.       Allied   Footwear   Co.   of  Canada, 

Ltd.,  29  Temperance  St..  Toronto,  Ont.  

A  SOFT  SOLE  SLIPPER  MAN  experienced  in  the  manu- 
facturing,  selling  and  buying  from  every  angle,  is  open  for 
engagement.  Best  of  references.  Box  102,  Shoe  and 
Leather  Journal,  545  King  St.  W..  Toronto,  Ont. 
SHOE  SALESMAN,  29  years  of  age,  married,  desires  posi- 
tion, capable  of  managing  dept.  or  store,  thorough  know- 
ledge of  footwear  business,  window  trimmer  and  card 
writer.     Ontario   town   or   city  preferred.     Apply,   Box  42, 

Orillia,  Ont.    

EXPERIENCED  SOLE  LEATHER  MAN  WANTED.  Good 
education.  Take  complete  charge.  Large  warehouse.  Ad- 
dress, Box  101,  The  Shoe  and  Leather  Journal,  545  King  St. 
W.,  Toronto,  Ont.   


CLARKE  &  CLARKE  Limited 

Established  1852 


Tanners  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  8s  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 


Thos.  Rearden  &  Co.  Ltd. 

BROCKLEY  LEATHER  WORKS 

LONDON,  S.E.4,  England 

Telegraphic  Address  "Rearden"  Brockley,  London. 

MANUFACTURERS  OF  FINEST 
ENGLISH  CURRIED 

SHOE  LEATHERS 

Specialty 

BOX  &  WILLOW  SIDES 

Also  Specialists  in 

Belt  and  Suspender  Leathers 
Case  and  Bag  Leathers 
Account  Book  Leathers 


Mention 


'Shoe  and 


Leather 


Journal"  when  writing  an  advertiser 
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ALL  ABOARD  Direct  through  Connections  from"HOOF  TO  BEAMHOUSE" 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  %  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


"We  deliver  what  you  buy" 


INDEX  TO  ADVERTISERS 


Aird  &  Son    4 

Ackerman  B.  F.  &  Son  Co.,  Ltd.  51 


Bell.  J.  &  T.  Ltd   7 

Blachford  Shoe  Mfg.  Co.  Ltd.     .  32-33 

B.  &  M.  Slipper  Co   54 

Breithaupt  Leather  Co.,  Ltd   I.F.C. 

Beardmore  Co   16 


Canadian  Shoes  Ltd   35 

Clark  Bros.  Ltd   O.B.C. 

Clarke  &  Clarke.  Ltd   59 

Cote,  J.  A.  &  M   40 

Condensed  Ads   59 


Davis.  A.  &  Son    44 

Davis  Leather  Co.,  Ltd   5 

Duclos  &  Payan    3 

Dominion  Rubber  System  Ltd.  I! 

Dominion  Shoes  Ltd   40 


Edwards  &  Edwards   58 


Globe  Shoe,  Ltd   9 

Gutta  Percha  &  Rubber  Ltd   6 

Getty  &  Scott  Ltd   20 


Handelan  H.  &  Staff    48 

Hotel  Cleveland    44 

Hartt  Shoe  Co   36 

Johnston,  H.  B.  &  Co   8 

King  Bros   58 

Kenworthy  Bros,  of  Canada  Ltd.  51 


Landis  Machine  Co   57 

Lawrence  A.  C.  Leather  Co   18 

La  Duchesse  Shoe  Co   13 


Mayer  Shoe    42 


New  Castle  Leather  Co.,  Inc   48 

National  Shoe  Plate  Co   55 


Packard  L.  H  &  Co.,  Ltd   42 

Perth  Shoe  Co.,  Ltd.   17 


Robson  Leather  Co.,  Ltd   19 

Rearden  Thos.  &  Co.,  Ltd   59 

Ritchie  John  Co.,  Ltd   22 


Samson  J.  E.  Enr   38 

Schmoll,  Fils  &  Co'.   60 

Spaulding  J.  &  Sons  Co.,  Inc   10 


Talbot  Shoe  Co.,  Ltd   15 

Tetrault  Shoe  Mfg.,  Co   12 


United  Shoe  Machinery  Co.  .  .  I.B.C. 
U.  S.  Hotel   58 


Weston  F.  J.  &  Sons   21 


FoerdereT,  Robt,  H.  Inc   14     Natural  Tread  Shoes  Ltd   38     Young,  Richard  Co. 

Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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REPLACEMENTS 

Now  form  a  large  portion  of  our  regular  business 
IT  IS  SIGNIFICANT  THAT  SO  MANY 

EXPERIENCED  SHOE  REPAIR  MEN 

When  making  changes  to  their  equipment 

SPECIFY  GOODYEAR  SHOE  REPAIRING  OUTFITS 


12  FT.  GOODYEAR  SHOE  REPAIRING  OUTFIT,  MODEL  P. 


-Made  in  our  Montreal  Factory. 


A  Practical  Economical  Equipment  for  the  Shop  of  Limited  Space 
There  is  a  Size  and  Style  Exactly  Suited  to  Your  Requirements 
Installed  on  Terms  that  you  Can  Afford 
Gasolene  Engine  Equipments  for  those  locations  having  no  electric  power 

PREPARE  to  secure  the  utmost  from  this  season's  business 
by  having  the  proper  equipment.  Arrange  for  that  installation  NOW 

UNITED  SHOE  MACHINERY  CO.  OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 


TORONTO 
90  Adelaide  Street,  W . 


KITCHENER 
Ontario  Street,  S. 


QUEBEC 
28  Demers  Street 


Mention  "Shoe  and  Leather  Journal"  when  writing'  an  advertiser 
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One  Strap  Colonial 
Pump.  Made  in  all 
Leathers  and  Combin- 
ations. 

Capture  The  Trade 
With  Clark  Bros.  Shoes 

Our  range  of  samples  for  the  coming  Season 
continue  to  set  the  standard  for  popular 
style  and  value. 

Made  to  Retail  at  $5.00 

these  shoes  will  be  the  Coast  to  Coast  Sales 
Leaders  for  the  Season.  See  the  completi 
range  before  buying  your  Women's  Lines. 


CLARK  BROS.,  Limited 

St.  Stephen  N.  B. 


M<ntion  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


THE  THIRTY-SIXTH  YEAR 


TORONTO,  MAY,  15th  1923 


It  Speeds  Up 
Business 


The  D/Laris  Shoe 
with  a  Real  Chassis 


If  you  want  to  swing  into 
your  shoe  selling  with  a 
real  zest — if  you  want  to 
increase  your  profits  with 
new  business  and  maintain 
this  greater  volume  of  bus- 
iness— then  give  to  your 
trade  the  shoe  that  means 
foot  happiness — the  man's 
shoe  with  the  real  chassis. 


Men  who  do  things — men 
who  make  good  customers 
for  you — are  learning  about 
this  shoe,  and  they  want  it. 
Further,  they  are  buying  it 
and  they  are  telling  their 
friends,  because  no  other 
shoe  is  like  the  Arch  Pre- 
server Shoe.  No  other 
shoe  gives  such  satisfaction. 


Style,  foot  health,  comfort, 
good  wearing  quality, 
everything  that  should  be 
in  a  shoe — everything  that 
can  be  in  a  shoe. 

Made  by  us  under  spec- 
ial license  from  E.  T. 
Wright  &  Co.  Inc.,  Rock- 
land, Mass. 


"Keeps  Good  Feet  Good" 

The  Talbot  Shoe  Co.  Ltd. 

St.  Thomas,  Ont. 


ACTON   PUBLISHING   COMPANY  LIMITED 

TORONTO  MONTREAL 


THE  SHOE  AND  LEATHER  JOURNAL 


Established  1857 


"The  Wear 


Is  THERE" 


Well  Soled  Means  Well  Sold 

The  use  of  Breithaupt  Sole  Leather 
gives  leading  Canadian  Manufacturers 
positive  assurance  that  their  shoes  are 

Well  Soled 

The  shoe  dealer  who  knows  that  the 

shoes  he  handles  contain  Breithaupt 

Sole  Leather  gives  his  customers  the  i 

assurance  of  wearing  qualities  that  are 

unsurpassed.     He    knows   that  his 

shoes  are 

Well  Sold 

Trent  Valley  Oak.    A  quality  Sole  Leather 

TRENT  VALLEY  OAK 

Is  Unsurpassed  for  Quality  and  Wear 
A  Sole  to  Suit  Every  Shoe. 

Trent  Valley  Oak  Cut  Soles,  in  all  sizes  and  grades  can  be  supplied  by 

PROVINCIAL  CUT  SOLE  CO. 
311  Victoria  Street,  Kitchener,  Ont. 


The  Breithaupt  Leather  Co.Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 
Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk's  Falls 
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Z)o  Foiz  IVLake  Women  s  Shoes? 


If  so  the  special  merits  of  D.  &  P.  UNION  THREE 
PIECE  COUNTERS  are  of  vital  importance  to  you. 
More  flexible  than  the  ordinary  counter,  as  durable  as 
a  counter  can  be  made,  they  most  successfully  meet 
the  needs  of  the  makers  of  women's  lines. 

In  D.  &  P. 'Fibre  Counters  there  is  a  STANDARD 
GRADE  FOR  EVERY  PURPOSE.  Whether  you 
buy  our  top  grade  counters  for  finest  shoes  or  our 
counters  made  for  medium  and  staple  lines,  you  get  the 
PROPER  counter  for  each  type  of  shoe  and  the  SAFE 
counter  for  ALL  shoes. 


DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse: 

224  Lemoine  Street 
MONTREAL 

REPRESENTATIVES 
For  Ontario: — E.  R.  Lewis,  45  Front  St.,  East,  Toronto 
For  Quebec  City :— Richard  Freres,  St.  Valier  Street,  Quebec 
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Distinctive 
Shoes 


For  a  light,  attractive,  durable  and 
stylish  shoe  for  either  men  or  women, 
there  is  nothing  to  equal 

Davis'  Black  Kangaroo 

Made  from  the  choicest,  selected  Aus- 
tralian Kangaroo  skins,  the  SOFTEST 
and  the  LIGHTEST  weight  upper 
leather  made.  Rich  in  appearance, 
scar  and  chip  proof. 

Sample  on  Application 


A  Leather  for  Every  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 
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just  a  reminder! 

The  Season  for 

CANVAS 
SHOES 

Is  Practically  Here 


Have  You  Sorted  Your  Stock? 

Now  is  the  time  to  look  it  over  and  make  sure 
that  you  can  supply  all  the  sizes  in  the  various 
models  that  will  surely  be  wanted  soon.  Many 
additional  sales  will  be  assured  during  the  busy 
season  by  attending  to  this  now.  Sometimes,  we 
fail  to  appreciate  fully  the  effect  of  disappointing 
customers;  a  size  or  style  lacking  and  your  valued 
customer  goes  to  your  competitor  —  perhaps  to 
form  a  permanent  buying  connection.  Avoid 
these  possibilities  by  sorting  your  stock  in  ample 
time. 


Gutta  Percha  (&L  Rubber 

 Limited  

Head  Offices  and  Factories,  Toronto 

Branches  from  Coast  to  Coast 


a  iiiiiiiiiiiiiimm  urn  i  miiiiiiiiiiiiiiiiiiiini  i  mm  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiir? 
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Newest  Style 

Finest  Shoemaking 

When  a  novelty  style  feature  like  the  cut-out  effect  of  this 
Oxford  is  combined  with  an  otherwise  conservative  pattern 
and  an  exceptionally  pleasing  last,  and  the  whole  offered  in  a 
creation  of  Bell  Quality  Shoemaking-you  have  a  shoe  that 
naturally  leads  out  into  first  place  as  a  seller  in  fashionable 
footwear  of  practical  wear  service. 

The  many  timely  models  we  are  showing  for  Summer  and 
Fall  is  evidence  of  .that  co-operation  which  the  dealer  is  able  to 
get  only  from  Bell  Shoemakers  in  developing  the  best 
kind  of  trade. 

J.  &  T.  BELL,  LIMITED 


Montreal,  Quebec 
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ASTORIA  SHOES 


Tailor-Made.  Original  Lasts.  Right 
Fit.   Individuality.    All  Leather 

Because  all  these  points  combine 
to  make  Astoria  the  shoe  your 
customers  want,  we  believe  that  it 
would  be  to  your  advantage  to 
stock  Astoria  Shoes. 

SCOTT-McHALE  LIMITED 

LONDON         :-:  CANADA 
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Who  Makes  The  Children's  Shoes 

You  Sell? 

is  a  question  that  has  an  important  bearing  on  your  entire  trade.  If  they  are 
made  the  "Globe"  way  and  equipped  with  our  Patented  Pillow  Welt  Insole, 
they  are  made  the  only  way  that  Children's  Shoes  should  be  made  for  healthful 
fit  and  maximum  comfort  and  wear.  Globe  "Pillow  Welt"  and  "Baby  Pillow 
Welt"  Shoes  sell  on  their  superior  merit  and  value. 


They  ape  the  only  genuine  Goodyear  Welt 
Shoe    made   with  a  Pillow  Welt  Insole. 


Send  for  a  Globe  salesman  and  order  any  needed  lines  for  Spring  and  Summer 
Trade. 


Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  "mited 

TERREBONNE      -  QUE. 

Montreal  Office— 11  St.  James  St.         Representative— J.  A.  BLUTEAU 
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"Watch  your  step  and 
watch  the  style." 


Newport  News 


This  is  the  best  advice  we  can  give  shoe  dealers  to-day. 
The  man  who  buys  now  for  next  month's  selling  is  not 
taking  many  chances.  It  is  dangerous  to  look  much 
farther  ahead.  Shoes  left  on  your  shelves  will  not  pay 
a  profit  to  anyone.  Styles  and  colors  are  changing  every 
few  weeks  and  it  is  up  to  the  dealer  to  guess  right. 

The  Brooklyn  Style  pageant  will  indicate  the  trend  of 
Fashion,  as  seen  by  the  style  leaders  of  America.  It 
will  be  a  strong  factor  in  lining  up  what  will  sell  in 
Canada. 

We  told  you  last  winter  that  our  samples  would  embody 
the  best  ideas  as  seen  at  Chicago  and  they  did. 

Our  new  samples  will  not  be  ready  till  after  the  Brook- 
lyn show.  They  will  cover  the  safest  and  best  ideas 
brought  out  there.  That  is  why  we  do  not  wish  to 
display  our  samples  earlier.  It  will  be  worth  your  while 
to  see  them — when  the  style  trend  is  more  firmly  estab- 
lished. 


J^etoport  £&>f)oe  Co.,  Htmtteo 


"Watch  your  step  and 
watch  the  style." 


51  iJIolSelep  §5>t.  at  ftpergcm 


Toronto,  €>nt, 


Trinity  3425 
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Branches  and Selling  Agents 


The  J.  Leckie  Co.,  Limited   Vancouver,  B.C. 

The  Miner  Rubber  Co.,  Limited   Calgary,  Alta. 

The  Miner  Rubber  Co.,  Limited   Edmonton,  Alta. 

Congdon,  Marsh  Limited  j   Regina;  Sask 

The  Miner  Rubber  Co.,  Limited  J 

Congdon,  Marsh  Limited   Winnipeg,  Man. 

The  Haileybury  Wholesalers,  Limited   Haileybury,  Ont. 

The  Miner  Rubber  Co.,  Limited   London,  Ont. 

R.  B.  Griffith  &  Co   Hamilton,  Ont. 

The  Miner  Rubber  Co.,  Limited   Toronto,  Ont. 

The  Miner  Shoe  Co.,  Limited    j  Ottawa  Ont 
The  Miner  Rubber  Co.,  Limited  J  ' 

The  Miner  Shoe  Co.,  Limited    j  _  Montreal,  Que. 
The  Miner  Rubber  Co.,  Limited] 

The  Miner  Rubber  Co.,  Limited   Quebec,  Que. 

H.  S.  Campbell   Fredericton,  N.B. 

The  J.  M.  Humphrey  Co.,  Limited   St.  John,  N.B. 

The  J.  M.  Humphrey  Co.,  Limited   Sydney,  C.B. 

The  Miner  Rubber  Co.,  Limited   Halifax,  N.S. 


Miner's  Boy  Scout  and  Girl  Guide  Rubbers  and 
Tennis  Shoes  enable  the  merchants  to  feature 
footwear  that  makes  a  special  appeal  to  not  only 
the  boys  and  girls  but  to  their  parents  also. 

With  Miner  goods  and  Miner  dealer  help 
advertising  you  can  add  to  your  profits  by 
increasing  your  sales. 


mmm 


mm 


■■■■■■Ml 


■■■■■■ 
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Black  Beauty 

Chrome  Patent  Sides 

Appeals  to  all  who  seek 
beauty  as  well  as  durability 
in  their  shoes.  Its  excellent 
finish  imparts  a  dressiness 
that  delights  customers  and 
creates  business.  Specify 
Black  Beauty. 

The  Robson  Leather  Company 
Limited 

Oshawa,  Canada 


mill  I  iiiiiiiiiiiiliU  MHMMMIMMMIil 
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No.  776:  All  white  buck,  1  strap,  2  button  slipper, 
13/8  Cuban  heel. 

No.  776-1:  Same  on  Sport  last  with  9/8  walking 
heel. 

Prices  of  776  and  776-1  with  white  enam- 
elled ivory  heel  $5-20;  with  white  enam- 
elled leather  heel.  $5.00 

No.  575:  All  fine  white  cloth,  1  strap,two  button, 
13/8  Cuban  white  enamelled  leather 
heel.    Price  $3.95 

No.  558:  .  All  fine  white  cloth  oxford,  11/8  military 
white  enamelled  leather  heel.  Price  $3.85 


Net  30  days.  June  1 

Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments,  C  or  D  widths,  all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Perth  -:-  Ontario 

W.  S.  PETTES  H.  B.  McGEE  J.  H.  McGEE        G.  H.  FERGUSON 

Room  413,  Windsor  Hotel,     Room  706,  King  Edward  Hotel.     Royal  Alexandra  Hotel,        807  Bower  Bldg  , 
Montreal,  Que.  Toronto,  Ont.  Winnipeg,  Man.  Vancouver,  B.  C. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an 
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pl  XDAMENTAL  improvements 
in  shoemaking  give  Wilson  Sewed 
shoes  unsurpassed  and  exclusive  sell- 
ing features — everything  of  style  and 
material  that  may  be  put  into  any 
shoe — plus  the  inherent  advantages 
of  the  \Y  ilson  process. 

Weight  for  weight,  grade  for  grade, 
and  dollar  for  dollar — regardless  of 
who  makes  them — Wilson  Sewed  shoes 
are  more  durable,  dependable,  and 
better  to  sell  than  any  light,  airy 
style-shoes  the  same  factory  might 
make  by  the  older  Turn  or  McKay 
methods. 

Any  responsible  shoe  manufacturer 
will  be  granted  a  license  to  make  for 
you  better  footwear  for  women — 
light,  flexible,  tackless  Wilson  Sewed 
shoes,  free  from  slack  linings,  soft 
toe  boxes,  and  trouble. 

A  score  of  famous  factories  make 
them  now. 

Ask  the  next  shoe  traveler 
to  show  you  a  sample 
Wilson  Sewed 
Sheo. 


TO  MANUFACTURERS 

USMC  Machines  and  Service 

are  guaranteed  to 
all  Wilson  Sewed  Licensees 


Address  all  Inquiries 

Wilson  Process  Incorporated 

Canadian  Pacific  Building 
City  of  New  York 


"Will  you  have  parrot-colored  shoes 
— or  have  you  any  other  preference?" 
asked  Cerno,  the  shoemaker. 


Parrot-colored  shoes,  forsooth! 
Green,  yellow,  red,  and  blue!  Sounds 
as  up-to-date  as  Fifth  Avenue, 
doesn't  it?  But  no,  the  so-called 
millinery  footwear  problems  are  not 
so  modern.  That  remark  dates 
back  quite  a  few  fashionable  gen- 
erations more   than  2000  years. 


Cerno  was  the  shoemaker  in  one  of 
Aristophanei  plays  of  about  414 
B.C. — and  I  might  add  that  he  "made 
his  sale." 


But  he  had  more  than  parrot-colors 
and  parrot  sales-talk  to  offer.  He 
had  a  reputation.  It  had  been  said 
of  him  that  in  his  art  he  was  un- 
erring, that  his  handiwork  com- 
pared with  that  of  the  goddess 
Athena,  and  that  his  shoes  were 
"an   enchantment   to   the  senses." 


In  other  words,  his  "latest  patterns" 
were  never  freakish,  his  shoemaking 
was  durable,  dependable,  and  well 
finished,  and  his  shoes  were  delight- 
ful to  the  eye  and  unusually  comfort- 
able to  the  foot. 


Ah,  if  Cerno  were  at  work  to-day, 
his  factory  would  be  making  Wilson 
Sewed.  To  all  the  age-old  attrac- 
tions of  style  and  craftsmanship, 
he  would  have  added  the  new  Wilson 
Sewed  improvements.  Leaders  on 
three  continents  make  Wilson  Sewed. 


Hark  to  Hanger,  Chattaway  &  Smith, 
famous  shoe  manufacturers  of  Leices- 
ter! This  firm  says  that  Wilson 
Sewed  shoes  in  England  "have  grad- 
ually gained  favour,  and  are  to-day 
acknowledged  to  represent  the  premier 
system  of  light  shoemaking." 


For  the  benefit  of  your  business, 
find  out  why.  Ask  any  traveler. 
Ask  anyone  why  Wilson  Sewed 
gives  better  service-and-selling  re- 
sults than  McKay  or  Turn.  Ask 
me,  if  you  like.  I'll  mail  you  Book- 
let C,  photographs  and  all,  post- 
free  and  post-haste.  H.L.A. 
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This  is  a  fac-simile  of  Marsh's  ^]S||nf  f|  (fl  Label. 
Used  only  on  cartons  containing  OPpi/P  Shoes, 
and  all  live  retailers  should  have  this  label  shown  in  their 

fixtures.     For  20  years  this    m  10  ||  I  \\A\  viscolized 


.  Full  Double  Sole  Shoe  has  stood  the  test  for  Fall  and 
Winter  wear.  WHY?  Because  both  Uppers  and  Soles 
are  made  from  Choicest  Materials. 

Shoes  made  only  by 

the      a. Marsh  Company, limited 

Quebec, canada 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Nothing  Finer  For  Summer 

Summertime  and  "Snow-Wite"  Footwear  go  hand 
in  hand  to  create  big  trade  for  the  shoe  dealer. 
These  two  extremely  popular  models  typify  the 
originality,  grace  and  character  that  blend  in  all 
our  white  shoe  creations,  and  make  them  undis- 
puted leaders  in  white  shoe  selling. 


Order  Now 

You  need  the  "Snow-Wite"  Line  to  meet  the  Summer  demands 
of  your  women  patrons.  See  the  complete  range,  and  win 
all  the  sales  possible  by  getting  them  on  display  early. 

KINGSBURY  FOOTWEAR  CO., 

Limited 

MONTREAL 


m 
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The  reception  which  our  coming  season's  lines  are  re- 
ceiving from  the  Trade  is  the  verdict  of  approval  that  the 
keenest  buyers  give  only  to  shoes  of  highest  sales  merit. 

You  will  find  that  it  requires  the  minimum  of  effort  to 
sell  Crescent  Footwear.  Women  who  are  shown  these 
shoes  are  quite  certain  to  purchase.  The  pleasing  styles, 
the  distinctiveness,  the  faultless  shoemaking  and  the 
value  are  entirely  convincing  to  the  most  discriminating. 

If  you  have  not  seen  the  line  send  in  your  request  now 
for  a  salesman  to  call. 


CRESCENT  SHOE  CO. 

864  Laurier  Ave,  E.  Montreal 
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Where  Styles  Are  Right 

And  Values  Big 


No.  723 


The  one  place  to  look  for 
shoes  with  these  two  essen- 
tial selling  features  is  in  our 
fine  range  of  samples  for 
this  Season. 

The  latest  and  most  popu- 
lar styles  in  lasts  and  pat- 
terns are  shown.  The  ex- 
tremely moderate  prices 
make  it  useless  for  you  to 
look  for  better  values. 

The  splendid  results  obtain- 
ed from  handling  these  shoes 
is  the  logical  result  of  the 
strong  attractiveness  and 
the  reliable  shoemaking  we 
put  into  them. 

SEE  THE  COMPLETE 
RANGE  WHEN  DOING 
YOUR  BUYING. 


No.  724 


"The  House  of  Service" 

EASTERN  SHOE  MFG.  CO., 

LIMITED 

MONTREAL 


\ 
■ 
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WAIT  TILL  YOU  SEE 
OUR  LINES 


Machinery  is  now  being  installed 
in  our  new  factory. 

Production  of  our  lines  will  soon 
be  in  full  swing. 

MODISH  SHOES 
MODERATELY  PRICED 

New  Lasts,  New  Patterns,  Wonderful  Values 


Such  will  be  the  trade  winning  character  of  our  new 
samples  that  the  dealer  who  with-holds  placing  his  or- 
ders until  they  are  shown  will  be  repaid  by  money  m 
saved  in  his. buying  and  trade  gained  in  his  selling,  tl] 


66 


Temporary  Office,  640  Craig  St.,  East. 

LaDuchesse"  Shoe  Co.,  Registered 

MONTREAL,  QUE. 

Making  Women's  Welts,  McKays  and  Turns  of  a  Standard 
quality  for  the  Wholesale  Trade 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Quebec  s  New 

Wholesale  Distributing  House 

A  Complete  Footwear  Supply  Service  Founded  On 

Experienced  Management 
Quality  Goods 
Right  Prices 
Reliable  Delivery 


In  the  establishing  of  our  Whole- 
sale Shoe  and  Rubber  Service  is 
combined  the  honest  purpose  to  serve 
the  retailer  well,  PLUS  the  complete 
knowledge  of  what  the  retailer  needs. 

Knowing  character  in  shoes  from 
the  maker's  standpoint,  value  in 
shoes  from  the  merchant's  standpoint 
and  requirements  in  shoes  from  the 
public's  standpoint,  our  service  will 
be  based  on  submitting  only  worthy 
samples — correct  in  style,  reliable 
in  shoemaking,  and  at  such  prices 
that  they  can  be  retailed  at  a  good 
profit  at  the  proper  figure  for  big 
volume  sales. 

WE  SPECIALIZE  IN  MEN'S 
BOYS',    YOUTHS'    and  GENTS' 


Our  service  will  be  further  rounded 
out  by  ability  to  ship  when  specified, 
and  by  a  full  well  kept  stock  from 
which  the  merchant  can  sort  at  will. 

When  you  want  goods  RIGHT  and 
when  you  want  them  IN  A  HURRY, 
our  House  is  the  logical  place  to 
send   your   orders — large   or  small. 

See  our  samples  for  the  coming 
Season.  In  Fine  Style  Shoes,  Med- 
ium Lines  or  Staples,  they  are  with- 
out  a  peer  for  selection  or  value. 

In  "Partridge"  Rubber  Footwear 
we  feature  the  Brand  that  through 
actual  superiority  has  proven  a  trade 
builder   from   Coast   to  Coast. 

WE  CAN   SUPPLY  YOU  WITH 
TENNIS  SHOES 


A  trial  order  from  us  will  start  you  using  our  service 
with  satisfaction  and  profit. 

QUEBEC  SHOE  &  RUBBER  CO., 


LIMITED 


898  St.  Valier  St. 


Quebec 


Wilfrid  Dubois,  Secretary  &  Manager 
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SPEED  UP  YOUR  SPRING  BUSINESS  WITH 

"CLASSIC" 

SHOES  IN  STOCK 


Patent  and 
White  Buck 


8071 —  One  of  the  most  popular  lines  for  the  growing 
girl.  A  good  shoe  for  Summer  wear.  8/8  Heel, 
C  &  D  widths,  2K-7K,  Patent  $3.65 

8072 —  Same  shoe  except  in  White  Buck  $4.00 


9219 — Our  best  customers  have  this  shoe  in  their  stock  all  the  time 
and  continue  to  demand  it.  Goodyear  Welt;  One  strap  in  Pat- 
ent  only.    B,    C,    D,    widths;    2K-7K  $4-25 

9216—  Same  shoe  as  cut  except  in  a  Velour  Calf  Oxford,  B,  C,  D  $4.25 

9217 —  Same  shoe  as  cut  except  in  a  tan  Calf  Oxford,  B,  C,  D  $4.25 


A  Popular  Shoe 
For  Summer 


Send  your  sizes  to-day 
Welts  and  Mckays 
All  Leathers 


8092 — One  of  the  snappiest  shoes  for  the  growing  girl 
who  desires  both  STYLE  and  COMFORT.  Made 
on  our  new  G  8s  S  process.  8/8  Heel,  C^D  widths, 
2;<-8,  PATENT   $3.65 


Every  retailer  should  have  tnese  oxfords  in  stock  at  all  times.  Can 
be  had  in  a  Genuine  Goodyear  Welt  or  McKay  at  popular  prices. 
WELTS 

4040—  Tan  Calf,   11-2    B,  C,  D   $3.25 

4041—  Velour   Calf,    11-2    B,    C,    D  $3.25 

4047— Patent,    11-2    B,   C,   D  $3.25 

McKAYS 

4028—  Patent,  11-2    D  width   $2.75 

4029—  Velour   Calf,    11-2    D  $2.75 

4030—  Tan  Calf,  11-2    D   $2.75 


Getty  &  Scott  Limited 

Makers  of  Classic  Shoes  for  Women  &>  Children 

Gait,  Ontario 
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PACKARD'S 

Goodyear  Welt  Shoes 

For  Spring  and  Summer  Wear 


Ready  To  Ship 

IM MEDIA  TEL  Y 

From  Stock 

All  Lines  in  Children's 
Misses' ,  Youths'  and  Little  Gents' 

NO  WAITING 

Rush  Orders  Our  Specialty 


L  H.  Packard  &  Co.,  Limited, 

Montreal 


Our  FIRSTRED 
Baby  Shoe 

also  in  stock 

f  1  to  5.    No  Heel 
SIZES  -j 

{  5  to  7^.  Spring  Heel 

Goodyear  Welt  chrome  soles 


In-Stock— Immediate  Shipment 


A  McCAUGHAN  OXFORD 

Tried 

And  Proven  A  Seller 


Wo-i.  Brown  Calf  Oxford,  McKay  Welt, 
Sizes  2l/i-7 — A)so  Made  in  Black. 


This  last  is  one  of  those  ever-popular  models,  always  in  style,  always  in  big  de- 
mand, and  on  which  the  dealer  takes  no  chances — a  neat,  serviceable  shoe  that 
also  gives  you  the  selling  advantage  of  very  special  value,  the  outcome  of 
McCaughan  shoemaking.    A  shoe  you  need  for  Summer  trade. 

Compare  our  range  of  samples  with  any  that  are  showing,  and  you  will 
know  that  placing  McCaughan  Shoes  means  volume  sales. 

J.  A.  McCAUGHAN  8b  SON 


390  Papineau  Ave. 


Montreal 
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Ralstons  Shoe  Findings 


Ralston's 
Polishes 


Sell  Black  Beauty  Oil  Polish  for 
Black  Shoes,  Brown  for  Brown 
Shoes,  Kid  Cream  for  calf  leather, 
Suede  Powder  and  Suede  Dress- 
ing for  Suede  Shoes  or  White 
Beauty  for  white  canvas  shoes. 
Universal  Sport  for  sport  shoes. 
A  dressing  for  every  shoe. 


Every  Need  of  the 
Shoe  Store  and 
Repair  Shop 

in  the  way  of  shoe  findings  can  be 
supplied  from  complete  stocks  at 
short  notice.  Well  chosen  lines 
of  high  quality  goods  assure  you 
the  best  in  sales  and  service.  Write 
to-day  for  complete  catalogue. 

Robt.  Ralston  &  Co,, 

Limited 

Hamilton  Ontario 
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ST.  HYACINTHE  . 
CANADA  . 


They  Make  The  Sale 

That  fact  tells  why  so  many  dealers  would  not  be  without 
Yamaska  Brand  Shoes,  and  why  they  always  show  a  Yamaska 
Shoe  to  the  customer  who  can  be  sold  only  when  there  is  the 
appeal  of  full  value  together  with  reliable  shoemaking  and  popular 
stvle. 

« 

The  lines  our  salesmen  are  now  showing  will  solve  all  your  pro- 
blems of  picking  safe  sure  everyday  sellers  for  the  coming  season. 


LA    CO  MP  A  GNIE   J.  A. 

ST.  HYACINTHE 


&    M.  COTE 

QUE. 


Collis  Calf  is  made  in  all  weights  and 
grades. 

Samples  and  complete  information 
gladly  sent  on  request.  Send  a  post- 
card with  your  name  and  address,  and 
let  us  show  you  how  we  can  lower  your 
leather  costs.    Do  it  to-day. 


Qollis  Qalf 

Produces  Better  Shoes 


With  Collis  Calf  it  is  possible  to  prac- 
tise real  economy  because  the  high 
quality  of  the  leather,  in  finish,  texture 
and  wear,  allows  the  maximum  prod- 
uction in  cutting,  with  the  minimum 
of  waste. 

Uniform  in  color  and  finish,  and  show- 
ing all  the  latest  shades.  Collis 
Calf  is  the  ideal  leather  for  both 
men's  and  women's  better  class 
shoes. 

Samples  Sent  on  Request 

The  Collis  Leather  Co.,  Ltd. 

Aurora  Ontario 
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WHITE  CANVAS  FOOTWEAR 

In-Stock — Immediate  Shipment 

Ready  to  meet  your  season's  needs  with  a  complete  stock — Newest  novelties 
featuring  the  most  popular  styles — Moderate  prices  adding  the  appeal  of  maximum 
value. 

Order  your  lines  NOW,  feature  them  early,    and   win    extra   Summer  sales. 


Also  offering  many  special  trade  attractions  in  Leather  Lines,  in  both  Style  Foot- 
wear and  Staples. 

Quick  service  assured.    Send  for  samples  or  write  for  salesman. 


La  MAISON   GIROUARD,  Limitee 

Wholesale  Shoe  Distributors 

102  St.  Paul  St.,  West  Montreal 


Aiention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


26 


THE  SHOE  AND  LEATHER  JOURNAL 


May  15,  1923. 


Over  a  Million  Men 
Need  These  Boots 

In  the  markets  you  are  serving  there  are  over 
a  million  prospects  for  boots  of  the  Sisman 
quality.  Over  1,000,000  men!  These  million  men 
buy  long  wear  and  comfort.  Style  is  a  minor 
factor. 

Once  they  have  tried  a  Sisman' s  Staple  they  will  never  look 
for  anything  better.  They  will  come  back  for  more.  Push 
Sisman's  all  along  the  line,  particularly  to  those  customers  of 
yours  who  deal  mostly  with  the  prospectors,  survey  and  con- 
struction gangs,  lumber  camps,  farmers  and  all  outdoor  men. 

Here  is  an  especially  good  number.    It  is  a  man's  13"  highcut  Blucher 

made  from  chocolate,  black,  or  smoked 
chocolate  elk  or  storm  calf  leathers  in 
any  of  these  three  color  combinations. 
A  sturdy  boot,  fairly  priced,  yet  pro- 
viding a  worthwhile  margin.  Your  re- 
tail customers  could  make  a  good  thing 
out  of  this  line.  Write  for  complete 
details. 


The 

T.  Sisman  Shoe  Company 

Limited 


Head  Office   -   Aurora,  Ontario 


If  your  Jobber  does 
not  carry  our  line, 
write  us  direct. 
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Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only_  aggregate  circulation,  but  also 
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We  Need  Faith 


THERE  never  was  a  time  in  the  history  of  Canada  when  people  were  in  a  better  position 
to  spend  money  on  shoes  than  to-day.  Witness  the  boom  in  luxuries  and  travel  or  visit 
the  race  tracks  if  you  have  any  doubt  on  this  score. 

We  seem  to  have  the  "staggers".  It  is  true  the  weather  has  been  disappointing,  but 
we  have  had  Springs  just  as  backward  in  the  past.  There  seems  to  be  a  great  lack  of  confidence 
in  the  future  and  a  decided  tendency  to  hold  back  in  purchasing  staple  commodities. 

In  his  budget  speech  the  other  day  in  the  House  of  Commons,  Hon.  W.  S.  Fielding  struck 
a  hopeful  note.  He  said  that  a  prominent  American  business  man  accounted  for  the  present 
increased  activity  across  the  line  by  the  fact  that  the  people  "have  faith  in  themselves."  The 
Finance  Minister  said  there  was  every  reason  to  hope  that  within  a  short  period,  Canada  would 
experience  the  same  encouraging  revival  of  business. 

Now  that  all  uncertainty  with  regard  to  the  tariff  is  at  an  end,  with  a  more  hopeful  out- 
look as  to  basic  industries,  especially  agriculture,  and  a  healthy  tide  of  immigration  setting  in, 
there  is  every  reason  for  taking  courage  and  pressing  forward. 

Let  everybody  hold  up  his  chin  and  step  out  with  faith  in  the  future,  and  do  his  part  to 
make  it  what  everybody  wants  it  to  be. 

Just  now  a  little  courageous  buying  would  do  more  than  anything  else  to  help  to  get 
everybody  in  step  for  better  business.  There  is  no  valid  reason  for  not  anticipating  reasonable 
needs  for  Fall  this  year.  The  retailer  who  buys  now  will  escape  the  increased  sales  tax  and  avoid 
complications  that  may  arise  before  the  beginning  of  autumn  trade.  Prices  moreover  are  strength- 
ening instead  of  weakening. 

Buy  up  to  your  reasonable  requirements  for  present  and  future  needs.  Let  us  show  our 
FAITH  by  our  WORKS. 


THE  SHOE  AND  LEATHER  JOURNAL 


May  15,  1923. 


In  The  Market 
Place 

General  Conditions 

THE  business  situation  is  steadily  improving  through- 
out the  country.  In  the  central  provinces  better 
weather  conditions  have  contributed  to  increased 
activity  in  many  lines,  particularly  in  building  and 
agriculture.  As  a  consequence  the  demand  for  staple 
commodities  has  shown  a  welcome  increase.  The 
tact  that  unemployment  is  practically  over  and  that 
employment  and  government  agencies  report  more 
jobs  than  men  for  them,  would  indicate  that  the  slack 
in  business  is  being  steadily  taken  up.  There  has  been 
some  steadying  of  the  situation  in  iron  and  steel,  but 
the  prospects  of  extensive  railroad  improvements  and 
public  works  is  a  guarantee  that  for  some  months  to 
come  there  will  be  a  good  movement  in  basic  commod- 
ities and  those  entering  into  construction  of  every  kind. 

The  delivery  of  the  Government  budget  and  the 
discussion  on  the  proposed  changes  in  customs  and  ex- 
cise laws  have  relieved  the  situation  to  some  extent, 
and  manufacturers  breathe  more  easily.  The  only 
practical  change  in  the  tariff  has  been  the  increase  of 
the  British  preference,  which  is  only  ten  per  cent,  on 
the  present  schedule.  Elections  in  Ontario  will  have 
no  appreciable  effect  upon  business. 

In  the  West,  the  new  crop  is  now  in  and  as  yet 
definite  statistics  are  not  available,  but  it  is  estimated 
that  the  acreage  will  be  about  the  same  as  last  year, 
although  some  districts  may  show  less.  In  the  Mari- 
times,  the  effects  of  the  floods  are  now  over,  and  busi- 
ness is  steadily  on  the  mend. 

Retail  Shoe  Trade 

Reports  are  in  from  various  parts  of  the  country 
and  May,  so  far,  has  shown  an  appreciable  increase 
over  April  although  complaints  are  quite  general  that 
business  has  not  been  quite  up  to  the  mark  on  account 
of  the  weather. 

Some  retailers  report  business  to  the  end  of  April 
as  almost  equal  if  not  as  good  as  that  of  the  same  period 
last  year.  But  the  majority  state  that  there  has  been 
a  falling  off  in  sales  of  from  ten  to  fifteen  per  cent.  They 
attribute  this  almost  entirely  to  the  weather  which  has 
been  so  uncertain.  A  few  days  of  warm  weather  would 
see  quite  an  acceleration  of  sales  and  then  a  couple  of 
days  of  cold  or  rain  would  put  the  lid  on  as  effectually 
as  though  it  were  Eebruary.  Retailers  have  been  play- 
ing a  careful  game  and  have  been  holding  back  to  some 
extent  on  summer  lines,  trying  to  get  rid  of  their  spring 
stuff  while    the   going   is  good. 

In  men's  lines  sales  have  improved  in  the  past  month, 
the  increased  demand  being  for  oxfords,  about  seventy- 
five  per  cent,  being  tans  and  twenty-five  black.  Dealers 
say  that  the  demand  is  for  fancy  stitching  rather  than 
perforations  and  that  brogue  effects  do  not  seem  to  be 
as  popular  as  last  year. 

In  women's  shoes  the  call  has  been  for  oxfords  and 
straps,  blacks,  browns  and  greys  selling  well.  In  mater- 
ials, kid,  patent,  satin  and  calf  come  in  about  the  order 
named.  There  has  been  some  demand  for  two-toned 
effects  and  trimmed  goods  but  the  season  has  been  so 
backward  that  fancy  lines  have  not  had  a  chance.  Never- 
theless the  stores  handling  high  class  specialties  report 
a  good  enquiry  and  women  seem  willing  to  pay  for  what 
they  want. 


Children's  trade  has  been  good,  practically  better 
than  other  lines  and  since  rubbers  were  discarded  there 
has  been  a  noticeable  change  in  the  demand  for  goods 
of  the  better  class. 

Retailers  still  complain  of  slowness  of  sales  and  as 
a  consequence  payments  are  more  or  less  slow.  One 
dealer  said  a  few  days  ago  that  the  past  two  weeks  had 
been  practically  a  "frost"  and  he  had  to  meet  his  bills 
out  of  capital  account. 

In  the  meantime,  sales  of  shoes  at  cut  prices  give 
the  public  the  impression  that  regular  lines  in  the  hands 
of  responsible  dealers  are  too  high  and  must  come  down. 
There  is  a  feeling  abroad  that  the  retailer  who  is  to- 
day selling  shoes  on  a  closer  margin  than  for  the  last 
seven  or  eight  years,  is  still  profiteering.  Most  of  them 
are  content  to  make  expenses  and  very  many  are  not 
doing  that.  Nobody  is  apparently  making  money  just 
now  at  retailing. 

The  Wholesale  Trade 

A  good  deal  of  sorting  has  been  done  during  the 
past  two  weeks,  but  manufacturers  and  jobbers  claim 
that  retailers  are  buying  in  a  most  deliberate  hand  to 
mouth  fashion.  They  do  not  show  any  disposition 
to  buy  ahead.  The  complaint  is  general  that  the  dealer 
expects  to-day  that  the  manufacturer  and  jobber  will 
carry  his  stock.  Some  manufacturers  when  met  with 
the  statement  that  they  encourage  the  existence  of 
"cut  rate"  shoe  stores  lay  the  blame  on  retailers  who 
do  not  take  goods  made  up  for  them  or  who  hold  back 
their  orders.  The  manufacturer  urges  that  he  has  to 
keep  his  plant  going  to  keep  down  his  costs,  and  his 
only  resource  as  goods  accumulate  is  to  sell  them  to 
some  one  who  will  pay  for  them. 

In  fall  goods  there  has  been  little  doing  so  far  as 
even  the  most  liberal  buyers  do  not  appear  as  willing  as 
formerly  to  anticipate  their  needs  even  in  well  known 
reliable  staples.  The  factories  working  on  women's 
specialties  seem  to  be  busy  and  some  concerns  making 
in-stock  lines  adapted  to  immediate  needs  are  working 
full  time.  Otherwise,  the  factories  complain  of  con- 
tinued slowness.  But  all  seem  to  feel  that  the  general 
outlook  is  brightening  up  and  that  May  will  show  con- 
siderable improvement  to  April. 

Hides  and  Leather 

The  hide  situation  continues  inactive,  buying  be- 
ing restricted  to  small  lots  in  both  packers'  and  country 
hides  at  Chicago.  Light  native  steers  are  held  at  15V£c. 
with  heavies  at  18c,  April  salting,  but  not  many  are 
changing  hands.  The  country  market  is  also  slow 
and  buffs  free  from  grubs  are  quoted  at  13c,  with  a 
little  shading  for  quality.  South  American  hides  have 
eased  off  again  as  the  demand  abroad  has  fallen  off 
to  some  extent.  There  are  few  accumulations  of  native 
hides  and  receipts  of  cattle  have  diminished,  so  that 
although  the  market  is  weak  at  the  moment  any  demand 
would  be  felt  almost  immediately. 

Tanners  report  business  as  very  "spotty"  and  not 
as  satisfactory  as  usual  at  this  time  of  the  year.  Shoe 
manufacturers  have  only  a  portion  of  their  fall  orders 
in  and  have  not  been  buying  very  freely.  Calf  leather 
has  been  moving  a  little  better  especially  for  men's  lines 
and  some  fair  sales  of  side  leather  are  reported  but  at  a 
slight  shading  of  market  prices.  Sole  leather  is  sell- 
ing moderately  well  and  as  the  market  is  fairly  clear 
of  stock,  prices  remain  firm.  It  is  expected  that 
the  next  two  or  three  weeks  will  see  considerable  change 
in    the  situation. 
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Stray  Shots  from 
Solomon 


Ignorance  is  the  mother  of  impudence. 
When  you  find  a  man  finding  fault  with  every- 
thing that  is  put  before  him  at  a  hotel  table, 

you  can  put  it  down  that  he 
GRUNTS  AND  was  brought  up  in  a  shack 
GRUNTERS.        and  was  glad  once  to  get 

his  meals  off  a  packing  box. 
The  man  who  parades  his  importance  and 
who  insists  upon  being  waited  upon  hand  and 
foot,  is  usually  a  bog  trotter,  who  has  not  to 
go  far  back  to  run  up  against  a  pick  or  a  buck- 
saw. We  meet  these  people  everywhere — on 
the  street  cars,  railway  trains,  in  hotel  corridors 
and  in  stores,  who  act  the  farce  until  it  makes 
one  regret  that  the  fool  killer  has  quit  the  job. 
A  very  pompous  alderman  in  a  city  not  a  hun- 
dred miles  from  Toronto,  who  was  noted  for 
the  money  he  had  and  the  brains  he  hadn't, 
was-  a  striking  example  of  this  characteristic. 
He  undertook  to  interfere  unnecessarily  with 
a  corporation  foreman  one  day,  and  the  latter 
snubbed  him.  "Do  you  know  who  I  am  sir?" 
he  said,  swelling  himself  out  like  a  bull  paddy, 
and  glaring  at  the  man  of  fustian.  "Yes," 
replied  the  other  quietly  with  a  twinkle,  while 
the  other  employees  leaned  on  their  picks  to 
hear  the  sequel.  "You  are  Jimmie  H.,  and  I 
helped  to  carry  all  you  owned  on  my  back 
from  the  wharf  when  you  landed  in  this  country." 
The  wealthy  alderman  strutted  off  with  dire 
threats  of  vengeance,  but  he  kept  away  from 
the  job  afterwards.  When  the  hog  can't  do 
anything  else  it  can  grunt,  and  some  folks  have 
no  other  way  of  inspiring  folks  with  their  size. 
Don't  grunt. 

*    *  * 

An  empty  head  and  a  big  mouth  are  the 
qualifications  for  professional  criticism.  When 
a   man's   ideas    are   sufficiently   numerous  to 

hold  themselves  together 
GROWLERS  AND  without  rattling,  the 
GROWLING.  world     has     peace  and 

preachers  have  sunshine, 
but  every  fool  must  express  himself.  If  you 
are  to  believe  some  people,  the  whole  world  is 
wrong  and  they  are  the  only  ones  who  know 
it.  All  clocks,  yea  the  sun  itself  must  move  in 
harmony  with  their  watches  or  they  are  not 
right.  These  soreheads  find  fault  with  govern- 
ment, society,  business  and  religion  in  turn, 
and  insist  on  having  their  say.  The  country 
is  going  to  the  devil  because  their  party  is  our 
of  power,  and  they  are  just  waiting  for  the  etetnal 
smash.  They  find  fault  with  rich  people  for 
being  rich  and  poor  folk  for  being  poor,  and  with 


the  world  at  large  for  not  appreciating  them. 
Business  they  always  insist  is  going  to  the 
"bow-wows,"  and  good  times  will  come  again 
no  more.  They  go  around  whining  about 
how  things  were  when  they  were  young,  and, 
like  a  millstone  about  the  neck  of  their  own  busi- 
ness, their  conservatism  throttles  every  effort 
of  younger  blood  to  keep  things  moving.  In 
religion  everybody  is  a  hypocrite  and  a  sham, 
and  there  is  "none  righteous,  no  not  one," 
with  the  exception  perhaps  of  their  own  sweet 
selves.  They  can  see  right  into  the  hearts  of 
their  fellows  and  discern  the  underlying  motives 
of  all  their  words  and  acts.  They  transcend 
angels  in  their  power  of  looking  into  the  my- 
steries of  godliness.  Your  poor  little  growler, 
the  reason  that  you  are  alive  is  that  your  car- 
cass is  not  worth  putting  buckshot  into  or  your 
hide  worth  taking  off,  otherwise  your  breed 
would  have  been  extinct  long  ago. 


"Give  a  beggar  a  horse  and  he  will  ride 
to  the  devil,"  is  not  a  proverb  of  Solomon, 
but  the  same  truth  is  represented  in  the  words, 

"The  prosperity  of  fools  shall 
THEIR  destroy  them."    It  takes  a 

DESTRUCTION,  man  with  a  good  head  to 

stand  success.    The  ruin  of 
some  men  is  prosperity.   They  make  good  neigh- 
bors, decent  citizens  and  faithful  husbands  until 
they  get  on  in  the  world,  and  then  the  Devil 
himself  can   hardly  stand   them.    Of  all  the 
pitiable  objects  in  the  world  the  pin  headed 
ape  that  has  by  some  strange  chance  made  a 
little  money  is  the  most  harrowing.    He  pro- 
ceeds to  impress  his  importance  upon  every- 
body within  range  with  a  diligence  that  is  appal- 
ling.   He  writes  lawyer's  letters  to  his  neigh- 
bors about  encroaching  fences  or  eavetroughs, 
is  nasty  to  those  who  have  to  sell  him  goods, 
and  walks  down  the  street  with  a  "keep  off 
the  grass"  air  that  would  make  a  mule  smile 
in  fly  time.    On  a  Sunday  morning  recently 
one  of  these  individuals  who  happens  to  be 
an  usher  in  a  local  church,  was  strutting  about, 
and  excited  the  attention  of  a  very  small  boy 
who  eyed  him  for  some  time.    In  a  stage  whisper 
the  lad  asked  his  parent,  who  sat  next  him, 
"Say,  Pa!  is  this  God's  house?"    On  being  in- 
formed by  a  nod  and  a  smile,  after  a  pause  of 
a  few   minutes  the  youngster,  pointing  to  the 
pompous     usher  enquired   again,      "Say,  Pa! 
is   that    God   over   there?"    He   thought  the 
gentleman    in   question   looked   as   though  he 
owned  the  earth. 
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The  Budget  and 
The  Shoe  Trade 

New  Sales  Tax  Provisions — No 
Change  in  Customs  Tariff  Ex- 
cept British  Preference. 

BEYOND  the  change  in  the  Sales  Tax  the  Budget 
brought  down  in  the  House  of  Commons  by  Fin- 
ance Minister  Fielding  offers  little  chance  for  up- 
setting conditions  in  the  shoe  and  leather  trades.  The 
alteration  in  the  British  Preference  of  ten  per  cent, 
does  not  mean  a  reduction  of  that  amount  in  present 
duties,  but  10  per  cent,  upon  the  existing  duty  of  17J/£ 
per  cent,  which  brings  it  down  to  15^  per  cent.  The 
placing  of  the  maximum  cheque  and  draft  tax  at  $1.00 
instead  of  ?2.00  will  afford  some  relief. 

Instead  of  the  varied  sales  tax  of  234  and  43^  per 
cent,  to  manufacturers  and  wholesalers  and  6  per  cent, 
on  goods  imported  by  retailers  the  whole  rate  is  placed 
at  6  per  cent,  on  the  manufactured  goods  whether  home 
or  foreign.  The  shoe  manufacturer  will  pay  the  tax 
to  the  government,  and  it  would  appear  that  he  has 
the  option  of  either  adding  the  tax  when  invoicing  goods 
or  absorbing  it  in  the  cost.  The  jobber  will  pay  the 
tax  to  the  manufacturer  and  absorb  same  on  the  cost 
of  the  goods,  invoicing  the  latter  in  the  regular  way. 

The  provisions  of  the  Act  do  not  become  effective 
until  August  first,  so  that  there  will  be  two  months  and 
a  half  to  make  adjustments,  and  it  looks  as  though  there 
might  have  to  be  a  few.  It  would  be  better  for  one  thing 
that  uniformity  be  secured  in  the  method  of  billing  the 
tax,  so  that  there  could  be  no  misunderstanding  or 
evasion. 

The  Covering  Resolutions 

Here  are  the  resolutions  affecting  the  sales  tax 
as  brought  down  by  the  Finance  Minister: 

Resolved,  that  it  is  expedient  to  introduce  a  measure 
to  amend  The  Special  War  Revenue  Act,  1915,  and 
amending  acts   and   to  provide: 

That  the  existing  provisions  respecting  tax  on 
sales  be  amended  by  providing  for  the  imposition  of 
a  consumption  or  sales  tax  of  six  per  centum  on  the 
sale  price  of  all  goods  produced  or  manufactured  in 
Canada,  including  the  amount  of  excise  duties  when  the 
goods  are  sold  in  bond,  the  tax  to  be  payable  by  the 
producer  or  manufacturer  at  the  time  of  the  sale  thereof 
by  him,  and  of  a  like  tax  upon  the  duty  paid  value  of 
imported  goods,  the  tax  to  be  payable  by  the  importer, 
or  Transferee  who  takes  the  goods  out  of  bond,  at  the 
time  when  the  goods  are  imported  or  taken  out  of  ware- 
house for  consumption,  subject  to  the  following  con- 
ditions, that  is  to  say: 

A  manufacturer  or  producer  who  produces  goods 
to  the  value  of  ten  thousand  dollars  or  more  during  any 
fiscal  year  shall  take  out  an  annual  license,  the  fee  there- 
for not  to  exceed  two  dollars;  the  minister  may  direct 
that  a  manufacturer  or  producer,  who  does  not  man- 
ufacture or  produce  goods  to  the  value  of  ten  thousand 
dollars  a  year,  and  who  uses  a  substantia]  portion  of 
goods  which  are  exempt  from  the  tax  in  the  manufacture 
of  goods  which  are  liable  to  the  tax,  shall  take  out  a  license 
and  shall  be  subject  to  the  same  conditions  as  the  licensed 
manufacturer  or  producer. 

A  wholesaler  or  jobber  who  sells  not  less  than  thirty 
per  cent,  of  his  total  sales  of  goods  to  a  licensed  man- 
ufacturer or  producer  to  be  used  in  articles  to  be  pro- 
duced for  sale,  may  be  granted  an  annual  license,  the 


fee  therefor  not  to  exceed  two  dollars.  Such  licensed 
wholesaler  or  jobber  shall  give  security  that  he  will 
keep  proper  accounts  and  render  true  statements  of 
sales  to  licensed  manufacturers  or  producers  and  pay 
any  tax  imposed  by  the  said  act. 

The  said  tax  shall  be  payable  by  a  licensed  whole- 
saler or  jobber  at  the  time  of  the  sale  by  him  to  other 
than  a  licensed  manufacturer  or  producer  of  goods 
the  price  of  which  shall  include  the  amount  of  excise 
duties,  if  sold  in  bond,  or  the  price  of  which  shall  be  the 
duty  paid  value   thereof,  if  imported. 

The  said  consumption  or  sales  tax  shall  not  be 
payable  in  the  following  cases,  that  is  to  say: 

(a)  on  goods  exported;  or 

(b)  on  sales  by  a  licensed  manufacturer  or  producer 
to  another  licensed  manufacturer  or  producer  of  goods 
to  be  used  in  the  production  of  articles  for  sale;  or 

(c)  on  goods  imported  by  a  licensed  manufacturer 
or  producer  to  be  used  in  the  production  of  articles  for 
sale;  or 

(d)  on  goods  sold  by  a  licensed  manufacturer  or 
producer  to  on  goods  imported  by  a  licensed  whole- 
saler or  jobber  whose  sales  are  to  be  accounted  for  in 
accordance  with  the  provisions  of  paragraph  two  of 
section  three  of  this  Resolution. 

A  manufacturer  or  producer  who  does  not  pro- 
duce goods  of  a  value  over  ten  thousand  dollars  a  year, 
unless  he  comes  under  the  provisions  of  paragraph 
one  of  section  three  of  this  Resolution  shall  not  pay 
the  said  consumption  or  sales  tax  on  goods  produced 
by  him,  but  he  shall  pay  the  tax  on  importations. 

A  refund  of  the  amount  of  the  said  consumption 
or  sales  tax  may  be  granted  in  the  following  cases,  that 
is  to  say: 

(a)  to  a  wholesaler,  jobber  or  other  dealer  on  goods 
sold  to  a  licensed  manufacturer  or  producer  to  be  used 
in  articles  produced  for  sale;  or  with  the  consent  of 
the  wholesaler,  jobber  or  dealer  a  refund  or  deduction 
may  in  the  like  case  be  granted  to  a  licensed  manu- 
facturer or  producer;  or 

(b)  to  a  licensed  manufacturer  or  producer  or  a 
licensed  wholesaler  or  jobber  in  respect  of  goods  on 
hand  on  the  1st  of  August,  1923,  and  which  are  to  be 
used  in  the  production  of  articles  for  sale,  no  refund 
to  be  allowed  in  respect  of  goods  on  hand  after  the  31st 
of  December,   1923;  or 

(c)  on  goods  manufactured  or  produced  in  Canada 
when  satisfactory  evidence  is  produced  that  such  Cana- 
dian goods  are  at  a  disadvantage  by  reason  of  the  fact 
that  like  goods  may  be  imported  into  Canada  free  of 
duty,  such  refund  or  reduction  not  to  exceed  twenty- 
five  per  cent,  of  the  said  tax  otherwise  payable;  or 

(d)  on  imported  goods  on  which  customs  duties 
have  been  refunded  on  exportation;  or 

(e)  to  a  manufacturer,  producer,  wholesaler,  jobber 
or  other  dealer,  of  taxes  paid  under  sections  16A,  19B, 
19BB,  19BBB  of  the  said  act  on  goods  sold  to  His 
Majesty  in  the  right  of  any  province  when  His  Majesty 
in  such  right  is  exempt  from  taxes  in  respect  of  such 
goods. 

That  the  "duty  paid  value"  of  any  article  be  de- 
fined as  meaning  the  value  of  the  article  as  it  would 
be  determined  for  the  purpose  of  calculating  an  ad- 
valorem  duty  upon  the  importation  of  same  into  Canada 
under  the  laws  relating  to  the  customs  and  the  customs 
tariff  whether  such  article  be  in  fact  subject  to  an  ad- 
valorem  or  other  duty  or  not,  and  in  addition  the  amount 
of  the  customs  duties,  if  any,  payable  thereon. 
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Getting  After  June 
Weddings 

Seeing  that  the  Bride  is  Properly  Shod.  Suggested 
Shoe  Styles  for  Going  Away.  Making  Hay  While 
the  Sun  Shines.  Look  After  Advertisements  and 
Windows. 

TO  most  people  weddings  come  only  once  in  a  life- 
time, and.  the  tendency  is  naturally  to  make  the 
most  of  it.  It  is  the  one  great  occasion  when 
to  be  well  dressed  is  essential,  and  when,  as  a  rule,  money 
is  not  stinted  in  attaining  this  goal.  Both  the  man  and 
the  woman  must  be  well  shod  as  well  as  well  dressed, 
and  it  should  be  the  business  of  the  shoe  retailer  to  see 
to  it  that  they  are  not  only  comfortably  and  stylishly 
shod,  but  amply  for  all  purposes. 

Neither  bride  nor  groom  will  usually  balk  at  pay- 
ing for  a  suitable  pair  of  shoes  and  salesmanship  is  thus 
simplified  being  confined  to  showing  such  goods  as  are 
adapted  to  the  purpose.  But  the  salesman  should  re- 
member, if  the  bride  or  groom  should  not,  that  a  full 
trousseau  in  shoes  as  well  as  lingerie  and  other  apparel 
is  absolutely  necessary.  There  should  be  not  only 
the  bridal  slippers  and  a  good  pair  of  "going-away" 
shoes,  but  a  change  such  as  sports  shoes,  as  both  bride 
and  groom  are  sure  to  find  it  necessary  to  change  from 
travelling  clothes  to  lounge,  sports  or  sea  side  equip- 
ment. Here  is  the  opportunity  of  the  year  for  selling 
extra  shoes  for  usually  money  is  no  object. 
Preparing  Wedding  Windows 

It  is  not  necessary  to  have  them  bizarre  or  sen- 
sational, in  fact  some  of  the  stunts  such  as  having  a 
couple  married  in  the  window  for  a  consideration  sel- 
dom if  ever,  bring  any  legitimate  paying  trade.  If 
you  want  something  elaborate  you  can  doubtless  borrow 


wax  figures,  and  with  the  assistance  of  a  costumier 
arrange  a  bridal  window.  But  there  are  a  number  of 
means  of  reaching  the  desired  end  of  effective  publicity 
without  going  to  the  trouble  or  expense  of  a  wedding 
scene.  A  background  of  orange  blossoms,  a  cupid, 
or  simple  two  or  three  display  stands  or  stools  will  suffice 
for  a  good  showing  of  both  shoes  and  hosiery  with  which 
might  also  be  included  luggage,  which  is  so  essential 
a  part  of  honeymoon  equipment.  A  very  effective  de- 
coration seen  some  time  ago  was  a  background  showing 
a  large  wish-bone  decorated  with  wedding  flowers.  A 
horseshoe  may  be  used  for  the  same  purpose,  although 
the  latter  emblem  is  now  used  very  largely  for  racing 
windows.  At  all  events,  the  background  should  be 
appropriate  to  the  occasion  and  the  goods  as  well,  the 
latter  being  confined  to  not  more  than  half  a  dozen 
styles. 

Using  Effective  Publicity 

In  connection  with  the  "newly  wed"  trade  it  is 
necessary  to  be  foresighted.  It  is  not  wise  to  leave 
publicity  planning  until  the  last  moment.  In  the  first 
place,  it  is  necessary  to  find  out  if  possible  who  are  con- 
templating "jumping  the  broomstick"  in  order  to  get 
after  them  early.  In  the  smaller  localities,  this  is  not 
a  very  difficult  proposition,  but  in  the  cities,  it  is  not 
so  simple,  although  the  society  column  repotting  en- 
gagements will  usually  provide  a  fair  list.  Someone 
should  be  deputed  to  get  or  make  up  lists  of  prospective 
brides  and  grooms  to  whom  a  neat  invitation  should 
be  forwarded  to  visit  the  store.  A  wedding  card  or 
invitation  should  be  used  printed  in  neat  script  or  text, 
extending  felicitations  and  asking  the  parties  to  visit 
the  store  and  make  a  selection  of  goods  to  meet  their 
needs.  This  will  go  a  long  way  towards  ensuring  sales 
if  done  in  the  right  way.  Be  sure  that  the  invitation 
is  free  from  ordinary  advertising  talk  and  cuts.  Let 
it  be  an  invitation  pure  and  simple. 

{Continued  on  page  44) 
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A  Profitable 
Department 


Push  Travelling  Goods  Now — Antici- 
pate The  Coming  Season — Advertising 
Leather  Goods. 

THE  summer  holidays  will  socn  be  here,  and  it 
behooves  the  wide-awake  shoe  retailer  to  com- 
[  mence  a  publicity  campaign  on  behalf  of  his  travel- 
ling goods  department,  that  will  put  this  branch  of  the 
business  on  a  truly  profitable  basis,  instead  of  its  being 
merely  a  "sideline"  regarded  more  as  a  liability  than 
an  asset. 


Ladies'  Traveling  Case  in  Cobra  Grain  Cowhide,  Black 
M.  Langmuir  Mfg.  Co.,  Ltd. 

Now  is  the  season  to  put  forth  every  effort  to  move 
the  st  .ck  of  trunks  and  leather  goods.  The  travelling 
movement  is  just  beginning,  and  during  the  next  few 
months  many  thousands  of  trunks,  suit  cases,  and  the 
like,  will  be  distributed  throughout  the  country.  The 
mail  order  houses,  will  no  doubt,  do  a  large  percentage 
of  this  business,  chiefly  due  to  the  retailers  not  pushing 
rhese  goods  energetically  and  effectively. 


Use  Your  Opportunities 

Now,  trunks  will  not  sell  themselves.  If  the  shoe- 
man  does  not  sell  a  trunk  except  when  he  is  asked  for 
one,  his  business  in  this  direction  will  be  very  limited 
indeed.  And  yet,  that  is  just  the  attention  the  average 
shoeman  gives  to  his  trunk  and  bag  department.  No 
opportunity  of  interesting  your  regular  and  transient 
customers  should  be  lost.  Have  the  goods  displayed 
in  some  prominent  position  in  the  store.  Many  shoe- 
men  place  a  dozen  or  more  trunks  in  a  row  in  the  centre 
of  the  shop.  In  this  way,  shoe  buyers  cannot  overlook 
them.  Natty  show  cards  should  be  used,  giving  in  a 
few  words,  a  general  description  of  the  goods,  or  aim- 
ing at  arousing  the  desire  for  the  stock  displayed. 
Utilize  Findings'  Case 

For  those  shoe  dealers  who  stock  an  assortment 
of  leather  goods,  such  as  ladies'  hand  bags,  pocket  books 
and  various  other  lines  of  like  character  along  with 
trunks,  bags  and  suit  cases  a  neat  show  case,  similar 
to  that  used  for  displaying  findings,  will  answer  very 
well.  Very  winning  displays  can  be  made  in  such  a 
show  case,  and  if  placed  on  one  side  of  the  entrance, 
just  inside  the  door,  it  will  prove  a  great  magnet  for 
women  shoppers,  for  what  woman  ever  shows  lack  of 
interest  in  such  things?  A  neat  companion  case  in  the 
same  position  on  the  other  side  of  the  store  and.  con- 
taining a  finer  class  of  shoe  findings,  such  as  buckles, 
bows,  the  more  expensive  laces  and  so  forth,  will  prove 
an  additional  drawing  card  to  every  woman  customer. 
She  will  seldom  get  by  these  two  showcases,  and  the 
true  salesman  will  generally  interest  her  in  a  purchase. 


Club  Bag 
L.  McBrine  Co.,  Ltd. 


Wardrobe  Trunk 
M.  Langmuir  Mfg.  Co.,  Ltd. 

Travelling  Goods  Window  Displays 

It  is  also  a  good  policy  to  keep  one  of  your  windows, 
to  which  you  should  invariably  devote  some  special 
attention,  constantly  occupied  with  attractive  travel- 
ling displays.  There  is  little  use  in  placing  a  trunk 
or  two,  a  few  suit  cases,  and  some  smaller  articles  in  a 
window  without  any  plan  of  demonstrating  them.  This 
is  one  of  the  chief  reasons  why  the  travelling  goods 
department  in  many  shoe  stores  is  only  a  mediocre 
profit  maker,  or  very  often  an  investment  that  ties 
up  many  dollars  and  yields  no  return.  Absolutely  no 
window  attention  is  given  to  the  sideline,  although 
there  are  few  lines  that  lend  themselves  more  favorably 
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to  treatment,  and  as  a  result  it  suffers.  Instead  of 
piling  trunks  one  on  another  for  a  background  and 
crowding  the  intervening  space  with  a  motley  array 
of  suit  cases,  hand  bags,  and  smaller  leather  articles, 
good  display  schemes  should  be  thought  out,  showing 
some  of  these  articles  put  to  various  uses.  Get  a  central 
idea,  and  make  the  remaining  part  of  the  display  sub- 
servient to  this  idea.    For  instance,  a  packing  scene 


Wardrobe  Trunk 
L.  McBrine  Co.,  Ltd. 

can  be  shown,  with  an  open  trunk  and  various  articles 
of  apparel  ready  for  placing  therein.    A  bridal  window 
of  this  kind  was  recently  arranged  to  show  trunks  and 
club  bags  with  trousseau,  etc. 
Useful  Display  Idea 

A  striking  display  of  this  type  was  made  by  a  de- 
partmental store,  having  as  a  central  unit  a  medium  sized 
sectional  trunk  opened  up.  From  the  top  section  peeped 
forth  a  Panama  hat,  two  or  three  negligee  shirts  and 
ties  to  match.  The  lower  sections  were  drawn  '  out 
showing  therein  a  neatly  folded  suit  or  two  and  various 
other  articles  of  wearing  apparel.  Around  the  trunk, 
on  chairs  and  on  the  floor,  were  clothes  waiting  to  be 
packed  away.  Nothing  could  have  shown  more  effect- 
ually the  capacity  and  efficiency  of  this  class  of  trunk. 
Moreover,  it  impressed  itself  upon  the  minds  of  those 
who  viewed  it,  and  proved  a  strong  money  puller  for 


Club  Bag  in  Various  Leathers  and  Finishes 
M.  Langmuir  Mfg.  Co.,  Ltd. 


the  store  in  question,  drawing  in  many  extra  dollars 
that  would  otherwise  have  gone  elsewhere  if  they  had 
been  spent  at  all. 

Again,  try  and  feature  something  novel  in  travelling 
goods.  There  is  always  something  new  coming  out, 
such  as  added  conveniences  on  bags,  special  feature 
locks  or  interior  divisions  that  are  out  of  the  ordinary 
and  unusual.  During  the  summer  months,  such  trunks, 
bags  and  suitcases  as  lend  themselves  readily  to  con- 
venience while  travelling,  should  be  pushed.  These 
are  legion,  and  full  descriptions  can  be  secured  from  the 
various  manufacturers,  who  are  always  ready  to  do  all 
in  their  ^power  to  forward  the  interests  of  the  retailer. 
Advertising  Hints 

Circulars  and  mailing  cards  will  also  be  found  of 
great  aid  in  booming  sales  in  your  trunk  department. 
They  should  be  crisp,  newsy,  and  descriptive  of  the 
articles  advertised,  but  need  not  necessarily  be  as  brief 
as  your  newspaper  advertisement.  Such  matter  should 
be  relieved  by  appropriate  cuts,  showing  the  article  or 
articles  advertised,  in  use.  This  always  makes  the 
general  appeal  stronger. 

An  Eastern  shoeman,  to  boost  his  trunk  depart- 
ment last  Spring,  sent  out  a  neat  card,  bearing  his  name 
and  address  and  also  a  letterhead  of  like  nature,  telling 


Black  Enamelled  Duck  Case  with  Leather  Binding  and 
Corners,  a  Favorite  Case  for  Auto  Travel. 
M.  Langmuir  Mfg.  Co.,  Ltd. 

of  the  existence  of  his  travelling  goods  department  and 
the  service  he  was  prepared  to  offer,  stipulating  also 
that  each  person  presenting  one  of  the  marked  cards 
would  receive  a  discount  of  10  per  cent.,  on  any  article 
in  the  department.  The  letters  were  mailed  to  every 
possible  customer  m  the  town  and  surrounding  country, 
and  made  the  department  a  success  from  that  time  on, 
merely  through  the  use  of  a  bright  idea.  Many  other 
plans  can  be  worked  out,  by  giving  your  individuality 
a  little  scope.  If  the  trunk  department  is  taken  hold 
of  in  the  spirit  outlined  above,  failure  is  impossible. 

Finally,  if  you  sell  trunks  and  bags,  don't  "hide 
your  light  under  a  bushel,"  and  before  you  look  for  suc- 
cess, see  that  the  signs  on  your  windows  and  over  the 
door  make  mention  of  your  travelling  goods  department. 
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Employee  Trade 

The  Staff  Of  A  Store  Can  Be  Of 
Value  In  Many  Ways  In  Bringing 
And  Holding  Trade. 

TOO  many  stores  are  rather  inclined  to  neglect 
the  trade  of  their  employees  or  their  employee's 
friends;  that  is,  they  overlook  the  excellent 
opportunity  this  little  field  ot  endeavour  offers  them 
for  the  development  or  new  business,  the  obtaining  of 
new  customers.  Such  business,  in  fact,  that  the  store 
would    not    otherwise  obtain. 

For  instance,  recently  a  department  store  put 
over  a  big  special  sale,  made  it  one  ot  the  most  success- 
ful sales  they  had  ever  held,  by  taking  advantage  of 
this  opportunity.  The  thing  was  accomplished  in  the 
following  manner: 

Fifty  of  the  store's  salespeople  were  asked  to  sup- 
plv  the  names  and  addresses  ot  twenty-five  or  more 
persons  in  the  city  whom  they  knew  fairly  well;  pre- 
ferably, names  of  people  they  could  call  their  personal 
friends. 

The  salespeople  did  so,  and  after  the  complete 
list  had  been  compiled,  duplications  stricken  out,  etc., 
it  contained  around  1,500  names.  Some  of  these  people, 
of  course,  were  already  customers  of  the  store,  but 
others  were  not,  though  in  using  the  idea  the  store  had 
worked  out,  this  fact  was  not  taken  into  consideration. 

Then  about  1,500  letters  were  multigraphed,  and 
written  to  appear  as  though  they  came  directly  from 
the  clerks.  Each  was  individually  filled  in  with  the 
customer's  name  and  address,  and  started  off  with 
"Dear  Mr.  Jones,"  or  "Dear  Miss  Smith,"  or  "Dear 
Mrs.  Brown,"  or  whatever  the  name  of  the  prospective 
customer  happened  to  be. 

Each  of  the  clerks  who  had  furnished  the  names 
was  then  given  the  letters  to  those  whose  names  he  had 
supplied.  Whereupon  he,  or  she,  as  the  case  happened 
to  be,  signed  them  and  returned  them  to  the  office. 
They  were  then  mailed  out  under  two  cent  postage. 

Now,  then,  these  letters  referred  to  the  coming 
sale,  told  about  the  splendid  values  to  be  offered,  the 
low  prices,  etc.,  etc.,  and  because  they  were  virtually 
personal  letters  the  customer's  opinion  was  that  he, 
or  she,  was  receiving  a  bit  of  "advance  information," 
a  bit  of  "inside  dope"  on  the  approaching  sale,  from 
the  salesperson.  You  can  readily  see  what  effect  this 
would  be  likely  to  have  on  the  average  person,  why  it 
would  be  likely  to  bring  many  persons  into  the  store 
for  this  sale  that  would  not  otherwise  come;  that  would 
not  re-act  to  other  advertising  appeals  of  the  usual 
nature. 

At  the  same  time  interest  in  the  matter  was  fur- 
ther aroused  in  this  instance  by  the  store  management, 
through  a  prize  contest  which  was  also  announced  in 
each  of  the  letters.  It  was  stated  that  each  salesperson 
had  sent  out  a  certain  number  of  letters  to  friends  and 
acquaintances,  and  that  the  one  whose  letters  obtained 
the  besr  sales  results  would  win  a  liberal  prize,  etc.  And 
the  appeal  was  made  to  the  recipient  of  the  letter  by 
the  salesperson  for  support,  in  order  that  he,  or  she, 
might  win   the  coveted  prize. 

As  stated  previously  the  sale  proved  one  of  the 
most  successful  the  store  had  ever  held,  and  this  was 
verv  laruelv  due  to  the  results  obtained  by  this  plan. 
Bec  ause  "of  the  prize  contest  it  was  necessary  to  keep 
account  of  names  and  purchases,  and  it  was  learned 
afterwards  that  several  hundred  people  receiving  the 


letters  had  been  among  those  patronizing  the  store 
during  the  progress  of  the  sale. 

Doubtless  here  is  an  idea  that  could  be  used  just 
as  successfully  by  almost  any  store.  Nor  is  it  at  all 
necessary  that  a  sale  of  any  kind  be  held  in  connection 
with  the  plan.  For  example,  when  some  extra  large 
shipment  of  new  merchandise  comes  in,  why  not  use 
the  idea — with  or  without  the  prize  contest  as  preferred 
— and  have  it  appear  to  the  people  receiving  the  letter 
that  they  are  being  handed  a  little  "inside  informa- 
tion" about  this  particular  shipment?  That  here  is 
an  opportunity  for  them  to  get  in  on  the  "ground  floor" 
as  it  were,  and  take  their  pick  while  the  merchandise 
is  fresh?  All  because  they  happen  to  be  a  personal 
friend  of  this  or  that  salesperson.  People  appreciate 
anything  like  this  as  a  rule,  and  are  quick  to  react  to 
this  sort  of  an  appeal.  The  trouble  is  that  too  many 
merchants  do  not  realize  what  they  can  accomplish 
by  direct  mail  advertising,  principally  because  they 
have  never  given  it  a  thorough  enough  trial. 

In  the  search  for  new  business  no  merchant  should 
ever  overlook  the  opportunities  his  employees  and 
their  friends  may  offer  him  for  the  securing  of  new  cus- 
tomers. Whether  the  store  may  employ  five  people, 
or  100  people,  they  have  friends  who  are  your  possible 
patrons.  If  five  people  bring  in  ten  new  customers 
in  the  course  of  a  year,  that  is  ten  each,  the  total  is 
fifty;  and  it's  to  be  presumed  that  you  would  go  to 
some  length  to  obtain  fifty  new  customers,  isn't  it? 
Well,  go  after  this  sort  of  trade  then  and  you  can  get 
it. 

In  another  store  a  good  deal  of  trade  results — 
that  is,  extra  trade  that  probably  would  not  otherwise 
be  obtained — by  playing  upon  this  idea  from  a  little 
different  angle.  This  particular  store  employs  about 
twelve  salespeople.  It  has  had  newspaper  cuts  made 
of  each  one  of  them,  the  picture  when  reproduced  being 
of  oval  shape,  and  about  one  and  one-half  inch  in  height, 
and  one  inch  wide. 

During  the  last  holiday  season  an  advertisement 
was  published  in  which  the  whole  twelve  pictures  were 
used  in  horseshoe  shape,  and  each  salesperson  extended 
Christmas  greetings  to  the  store's  customers.  It  was 
a  good  idea  with  a  personal  touch  about  it. 

Most  of  the  time,  however,  only  one  or  two  of  the 
pictures  are  used  in  any  single  advertisement. 

For  instance,  a  shipment  of  merchandise  may  be 
received  for  the  department  in  charge  of  W.  F.  Dunn, 
one  of  the  salesmen.  An  advertisement  will  be  pub- 
lished with  Mr.  Dunn's  picture,  in  which  he  will  call 
attention  to  this  new  merchandise,  and  invite  his  friends, 
and  everyone  else,  of  course,  to  come  in  and  see  it.  The 
advertisment,  in  fact,  appears  to  have  been  written  by 
Mr.  Dunn,  and  there  is  the  personal  touch  about  it 
that   gets   the   sales  results. 

Or  there  may  be  a  special  sale  in  some  other  de- 
partment, of  which  Miss  Jennie  Lane  has  charge.  Her 
picture  will  appear  in  the  advertisement,  and  as  in  the 
previous  case  it  will  appear  to  have  been  written  by 
her.  It  will  call  attention  to  the  sale,  to  the  special 
values  offered,  etc.,  etc.,  and  as  in  the  above  case  accom- 
plishes the  results  primarily  because  of  this  personal 
touch. 

Generally,  you  know,  people  will  go  out  of  their 
way  to  patronize  the  store  where  they  may  have  a  per- 
sonal friend  working  as  a  salesclerk;  I  know  I  would 
and  I'm  only  an  average  customer.  Take  advantage 
(;f  this  tendency  by  going  after  this  sort  of  business. 
It's  there  to  be  had,  and  the  "go-getter"  is  the  chap 
that   is  going   to  obtain  it. 
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Show  Cards  for 
June  Selling 

Feature  shoes  for  wedding  folk 
— Also  outing  and  summer  camp 
shoes — Use  plenty  of  cards  in 
your  store  and  window  displays. 

THE  beauty  month  of  all  the  year  is  here, — the 
month  of  flowers,  brides,  weddings  and  joy  ful- 
ness, the  month  of  June.  And  it  is  the  month 
when  every  shoe  retailer  should  make  an  extra  effort 
to  make  sales.  This  year  summer  goods  should  find 
ready  sales  in  June,  as  the  earlier  months  have  been 
so  cool  and  often  March-like  in  temperature  that  people 
have  not  felt  in  the  buying  mood  for  summer.  But 
with  June,  even  though  it  may  not  be  so  warm  as  other 
years  people  will  not  be  able  to  put  off  their  summer 
buying.    So  summer  lines  will  surely  sell. 

Travelling  goods  should  be  featured  too,  for  it  is 
but  a  month  till  people  will  begin  to  go  a-holidaying. 
Those  who  handle  this  line  will  find  it  good  business 
to  start  in  June  to  advertise  and  display  the  goods,  and 
show  cards  should  be  used  in  the  displays. 

The  sample  cards  shown  on  this  page  are  easy  to 
make  and  should  greatly  help  in  making  sales.  The 
"June  Bride"  card  shows  how  easily  one  can  adapt 
magazine  pictures  to  show  card  work  and  with  what 
splendid  results.  The  picture  on  this  card  is  attrac- 
tive, and  with  the  ornamentation  done  in  pale  tints, 
and  the  lettering  in  bright  colors,  the  whole  design  will 
stand  out  very  strong.  The  card  is  11  x  17  inches, 
a  size  that  permits  three  cards  being  taken  from  one 
sheet  of  standard  card  22  x  28  inches.  If  the  ornamen- 
tation on  this  card  is  done  in  pale  blue  or  mauve,  and 
the  small  letters  in  black,  and  the  large  ones  in  red 
shaded  with  black,  the  effect  will  be  very  pleasing.  This 
card  should  be  used  with  a  display  of  footwear  suitable 
for  weddings,  both  for  brides  and  bridesmaids.  Then 
a  display  of  shoes  for  street  wear  both  for  men  and  women 
could  be  featured  as  shoes  for  the  wedding  party  or 


''Going  away"  shoes  for  the  Bride  and  Groom.  Such 
little  things  as  this  give  a  turn  to  the  situation  that 
attracts  attention  and  make  good  advertising. 

The  "Summer  Styles"  card  shows  the  possibilities 
of  a  plain  card.  In  fact,  the  very  plainness  of  the  de- 
sign makes  it  attractive.  It  is  for  a  display  of  sum- 
mer goods  and  immediately  tells  its  own  story.  It 
can  be  made  in  different  colors,  but  bright  ones  should 
be  used.  Bright  red  or  blue,  or  if  a  dark  card  is  used, 
yellow  and  black  will  look  well.  The  stripes  on  the 
letters  should  be  done  with  a  lighter  color  than  the 
body  so  as  to  relieve  the  plain  effect  of  the  design  of 
lettering.  The  sample  is  done  in  bright  red,  shaded 
with  black,  and  striped  with  yellow.  The  ornamenta- 
tion and  border  are  in  grey. 

The  "Suit  Case"  card  is  for  a  display  of  travelling 
goods  whether  in  the  window  or  the  store.  The  large 
letters  are  done  in  bright  blue,  topped  with  black  and 
shaded  with  pale  blue,  and  striped  with  white.  This 
combination  works  out  well  in  making  an  attractive 
line  of  lettering.  The  small  letters  are  black,  while 
the  lower  line  is  blue  the  same  as  the  top  line.  The 
border  is  the  same  tint  as  the  shading  of  the  letters. 
The  round  tops  and  bottoms  of  these  letters  should  be 
noted,  for  this  is  a  style  of  lettering  that  is  very  easy 
to  make,  much  easier  than  a  square  topped  stroke, 
and  for  those  who  do  not  do  much  lettering  it  is  a  style 
that  will  be  found  very  convenient. 

The  "Summer  Outing"  card  is  for  a  display  of  sport 
shoes,  tennis  and  other  outing  shoes.  This  design  is 
a  good  example  of  simplicity  in  design  that  is  also  attrac- 
tive. All  the  ornamentation  there  is,  is  the  small  narrow 
panel  at  the  left  side  of  the  card,  which  gives  a  very 
attractive  effect  to  the  whole  design.  This  should  be 
in  a  subdued  tint  such  as  a  pale  blue  or  grey.  The  large 
letters  are  red,  topped  with  black  and  shaded  with  light 
blue,  the  same  tint  as  the  panel.  The  other  letters 
are  black,  forming  a  contrast  to  those  in  color. 

It  will  be  advisable  to  use  price  tickets  with  all 
these  cards.  Tinted  stock  may  be  used  instead  of  plain 
white  cards  if  desired;  but  the  color  of  the  lettering 
may  need  to  be  changed  in  order  that  it  may  show  effec- 
tively on  the  colored  or  tinted  cards. 
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Something  To  Help  The 
Ad.  Writer  Along 

By  Advertising  Service  Department 


When  writing  or  planning  your  advertisements, 
don't  leave  everything  to  your  printer;  put  your  own 
pep  and  energy  into  it.  Choose  one  good  type  face  and 
stay  with  it, adapt  a  house  slogan  and  use  it  all  the  time. 
Keep  your  cuts  up  with  the  styles  and  keep  them  in 
good  condition.  Make  your  copy  read  as  if  you  have 
a  message  to  tell.  Tell  your  prospects  why  they 
should  buy  at  your  store,  describe  your  shoes — the 
style,  the  make,  the  finish,  and  put  the  price  in  so  it 
can  be  seen,  clearly.  Advertisements  filled  with 
capital  letters  are  hard  to  read.  Use  them  discriminately. 
Cheltenham,  Caslon  and  Bookman  are  popular  types 
for  advertising  shoes;  heavy,  yet  graceful,  they  carry 
weight.  When  choosing  your  headings,  put  some  life 
into  them  as  well  as  a  good  argument. 

The  following  suggestions  are  for  your  files. 
Keep  them,  they  may  be  your  inspiration  for  still 
better  ideas. 

They  show  a  rubber  advertisement,  a  men's 
Summer  shoe  advertisement,  and  a  women's  sport 
shoe  advertisement. 


Summer  Shoes 
For  The 

Well  Dressed  Man 

c  = 


A  Blank  Shoe  is  a  Mark  of  Distinction 


No.  1 


When  The 
Weather 
Suits 
The  Ducks 

Humans  Must  Wear  Rubbers 


No.  1 — Men's  Summer  Shoe 
Advertisement. 

No.  2 — Rubber  Advertise- 
ment. 

No.  3 — Women's  Sport  Shoe 
Advertisement. 


For  A  Long 
Steady  Drive 


Wear  Blank's 
Sport  Shoes 


$8.00 


No.  2 


No.  3 
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National  Association 
Takes  Important  Step 

National  Association  Links 
Up  With  Retail  Merchants' 
Association. 


AT  the  last  convention  of  the  National  Shoe  Re- 
tailers' Association  of  Canada  in  Montreal,  the 
question  was  raised  and  discussed  as  to  joining 
forces  with  the  Retail  Merchants'  Association  of  Canada. 
A  resolution  was  finally  passed  empowering  the  execu- 
tive committee  to  investigate  the  situation  and  take 
such  action  as  they  considered  advisable. 

A  great  number  of  conferences  have  been  held  since 
that  time;  meetings  have  been  held  in  Toronto,  Mon- 
treal and  Ottawa;  the  matter  was  thoroughly  thrashed 
out  in  all  its  various  phases,  and  looked  at  from  many 
angles.  The  step  was  a  serious  one,  and  merited  serious 
thought.  This  it  has  received  at  the  hands  of  the  execu- 
tive, who  have  given  their  time  and  attention  to  it  in 
greater  measure  than  would  be  imagined  by  those  "on 
the  outside,  looking  in."  The  decision  was  finally  made 
to  affiliate  with  the  Retail  Merchants'  Association 
and    definite    arrangements  completed. 

As  a  result  the  following  letter  was  sent  out  to  the 
membership   of  the  N.S.R.A. 

"After  much  serious  consideration  and  no 
small  amount  of  work  and  thought,  the  officers 
and  executive  of  this  Association  have  arrived  at 
an  arrangement  with  the  Retail  Merchants'  Associa- 
tion of  Canada  by  which  the  National  Shoe  Re- 
tailers' Association  becomes  one  of  the  leading 
sections  of  that  organization  and  will  henceforth 
be  known  as  the  National  Shoe  Retailers'  Associa- 
tion of  Canada,  branch  of  the  Retail  Merchants' 
Association  of  Canada. 

"The  officers  and  executive  of  the  National 
Shoe  Retailers'  Associaion  wish  to  express  their 
thanks  to  the  many  members  of  this  organization 
for  their  loyal  support  in  the  past  and  as  no  change 
will  be  made  in  the  executive  or  the  policies  former- 
ly adopted  and  carried  on,  it  is  most  sincerely  hoped 
that  every  retailer  of  shoes  in  this  country  will 
stand  behind  this  Association  by  continuing  his 
support  if  already  a  member,  or  by  joining  at  once 
the  new  Association. 

"In  Unity  is  Strength,  let  us  stand  shoulder 
to  shoulder  for  the  good  of  the  Canadian  retail 
shoe  trade." 

Howard  C.  Blachford 
President. 

On  behalf  of  the  Executive  Committee  of 
the   National   Shoe    Retailers'  Association. 

The  chief  obstacle  to  the  merger  was  the  danger 
that  the  Shoe  Retailers'  Association  would  lose  its  iden- 
tity. This  has  been  overcome  by  the  retention  of  the 
name,  and  addition  of  the  words  "branch  of  the  Retail 
Merchants'  Association."  Moreover,  the  affairs  of  the 
Association,  so  far  as  they  touch  the  problems  peculiar 
to  the  shoe  trade  itself,  will  be  handled  as  freely  as  be- 
fore, and  by  men  appointed  by  the  shoe  men.  Questions 
of  style,  trade  arrangements,  etc.,  fall  in  that  class. 

In  the  opinion  of  those  who  have  been  closely  in 
touch  with  the  negotiations,  the  new  arrangement  will 
make  for  greater  strength  and  permanence  than  would 


be  possible  under  the  old  organization,  while  the  in- 
fluence of  the  larger  body  should  be  of  unquestioned 
value. 

The  Retail  Merchants'  Association  is  a  Dominion 
wide  body,  though  heretofore  they  numbered  but  few 
retail  shoe  men  as  members.  In  addition  they  have 
Provincial  organizations  for  Provincial  problems.  With 
permanent,  paid  officials  they  are  in  a  position  to  look 
after  the  interests  of  their  members,  particularly  when 
it  comes  to  matters  of  legislation,  widespread  evils,  or 
movements  of  Provincial  or  Dominion  wide  scope. 

The  interests  of  the  retail  shoe  men  will  be  looked 
after  also  by  the  officers  of  the  National  Shoe  Retailers' 
Association,  functioning  as  a  branch  of  the  Retail  Mer- 
chants' Association.  The  names  and  positions  of  these 
officers  and  the  additional  officers  to  be  appointed  under 
the  new  arrangement,  will  not  be  available  for  a  short 
time. 

The  Shoe  and  Leather  Journal  has  always  been 
actively  interested  in  affairs  of  importance  to  the  shoe 
trade  of  Canada.  It  was  particularly  interested  in, 
and  to  a  large  extent  responsible  for  the  formation  of 
the  National  Shoe  Retailers'  Association.  It  has  al- 
ways been  jealous  of  the  rights  of  the  retail  shoe  dealers 
of  Canada.    For  that  reason  we  felt  that  the  proposal 


Mr.  Howard  Blachford 

to  merge  with  the  Retail  Merchants'  Association  was 
one  that  required  most  careful  and  mature  deliberation 
before   a   decision   was  reached. 

Now  that  the  decision  has  been  made  and  the  step 
taken,  it  is  up  to  the  members  of  the  trade  to  line  up 
behind  the  movement,  and  to  make  the  branch  one 
of  the  outstanding  forces  in  retail  circles  of  Canada. 
For  our  own  part,  the  Shoe  and  Leather  Journal  will 
lend  its  full  influence  to  this  movement,  as  to  any  other 
movement  that  is  to  the  advantage  of  the  Canadian 
trade  as  a  whole,  and  as  long  as  it  continues  to  be  of 
advantage  to  the  trade.  The  weight  and  value  of  the 
association  depends  directly  on  the  support  and  interest 
of  the  members  of  the  trade.  A  trade  organization 
cannot  function  properly  without  widespread  member- 
ship and  interest.  Far  better  to  have  no  association 
at  all  than  one  which  cannot  be  considered  as  thoroughly 
representative. 
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Women  and 
Their  Feet 

Non-professional  comment  on 
style  trend  in  Shoes. 

A peg  on  which  to  hang  a  story  is  not  hard  to  find 
when  the  newspaper  man  or  woman  has  some 
space  to  fill.  Perhaps  that  is  the  reason  the 
daily  papers  occasionally — and  all  too  infrequently — 
carrv  a  story  dealing  with  shoes  and  the  woman.  Far 
be  it  from  us  to  discourage  the  practice.  Such  an  im- 
portant part  of  the  outfit  as  shoes  should  be  neglected 
neither  by  the  public  who  wear  them,  nor  by  the  papers 
which  form  the  staple  reading  matter  of  the  average 
citizen.  It  is  greatly  to  be  deplored  that  reports  of 
social  events  include  descriptions  of  everything  but  the 
shoes — though  these  go  far  towards  producing  the  effect 
desired  by  the  woman  who  wishes  to  be  seen  and  favor- 
ably   commented  on. 

The  casual  story,  however,  will  sometimes  carry 
a  message  better  and  deeper  than  the  article  which  has 
an  obvious  and  definite  purpose.  A  writer  for  the  Tor- 
onto Star  had  apparently  worn  her  shoes  thin  in  search 
of  material  to  fill  space  and,  in  all  innocence  and  un- 
suspecting, stepped  into  a  shoe  store  and  her  story  at 
the  same  time.  Whether  the  story  has  a  moral  or  not 
we  leave  to  our  readers.    Here  it  is: — 

"It  was  in  a  Toronto  shoe  store,  and  there  were 
three  voung  women  waiting  to  have  shoes  tried  on. 

"'I  wear  sixes,'  said  the  one  in  the  mauve  home- 
spun,  'I   like   them  comfortable.' 

"'I  wear  sevens,'  said  the  one  in  the  burberry  and 
the  Roman  striped  muffler,  'and  I'm  proud  of  it.' 

"'I  only  wear  fives,'  said  the  one  in  the  cape  apol- 
ogetically, 'but  I  always  ask  for  a  good  wide  width.' 

'"This  is  interesting,'  thought  The  Star,  and  went 
and  sat  opposite  and  watched  the  young  woman  who 
took  sixes  and  the  young  woman  who  took  fives  (and 
was  ashamed  of  it)  help  the  young  woman  who  took 
sevens  to  pick  out  a  pair  of  brogues  built  on  army  lines. 
And  afterwards  The  Star  sought  the  manager  of  the 
store  and  asked  for  the  explanation. 

"The  truth,  the  manager  explained,  was  that  women 
are  no  longer  afraid  to  face  the  facts  about  the  size  of 
their  own  feet.  The  great  battle  of  orthopaedics,  fought 
so  grimly  and  so  long  between  the  men  who  sold  the 
shoes  and  the  ladies  who  wore  them,  has  been  won  at 
last.  In  proof  of  which,  the  manager  opened  his  show- 
case and  took  out  a  shoe.  Inside  there  was  printed  in 
large  plain  numbers,  the  actual  size  of  the  shoe. 
Old  Dodges  Failed 

"For  many  years,  it  will  be  remembered,  shoe 
dealers  found  it  necessary  to  withhold  this  informa- 
tion from  the  feminine  public.  Instead  of  printing  the 
size  of  the  shoe  they  put  in  a  little  code  which  was  a 
trade  secret  among  themselves,  and  which  looked  like 
a  combination  of  a  chemical  formula  and  a  typographical 
error.  Thus  when  a  large  lady  came  in  and  demanded 
a  four  and  a  half  the  shoe  dealer  went  off"  and  came 
back  with  a  shoe  marked  99brpx23,  which  fitted  her 
precisely — as  it  had,  indeed  a  right  to  do,  for  it  was  a 
six  and  a  half.  But  apparently  some  one  betrayed  the 
code,  and  presently  ladies  began  to  reject  the  shoes 
marked  99brpx23,  and  to  demand  shoes  marked  33bbbxl3, 
which  was  a  very  different  thing.  So  the  struggle  had 
to  be  begun  all  over  again.  Finally  the  shoe  dealers, 
in  desperation,  adopted  a  mechanical  contrivance  with 
a  scale,  with  which  they  measured  the  feet  of  their  cus- 


tomers and  endeavored  to  convince  them,  by  mathem- 
atical demonstration,  that  the  greater  cannot  be  ex- 
ceeded by  the  lesser,  and  that  you  can't  work  a  six  and  a 
half  foot  into  a  five  and  a  half  shoe.  And  what  did 
they  do,  these  obdurate  ladies?  They  went  straight 
across  the  road  to  a  rival  shoe  store,  and  bought  a  four 
and  a  half! 

"It  was  really  extraordinary.  Women  who  were 
entirely  simple  and  sincere  about  every  other  detail 
of  their  lives,  became  evasive  and  devious  at  once  when 
questioned  about  the  size  of  their  feet.  There  was  a 
general  feeling  that  if  you  wore  broad,  flat-heeled  shoes, 
life,  so  far  as  you  were  concerned,  was  over.  The  lights 
were  fled,  the  garlands  dead.  Or  else,  which  was  more 
sinister  still,  you  were  a  reformer  and  an  agitator  and  a 
crank.  Half  a  dozen  years  ago,  it  was  actually  im- 
possible to  wear  a  flat-heeled,  comfortable  shoe  without 
looking  conspicuous  on  the  street. 
Manufacturers  Not  to  Blame 

"It  wasn't  fair  to  blame  the  manufacturers,  for 
after  all  it  is  the  demand  that  regulates  the  supply, 
rather  than  the  supply  the  demand.  Nor  is  it  fair  to 
blame  the  shoe  dealers,  many  of  whom  prophesied 
swollen  joints,  broken  arches  and  permanent  crippling. 
Everybody,  in  fact,  warned  us.  The  doctors  warned 
that  we  would  have  curvature  of  the  spine.  The  eugenists 
warned  us  that  we  wouldn't  have  children.  The  sociolo- 
gists warned  us  that  we  were  digging  our  semi-Louis 
heels  in  the  ground  and  holding  off  the  evolution  of 
woman.  But  it  didn't  make  the  slightest  difference. 
People  continued  to  wear  spool  heels  and  double  A  width 
toes  and  to  let  the  evolution  of  women  and  the  next 
generation   take   care  of  themselves. 

"The  orthopaedists  made  the  psychological  error 
of  attempting  to  introduce  hygienic  footwear  as  a  re- 
form instead  of  as  a  vogue.  As  a  reform  orthopaedic 
shoes  languished  on  the  back  shelves  of  the  darkest  part 
of  the  stockroom,  but  as  a  vogue  they  swept  the  country. 
And  when  they  became  a  vogue  we  didn't  care  whether 
our  feet  were  large  or  not.  La  Mode  is,  literally,  the 
destiny  that  shapes  our  ends. 

"Orthopaedic  shoes  began  as  a  vogue,  but  they  have 
not  passed  with  the  passing  of  the  flapper  who  intro- 
duced them. 

"A  great  many  women  had  never  worn  flat-heeled 
shoes  until  within  the  last  two  or  three  years,'  said  the 
dealer,  'and  now  that  they  have  started  they  won't  give 
them  up.  Moderately  high  heels  became  fashionable 
again  last  fall,  but  many  of  our  customers  refused  to 
return  to  them.' 

"And  now  we  sit  and  boast  of  taking  fives  and  sixes 
and  sevens  in  the  very  same  shoe  stores  in  which  we 
used  to  send  the  baffled  shoes  clerks  back  for  number 
threes  in  a  double  A  width.  The  style  directors  gave 
us  an  inch  when  they  allowed  us  to  be  comfortable  though 
fashionable,  and  we  have  taken  an  ell  by  making  it 
fashionable  to  be  comfortable." 


HAVE  YOU  PASSED? 

The  Semi-Annual  Examination  in  Salesman- 
ship has  created  a  lot  of  interest  during  the  past 
year.  The  third  series  of  questions  appear  on  an- 
other page  of  this  issue.  If  you  are  interested  in 
the  shoe  business,  you  are  interested  in  the 
answers  to  these  questions.  Look  them  over, 
whether  you  send  us  in  your  replies  or  not.  There 
is  still  plenty  of  time  to  get  your  answers  in  before 
the  gates  close. 
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<fflacA/br3  ^i-Stock  ServJce 

Three  Leading  White  Shoes 


One  Strap 
White  Cloth 

8528— White  Cloth  One  Strap,  Petite,  White  Welt,  Lea- 
ther Sole,  W ood  Cuban  Heel,  Last  110,  Code 
Winifred.    Price  $5.10 


Combination  Fitting  One  Strap 

White  Cloth  .    White  Cloth 

8525— White  Cloth  Lace  Oxford,  Whole  Cut,  Combina-  8529x— White  Cloth  One  Strap,  Petite,  White  Ivory 

tion  Last  133,  Code  Wilma.    Price  $4.65  Sole  and  Heel,  Last  54,  Code  Wilson. 

Price  $5.00 


SIZES 

A— \y2  to  8  C— 3  to  8 

B— 4  to  8  D— 3  to  8 


MAKERS  OF 

5HO€5  for  women 


90T0  94  SHER  BOURNE  ST 

"Toronto 
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Using  Your 
Windows 

Shoe  displays  help  to  hold  old 
customers  and  bring  new  ones — 
The  changeable  person. 

THERE    are    many   artistic    and   attractive  shoe 
window    displays.    But   making   an    artistic  or 
an  attractive  show  window  does  not  necessarily 
imply  originality. 

Consider,  if  you  will,  the  main  shopping  street  of 
a  large  city.  There  may  be  a  dozen  or  more  stores  sell- 
ing shoes.  Artistic  and  attractive — yes,  in  nine  cases 
out  of  ten.  Originality,  yes,  in  perhaps  one  of  the 
windows. 

We  know  that  many  people  remain  faithful  to  a 
shoe  store  where  they  have  been  treated  right.  We 
know  lots  of  people,  too,  who  shop  around  just  as  butter- 
flies flitter  from  flower  to  flower. 

Consider  your  window  display  as  a  flower  and 
the  changeable  person  as  a  butterfly.  The  butter- 
fly is  apt  to  pick  out  the  most  gorgeous  floral  specimens 
it  can  find  on  its  travels.  The  changeable  person  is 
attracted  in  a  like  way  to  an  unusual  window  display 
— and  will  buy  if  her  attention  is  held  long  enough. 
The  originality  of  presentation  will  first  engross  the 
changeable  person  and  finally  result  in  her  stepping 
into  your  store. 

The  following  ideas  are  more  or  less  original  in 
that  they  have  been  successfully  employed  by  merchants 
in  various  localities,  so  they  may  provide  ideas  that  are 
original  for  your  town — which  is  the  point  that  really 
matters. 

What  Was  and  What  is 

Quite  an  effective  manner  of  presenting  a  new 
feminine  footwear  model  was  adopted  by  one  establish- 
ment. Stylish  shoes  were  exhibited  on  a  number  of 
display  trees  around  the  sides  and  rear.  The  entire 
centre  space,  however,  was  monopolized  by  the  life- 
like wax  figure  of  a  stylishly  dressed  middle-aged  woman. 
She  wore  one  of  the  latest  styles  in  oxfords  on  one  foot, 
while  the  other  foot  was  shoeless.  She  was  examining 
in  one  hand  the  old  shoe  she  had  discarded.  In  her 
other  hand  she  held  the  classy  mate  to  the  new  pair. 
"What  Was  and  What  Is"  was  the  cleverly  captioned 
sign  beside  the  exhibit. 
Symbolizing  One's  Country 

It  is  hard  to  get  away  from  the  conventional  wax 
figure,  but  it  can  be  done.  One  way  is  to  introduce 
the  figure  symbolic  of  one's  country.  This  was  accom- 
plished in  a  striking  window  display  by  a  large  store. 
The  figure  in  question  was,  of  course,  Britannia,  who 
stood  in  a  majestic  pose  at  the  centre  of  a  brown  velvet 
covered  dais.  The  ends  of  the  brown  velvet  trailed 
to  the  floor.  Miss  Britannia  was  garbed  in  a  loose  flow- 
flowing  Grecian  robe  of  white  silk,  with  bands  of  silver 
braid  draped  around  the  bust.  A  long  length  of  deep 
rose  velvet  was  thrown  over  her  right  shoulder,  with 
the  ends  draping  to  the  floor.  Her  sleeves  had  an  over- 
drape  of  transparent  chiffon,  while  the  helmet  was 
made  of  gilded  cardboard.  Her  feet  were  clad  in  white 
satin  slippers.  Brown  shoes  were  displayed  elsewhere 
in  the  window  on  stands  and  on  the  floor. 
Novel  Presentation  of  Price  Appeal 

In  a  window  display  by  another  store,  the  price 
appeal  was  emphasized.    Along  the  front  of  the  window 


several  glass  pedestals  were  arranged  in  a  single  row. 
A  stylish  feminine  shoe  was  exhibited  on  each  such 
pedestal.  Pasted  to  the  window  glass  in  front  of  each 
footwear  model  was  a  hollow  circle  of  white  paper, 
inserted  above  which  was  a  price  ticket.  One  did  not 
have  to  look  twice  to  see  the  price  of  each  shoe  model. 
This  important  factor  in  attracting  sales  could  be  de- 
termined without  even  giving  the  window  a  "close- 
up"  inspection. 

The  Argumentative  Form  of  Treatment 

A  shoe  store  in  another  city  utilized  wallboard 
screens  to  put  across  the  merits  of  the  shoes  featured 
in  the  window.  The  screen,  placed  near  the  rear,  had 
five  panels.  The  centre  panel  announced  "The  Story 
of  Our  Calfskin  Shoes".  A  gilded  silver  dollar  on  the 
first  panel  was  captioned:  "They  are  as  Solid  as  a 
Dollar".  The  next  panel  bore  a  horse  shoe,  backed 
up  by  the  statement:  "They  wear  like  a  Horse  Shoe". 
Another  panel  contained  a  razor,  with  the  Caption  : 
"They  are  as  keen  as  a  razor".  The  argument  on  the 
last  stated  that — "They  will  bear  inspection".  This 
was  visualized  by  a  magnifying  glass. 
The  Calf  Exhibit 

Imagine  displaying  a  realistic  stuffed  specimen 
of  a  calf  in  the  show  window?  This  was  the  feat  to 
attract  attention  to  a  display  of  genuine  calfskin  leather 
shoes.  The  calf  took  up  a  lot  of  space,  but  sufficient 
room  was  left  around  the  sides  to  display  a  few  pairs 
of  genuine  calfskin  shoes.  The  window  was  greatly  talked 
about,  the  girls  and  children  being  much  impressed 
by  the  "sweet  thing". 
A  Peep-Show  For  All 

A  novel  way  of  showing  women's,  men's,  and  child- 
rens'  shoes  in  the  same  window  was  as  follows: —  The 
entire  window  frontage  was  screened  in  with  black  card- 
board, across  the  top  of  which  the  following  message 

was  inscribed  in  bold  lettering:    "SIDE — SHOW  

FREE."  In  the  middle  of  each  section  was  a  large 
peep  hole,  captioned,  respectively,  "For  Women  Only"; 
"For  Men  Only";  "For  Children  Only".  Human 
nature  being  what  it  is,  few  passers-by  could  control 
their  curiosity.  The  women  viewed  an  attractive  dis- 
play of  feminine  shoes  and  slippers,  while  the  men  were 
treated  to  an  exhibit  of  latest  shoes  for  men.  The 
peep-hole  through  which  the  kiddies  looked,  was  near 
the  base  of  the  window,  and  they  saw  shoes  for  them- 
selves— for  rough  and  best  wear. 
The  Chic  Frenchwoman 

A  store  appealing  to  a  high-class  feminine  clientele, 
keeps  its  window  displays  in  perfect  harmony.  The 
attraction  in  one  of  the  recent  displays  was  a  little  French 
doll,  about  eight  inches  high.  The  doll  was  exquisitely 
attired  in  a  white  evening  gown,  silk  hosiery  and  little 
high-heeled  gold  pumps.  The  tiny  ostrich  feature 
fan  imparted  the  finishing  touch.  A  dignified  sign 
announced  that — 

"This  dainty  French  lady  buvs  her  feminine  things 
at  ." 

Pumps  for  evening  wear,  silk  hosiery  and  other  dress 
accessories  were  artistically  grouped  about  the  window. 
A  Study  in  Greys 

An  all-grey  window  featured  grey-tone  shoes.  The 
entire  window,  meaning  the  background,  sides  and  floor, 
was  enveloped  in  various  shades  of  grey  crepe  de  chine. 
Grey  pumps  were  exhibited  on  stands,  backed  up  by 
the  following  card: 

"Latest  styles  in  Greys." 
Usually  a  contrasting  color  is  necessary,  but  grey  is 

{Continued  on  page  44) 
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We  have  it  from  ancient  history  and  old  legends 
that  the  wise  old  King  had  one  thousand  wives  (may- 
be that's  where  he  got  his  wisdom).  The  old  book 
tells  us  that  all  the  women  wore  sandals  in  those 
days  so  the  problem  of  style  was  an  easy  one  to  solve. 

To-day  the  styles  are  like  the  colours  in  Joseph's 
coat. 

Imagine  the  old  King's  problem  if  he  were  alive  to- 
day— 1000  different  women  with  1000  different 
tastes  and  1000  different  styles. 

Have  you  seen  our  sandals  of  1923? 

MORAL-  The  wise  merchant  buys  current 
novelties  and  staple  shoes  in  small  quantities 
as  fashion  demands  from  a  reputable  IN- 
STOCK  House. 


CANADIAN  SHOES  LIMITED 

"The  House  with  a  Policy" 

TORONTO 
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THIRD 

SEMI-ANNUAL  EXAMINATION  for 

RETAIL  SHOE  MERCHANTS  and 
SHOE  SALESMEN 

A  Practical  Test  of  Efficiency  in  Salesmanship  open  to  all  who  sell 
Boots  and  Shoes.     These  are  problems  you  may  have  to  meet  any  day. 

WHAT  WOULD  YOU  DO? 

EXAMINATION  QUESTIONS. 

1.  If  your  gross  expenses  are  25%  of  your  total  sales  and  you  wish  to 
make  5%  net  profit  on  sales,  at  what  figure  would  you  have  to  mark  a 
shoe  that  cost  you  $2.80  to  realize  this?  Show  how  you  work  it  out. 

2.  If  your  total  gross  sales  for  a  year  were  $32,000,  and  your  total  ex- 
penses $7,200,  what  percentage  would  this  represent:  (1)  on  your 
sales?  (2)  on  your  cost?    Figure  out  fully  (assume  no  net  profit.) 

3.  The  total  sales  of  a  retail  shoe  business  for  a  year  amount  to  $40,000. 
The  average  stock  inventory  is  $8,000.  How  would  you  figure  the 
turnover,  the  average  mark-up  being  30%  on  sales? 

4.  What  is  a  fair  and  proper  markup  for  purely  seasonal  goods,  or  what 
is  known  as  style  goods.    State  your  reasons. 

5.  What  is  the  best  selling  system  for  avoiding  loss  on  precarious  lines? 
How  would  you  proceed  to  sell  or  get  rid  of  them  in  good  time? 

6.  How  would  you  handle  a  customer  who  cannot  exactly  explain  what  he 
or  she  wants,  and  who  is  so  silent  and  undemonstrative  that  it  is  hard 
to  tell  what  pleases? 

7.  If  you  cannot  suit  a  customer  and  happen  to  know  that  your  competitor 
has  a  shoe  that  will  suit,  what  would  you  do? 

8.  In  case  of  a  woman  who  insists  upon  buying  shoes  which  will  not 
match  her  costume  or  hosiery  what  would  you  do? 

9.  When  you  have  a  very  positive  customer  who  thinks  she  knows  exactly 
what  she  wants,  and  you  feel  sure  you  can  give  her  something  that 
will  suit  her  better,  how  would  you  go  about  it? 

10.    What  is  the  best  way  to  handle  a  grouchy  or  unpleasant  customer 
who  acts  as  though  he  thinks  you  cannot  suit  him  and  tells  you  so? 
Ten  marks  will  be  allowed  for  each  of  the  above  questions,  making  one 

hundred  in  all,  and  awards  will  be  made  as  follows : — 

CASH  PRIZES.  PASS  WITH  HONORS 

All  who  get  over  50  per  cent,  of  the 
Highest  Marks  $25.00        possible    100    marks  will  be  given 


Second  Highest  Marks  $15.00 


honors,  with  which  will  be  in- 
cluded a  year's  subscription  to  the 


Third  Highest  Marks  $10.00  JOURNAL. 

OPEN  TO  ALL 

While  this  competition  is  intended  to  encourage  clerks  to  take  an  in- 
terest in  salesmanship,  it  is  open  to  proprietors  as  well  as  clerks,  and 
whether  they  are  subscribers  to  the  SHOE  and  LEATHER  JOURNAL  or 
not.  Marks  will  be  given  for  practical  ideas  rather  than  for  literary  skill. 
It  is  the  ideas  that  count.    Never  mind  your  style. 

COMPETITION  CLOSES  JUNE  15th. 

Competition  will  close  June  15th.,  and  awards  announced  July  1st.  The 
Committee  of  Award  will  be  three — two  retailers  and  the  Editor  of  the 
SHOE  and  LEATHER  JOURNAL.   Address  all  papers  to  :— 
Salesmanship  Department, 

SHOE  AND  LEATHER  JOURNAL, 

545  King  Street,  West,  TORONTO. 
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The  MARYON  Shoe 


WHOLESALERS! 

Reap  Extra  Trade  by 
Featuring  Mary  on 
Styles  and  Values 


Buyers  are  extremely  well  pleased  with 
our  samples  for  this  Season,  finding  in 
them  the  popular  features  and  distinc- 
tive creations  in  lasts  and  patterns 
that  make  them  leaders  in  the  fashions 
of  the  day  in  footwear. 

You  will  find  a  wonderful  selection  in- 
cluding a  showing  of  most  attractive 
Strap  Effects  and  Colonials  in  pleasing 
combinations. 

The  values  are  the  noted  Maryon  stan- 
dard, which  defies  comparison. 

See  the  new  Sport  Oxfords  we  are 
showing  for  Summer.  They  are  real 
trade  winners. 


Lachance  &  Tanguay 

70  BIGAOUETTE  AVE. 


QUEBEC  P.Q. 
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GETTING  AFTER  JUNE  WEDDINGS 

{Continued  from  Page  31 ) 

Your  Newspaper  Advertisements 

Once  or  twice  a  week  or  as  occasion  demands,  use 
an  announcement  in  the  local  paper  calling  attention 
to  your  ability  to  furnish  shoes  for  wedding  purposes. 
It  is  a  good  thing  to  have  a  small  stock  cut  at  the  left 
top  corner  of  a  bride  or  bridal  couple, at  the  lower  right 
hand  side  towards  the  bottom  a  cut  of  a  wedding  slipper 
might  be  used,  and  if  the  space  permits,  a  strap  oxford 
or  dainty  sport  shoe  suitable  for  going  away.  The  mat- 
ter should  suit  the  advertisement  and  be  dignified  but 
bright  enough  to  make  the  proper  appeal.  A  very  effec- 
tive advertisement  seen  some  time  ago  had  an  old  worn 
down  shoe  at  the  top  tied  with  ribbon  with  the 
words  "Good  Luck"  at  one  side.  The  advertisement 
stated  that  "newly  weds"  could  be  fitted  with  new  suit- 
able shoes  as  comfortably  as  any  old  shoe  in  the  ward- 
robe. The  style  was  jaunty,  but  appropriate  and  con- 
vincing. 

Overlooking  the  Man 

Too  often  the  entire  trend  of  the  advertising  is  to- 
wards the  female  side  of  the  nuptial  celebration,  and 
the  man  is  left  to  shift  for  himself.  This  is  a  mistake 
as  the  men's  shoes  are  likely  to  provide  more  profit 
to  the  dealer  than  the  women's.  At  all  events  it  ought 
to  be  possible  to  sell  the  average  man  a  couple  of  pairs 
of  shoes  for  his  wedding.  Get  out  after  the  men  as  well 
as  the  women,  and  in  the  displays  as  well  as  in  the  ad- 
vertisements see  that  the  groom  is  given  due  consider- 
ation. This  is  wise  because  he  will  likely  purchase 
travelling  equipment  and  other  necessaries  which  will 
make  his  trade  profitable  apart  from  the  shoes  he  may 
require.  In  all  cases  keep  the  luggage  idea  prominent 
in  all  your  advertising  at  this  season. 


USING  YOUR  WINDOWS 

{Continued from  Page  40) 

a  neutral  color,  anyway — and  the  different  shade  of 
grey  crepe  de  chine  drapes  provided  adequate  color 
contrast  in  this  instance. 
The  Box  of  Mysteries 

A  Western  store  provided  a  curiosity-satisfying 
feature  as  a  main  adjunct  to  their  shoe  display.  At 
the  center  was  a  large  box,  draped  with  black  velvet. 
This  box  opened  and  closed  at  short  intervals,  thanks 
to  a  concealed  electric  motor.  As  the  box  opened,  it 
revealed  a  plaster  foot  with  the  correct  shoe  for  it.  A 
seasonable  line  of  shoes  occupied  the  sides  of  the  dis- 
play. Every  passer-by  had  to  stand  and  wait  until 
the  box  opened  in  order  to  satisfy  his  or  her  curiosity. 
Theatrical  Effects 

A  good  effect  was  produced  by  an  establishment 
which  believes  in  providing  high-grade  merchandise 
with  an  elaborate  setting.  The  center  of  attraction 
consisted  of  a  huge  velvet  draped  cabinet,  about  three 
feet  square.  The  front  side  of  the  cabinet  had  a  gilded 
picture  frame  and  gold  fringe  hung  from  the  top  edge 
in  order  to  represent  a  theatre.  Within  the  cabinet 
was  a  revolving  tray,  regulated  by  electricity  to  turn 
slowly,  containing  an  array  of  beautiful  rhinestone 
buckles  for  slippers  and  pumps.  The  cabinet  was  lighted 
within.  In  different  parts  of  this  revolving  stand  were 
elaborately  dressed  kewpie  dolls,  each  holding  a  rhine- 
stone buckle  to  show  its  beauty. 


Messrs.  Severin  and  Philippe  Lajoie  of  Grand 
Falls,  N.B.,  have  formed  a  partnership  as  Lajoie  Bros., 
shoemakers  and  cobblers. 


Langmuir-Hartmann Cuf^on  Wardrobe  Trunks 

A  Modern  Hope  Chest 


To-day  a    new  Langmuir-Hart- 
mann  Wardrobe  is  the  "Wish"  of 
every  Bride-to-Be. 

The  illustration  shows  No.  3904,  one  of  our  new  lines, 
n  the  popular  three-quarter  size,  fully  equipped^ 

that  can  be  retailed  at  less  than  fifty  dollars. 
It  is  covered  with  vulcanized  fibre  on  3  ply  construc- 
tion. All  edges  are  rounded  and  bound  with  heavy 
vulcanized  fibre,  patented  cushion  lift  top,  drawer 
locking  bar,  shoe  box,  double  spring  lock,  lever  bolts 
top  and  front,  fancy  cloth  lining  in  attractive  pat- 
tern with  laundry  bag  to  match.  One  trinket 
drawer,  two  deep  drawers  and  one  hat  drawer  with 
hat  shape  and  reversible  tray. 

Cur  new  catalog  showing  the  complete 
range  of  Langmuir-Hartmann  Wardrobes 
has  just  been  mailed  out.  Please  write 
us  if  you  have  not  received  your  copy. 


.K  I.I     AT   Till.   INI)  <>V  Till.  TRII' 


The  M.  Langmuir  Manufacturing  Company  of  Toronto,  Ltd. 

Toronto  -:-  Ontario 

"NO  TRUNK  LIKE  A  WARDROBE   —   NO  WARDROBE  LIKE  A  IIARTMANN" 
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MORE  SMILES. 

Some  more  optimism  arrived  too  late  for  our  last 
issue.  As  it  is  never  too  late  to  pass  on  a  good  word, 
here  it  is. 

Mr.  S.  T.  Stephens,  Canadian  Shoes  Ltd.,  Toronto, 
heads  his  contribution,  "By  Business  Outlook,"  and 
says : — ■ 

"Times  are  not  bad  in  Canada  now,  but  they  are 
not  as  good  as  in  the  United  States. 

"It  seems  to  be  a  fundamental  principle  of  econ- 
omics that  we  in  Canada  lag  about  six  to  eight  months 
behind  the  United  States,  both  in  action  and  re-action, 
decline  and  recovery.  At  the  present  time  business  is 
booming  in  the  United  States,  whilst  conditions  here 
are  steadily  improving,  and  judging  from  past  history 
business  is  likely  to  be  very  good  this  Fall,  and  par- 
ticularly good  next  year.  In  fact  a  boom  is  looked 
for  in  Canadian  business  in  1924. 

"Business  conditions  are  much  like  a  storm,  they 
travel  across  the  country  in  waves.  Each  section  gets 
the  storm,  but  all  do  not  get  it  at  the  same  time.  We 
in  Canada  have  suffered  greatly  through  the  workings 
of  the  new  American  tariff,  which  has  struck  our  agri- 
culture a  heavy  blow,  but  there  is  a  general  improve- 
ment in  European  conditions,  and  we  are  finding  a  mar- 
ket for  our  goods  that  have  been  barred  from  the  United 
States,  and  money  is  beginning  to  flow  back  to  Canada. 

"The  British  demand  is  wonderfully  improved, 
and  the  embargo  having  been  removed  on  cattle  a  ready 
sale  has  been  found  in  the  British  Isles,  also  certain 
international  loans  are  being  paid  up,  and  general  money 
conditions  are  easing. 


The  majority  of  the  industries  in  Canada  at  the 
present  time  are  not  lacking  of  business,  and  all  in  all 
prospects  look  very  bright  for  a  very  healthy  increase 
this  Fall,  and  I  would  not  be  surprised  to  see  1924  break 
all  records." 

Mr.  Geo.  H.  Wilkinson,  of  Windsor,  Ont.,  says: 
"Trade  is  improving  nicely,  and  I  believe  that  as 
industrial  conditions  improve  so  trade  will  follow  along. 
If  I  had  any  advice  to  offer  shoe  men  it  is  that  they 
stick  to  standard  lines,  In-Stock  lines  and  medium 
priced  goods.  The  public  are  looking  for  cheaper  shoes 
and  will  get  them  where  they  can." 

Mr.  R.  J.  Kidd,  of  R.  Neill  Ltd.,  Peterboro,  says: 
"While  the  first  three  months  of  the  year  has  gen- 
erally been  looked  upon  as  very  slow,  we  found  it  very 
nearly  up  to  that  of  1922.  The  Easter  trade  was  some- 
what disappointing  on  account  of  the  weather  conditions, 
but  now  that  the  season  is  warming  up,  we  have  found 
that  it  has  had  a  very  desirable  effect  on  business  which 
now  we  have  no  reason  to  complain  of.  We  are  able 
to  take  care  of  all  that  comes  our  way,  but  it  is  a  big 
improvement  on  what  we  have  experienced  in  the  last 
three  or  four  months,  and  we  look  for  it  to  still  improve 
as  the  weather  warms  up." 


HAVE  YOU  PASSED? 

The  Semi-Annual  Examination  in  Salesmanship 
has  created  a  lot  of  interest  during  the  past  year.  The 
third  series  of  questions  appear  on  another  page  of 
this  issue.  If  you  are  interested  in  the  shoe  business, 
you  are  interested  in  the  answers  to  these  questions. 
Look  them  over,  whether  you  send  us  in  your  replies 
or  not.  There  is  still  plenty  of  time  to  get  your  answer's 
in  before  the  gates  close. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &  Football  Boots 


SAMSON  SHOES 

No  Better  Staples  Showing 


Careful  in  the  selection  of  our  leathers,  expert 
in  the  making  of  our  shoes,  it  is  impossible  to 
find  staples  of  a  higher  standard  than  the 
Samson  Lines.  With  our  moderate  prices 
they  assure  big  sales  through  offering  big  value. 

Wherever  Sporting  Shoe  selling  shows  best 
results  you  will  find  Samson  Sporting  Lines 
featured — the  trade's  best  productions  in 
Hockeys,  Baseball,  Football  and  Ski  Boots. 


J.  E.  Samson,  Enr. 


20  Arago  St. 


QUEBEC. 
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Arch  Support 
Shanks 


Our  thoroughly  equipped  die  depart- 
ment has  made  it  possible  for  us  to 
meet  the  tremendous  demands  for 
Arch  Support  Shanks. 

Don't  forget  we  manufacture  dies  in 
our  own  plant  and  can  produce  any 
special  design  of  Shank  you  require 
from  your  pattern. 

We  also  manufacture  a  full  line  of 
Leatherboard,  Steel  and  Combination 
McKay,  Turns  and  Welt  Shanks. 

Write  for  prices 


The  H.W.  Steel  Shank  and  Specialty 

Company   -  Limited 
PRESTON  ONTARIO 


New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch — 335  Craig  St.  W.  Montreal 
Factory— Wilmington,  Del.,  U.  S.  A. 


"Andthe"Hote\  Cleveland" 

is  my  home  when  my  trip 
brings  me  to  Cleveland!" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long ! 

Hotel  Cleveland 

CLEVELAND,  OHIO. 
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Methods  of  Modern 
Management 

How  to  construct  a  budget  for 
your  business — (b)  budget  of  ex- 
penses. — by  G.  W.  Hafner. 

THE  idea  of  planning  profits  has  come  into  steadily 
increasing  favor  with  business  men  during  the 
last  few  years.  In  the  past  the  head  of  the  par- 
ticular business  was  forced  to  compare  his  current  per- 
formance with  the  average  of  the  past,  because  the 
figures  of  past  periods  were  the  only  ones  available. 
Too  many  business  men,  even  to-day,  pin  their  faith 
to  last  year's  figures — on  percentages  based  on  what 
they  have  done  and  not  on  what  they  are  now  doing. 
They  live  in  the  past  and  not  in  the  present.  They 
are  comparable  to  a  mariner  sailing  a  chartless  sea, 
without  sextant  or  compass,  standing  on  the  stern  of 
his  ship,  which  he  attempts  to  steer  by  the  line  of  foam 
following  in  its  wake. 
Controlling  Expenses 

On  the  other  hand,  the  progressive  business  man 
is  finding  it  advantageous — if  not,  indeed,  vitally  nec- 
essary— to  compare  current  performance  with  plans 
for  the  same  period,  instead  of  with  past  periods  dur- 
ing which  different  conditions  may  have  existed.  The 
thing  uppermost  in  his  mind,  of  course,  is  to  maintain 
a  satisfactory  rate  of  net  profit;  or  if  possible,  to  in- 
crease that  rate.  Now  as  everyone  knows,  two  ele- 
ments are  involved  here;  the  first  being  the  gross 
profit  (or  the  difference  between  the  cost  of  the  mer- 
chandise and  the  price  at  which  it  is  sold),  and  the  second 
the  total  of  the  expenses  of  the  business. 

It  is  at  once  evident  that  selling  prices,  and  con- 
sequently the  amount  of  gross  profit  realized  from  sales, 
are  not,  at  least  to  a  very  large  extent,  subject  to  con- 
trol, due  to  competition  and  other  related  causes.  But 
while  the  realized  margin  of  gross  profit  cannot  be  con- 
trolled the  other  element  affecting  net  profit — expenses 
— can  be  brought  into  subjection.  And  the  net  effect 
of  decreasing  expenses  is  just  as  certainly  an  increase 
in  the  new  profit,  as  if  an  increased  selling  price  could 
be  charged.  Therefore,  expense  budgets,  prepared  in 
the  same  manner  as  sales  budgets,  which  were  explained 
and  described  in  the  preceding  article  of  this  series; 
that  is,  on  a  basis  of  past  experience",  but  in  the  light  of 
present  conditions,  will  make  it  possible  to  plan  net 
profits. 

Expense  Budget  Requirements 

The  expense  budget  is  a  preliminary  statement 
of  the  estimated  expenses  for  a  given  period,  in  the 
same  sense  that  the  sales  budget  is  an  estimated  reck- 
oning of  the  probable  sales  for  the  same  period,  as  ex- 
plained in  the  preceding  article.  In  the  gathering  and 
preparation  of  the  expense  budget  figures,  very  much 
the  same  procedure  is  followed  as  that  in  making  up 
the  sales  budget.  Thus  it  becomes  necessary  to  meet 
the  two  following  conditions: 

1.  A  detailed  classification  of  expense  accounts, 
by  departments  and  subclassifications  of  expenses  fall- 
ing within  such  departments,  is  necessary,  according 
to  which  the  expenses  for  the  past  year — or  preferably 
number  of  years — have  been  analyzed. 

This  means  that  the  particular  business  should 
be  divided  into  a  number  of  operating,  sales  and  ad- 
ministrative departments,  each  with  its  particularized 
expense  items.    If  such  a  classification  has  not  been 


used,  it  will  be  found  necessary  to  go  back  over  the  re- 
cords, for  at  least  a  year,  and  analyze  the  various  ex- 
penses of  the  business  according  to  some  well-defined 
plan  of  departmental  expense  classification. 

A  department  may  be  defined  as  being  any  homo- 
genous group  of  business  activities.  The  aim  should 
be  to  split  the  business  up  into  as  many  departments 
as  are  naturally  indicated  by  the  nature  of  the  operat- 
ing activities. 

2.    A  well  planned  sales  budget  is  necessary. 

The  importance  of  the  sales  budget,  described  in 
the  preceding  article,  will  be  acknowledged  immed- 
iately, once  attention  is  directed  to  the  fact  that  it  is 
only  by  knowing  the  planned  sales  that  all  the  expenses 
of  the  business  can  be  estimated. 
Analyzing  Expenses 

These  preliminary  conditions  being  met,  all  the 
expenses  of  the  business  are  divided,  first,  by  depart- 
mental groups,  and  secondly,  by  detailed  itemized 
subclassifications  within  each  particular  group.  Over- 
head expenses  often  go  up  mysteriously.  Unless  the 
expenses  are  closely  analyzed,  it  is  hard  to  get  behind 
the  totals  and  find  out  just  what  is  causing  the  increase 
in  expense.  Wages,  salaries,  insurance,  taxes,  deprecia- 
tion, rent,  heat,  light,  power,  are  all  details  which  the 
business  man  needs  to  group  in  such  form  that  ready 
comparisons  may  be  made.  Itemized,  comparative 
figures  make  it  possible  to  find  the  reason  for  high  over- 
head expense  in  the  statements  of  a  business.  Bulk 
totals  of  expense  have  little,  if  any,  significance.  A 
satisfactory  method  by  which  a  proprietor  or  manager 
may  watch  and  control  the  expenses  of  his  establish- 
ment involves  three  things;  classification,  tabulation, 
comparison.  These  make  up  the  means  of  discover- 
ing the  leaks  in  expense  so  far  as  ink  and  paper  can  show 
them. 

Setting  in  all  the  items  of  expense  is  the  begin- 
ning of  any  worthwhile  expense  budget.  Charging 
every  outlay  in  its  proper  place  is  no  less  essential.  Treat 
your  business  with  no  more  consideration  than  you 
would  show  a  customer — make  it  pay  you  for  every 
single  item  it  uses.  Charge  it  with  every  expense  in- 
curred; not  merely  with  the  direct  expenditures — the 
items  that  are  seen — but  with  every  item.  If  you  are 
a  sole  proprietor  or  partner  charge  for  your  own  ser- 
vices. Make  a  charge  for  depreciation,  for  deteriora- 
tion of  stock,  for  rent  always,  even  though  you  do  own 
the  building  in  which  your  business  is  housed.  The 
business  owes  you  a  certain  sum  for  everything  used 
by  it.  Some  of  the  things  used  by  the  business  are  not 
direct  expenditures — money  actually  paid  out — as,  for 
instance,  depreciation.  But  they  are  none  the  less 
actual  expenses  which  the  business  must  pay,  or  which 
you  must  settle  out  of  your  profits,  ultimately,  in  the 
long  run.  They  are  just  as  much  an  expense  as  the 
payroll  you  meet  and  the  merchandise  and  supplies 
you  buy. 

Every  expense  possible  should  be  charged  directly 
to  the  various  departments  of  the  business.  Thus  rent 
may  be  and  should  be  made  a  direct  expense  by  charg- 
ing each  department  or  division  of  the  business  with 
its  equitable  proportion  of  the  total  on  a  basis  of  square 
feet  of  floor  space  used  or  occupied.  Depreciation  on 
buildings  should  be  directly  charged  in  the  same  man- 
ner. Depreciation  on  machinery  and  equipment  should 
be  charged  directly  to  departments  on  a  basis  of  the 
value  of  the  equipment;  insurance  on  buildings,  on 
the  square  feet  of  floor  space;  insurance  on  stock  and 
equipment,  on  value;  taxes  on  real  estate,  on  square 
feet  of  floor  space;  taxes  on  personalty,  on  value; 
light,  on  the  lamps  in  each  department;    heat,  on  rad- 
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Did  You 


Say 


Sandals? 


Sandals,  by  the  grace  of  King  Tut, 
will  be  one  of  the  big  features  for 
the  Summer.  In  black  and  bright 
colors  they  will  be  worn  with  Sum- 
mer costumes.  We  have  already 
prepared  to  take  care  of  your  re- 
quirements on  short  notice,  and  at 
figures  that  meet  the  purse  more 
than  halfway. 


Oris  It  Staples? 


The  sturdy  work  boot,  the  high  class 
man's  shoe,  the  woman's  farm  or 
street  boot,  the  neat  oxford,  and  the 
dressy  one-strap  in  patent,  or  com- 
binations,— these  and  many  others 
are  staple  merchandise  to  us.  We 
have  them  on  hand  ready  to  ship. 


Write  for  prices  if  our  representative  does 
not  reach  you  in  time. 


White  and  Sport  Shoes  In-Stock 

The  H.  W.  Pearson  Shoe  Co.,  Limited 

84  Wellington  St.,  West,  TORONTO 
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iation  surface;  and  so  on,  throughout  all  the  various 
items  of  expense. 

Departmental  Sub-Budgets 

This  means  that  practically  all  the  miscellaneous 
items  making  up  the  total  of  the  expense  burden  can 
be  so  distributed.  However,  there  will  always  be  cer- 
tain expenses  which  cannot  be  distributed,  and  must 
therefore  be  handled  as  general  expense  and  spread 
over  all  the  departments  of  the  business  on  some  more 
or  less  arbitrary  basis. 

You  see,  then,  that  all  the  estimated  expenses  of 
the  business,  based  upon  past  periods  and  with  such 
necessary  changes,  increases  or  decreases,  as  are  ad- 
visable to  bring  them  into  accord  with  the  proposed 
sales  programme — all  these  expenses  are  finally  set  up 
against  some  one  and  all  departments.  This  means 
that  each  department  should  have  a  separate  and  dis- 
tinct sub-budget  of  expenses  worked  up,  in  order  that 
the  responsibility  for  staying  within  the  budget  allow- 
ance may  be  placed  on  the  department  head  or  manager 
of  each. 

In  the  modern  business  organization,  control  is 
exercised  through  the  individuals  who  compose  the 
organization.  If  control  of  expenses  is  to  be  effected 
through  members  of  the  organization,  it  is  necessary 
that  they  be  classified  into  sub-budgets  for  each  de- 
partment, so  as  to  show  the  responsibility  for  each  class. 
Thus  each  department  will  be  charged  with  its  own 
direct  expenses,  over  which,  for  the  most  part,  the  ex- 
ecutive head  of  the  department  may  exercise  control. 
Beyond  this,  each  department  will,  of  course,  be  charged 
with  a  certain  pro-rated  share  of  the  general  indirect 
expense  which  is  fixed,  or  at  least,  which  is  beyond  the 
control  of  the  individual  department  manager. 

Comparing  Actual  and  Estimated  Expenses 

Now,  it  is  this  analysis  of  expenses  by  departments 
of  the  business  which  provides  the  basis  for  the  con- 
struction of  the  expense  budget.  After  the  figures  are 
drawn  off  in  groups  by  departments,  they  are  gone  over 
and  carefully  revised  by  a  committee  composed  of  the 
heads  of  the  business.  This  committee  reviews  all  the 
estimates;  consults  with  the  various  department  heads; 
corrects  any  questionable  items;  authorizes  any  nec- 
essary changes,  pro-rates  the  general  indirect  expense 
to  the  various  departments;  and  summarizes  all  the 
sub-budgets  into  a  master  budget  for  the  entire  business. 

As  in  the  case  of  the  estimated  sales,  these  estimated 
expense  figures  are  entered  on  the  budget  control  re- 
cords for  comparison  with  the  actual  expenses  as  they 
accrue.  From  this,  it  is  at  once  evident  that  the  monthly 
analysis  and  compilation  of  current  expenses  must  be 
made  according  to  the  same  subclassifications  and  de- 
partmental groups  as  the  budget  estimates.  A  means 
is  thereby  presented  of  comparing  each  item  of  estimated 
expense  for  a  given  period  with  the  actual  expenditures 
for  the  same  period,  both  by  dollars  and  cents,  and 
by  the  percentage  of  actual  to  estimated. 

The  advantage  of  this  record  is  manifest.  All 
these  expense  items  bear  a  natural  relationship  to  your 
sales.  Thus,  once  you  have  determined  the  percentage 
office  expense,  for  instance,  ought  to  bear  to  sales,  you 
have  the  key  to  the  subsequent  controlling  of  this  item. 
The  ratio  may  have  to  be  increased  gradually  because 
of  increased  costs,  but  if  you  do  increase  it,  you  do  so 
intelligently.  You  know  precisely  why.  You  do  not 
waste  brain  power  wondering  why  your  total  expense  is 
so  big,  and  where  you  ought  to  cut.  Your  budget 
shows  you  just  what  departments,  and  just  what  ex- 


penses in  those  departments  are  above  or  below  their 
normal  ratio. 

A  Picture  of  Your  Business 

From  a  budget  of  this  kind  you  can  watch  the  out- 
go of  your  business  in  all  its  details  and  ramifications. 
Expense  may  be  compared  to  a  group  of  water-courses 
draining  some  common  region.  The  streams  flow  in 
every  direction,  all  of  them  centering  at  the  same  source. 
Some  are  brooks,  some  creeks,  some  rivers,  but  all  draw- 
ing away  the  same  waters.  To  attempt  to  follow  each 
separately  would  be  a  long  and  tedious  task,  but  from 
an  elevation  you  may  study  the  course  of  every  one. 

Likewise,  you  can  scan  the  expense  streams  of  your 
business  from  the  eminence  of  a  budget.  No  item  will 
be  too  small  to  see.  Each  particular  kind  of  expense 
will  be  summarized  under  its  proper  classification.  In 
looking  over  your  budget,  you  can  put  your  finger  on 
items  that  appear  too  large  or  uncalled  for,  or  which 
need  explanation.  You  can  point  out  the  spots  where 
expense  streams  need  to  be  dammed. 

Right  figures  check,  guide  and  control  any  busi- 
ness. A  suitable  budget  system  matched  to  the  size 
and  needs  of  the  particular  business,  will  throw  sign- 
ificant facts  to  the  surface.  It  will  bring  to  the  man 
at  the  head  of  the  business  grouped  and  related  details 
which  otherwise  would  escape  attention.  Every  mer- 
chant and  manufacturer  is  busy  with  the  manifold 
duties,  questions,  perplexities  which  confront  him  day 
by  day.  He  has  only  a  certain  amount  of  vital  energy 
and  there  is  plenty  of  work  to  absorb  it  all.  But  it  is 
of  prime  importance  that  he  spend  some  of  that  energy 
in  the  study  of  a  composite  picture  of  his  establishment. 
Unless  that  picture  is  plainly  painted  for  him,  he  will 
not  study  it — cannot  study  it.  Routine  duties  crowd  it 
out.  To  paint  a  picture  which  will  be  of  absorbing  inter- 
est to  the  business,  is  the  purpose  of  a  budget. 


TANNERS  AND  RESEARCH. 

The  Tanners'  Council  of  the  United  States  have 
devoted  considerable  attention  to  the  question  of  scien- 
tific research  in  connection  with  their  industry.  The 
results  to  date,  under  Professor  George  D.  McLaughlin, 
have  been  so  encouraging  that  at  their  annual  meet- 
ing in  New  York  a  few  days  ago  they  voted  $110,000 
for  the  erection  of  a  building  of  their  own  at  the  Un- 
iversity of  Cincinnati. 

That  Canadian  leather  men  have  been  watching 
the  progress  of  the  work  was  shown  by  the  number  of 
them  who  attended  the  address  given  in  Toronto  by 
Professor  McLaughlin,  a  few  weeks  ago.  This  was 
definitely  voiced  by  Mr.  Torrance  Beardmore,  of  Tor- 
onto, who  attended  the  Tanners'  Council  Convention, 
and  in  the  course  of  the  discussion,  said: — 

'Any  research  work  which  helps  the  American 
tanners  naturally  interests  us  very  much,  and  I  would 
like  to  see  a  closer  co-operation  between  the  American 
tanners  and  Canadian  tanners.  I  am  going  to  be  per- 
fectly frank.  I  don't  see  why  the  American  tanner 
should  pay  the  whole  shot  and  we  get  the  benefit  of  it. 
I  hope  that  through  the  good  offices  of  the  Tanners' 
Council  that  the  tanners'  section  of  the  Canadian  Man- 
ufacturers' Association  can  be  brought  very  much  closer 
together,  and  that  we  can  help  in  this  research  work 
and  in  any  general  campaign  which  is  for  the  benefit 
of  the  tanners  on  both  sides  of  the  line;  and  that  we 
will  be  able  to  get  together  and  make  our  contributions." 
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It  JT             0-*-y»  *'7/-»  o                                        ^  clua"lt  notice  appeared  in  a  local  paper  of 
J-'j-CXy    ^3//7Zc£2o                                  a  New  England  town,  wherein  the  name  of  the 

versatile  advertiser  is  the  only  thing  changed. 
Teacher — "Now,  how.  old  would  a  person           "Notice— I  have  opened  a  shop  on  Front 
be  who  was  born  in  1890?"               ^                   Street  and  am  prepared  to  file  and  set  saws.  I 
Bright  Pupil— "Man  or  woman?"                    carry  a  line  of  Cigars,  Tobacco  and  Confection- 

— Awgwan.     ery  and  can  furnish  hot  oyster  stews,  boiled 
eggs,  etc.,  at  short  notice.    Repairing  umbrellas 
"Huh  !  Your  papa  is  a  shoemaker  and  you     and  sewing  machines,  also  bottoming  chairs, 
haven't  any  shoes !"           •                                 Shooting  gallery  in  connection.    Henry  Moss." 

"Huh  yourself.    Your  papa's  a  dentist  and                              — Philadelphia  Public  Ledger, 
your  little  brother's  only  got  three  teeth."                                           *    #  * 

%        %            ^re  (Pal"is)-           "Smile!"    commanded    the  photographer. 

.  f                    ,      i    j_  t        v  1       "You  look  too  mournful." 
N  ,n-y  to  inform  you.  ma  am  but  I  won  t  be           (<But  Fm      ;      tQ  ^  ^  Jn  business 

able  to  come  any  more.                                       advertising,"  the  subject  protested. 

Why  not,  barah                                                „Well  don>t         think  it  wQuld  be  better 

1  can  t  afford  it.     My  husband  says  it  1     c             u             -t         j-j  u  1    i           i  ■>» 
,   „T  i        ^                ■        for  vour  business  if  you  didn  t  look  so  solemn? 
earn  anv  more  money  he  11  nave  to  pay  an  m-          -<ilvr   ,,           -u             •  •           i  «™n 

-   .,                 -                        1   J                        No,    was  the  surprising  reply.     Who  in 

come  tax-                                                              thunder  would  hire  a  grinning"  undertaker?" 

— London  Punch.                                                   ^     j  tt  j 
^    ^    ^                                                                           — Oood  Hardware. 

Old  Lady:   "My   Sfood     man,     were     you           r>  u      t      j     *  „j          1-       u  ,.j 
-              &                '               ■>              Rolle — I  understand  you  have  been  attend- 
wounded  m  action."                                               •      the  artists>  summer    school    at  Barbizon 
Private  Flannerty.  (arm    in    sling):      No,     g    .            T  g                    came  back  g 
ma  am     I   was  cleanin    out  the  cage  of  the    wonde6rful  collection  of  sketches, 
colonel  s  canary  and  the  darned  bird  bit  me                 Schram-No ;  the  girls  took  me  on  so  many 
— American  Legfion  Weeklv.     ,         •           ,     ,•        °  ,  ,        ,                  ,  J. 

&                -      hikes  in  the  daytime  and  danced  me  so  much  at 

night  that  all  I  came  home  with  was  a  collec- 
An  authority  on  the  fuel  situation  declares     tion  of  poison  ivy  sores  all  over  my  body  and 
that  we  must  "learn  to  eke  out  by  burning  oil,     COrns  on  every  toe. 
gas,  electricity  and  what  not."    We  are  glad  he                        ~          *    #  * 

me  ntioned  the  whatnot.    Mary,  hand  us  the  axe.           «So          aske(J  Geraldine  to  m  ?» 

*    *    -Boston  Transcript.           „YeS)  ^  T  ^\  have  any  luck.       She  I 

.,                                               s    (tr.              asked  me  if  I  had  any  prospects." 
Shoe  salesman  (to  young  sport):    Do  you          „Wh    didn>t          teU  her  about        r  rich 

prefer  long  or  short  vamps?                                 uncle ?" 

Sport-"Why,  personally,  I  like  the  short           <tj  d[d>  h        -t  aU ,  Geraldine>s  aunt 

blonde  variety.  nQW 

— Store  Chat.                                                   -pi     -n     c  j 
$    *    $                                                                                 — the  Pathfinder. 

*    *  * 

"I  understand,"  said  Mrs.  Kawler,  "that  one 
can  learn  different  languages  from  the  phono-          A  well-known  lawyer  had  a  horse  that  al- 
graph."                                                               ways  stopped  and  refused  to  cross  the  mill-dam 
"Well.    I    don't    know."    responded    Mrs.     bridge  leading  out  of  the  city.   No  whipping,  no 
W'agg.  "but  1  do  know  that  since  our  neighbours     urging  would  induce  him  to  cross  without  stop- 
got  theirs,  Mr.  Wagg  has    used    language    I     PmS-    So  he  advertised  him: 
never  heard  him  use  before."                                    '"To  be  sold>  for  "o  other  reason  than  the 

,  Selected,     owners  want  to  go  out  of  town." 

— Specialty  Salesman  Magazine.  1 

The  caller,  who  was  neither  youthful  nor  of                                  *    *  * 
prepossessing  appearance,  anxious  to  gain  the          A  prospective  customer  wrote  to  a  firm 
confidence  of  the  son  of  the  house,  remarked     whose  advertisement  never  seemed  to  change : 
pleasantly,  "Why,  Bobby,  how  grown  up  you           "Have  noted  your  picture  of  one  pair  cord- 
arc  !    But  -till,  you  are  not  too  old  lo  kiss,  are     uroy  pants  in  Home  Magazine  for  past  four 

months.    More  I  see  of  them  better  I  like  them. 
"So,"  said  Bobby,  with  conviction,  "but  you     Jf  not  sold  as  yet,  please  enter  my  order  for 
are."  same." 

— London   Tit-Bits.                                                              — Puzzler 
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Note  the  STYLE  and  the  PRICE 

$3.50  $3.25 


No.  4515.  Wos.  Grey  Buck  One  Strap,  Patent  No-  4514-  Wos-  Gun  Metal  Calf  Oxford,  Patent 

Trim,  Lock  Stitch,  Imitation  Goodyear  Welt,  Apron,  Lock  Stitch,  Imitation  Goodyear  Welt, 

Half  Rubber  Heel,  12/8  Heel,  Kendex  Insole  Half  Rubber    Heel,  8/8  Heel,  Kendex  Insole 

PRICE            -:-           $3.50  PRICE           -:-  $3.25 


IN  STOCK— IM  MEDIA  TE  SHIPMENT 

Two  Special  Sellers  every  dealer  should  have  for  Summer  Trade 

Write,  Wire  or  Phone  Now 

Sample  Pairs  Gladly  Sent  on  Request 

Terms  net  30  days  from  date  of  shipment 

GEORGE  ROBINSON,  LIMITED 

29  VICTORIA  SQUARE 
MONTREAL 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


May  15,  1923 


\\  THAT  you  want  when  you  want  it 
^    is  the  satisfaction  of  acquaintance 
with  VAN  SCHAACK.  Complete 
stocks  at  Chicago  and  Boston. 


filco. 


SUEDE-NAP  BRUSH 


Picks   Out   the  Dirt- 
Picks   Up   the  Nap 

The  most  efficient  suede  brush  on  the  market  — 
and^the  easiest  to  sell.  The  customer  readily 
recognizes    its  advantages. 

The  wire  bristles  are  set  in  a  curved  fibre  and 
canvas  base  which  is  attached  to  the  block  at 
both  ends.  Easy  to  manipulate  and  effective  in 
restoring  the  original    appearance   to  suede  footwear. 

If  Your  Jobber  Can't  Supply  You.    Write  \Jn 

E.  T.  GILBERT  MFG.  CO. 

228-36  South  Avenue       Rochester,    N.  Y. 


j    '  INTERNATIONAL  SUPPLY  CO,  ^UJ 


EST.  1315 


SHOE  MACHINERY.  FINDINGS 
AND  FACTORY  SUPPLIES 


Largest   Shoe  Factory  Supply   House  In  Canada 


MAIN  OFFICEl 


154  Notre  Dame  St.  W. 
MONTREAL 


FACTORY  AND  BRANCH  t 
77  ONTARIO  ST.  S. 

KITCHENER,  ONT. 


BRANCH  I 

56  5  ST.  VALIER  STREET 

QUEBEC 


WHY  IS  BUSINESS  GOOD? 


We  can't  say,  but  the  fact  remains 
our  Business  is  Good ! 

Each  month  this  year  has  been  better 
than  the  corresponding  month  of  1922. 
Why? 

The  only  answer  of  which  we  can 
think  is: — ■ 

"A  Service  that  puts  the  goods  you 
want  in  your  factory  when  you  need 
them  is  the  greatest  single  factor 
in  successful  Shoemaking  under  pre- 
sent conditions." 

WE  SUPPLY  THAT  SERVICE. 

Our  Montreal  office  telephones  have 
been  overtaxed  so  we  have  arranged 
for  consecutive  numbers,  only  one 
of  which   will   be  listed. 

MAIN  4644 

Will  reach  us  at  any  time. 


Mcdowell  &  Lincoln 

LIMITED 

formerly 

INTERNATIONAL  SUPPLY  CO. 
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Retail  Shoe 
Problems 

Some  of  the  conditions  to  be 
faced  and  problems  to  be  solved 
by  the  shoe  dealer. 

MR.  W.  W.  WILLSON,  addressing  a  class  of  the 
New  England  Shoe  and  Leather  Associations' 
Continuation    School,    covered    a    number  of 
points  in  connection  with  shoe  retailing  which,  while 
they  are  not  all  new,  are  well  worth  reviewing.  He 
said: — 

"The  shoe  retailer,  while  last  in  the  circle  of  opera- 
tions, is  by  no  means  the  least  important.  The  methods 
of  retailing  footwear  have  undergone  a  radical  change 
during  the  past  25  or  30  years.  Formerly  shoes  were 
sold  over  the  counter  in  practically  a  single  width,  while 
to-day  it  is  more  a  matter  of  fitting  than  of  selling. 

"The  merchant  who  to-day  plans  to  establish  a 
retail  shoe  store,  must  first  carefully  study  the  question 
of  which  section  of  the  city  his  store  is  to  be  located 
in,  what  street  and  which  side  of  the  street.  The  width 
and  depth  of  his  store  are  also  important  considera- 
tions, for  right  here  in  Boston  there  are  shoe  stores  the 
rental  of  which  is  $1500  per  front  foot,  and  the  total 
rental  may  be  anything  up  to  $20,000  or  $25,000  annually, 
compared  with  $5,000  or  $10,000  rentals  at  an  earlier 
period. 

"The  prospective  merchant  also  must  decide  whether 
he  -  is  to  handle  men's  or  women's  footwear,  or  both, 
and^whether  he  shall  sell  an  average  $5.00  or  $6.00 
line,  or  $7.00,  $8.00  or  $12.00  line.  He  is  obliged  to 
figure  out  how  many  pairs  of  shoes  he  must  sell  to  meet 
expenses.  All  of  these  problems,  together  with  the 
cost  of  light,  heat,  advertising,  etc.,  must  be  thoroughly 
studied  before  the  store  is  started  at  all. 

"In  earlier  years  the  fittings  of  a  retail  shoe  store 
were  of  far  less  importance  than  to-day.  All  modern 
stores  must  be  fitted  up  properly  in  walnut  or  other 
expensive  woods  on  the  principle  of  a  single  box  to  a 


shelf.  The  mere  question  of  chairs  and  their  alignment 
is  of  much  importance. 

"Comparing  the  retail  shoe  stores  of  30  or  40  years 
ago  with  those  of  to-day,  one  of  the  most  striking  con- 
trasts would  be  that  of  lighting.  The  window  is  a  large 
part  of  what  the  merchant  is  paying  his  high  rent  for. 
This  must  be  as  well  constructed  as  architects  can  make 
it  and  every  square  inch  must  be  accounted  for.  Even 
the  glass  panes  are  mitred  so  as  to  save  every  possible 
square  inch  of  visibility. 

"It  sometimes  takes  many  weeks  to  properly  work 
out  the  plans  for  a  new  store,  and  then  comes  the  question 
of  the  line  of  goods  to  be  carried.  The  shoes  when  re- 
ceived must  be  opened  and  carefully  checked  up  before 
being  placed  on  the  shelves. 

"After  this  comes  the  question  of  selling,  and  this 
requires  good  management  and  judgment,  especially 
in  the  matter  of  proper  fitting  of  a  customer  by  the 
salesman.  The  modern  salesman  measures  the  feet 
of  a  customer  with  a  measuring-stick,  and  it  is  up  to  the 
store  to  have  the  correct  sizes  on  hand  for  the  customers. 

"An  average  store  will  carry  55  or  60  different 
sizes  and  widths  of  each  style  that  it  has  on  hand.  That 
is  why  retail  shoe  stores  need  so  much  shelf  room  to- 
day. 

"A  good  many  people  think  that  the  retail  shoe  mer- 
chant makes  large  profits,  but  the  fact  is  that  in  recent 
years  the  average  retailer  has  made  but  little  money. 

"To-day  people  are  demanding  service  in  foot- 
wear requirements  more  than  ever  before.  The  sales- 
man of  the  present  time  must  know  something  about 
the  anatomy  of  the  feet,  so  as  to  be  able  to  detect  foot 
troubles.  There  is  need  of  a  lot  of  judgment  on  this 
point,  and  also  in  'sizing  up'  the  customer  when  he 
first  enters  the  store.  A  customer  should  always  be 
properly  greeted  by  someone,  for  half  the  battle  in 
the  retail  shoe  business  is  making  a  good  impression 
upon  the  prospective  client. 

"The  salesman,  himself,  must  make  the  most  of 
his  opportunities  in  each  case,  but  at  the  same  time 
should  not  try  to  sell  any  customer,  so  to  speak,  'gold 
bricks.'  The  retail  shoe  business  to-day  requires  real 
salesmanship,  and  the  salesman  should  remember  that 
he  is  there  to  serve  the  customer." 


On  the  occasion  of  the  marriage  of  Lady  Elizabeth  Bowes-Lyon  and  the  Duke  of  York,  the  shoe  manufacturers  of 
Leicester  presented  her  with  a  number  of  shoes,  some  of  which  are  shown  above.     At  the  top 
left  corner  is  shown  one  with  a  handpainted  tongue.   In  the  lower  row  are  illustrated  shoes 
with  hexagonal  and  pentagonal  heels,  decorated  with  aluminum  plates. 


54 


THE  SHOE  AND  LEATHER  JOURNAL 


May  15,  1923. 


J.  A.  MCLAREN  C 


OMPANY 
LIMITED 


SHOE 

REG'D 


A  HOT  TIME  IS  COMING  WHEN 
WHITE  CANVAS  SHOES 

will  be  the  only  footwear  in  demand  We  have  "THE  GOODS"  and  can 
fill  your  order  on  the  spot  whether  received  by  telephone,  telegram  or 
through  our  salesmen. 


"IMPERIAL"  White  Canvas  Strap 
Shoes  and  Oxfords  on  all  newest  lasts 
and  patterns.  The  attractive  features 
of  these  warm  weather  shoes  make  such 
an  immediate  and  favorable  appeal  as 
to  call  for  no  special  selling  effort. 


SPEED  KING  Tennis  and  Outing 
Shoes.  The  King  of  Rubber  Soled 
Shoes  for  every  Summer  sport  and  a 
coast  to  coast  leader  that  puts  volume 
and  profit  into  your  sales. 


Rush  your  white  goods  sorting  orders  to  us.  No  delay.  No  lost  sales. 
Money  saved  in  you  r  buying. 


Reliable  Shoes 
For  Men 


"IMPERIAL" 


SHOES 


Fine  Shoes 
For  Ladies 


"Imperial"  Shoes  are  solving  the  buying  problems  of  more  dealers  than 
ever  this  Season.  In  Style  and  Value  their  worth  is  being  proven  under 
the  closest  comparison. 


MEN'S  FINE  SLIPPERS 

Have  you  placed  your  Slipper  Orders  for 
Fall?  You  will  be  particularly  interested 
in  our  Men's  Fine  Leather  Slippers  in 
Everett  and  Romeo  Patterns. 


HOCKEY  BOOTS 

Remember  our  reputation  for  reliable 
Hockey  Boots.  Orders  should  be  placed 
now.  Our  new  samples  offer  new  and 
exclusive  trade  winning  features. 


Ordering  Shoes  Here  Means  That  Your  Lines  Are  Made  Right, 
Bought  Right  And  Shipped  Right. 


J.  A.  McLaren  C33ES 

30  FRONT  STREET,  W.  -:-  TORONTO 
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The  Problem  of 
Distribution 

Mr.  H.  L.  Nunn,  Milwaukee  shoe  manufacturer, 
speaking  before  the  Chicago  Shoe  and  Leather  Associa- 
tion touched  on  some  of  the  present  day  problems  of  the 
shoe  trade.    He  said  in  part: — 

"The  problem  of  production  seems  to  have  been 
better  taken  care  of.  Some  economists  say  to  apply 
the  same  efficient  methods  in  distribution  that  have 
been  successful  in  production.  In  my  opinion  the  solu- 
tion does  not  lie  in  big  corporations  manufacturing 
and  distributing  direct  to  the  consumer  and  thereby 
eliminating  the  retail  merchant. 

"The  small  saving  that  could  be  gained  by  this 
method  would  probably  not  equal  the  increase  in  cost, 
due  to  the  elimination  of  individual  store  competition, 
nor  would  the  people  be  as  well  served  through  such 
organized  distribution,  because  with  it  individuality 
and  personality  would  to  a  great  extent  be  eliminated 
and  personal  service  abandoned. 

"There  are  now  two  large  units  manufacturing 
shoes  who  are  also  to  a  great  extent  producing  their 
own  leather,  cartons  and  even  stains  and  dye,  but  there 
is  little  danger  of  the  small  manufacturer  who  is  efficient 
being  eliminated  by  this  competition. 

"People  are  demanding  more  in  the  way  of  style, 
varieties  of  lasts,  patterns  and  material  than  ever  be- 
fore and  these  can  best  be  supplied  by  the  smaller  manu- 
facturer who  can,  because  he  is  smaller,  put  more  in- 
dividuality and  personality  into  his  product. 

"The  problem  of  distribution  as  it  exists  to-day 
would  look  tremendous  to  our  ancestors  could  they 
come  back  and  view  present  conditions;  likewise  living 
conditions  as  they  exist  to-day  would  look  like  sheer 
extravagance  as  compared  with  what  was  prevalent 
in  the  days  of  our  ancestors.  We  are  accustomed  to 
so  many  things  to-day  that  did  not  exist  in  former  days, 
that  it  is  idle  to  talk  about  economy  in  the  elimination 
of  service.  It  is  also  idle  to  talk  of  cutting  down  wages 
as  the  means  of  solving  the  problem.  Every  work- 
man in  every  walk  of  life  must  be  paid  a  fair  wage  for 
services  rendered. 

"The  answer  to  the  problem  of  distribution  must 
come  through  the  elimination  of  waste.  The  elimina- 
tion of  unnecessary  middlemen  in  certain  positions, 
but  largely  through  the  elimination  of  waste  due  to 
careless  buying,  and  careless  manufacturing  to  pre- 
vent left-overs  with  their  attendant  loss.  The  public 
must  be  taught  that  so  long  as  they  demand  high  styles 
that  they  will  necessarily  have  to  pay  high  prices. 

"We  are  on  fairly  safe  ground  if  commodities  are 
produced  at  the  cost  of  raw  materials,  plus  a  fair  margin 
of  profit  for  manufacturing  and  distributed  at  a  fair 
margin  of  profit  plus  the  cost  of  distribution." 

"Large  retail  merchants  in  the  big  cities,  have 
frequently  refused  to  handle  trade  mark  shoes  and  so 
have  made  it  necessary  for  the  manufacturers  to  open 
their  own  stores  in  order  to  get  an  adequate  distribution 
of  their  product. 

"In  turn  this  has  caused  many  of  the  large  mer- 
chants to  form  close  working  agreements  with  other 
manufacturers,  and  as  a  total  result  the  consumers 
are  receiving  better  shoes  for  their  money  than  they 
otherwise  would  get.  Unfortunately  this  condition  has 
not  been  worked  out  so  satisfactorily  among  the  small 
merchants  and  in  the  smaller  towns. 

"The  smaller  merchant  will  have  to  learn  to  con- 
centrate on  fewer  lines  in  order  to  reduce  his  own  sell- 


ing expense  and  that  of  the  manufacturers  who  serve 
him. 

"The  solution  of  the  problem  of  distribution  as 
it  exists  to-day  means  a  great  deal  to  industry;  to 
farming,  to  manufacturing,  to  mining,  and  to  every 
other   branch   of  trade. 

"There  is  great  danger  in  the  spread  between  the 
cost  of  farm  products,  and  the  commodities  that  the 
farmer  has  to  buy.  Some  way  or  another  better  methods 
of  distribution  must  be  found  for  farm  products.  A 
product  that  is  being  consumed  twelve  months  in  the 
year  cannot  be  profitably  marketed  in  three  months  of 
that  time." 


A  GRAND  OPENING. 

Edwards  and  Edwards  Ltd.,  of  Toronto,  having 
just  moved  into  their  new  quarters  at  73  Front  St.  East, 
Toronto,  held  open  house  on  Thursday  May  10th.  A 
large  number  of  their  friends  in  the  trade  and  in  other 
circles  were  on  hand  to  inspect  the  premises  and  stocks. 
"Bill"  Edwards  made  an  excellent  host,  and  saw  to 
it  that  his  guests  were  made  thoroughly  at  home.  Mr. 
W.  S.  Edwards  was  also  on  hand  to  entertain  the  vis- 
itors. Scotch  dancers  and  entertainers  were  inter- 
spersed at  intervals  during  the  evening,  though  a  bunch 
of  shoe  and  leather  men  can  generally  be  trusted  to 


Mr.  W.  S.  Edwards 

provide  entertainment  enough  for  any  evening  they 
are  gathered  together  under  the  proper  circumstances. 
The  guests  came  early  and  stayed  late,  partaking  freely 
of  the  generous  repast  of  fun  and  food.  The  evening 
may  be  properly  characterized  by  the  old  phrase — "A 
good  time  was  had  by  all." 

Edwards  and  Edwards  Ltd.,  are  justly  proud  of 
their  new  offices  and  warehouse,  and  of  the  lines  they 
are  offering,  which,  in  addition  to  regular  goods,  in- 
clude some  of  the  newest  "Tut"  and  Paisley  effects. 

HAVE  YOU  PASSED? 

The  Semi-Annual  Examination  in  Salesmanship  has 
created  a  lot  of  interest  during  the  past  year.  The  third 
series  of  questions  appears  on  another  page  of  this  issue. 
If  you  are  interested  in  the  shoe  business  you  are  inter- 
ested in  the  answers  to  these  questions. Look  them  over, 
whether  you  send  us  in  your  replies  or  not.  There  is  still 
plenty  of  time  to  get  your  answers  in  before  the  close;Mi 
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The  Superior  Outing  Footwear 
For    Big    Summer  Trade 


Be  ready  for  the  extensive  demands 
of  the  coming  Summer  days  with  a 
complete  well-sorted  stock  of  Tipper- 
ary  Outing  Shoes.  We  are  showing 
the  latest  innovations  in  White  Canvas 
Footwear — dainty  modish  models,  as 
popular  for  dressy  style  as  they  are 
for  comfort  and  economy. 


Columbus  quality  in  every 
pair  is  top  grade.  It  sells 
the  shoes  and  satisfies  the 
customers. 

Order  any  needed  lines  now. 


THE  COLUMBUS  RUBBER  CO., 
OF  MONTREAL,  LIMITED 

Branches  At 

Montreal,  Que.,  Ottawa,  Ont.,  Toronto,  Ont.,  Winnipeg,  Man.,  Calgary,  Alta. 

Sales  Agencies: 


Wm.  Cook  Shoe  Co  Moncton,  N.B. 

Fleetwood  Footwear  Ltd.  St.  John,  N.B. 

Poliquin  &  Darveau  Quebec,  Que. 

Louis  McNulty  St.  John's,  Que. 

J.  I.  Chouinard  Montreal,  Que. 


S.  Marantz  Winnipeg,  Man. 

Wholesale  Distributors  Ltd  Winnipeg,  Man. 

Tree  Spriggs  Co.  Ltd  Winnipeg,  Man. 

W.  A.  Law  Footwear  Co.  Ltd  Winnipeg,  Man. 

Shaw  Brothers  Edmonton,  Alta. 

Anderson  &  MacDonald  Vancouver,  B.C. 
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Mr.  C.  Dufresne,  Sales  Manager  of  Dufresne  & 
Locke,  Limited,  Montreal,  and  Mr.  Peter  Chouinard, 
of  the  same  firm,  have  just  returned  from  a  business 
trip  to  New  York. 

Mr.  Jules  Payan,  of  Duclos  &  Payan,  Montreal, 
spent  some  days  recently  in  Quebec  City  on  business. 

Mr.  John  Normandin  and  Mr.  Louis  Scheuer,  of 
Scheuer,  Normandin,  Limited,  Montreal,  have  returned 
from  New  York  where  they  spent  several  days  on  busi- 
ness. 

J.  A.  McCaughan  &  Son,  Montreal,  have  moved 
into  their  new  offices,  which  are  situated  at  390  Pap- 
ineau  Ave.  With  these  new  premises  the  company 
have  large,  roomy  well  appointed  offices  which  provide 
the  staff  with  still  better  facilities  in  looking  after  the 
executive  affairs  of  the  company,  and  also  place  at  the 
disposal  of  visitors  commodious  showrooms  in  which 
the  company's  lines  can  be  inspected  to  best  advantage. 

Mr.  P.  A.  Doig,  of  the  Tetrault  Shoe  Mfg.,  Co., 
spent  some  time  recently  in  New  York  City  on  business. 

Mr.  W.  Hebert,  of  Gagnon,  Lachapelle  &  Hebert 
was  one  of  the  many  Montreal  shoemen  to  visit  New 
York  recently. 

Mr.  C.  F.  Rannard,  President  of  the  Winnipeg 
Branch  of  the  Retail  Merchants'  Association  at  a  re- 
cent conference  of  the  Association  declared  that  strong 
opposition  must  be  made  against  any  attempt  at  taxing 
retailers  internally  or  after  the  goods  have  been  placed 
in  the  stores. 

Mr.  G.  H.  Ansley,  of  Perth  Shoe  Co.,  Limited, 
has  just  returned  from  a  successful  trip  to  the  Pacific 
coast. 

The  shoe  store  of  Messrs.  Chapman  and  Co.,  of 
Ailsa  Craig,  was  destroyed  in  the  recent  disastrous  fire 
that  wiped  out  the  business  section  of  the  city. 

Mr.  Francis  Sellery,  of  Kincardine,  a  life  long  member 
of  the  tanning  and  shoe  trades,  died  suddenly  in  his 
78th  year. 

Mr.  F.  Reid,  of  the  Hartt  Boot  and  Shoe  Co.,  Fred- 
ericton,  N.B.  has  been  at  the  King  Edward  Hotel. 

Perth  Shoe  Co.,  Limited,  have  recently  made  some 
changes  and  additions  in  their  staff  on  the  road.  Mr. 
Ed.  Lynch  is  representing  them  in  Eastern,  Northern 
and  parts  of  Western  Ontario.  Mr.  J.  H.  McGee  is 
covering  the  territory  from  Fort  William  West  to  Man- 
itoba and  Saskatchewan.  Mr.  Geo.  H.  Ferguson  is 
covering  British   Columbia  and  Alberta. 

Mr.  J.  A.  McLaren,  of  the  J.  A.  McLaren  Co.  Limited, 
of  Toronto  has  been  in  Montreal  and  Quebec  recently. 

Mr.  Jeffrey,  of  Blackstock,  was  in  Toronto  for  a 
short  while  recently. 

M.  W.  H.  Semple,  of  the  Truro,  N.S.,  branch  of  the 
Kaufman  Rubber  Co.,  called  on  the  head  office  in  Kit- 
chener recently. 

Mr.  E.  M.  Sabiston,  of  Perth  Shoe  Co.,  Limited, 
made  a  short  trip  to  Toronto  where  he  saw  many  mem- 
bers of  the  trade  in  that  district.  He  reports  a  satis- 
factory spring  season  with  good  outlook. 

Mr.  Len  Hutchinson,  of  the  Toronto  branch  of  the 
Kaufman  Rubber  Co.,  was  in  Kitchener  last  week. 

Mr.  C.  L.  Peters,  of  C.  H.  Peters  and  Son,  St.  John, 
N.B.,  was  a  recent  visitor  to  the  Queen  City. 


Mr.  E.  Wettlaufer,  of  Chas.  A.  Ahrens  Co.  Ltd., 
Kitchener,  has  returned  from  a  trip  to  the  Pacific  coast. 
He  reports  prospects  in  the  West  as  looking  good. 

The  firm  of  Dupere  &  Garant,  Quebec,  have  given 
up  business.  |  Mr.  Alfred  Dupere  of  this  firm  will  con- 
tinue in  business  at  the  same  address,  601  St.  Valier 
St.,  holding  the  agency  for  Cotton  Threads,  and  will 
also  be  open  for  agencies  dealing  in  shoe  factory  supplies. 

Mr.  J.  A.  Morin,  formerly  representing  the  Kauf- 
man Rubber  Co.,  Quebec  branch,  has  started  to  man- 
ufacture children's  shoes.  Mr.  Morin  will  have  his 
factory  at  615  St.  Valier  St. 

Mr.  Wilfrid  Dubois,  of  the  Quebec  Shoe  &  Rubber 
Co.,  spent  a  few  days  in  Montreal  recently,  on  an  im- 
portant business  trip. 

Mr.  Henri  Audette  has  opened  up  another  up-to- 
date  store  at  882  St.  Catherine  St.  East.,  Montreal. 
Mr.  Audette  is  also  proprietor  of  a  store  at  1367  St. 
Catherine  St.  East. 

The  death  occurred  recently  of  Mr.  Alexander 
Adams  late  of  593  Parliament  St.  after  an  illness  last- 
ing three  months.  Mr.  Adams,  who  was  in  his  85th 
year,  was  born  in  Montreal,  but  came  to  Toronto  about 
thirty  years  ago,  where  he  conducted  a  shoe  repair 
shop  for  a  number  of  years. 

Mr.  J.  Ellis  Warrington,  of  the  John  Ritchie  Co., 
Quebec,  and  President  of  the  Shoe  Manufacturers' 
Association  of  Canada,  sustained  a  painful  accident 
when  he  fractured  his  arm,  while  cranking  the  engine 
of  his  motor  boat  at  Lake  Edward,  Quebec,  last  week. 
The  injury  while  not  serious,  will  necessitate  a  few  days' 
rest  on  Mr.  Warrington's  part. 

McPhails  Shoe  Store,  Hamilton,  suffered  small 
fire  damage  recently. 

Mr.  J.  A.  Boughner,  retail  shoe  merchant,  of  Simcoe, 
died  recently. 

Saxe's  Boot  Shop  are  now  located  in  their  new  pre- 
mises  170  Sparks   St.,  Ottawa. 

Mr.  W.  Girouard,  of  La  Maison  Girouard,  Limitee, 
Montreal,  has  returned  from  Boston,  where  he  went  on 
a  business  trip  for  his  firm. 

Mr.  R.  Smardon,  of  Smardon  Shoe  Co.,  Montreal, 
spent  some  time  recently  visiting  the  trade  in  Eastern 
Ontario. 


J.  A.  M.  COTE   ENLARGE   PLANT  AND  ES- 
TABLISH IN-STOCK  DEPARTMENT. 

The  already  extensive  plant  of  J.  A.  &  M.  Cote, 
St.  Hyacinthe,  Que.,  has  been  further  enlarged  by  the 
addition  of  a  large  warehouse.  This  is  to  accommodate 
a  new  In-Stock  Department  which  the  Company  is 
establishing  and  which  will  be  at  the  service  of  the  Trade 
beginning  June  1st.  This  new  departure  has  been  brought 
about  by  the  Company  in  order  that  the  needs  of  their 
many  customers  may  be  supplied  with  readiness  and  sat- 
isfaction, as  it  is  their  intention  to  carry  a  full  stock 
of  their  staple  lines  most  in  demand,  for  immediate 
shipment. 
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ANOTHER  LEATHER  MAN. 

The  family  of  Breithaupt,  so  well  known  in  Can- 
adian leather  circles,  has  been  further  augmented  by 
the  arrival  of  a  son,  born  to  Mr.  and  Mrs.  W.  W.  Breit- 
haupt.  "Bill"  Breithaupt  is  one  of  the  younger  gen- 
eration of  Breithaupts  which  is  becoming  increasingly 
active  in  the  business.  Our  congratulations  and  best 
wished,  and  those  of  the  trade  are  extended  to  "Bill" 
and  his  wife. 

LARGER  FACTORY  FOR  LA  GIOCONDA 
SHOE  MANUFACTURING  CO. 

To  meet  the  growing  needs  of  their  business  La 
Gioconda  Shoe  Manufacturing  Co.,  Montreal,  have 
had  to  seek  larger  quarters,  and  have  located  in  a  fac- 
tory at  322  Papineau  Ave.,  Montreal.  This  plant 
gives  the  company  more  extensive  facilities  to  carry 
on  the  production  of  their  popular  lines  in  hand  made 
turn  footwear. 

OUT  OF  THE  ASHES. 

It  has  been  announced  that  a  new  factory  build- 
ing will  be  built  for  the  Brandon  Shoe  Company.  Mr. 
\.  G.  Ludlow  of  the  Realty  Organization  stated  that 
the  building  would  be  modern  in  every  respect  and 
fireproof.  It  will  be  erected  on  the  site  of  the  one  re- 
centlv  destroved  bv  fire,  125  Pearl  Street,  and  will  be 
40  feet  by  160  feet',  with  an  office  12  feet  by  20  feet  of 
reinforced  concrete  and  structural  steel.  There  will 
also  be  a  boiler  house  and  outside  elevator.  The  build- 
ing will  be  two  storeys  high,  but  provision  will  be  made 
for  the  addition  of  two  extra  floors  in  the  future. 

BLACHFORDS  PUT  IN  NEW  WINDOW. 

H.  6c  C.  Blachford,  Ltd.,  of  Toronto,  have  just 
installed  new  backgrounds  in  their  windows  which  they 
feel  will  improve  the  facilities  for  the  display  of  their 
goods.  The  backgrounds  consist  of  panels  of  cucassian 
walnut,  surrounded  by  attractive  carving.  The  panels 
are  removable  for  greater  access  to  the  windows.  They 


can  also  be  replaced  on  various  occasions  by  panels 
covered  with  silk.  The  windows  were  installed  eight 
years  ago,  after  thorough  investigation  of  the  best  in 
window  ideas.  This  is  the  first  change  that  has  been 
made  since  that  time,  and  they  feel  that  it  will  serve 
to  set  off  the  goods  displayed  to  good  advantage. 

TO   CONFER   WITH  AMERICAN  ASSOCIATION. 

Mr.  Howard  C.  Blachford,  President,  of  the  National 
Shoe  Retailers'  Association  of  Canada  is  one  of  the  many 
Canadian  visitors  to  the  Style  Show  at  New  York.  He 
has  been  in  correspondence  with  Mr.  John  J.  Slater, 
President  of  the  American  N.S.R.A.  and  received  a  very 
pressing  invitation  to  confer  with  him  and  the  American 
Executive  in  New  York  on  May  21st.  The  spirit  of 
co-operation  has  been  decidedly  in  evidence  between 
the  two  Associations,  and  this  is  another  of  the  many 
occasions  when  the  desire  to  work  together  has  been 
shown. 

MUTUAL  CO-OPERATION. 

It  is  perhaps  not  exceptional  that  a  manufacturer 
and  retailer  should  work  closely  together  in  the  market- 
ing of  shoes.  Indeed,  it  is  desirable.  It  is  particularly 
the  case  in  distributing  a  definitely  branded  shoe,  of  the 
corrective  type.  J.  P.  Cook  Co.  Ltd.,  of  London,  have 
been  using  intensive  methods  to  increase  sales  of  the 
"Archgrip"  shoe.  The  window  shown  below  is  one 
method  adopted.  In  addition  advertising  literature 
was  put  out  by  the  store  to  customers  or  prospective 
customers.  The  material  supplied  by  the  manufacturer 
formed  the  basis  for  some  of  the  folders  used,  the  balance 
being  provided  by  the  dealer.  The  results  obtained 
were  gratifying  and  easily  warranted  the  confidence 
the  dealer  had  in  spending  his  money  to  build  business. 

There  is  sometimes  a  tendency  on  the  part  of  the 
dealer  to  feel  that  the  manufacturer  should  sell  his  shoes 
to  the  public,  and  on  the  part  of  the  manufacturer  that 
the  dealer  should  do  it  all  alone.  Mutual  co-operation 
between  dealers  and  manufacturers  is  one  of  the  solu- 
tions of  present  day  shoe  problems. 


| 

Special  window  display  in  the 
store  of  J.  P.  Cook  Co.,  Ltd., 
London,  Ont. 
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MANY  APPLICATIONS  FOR  SPACE  FOR  SHOE 
EXHIBIT  AT  CANADIAN  NATIONAL  EXHIBIT. 

The  list  of  exhibitors  in  connection  with  the  shoe 
exhibit  at  the  Canadian  National  Exhibition  is  already 
a  lengthy  one,  with  more  being  added  daily.  The  Man- 
ager of  the  Shoe  Manufacturers'  Association,  Mr.  S.  Roy 
weaver,  urges  all  firms  who  contemplate  showing  at( 
this  exhibit  to  make  their  applications  for  space  immed- 
iately. The  Association  has  been  counting  on  an  in- 
crease of  fifty  per  cent,  in  space,  and  most  of  this  space 
has  already  been  taken  up  by  applications  already 
in  hand,_  and  a  number  of  additional  enquiries  have 
been  received  from  other  firms.  As  the  exhibition  author- 
ities have  to  be  advised  by  the  end  of  the  month  exactly 
what  amount  of  space  the  shoe  exhibit  will  require  and 
as  the  Association  will  reserve  only  such  space  as  they 
have  actual  applications  for,  those  who  want  space  will 
be  well  advised  to  make  immediate  reservation.  Be- 
low is  a  list  of  the  exhibitors  who  have  to  date  arranged 
for  space,  from  which  it  will  be  seen  that  this  exhibit 
will^  feature  the  products  of  the  leading  firms  in  Can- 
ada's shoe  and  leather  industry. 

The  following  firms  have  already  applied  for  space: — 

The  Hurlbut  Co.  Limited,  3  booths;  United  Shoe 
Machinery  Co.  of  Canada,  Limited,  2  booths;  Chas. 
A.  Ahrens,  Ltd.,  1  booth;  The  Slater  Shoe  Co.  Limited, 
1  booth;  The  John  Ritchie  Co.  Ltd.,  1  booth;  Eagle 
Shoe  Co.  Ltd.,  1  booth;  Scott  McHale  Ltd.,  1  booth; 
Getty  &  Scott,  Ltd.,  1  booth;  Defender  Shoe  Co.,  1 
booth;  The  Miner  Rubber  Co.  Ltd.,  2  booths;  Davis 
Leather  Co.  Ltd.,  1  booth;  Blachford  Shoe  Mfg.  Co. 
Ltd.,  2  booths;  Weston  Shoe  Co.  Ltd.,  2  booths;  The 
Talbot  Shoe  Co.  Ltd.,  2  booths;  The  Walker  Parker 
Co.  Ltd.,  1  booth;  Chas.  Tilley  &  Son,  Ltd.,  1  booth; 
J.  &  T.  Bell  Ltd.,  1  booth;  W.  B.  Hamilton  Shoe  Co. 
Ltd.,  1  booth;  Owens-Elmes  Mfg.  Co.  Ltd.,  1  booth; 
A.  R.  Clarke  &  Co.  Limited,  1  booth;  Beardmore  & 
Co.,  4  booths;  Williams  Shoe  Ltd.,  2  booths;  The 
MacFarlane  Shoe  Ltd.,  2  booths;  Smardon  Shoe  Co. 
Ltd.,  1  booth;  Perth  Shoe  Co.  Limited,  1  booth; 
Kingsbury  Footwear  Co.  Limited,  1  booth;  Edwards 
&  Edwards,  1  booth;  Tebbutt  Shoe  &  Leather  Co. 
Ltd.,  1  booth;  The  John  McPherson  Co.  Ltd.,  1  booth; 
The  Brandon  Shoe  Co.  Ltd.,  1  booth;  Gutta  Percha 
&  Rubber  Ltd.,  1  booth. 


ONTARIO  SHOE  WHOLESALERS  MEET. 

On  the  evening  of  Friday,  May  11th.,  a  dinner 
meeting  of  the  Ontario  shoe  wholesalers  was  held  at 
the  Ontario  Club,  Toronto,  under  the  auspices  of  the 
Shoe  Wholesalers'  Association  of  Canada.  Mr.  J.  A. 
McLaren,  President  of  the  Association,  presided  at 
the  meeting  and  the  Ontario  wholesale  shoe  trade  was 
well  represented.  The  Manager  of  the  Association, 
Mr.  S.  Roy  Weaver,  submitted  a  report  dealing  with 
the  activities  of  the  Association  since  the  first  of  the 
year,  including  membership  and  organization  work, 
the  successful  representations  made  to  the  Freight 
Classification  Committee  in  connection  with  the  freight 


rates,  and  the  work  of  the  Shoe  Trade  Credit  Bureau. 
The  meeting  expressed  appreciation  of  the  credit  reports 
issued  by  the  Association.  The  Manager  was  instructed 
to  ask  members  to  send  to  the  Association  the  names 
of  customers  who  asked  for  unfair  adjustments  or  made 
unreasonable  returns,  or  who  returned  drafts  without 
an  explanation.  It  was  decided  also  to  seek  co-operation 
of  one  of  the  larger  universities  in  obtaining  a  survey 
of  the  wholesale  shoe  trade,  similar  to  that  in  respect 
of  the  shoe  trade  which  has  been  carried  on  by  the  Bureau 
of  Business  Research  of  Harvard  University. 

Considerable  time  was  also  spent  on  the  discussion 
as  to  the  desirability  of  shorter  terms,  and  this  subject 
will  be  a  feature  of  the  next  meeting  of  the  Association 
which  will  be  held  in  Hamilton. 


A  HOPEFUL  OUTLOOK 

The  Finance  Minister  in  outlining  the  present 
financial  and  trade  conditions  in  Canada  said:  Canada, 
in  common  with  other  countries,  has  been  passing  through 
a  decade  of  severe  depression.  Some  of  our  farmer 
friends  have  come  to  us  from  the  West  with  gloomy 
stories  of  the  conditions  of  affairs  in  their  part  of  the 
Dominion.  Unfortunately,  there  has  been  depression, 
not  in  the  West  only,  but  in  the  East  as  well.  Not 
many  months  ago,  the  conditions  in  the  neighbouring 
Republic  were  in  every  respect  as  bad  as,  and  in  some 
respects  worse,  than  in  our  Dominion.  Suddenly,  so 
suddenly  as  to  leave  room  for  doubt  as  to  a  continuance 
of  it,  a  great  revival  of  business  has  arisen  in  the  United 
States.  Whether  there  is  economic  ground  for  it  is 
doubted  by  many  thoughtful  students.  The  buying 
power  of  the  western  farmer  in  the  United  States  is 
still  at  a  low  point.  Foreign  markets  are  still  so  much 
disturbed  that  the  prospects  of  large  sales  in  that  quarter 
are  not  bright.  Nevertheless,  there  is  a  boom  on  in 
the  United  States.  I  asked  a  friend  who  is  a  careful 
observer  of  these  things  on  what  he  thought  the  American 
people  found  ground  for  their  present  activity.  His 
answer  was,  "By  faith  in  themselves."  However  that 
.  may  be,  we  need  not  analyze  the  conditions. 

Stern  economists  will  wonder  what  our  American 
friends  are  going  to  do  with  the  products  they  are  having 
turned  out  so  rapidly  from  the  American  factories. 
Meanwhile  there  is  no  question  that  the  boom  is  on. 
Experience  has  shown  that  the  United  States  are  us- 
ually ahead  of  us  by  a  few  months,  perhaps  a  year, 
in  the  change  of  conditions.  The  prosperity  which  comes 
to  them  reaches  us  a  few  months  later.  The  adversity 
which  sometimes  comes  to  them  comes  to  us  a  few  months 
later.  This  experience  justifies  us  in  believing  that 
history  will  repeat  itself  in  this  respect.  Already  we 
see  signs  of  reviving  activity  in  our  country.  That 
we  may  check  the  exodus  and  bring  back  many  of  those 
who  have  already  gone  is  a  reasonable  expectation. 
If  we  have  faith  in  ourselves,  faith  in  the  intelligence, 
industry  and  courage  of  the  Canadian  people,  faith 
in  the  vast  and  splendid  resources  of  our  Dominion, 
we  may  justly  look  forward  to  an  early  revival  of  the 
prosperity  of  former  days. 


ESTABLISHED  1863 


THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  And  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


60 


THE  SHOE  AND  LEATHER  JOURNAL 


May  15,  1923. 


KORRECT  MEASURING  MACHINE 

The  Universal  Machine  for  Buyers  and  Sellers  of 
Leather  and  for  checking  in  the  Cutting  Room  of 
Shoe  Factories. 

Many  of  these,  as  well  as  other  Machines  of  our 
make,  are  in  daily  use  in  Canadian  Tanneries. 

The  Best  Machines  will  help  to  make  the  Best 
Leather. 

THE  TURNER  TANNING  MACHINERY  CO. 

MAIN  OFFICE  AND  WORKS:  . 
Peabody,  Mass.,  U.S.A. 
BRANCH  OFFICES: 
Newark,  N.J.  Philadelphia,  Pa.  Milwaukee,  Wis. 

FOREIGN  BRANCHES: 
Leeds,  England  Paris,  France 
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The  sShoe  Repair  Man 

>-  :  1  - 


Has  Poor  Work 
Injured  Hep  air  Trade? 

A FEW  years  ago  the  shoe  repair  business  looked 
so  good  that  many  incompetents  entered  the 
field  as  an  easy  means  of  making  a  livelihood, 
in  the  same  manner  as  another  class  go  into  bond  sell- 
ing or  insurance  as  a  last  resort.  The  net  result  is  in 
both  cases  to  take  work  away  from  those  who  are  trained 
and  capable  of  handling  it,  and  who  have  gone  into  the 
line  as  a  serious  business  vocation.  Another  result  is 
to  give  a  black  eye  to  the  whole  field. 

There  is  no  question  that  a  lot  of  botch  work  was 
turned  out  by  these  people  in  the  process  of  learning 
or  trying  to  learn  the  shoe  repairing  business.  The 
chances  are  that  most  of  them  have  been  weeded  out 
by  this  time,  though  we  would  not  go  so  far  as  to  say 
there  are  no  botched  jobs  turned  out  by  Canadian  shoe 
repair  shops. 

This  point  and  others  are  touched  on  by  Mr.  P.  L. 
Brown,  of  the  United  Shoe  Repairing  Machine  Co., 
in  an  address  to  repairers.    He  says: — ■ 

"Shoes  are  being  manufactured  to-day  at  the  rate 
of  about  325,000,000  pair  per  year,  which  is  nearly  as 
many  as  were  made  during  the  boom  year  of  1919.  But 
you  are  not  repairing  anywhere  near  as  many  of  them 
as  you  were  then.  What,  therefore,  is  the  reason? 
Industry  Over  Equipped. 

"The  first  is  that  the  industry  is  over  equipped. 
By  that  I  mean  there  are  too  many  shops.  That  is  not 
your  fault.  It  is  the  fault  of  manufacturers  of  shoe 
machinery,  and  the  fault  of  leather  dealers  who  have 
encouraged  the  establishing  of  new  shops.  In  our 
anxiety  to  get  business,  machines  have  been  placed,  in 
many  cases  with  men  who  did  not  have  the  necessary 
capita]  or  experience,  but  we  cannot  blame  these  men; 
this  is  a  free  country,and  a  man  may  go  into  any  legiti- 
mate business  he  sees  fit.  But  neither  we  machinery 
manufacturers,  nor  the  leather  dealer's  are  assisting  the 
industry  as  a  whole  or  the  individuals  themselves  by 
encouraging  anyone  to  go  into  business,  who  has  neither 
the  necessary  capital  nor  the  necessary  knowledge  of 
shoe  repairing.  Not  having  the  sufficient  technical 
knowledge  to  serve  the  public  satisfactorily  they  are 
a  menace  to  the  industry.    They  usually  fail,  finally. 

"The  second  and  greater  trouble  has  been  caused 
by  your  fault.  This  trouble  is  poor  workmanship. 
After  the  war  when  people  had  plenty  of  money  and 
were  easily  satisfied,  and  when  new  shoes  were  high 
they  accepted  inferior  work,  but  as  conditions  gradually 
changed,  and  as  money  became  less  plentiful,  as  new 
shoes  became  lower  in  price,  the  public  became  less  sat- 
isfied with  the  quality  of  shoe  repairing,  and  this,  gentle- 
men, is  the  great  trouble  to-day.  The  shoe  repairers 
as  a  whole  are  not  turning  out  good  work. 
Poor  Work  The  Big  Cause. 

"We  have  all  seen  shoemakers  hurriedly  rip  off 
the  old  sole,  fit  a  new  tap,  and  without  even  looking  to 
see  if  the  welt  is  loose  rush  the  shoe  to  the  stitching 


machine  and  when  they  have  put  some  stitches  in  the 
leather  and  the  sole  seems  to  stay  they  feel  that  every- 
thing is  all  right.  But  are  they  sure  that  the  lock  is 
in  the  right  place  so  that  the  sole  will  not  fall  off  after 
a  few  days'  wear.  And  most  important  of  all  are  they 
sure  that  they  did  not  cut  into  the  innerseam,  so  that 
the  upper  will  become  loose  in  a  few  days?  As  one  lady 
expresses  it,  'it  doesn't  pay  to  have  the  shoes  repaired, 
because,  while  the  shoe  repairer  fixes  them  in  one  place, 
he  ruins   them  in  another.' 

"A  careful  investigation,  which  has  covered  the 
whole  country  and  extended  to  hundreds  of  shoe  repair 
shops,  and  to  the  examination  of  thousands  of  pairs 
of  shoes  has  developed  a  startling  fact  that  over  11  per 
cent,  of  the  shoes  sewed  are  damaged  in  the  stitching 
process  because  of  the  awl  cutting  the  innerseam.  This 
investigation  was  conducted  with  all  fairness,  to  both 
the  shoe  repairer  and  the  wearer,  and  this  large  per- 
centage of  damaged  shoes,  caused  by  sewing  into  the 
innerseam  and  either  cutting  or  weakening  them,  is  a 
conservative  report  by  experts  who  knew  what  they  were 
investigating.  Of  the  large  percentage  of  shoes  so 
damaged  76  percent,  of  them  were  women's  shoes.  You 
will  perhaps  say  that  this  is  not  true  of  your  shop,  but 
are  you  sure  of  this? 
Shoes  That  Do  Not  Come  Back. 


"If  the  customer  would  bring  the  shoes  back  to 


[t's  The  Shoe  Plate  That  Is  Made 


Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 
"    2:      "       10     "  " 
9t      "3*      "        6     "     "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 
in  stout  paper  with  plain  markings  as  to  description 
and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  II 
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you,  you  would,  wishing  to  hold  their  trade,  fix  them  up, 
but  usually  they  are  taken  to  another  repairer,  or  worse 
yet,  the  customer  swears  oft  on  shoe  repairing  either 
for  the  time  being  or  forever.  In  any  case  you  lose.  The 
shoes  that  do  come  back  represent  but  a  small  percent- 
age of  those  that  are  damaged.  Just  to  convince  your- 
self on  this  point,  recall  some  occasions  when  you  have 
seen  on  the  street  people  who  were  regular  customers 
ot  yours,  and  who  haven't  been  in  your  shop  for  months. 
^  ou  realize  that  they  must  have  transferred  their  trade 
to  some  other  repairers,  and  you  wonder  why,  because 
so  tar  as  you  can  remember  they  have  never  complained 
of  the  quality  of  your  work.  Yet,  when  you  stop  to 
think  of  it,  the  usual  reason  for  any  customer  leaving 
a  firm  with  whom  he  has  been  doing  business  for  a  long 
time  is  poor  service. 

"Another  cause  tor  complaint,  especially7  on  the 
part  of  women,  is  that  the  shoes  have  been  made  smaller 
while  being  repaired.  This  complaint  could  have  been 
easily  overcome  if  the  work  had  been  properly  prepared 
betore  stitching.  The  extra  cost  per  pair  of  shoes  is 
very  slight,  the  extra  time  is  almost  nothing,  but  the  im- 
provement in  your  work  is  considerable. 

"Now  I  have  pointed  out  to  you  what  investiga- 
tion has  shown  to  be  the  two  great  troubles  in  the  shoe 
repairing  industry  to-day,  and  next  we  must  all  con- 
sider what  we  are  going  to  do  to  improve  conditions. 
How  Conditions  Can  Be  Improved. 

"There  are  three  groups  of  people  vitally  interested 
in  the  shoe  repairing  industry;  the  shoe  repairers  them- 
selves, who  directly  serve  the  public,  the  leather  dealers, 
who  furnish  the  leather,  rubber  heels  and  findings,  and 
the  manufacturers  of  shoe  machinery,  who  furnish  the 
mechanical  equipment.  It  seems  to  us  that  more  can 
be  accomplished  by  all  three  groups  working  together 
than  by  one  group  working  alone. 

"It  is  obvious  that  the  company  which  I  represent 
can  work  directly  only  with  our  own  customers  who 
are  using  Goodyear  machinery,  but  anything  which 
we  do  to  help  one  group  of  shoe  repairers  is  bound,  event- 
ually, to  be  of  some  assistance  to  all  shoe  repairers.  We 
are  sending  men  from  our  service  department  to  per- 
sonally call  on  ou-  customers,  inviting  their  attention 
to  several  new  devices  which  we  have  to  improve  their 
work,  and  otherwise  assisting  them  in  turning  out  better 
shoe  repairing.    We  have  also  established  a  series  of 


signs  both  fixed  metal,  and  electric  flash  signs  display- 
ing a  certified  symbol  of  good  shoe  repairing,  and  in 
addition  to  this  we  are  advertising  in  newspapers  and 
pamphlets  that  such  shops  are  certified  to  do  satisfactory 
work." 


FEDERATION  COUNCIL  MEETING. 

The  Ontario  Federation  of  Shoe  Makers  and  Re- 
pairers are  looking  forward  to  July  25th  and  26th,  the 
dates  of  the  Convention  to  be  held  in  Brantford.  Plans 
are  being  shaped  up  and  initial  action  was  taken  at  a 
meeting  of  the  council  held  in  S.O.E.  Hall,  Hamilton, 
on  Wednesday,  April  25th.  With  the  exception  of 
one  member,  the  entire  council  was  on  hand. 

President  W.  S.  Pettit  was  in  the  chair.  The  others 
present  were  Mr.  W.  Legg,  Vice-President;  Mr.  Walt. 
Stevens,  Secretary-Treasurer  and  Messrs.  W.  Thorne 
of  London;  A.  Butterworth  and  S.  Burnett  of  Toronto; 
W.  Tnglis  of  St.  Catharines;  F.  H.  Revell  and  Thos. 
Grayson  of  Hamilton;  A.  Johnson,  S.  Rogers  and  T. 
Smith  of  Brantford. 

The  President  greeted  all  members  present,  and 
commented  on  the  fine  turnout  of  councillors,  express- 
ing his  very  sincere  appreciation  of  it. 

After  the  usual  good  fellowship  greetings  the  meet- 
ing opened  for  business  at  four  o'clock. 

The  minutes  of  last  meeting  were  read  and  adopted. 

On  motion,  the  Secretary  was  instructed  to  send 
particulars  of  the  meeting  to  the  trade  journals. 

A  general  discussion  took  place  regarding  the  mem- 
bers' fee  of  $1.00  which  has  been  asked  for  by  circular 
letters  to  the  number  of  1900,  each  repair  man  of  the 
Province  receiving  one  whether  he  was  a  member  of 
local  association  or  not.  A  great  many  were  in  strong 
sympathy  with  the  idea,  a  few  had  other  ideas,  but  as 
the  Federation  requires  funds  it  was  decided  to  carry 
on. 

It  was  therefore  moved  by  F.  H.  Revell,  seconded 
by  S.  Rogers  that  the  action  of  the  President  and 
Secretary  be  approved  re.  collecting  of  membership 
fees,  and  that  a  committee  be  formed  to  make  copy 
by  By-Laws  for  the  Federation  Guidance  in  all  par- 
ticulars. 

It  was  moved  by  Mr.  Revell,  seconded  by  W.  Stevens, 
that  the  following  ccmmittee  have  charge  of  By-Laws, 


S   ROGERS,  President 


W.  J.  ROACH,  Vice-President 
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etc: — Messrs.  T.  Grayson,  S.  Burnett,  W.  Lege,  W. 
Thorne,  T.  Smith,  W.  Stevens,  W.  S.  Pettit. 

On  motion  it  was  decided  that  councillors  should 
hold  their  next  meeting  immediately  prior  to  convention 
opening  on  Wednesday  July  25th,  1923,  in  the  morning. 

Secretary,  W.  Stevens  gave  a  favorable  report  on 
Federation  affairs  to  date,  relating  to  the  great  enthus- 
iasm shown  by  the  different  manufacturers  and  jobbers, 
and  a  little  outline  of  what  was  being  done  concern- 
ing advertising,  etc.  All  present  expressed  their  hearty 
support  in  all  things  pertaining  to  the  building  up  of 
the  Ontario  Federation  of  Shoemakers  and  Repairers. 

The  next  business  taken  up  was  the  programme 
for  the  convention  that  is  to  be  held  in  Brantford,  July 
25  th  and  26th. 

It  was  decided  to  ask  Mr.  Hurlbut  to  give  a  paper 
at  convention  on  the  services  that  could  be  rendered  to 
the   public   by   Shoe  Repairers. 

The  Secretary  was  asked  to  write  Mr.  E.  O'Dell, 
of  Hamilton,  to  give  a  paper  on  "Organization",  this 
to   be  followed  by  general  discussion. 

At  this  point  Mr.  Legg  gave  some  interesting  ideas 
on  organization  work  which  was  thoroughly  enjoyed 
by  all  the  councillors  present.  He  spoke  very  highly 
about  the  recently  formed  association  at  Niagara  Falls, 
Ontario,  and  guaranteed  it  would  be  one  of  the  strongest 
in  a  very  short  time,  all  ihe  members  seeming  to  take 
hold  with  good  intentions. 

A  paper,  which  is  more  advantageous  "Cut  stock" 
or  "Side  stock",  was  thought  to  be  a  very  interesting 
subject,  and  will  no  doubt  be  taken  by  someone  with 
a  thorough  knowledge  of  the  differences.  A  general 
discussion  to  follow  on  same. 

On  motion  it  was  decided  that  the  election  of  officers 
for  the  ensuing  year  be  held  on  the  first  day  of  conven- 
tion, and  that  they  be  installed  in  their  various  places 
of  honor  just  prior  to  closing  of  convention  on  second 
day.  fc 

Moved  by  Mr.  Legg,  seconded  by  Mr.  Johnson 
that  the  next  Convention  City  be  selected  before  the 
election  of  Officers;  also  nominating  committee;  this 
all  to  take  place  on  the  afternoon  of  the  first  day  of 
convention. 

A  motor  trip  is  to  be  planned  to  take  place  after 
the  adjournment  of  the  convention  for  the  day,  and 
the  banquet  to  be  held  at  eight  o'clock  shortly  after 
return  from  motor  trip.  That  a  telephone  demonstra- 
tion be  put  on  some  time  during  convention  was  also 
suggested. 

On  Thursday  morning,  July  26th,  the  report  of 
committee  on  By-Laws  and  Legislation  for  the  Fed- 
eration will  be  considered  clause  by  clause. 

Moved  by  Mr.  Revell:  Seconded  by  Mr.  Inglis 
that  the  balance  of  the  programme  for  the  convention 
be  left  in  the  hands  of  the  Brantford  Councillors. 

Resolutions  adopted  at  convention  were  next  con- 
sidered. First: — Whereas  the  Wholesale  Findings'  Houses 
have  recently  formed  an  association,  and  whereas  we 
believe  it  is  to  the  advantage  of  the  trade  to  be  fully 
organized,  and  that  all  branches  should  co-operate, 
therefore  be  it  resolved  .  that  this  Federation  extends 
its  greetings  to  the  new  association,  and  its  desire  for 
full  co-operation,  and  further  be  it  Resolved  that  the 
Executive  Council  of  the  Ontario  Federation  of  Shoe 
Repairers  be  instructed  to  appoint  a  committee  to  get 
in  touch  with  the  Executive  of  the  Finders'  Association, 
to  take  up  such  matters  as  credits,  protection  against 
unfair  competition,  and  such  other  matters  as  may  seem 
advisable. 

On  motion  it  was  decided  that  Mr.  Burnett  and 
Mr.  Butterworth,  of  Toronto;    Mr.  Grayson,  of  Ham- 


ilton, and  Mr.  Pettit,  of  Brantford,  be  a  committee 
to  carry  out  this  resolution  and  report  at  the  conven- 
tion; also  that  the  Secretary  send  a  copy  of  this  re- 
solution to  each  of  the  committee. 

Second: — Resolved  that  the  Executive  Committee 
of  the  Ontario  Federation  of  Shoe  Repairers  be  instruc- 
ted to  use  such  methods  as  they  deem  advisable  to  ad- 
vertise the  advantages  of  this  Federation  of  Ontario 
Shoe  Repairers,  and  to  institute  a  regular  programme 
with  a  view  to  increasing  the  membership  and  main- 
taining the  interest  in  the  Federation  as  continuously 
as  possible.  It  was  unanimously  agreed  that  this  work 
was  being  carried  on  at  the  present  time,  and  that  the 
results  were  quite  satisfactory. 

Third: — Resolved  that  the  Executive  Council  of 
the  Ontario  Federation  of  Shoe  Repairers  be  instructed 
to  appoint  a  committee  to  study  the  question  of  univer- 
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sal  costs  and  prices,  and  that  a  report  be  brought  in 
not  later  than  at  next  year's  convention,  showing  what 
can  be  done  along  these  lines.  Moved  by  Mr.  Butter- 
worth;  Seconded  by  Mr.  Revell  that  this  Councillors 
meeting  go  into  a  committee  as  a  whole  to  deal  with 
this  resolution.  After  some  discussion  it  was  moved 
by  Mr.  Butterworth,  seconded  by  Mr.  Inglis,  that  univer- 
sal prices  be  considered  out  of  the  question  under  exist- 
ing conditions,  and  that  this  be  reported  to  the  conven- 
tion. 

The  meeting  then  adjourned  to  meet  at  the  call 
of  President  Pettit. 


VANCOUVER  NOTES 

Summer  appears  to  have  taken  the  place  of  spring 
as  bright  warm  weather  has  been  ruling  for  several  weeks. 
Reports  of  business  from  the  shoe  stores  are  not  as 
encouraging  as  one  would  like  to  give.  There  have  been 
too  many  sales  and  too  many  bankrupt  stocks  thrown 
on  the  market,  which  has  caused  the  purchasing  public 
to  hold  back  for  more. 

Since  our  last  report  two  more  stocks  have  been 
sacrificed.  Wood  and  Son,  after  sixty  years  connection 
with  the  boot  and  shoe  trade,  have  had  to  dispose  of 
their  stock  through  the  Credit  Men's  Association,  Mr. 
J.  Rea  being  the  purchaser  at  50  cents  on  the  dollar. 

Mr.  G.  Wooding  purchased  the  sm  all  stock  of 
Mr.  J.  Moore.  Mr.  Moore  will  now  give  his  whole  atten- 
tion to  the  repairing  business. 

The  verdict  of  the  suit  brought  by  Mrs.  Rod  Camp- 
bell (plaintiff)  against  Mr.  J.  Storey  (defendant)  of 
the  firm  of  Storey  and  Campbell  about  six  weeks  ago, 
has  been  handed  down  by  Mr.  Justice  Morrison  of  the 
Supreme  Court  in  favor  of  the  plaintiff,  Mrs.  R.  Camp- 
bell. The  aid  of  the  court  was  sought  with  reference 
to  the  will  of  the  late  Mr.  Rod  Campbell,  a  late  part- 
ner in  the  firm  of  Storey  and  Campbell. 

The  repair  trade  has  been  greatly  agitated  during 
the  last  month  owing  to  the  unusual  method  employed 
by  the  manufacturer  of  Neolin  soles.  Large  quantities 
of  these  were  distributed  gratis  to  the  public  through 
the  garages  and  fire  halls  of  this  district.  The  shoe 
repair  trade  naturally  resented  this,  and  upon  repre- 
sentation being  made  to  the  manager  of  the  local  branch, 
every  effort  was  made  to  recover  the  balance  of  the 
soles  that  had  not  been  given  away,  and  they  were 
ordered   to   be  destroyed. 

Ingenious  methods  of  theft  have  from  time  to  time 
been  practised.  One  of  the  latest  was  sprung  upon 
Mr.  G.  Scott  of  Commercial  Drive.  The  thief  with  the 
aid  of  a  long  stick  and  fish  hook  obtained  several  pairs 
of  repairs  by  using  the  trap  door  used  by  the  customers 
to  leave  repairs  when  the  store  was  closed. 

Mr.  W.  Eldridge,  of  Davis  Street,  has  moved  into 
new  and  modern  premises  opposite  his  old  stand.  Mr. 
Eldridge  is  anticipating  making  his  store  entirely  up- 
to-date. 

Mr.  T.  Milner,  of  Kerresdale,  in  exhibiting  one  of 
his  pedigree  dogs  (Point  Grey  Social)  Yorkshire  terrier, 
was  successful  in  taking  seven  prizes  at  the  Vancouver  • 
Kennel  Club  show,  taking  their  first,  two  seconds  and 
two  specials. 

The  roof  of  the  home  of  Mr.  J.  J.  Alery  suffered  dam- 
age by  fire  owing  to  a  defective  flue.  The  fire  brigade 
attended  and  saved  a  total  destruction  of  the  premises. 

A  Spring  Clearing  Campaign  is  being  undertaken 
by  a  few  of  the  repair  stores  to  give  the  very  necessary 
clean-up  to  their  establishments.  Shoe  repairing  as 
a  rule  does  not  lend  itself  to  tidiness,  as  much  as  might 
be  wished. 
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CLASSIFIED  ADVERTISEMENTS 

MR.  MANUFACTURER— Experienced  Salesman,  full  of 
Energy  and  Resourcefulness  with  fine  Selling  Record  and 
Well  Introduced  to  the  SHOE  TRADE  IN  TORONTO, 
MONTREAL  &  THE  MARITIME  PROVINCES,  offers 
you   His   Services.     Address,   Box  75,   Shoe   and  Leather 

Journal,  545  King  St.  W.,  Toronto,  Ont.  

WANTED — By  an  experienced  salesman  with  connection  in  Mari- 
time Provinces  line  of  shoes  for  above  territory.  Manufacturer's  line 
preferred.  Ambitious  and  can  furnish  good  references.  Must  be  a 
good  line.  Box  81,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto 
SHOE  SALESMAN,  young  man,  good  appearance,  long  ex- 
perience, desires  position  with  retail  house  or  on  the  road. 
Box  100  Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto, 

Ont.  

FOR  SALE — Shoe  Business  in  one  of  the  best  towns  on 
Vancouver  Island.  All  new  stock.  Carefully  bought. 
Turnover  $2,500  a  month.  Value  of  stock  on  hand  about 
$12,000.  Store  located  on  main  street,  and  one  of  the  best 
stands  in  the  city.  Rent  only  $25  per  month.  No  other  ex- 
clusive shoe  business  in  the  city.  A  good  proposition  and 
one  well  worth  investigating  by  anyone  who  understands 
the  shoe  business.  Will  take  part  cash,  balance  on  easy 
terms.  For  full  particulars,  apply,  to  Box  248,  Cumberland, 

Vancouver  Island,  B.C.  

FOR  SALE — The  Empire  Shoe  Repair.  Modern  appliances ; 
U.S.M.C.  18  ft.  outfit  with  stitcher;  English  bench  stands  and 
lasts.  A  good  business  proposition.  Doing  a  small  retail 
trade  also.  Property  to  be  disposed  of  same  time.  Write 
E.  J.  Lee,  proprietor,  11  Hadley  St.,  Cote  St.  Paul,  Montreal, 

Que.  

FOR  SALE. — Shoe  Business  in  live  Mid-West  City  of 
25,000  people.  New  stock.  New  Fixtures.  Inventory  about 
$16,000.00  Must  be  sold  in  60  days.  Splendid  chance.  Pur- 
chase must  be  made  by  satisfactory  security.  Apply,  Box 
103,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 

Ont.  

SALESMAN. — With  good  connection  among  the  lumber- 
ing, contracting,  fishing  and  sportsmen  trade,  to  sell  Amer- 
ican Gold  Seal  Rubbers.  Absolutely  the  finest  quality  man- 
ufactured. Stock  carried  in  Toronto.  Only  those  capable 
of  producing  big  business  need  apply.  References  will  be 
treated   confidentially.       Allied   Footwear   Co.   of  Canada, 

Ltd.,  29  Temperance  St.,  Toronto,  Ont.  

A  SOFT  SOLE  SLIPPER  MAN  experienced  in  the  manu- 
facturing,  selling  and  buying  from  every  angle,  is  open  for 
engagement.     Best  of  references.      Box    102,     Shoe  and 

Leather  Journal,  545  King  St.  W.,  Toronto,  Ont.  

SHOE  SALESMAN,  29  years  of  age,  married,  desires  posi- 
tion, capable  of  managing  dept.  or  store,  thorough  know- 
ledge of  footwear  business,  window  trimmer  and  card 
writer.     Ontario   town  or  city  preferred.     Apply,   Box  42 

Orillia,  Ont.  

EXPERIENCED  SOLE  LEATHER  MAN  WANTED.  Good 
education.  Take  complete  charge.  Large  warehouse.  Ad- 
dress, Box  101,  The  Shoe  and  Leather  Journal,  545  King  St 
W„  Toronto,  Ont.  

OPPORTUNITY  FOR  ADVANCEMENT.  —  Leading 
Manufacturer  of  Sole  Leather  requires  traveller  with  prac- 
tical experience  in  Shoe  Manufacturing.  One  who  can  call 
on  .both  the  Repair  Trade  and  Factories  and  actually  de- 
monstrate correct  method  of  working  the  Leather.  This 
should  interest  a  man  now  employed  in  a  Shoe  Factory, 
who  is  ambitious,  and  desirous  of  improving  his  position. 
Box  No.  104,  The  Shoe  and  Leather  Journal,  545  King  St. 
W.,  Toronto,  Ont. 

FIRST  CLASS  SHOE  STORE  FOR  SALE.— Situated  in 
good  residential  district  of  Toronto.  Good  reason  for  sell- 
ing. Apply,  Box  105,  Shoe  and  Leather  Journal,  545  King  St. 
W.,  Toronto,  Ont. 

FOR  SALE. — Shoe  Business  in  busy  location  in  Toronto, 
going  concern,  carrying  $5,000  of  new  stock.  Also  fully 
equipped  repair  plant  in  connection.  Owner  has  good  rea- 
sons for  giving  up  business,  will  cither  sell  or  rent.  This  is 
an  Al  proposition  and  worthy  of  your  consideration,  either 
as  a  shoe  store  or  repair  shop.  Box  106,  Shoe  and  Leather 
Journal,  545  King  St.  W.,  Toronto,  Ont. 

WANTED  SALESMEN  to  handle  our  line  of  high  grade 
men's  and  women's  shoes  in  Ontario,  Western  Provinces  and 
the  East.  When  applying,  please  give  full  particulars  as  to 
experience,  territory,  etc.  Natural  Tread  Shoes  of  Canada 
Ltd.,  Belleville,  Ont. 
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REPLACEMENTS 

Now  form  a  large  portion  of  our  regular  business 
IT  IS  SIGNIFICANT  THAT  SO  MANY 

EXPERIENCED  SHOE  REPAIR  MEN 

When  making  changes  to  their  equipment 

SPECIFY  GOODYEAR  SHOE  REPAIRING  OUTFITS 


12  FT.  GOODYEAR  SHOE  REPAIRING  OUTFIT,  MODEL  P.  —Made  in  our  Montreal  Factory. 

A  Practical  Economical  Equipment  for  the  Shop  of  Limited  Space 
There  is  a  Size  and  Style  Exactly  Suited  to  Your  Requirements 
Installed  on  Terms  that  you  Can  Afford 
Gasolene  Engine  Equipments  for  those  locations  having  no  electric  power 

PREPARE  to  secure  the  utmost  from  this  season's  business 
by  having  the  proper  equipment.  Arrange  for  that  installation  NOW 

UNITED  SHOE  MACHINERY  CO.  OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 


TORONTO 
90  Adelaide  Street,  W. 


KITCHENER 
Ontario  Street,  S. 


QUEBEC 
28  Demers  Street 
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Joyous  June 


Earth  gets  its  price  for 

what  Earth  gives  us; 

The  beggar  is  taxed  for 

a  corner  to  die  in. 

The  priest  hath  his  fee  who 

comes  and  shrives  us, 

We  bargain  for  the  graves 

we  lie  in; 

At  the  devil's  booth  are  all 

things  sold, 

Each  ounce  of  dross  costs 

its  ounce  of  gold; 

For  a  cap  and  bells 

our  lives  we  pay, 

Bubbles  we  buy  with  a 

whole  soul's  tasking-; 

'Tis  heaven  alone  that 

i  is  given  away, 

'Tis  only  God  may  be  had 

for  the  asking, 

No  price  is  set  on  the 

lavish  summer; 

June  may  be  had 

by  the  poorest  comer. 

— Lowell 
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In  Your  Windows 


w  "GUTTA  PERCHA' 


CANVAS  SHOES 


ATTRACTIVE  displays  of  "Gutta 
Percha"  Canvas  Footwear  go  a  long 
way  in  intensive  selling  during  the 
season.  In  your  windows  and  in  your  local 
advertising  be  sure  that  you  are  constantly 
letting  people  know  that  your  store  is  head- 
quarters for  "Gutta  Percha"  Footwear.  The 
' '  Gutta  Percha"name  is  extensively  advertised , 
the  merit  of  the  products  is  well-known  to  con- 
sumers ;by  tying  up  your  local  displays  and  ad- 
vertising, the  power  of  "Gutta  Percha"  pub- 
licity is  made  to  work  for  you  and  your  store. 


At  Your  Distributors  or  Our  Nearest  Branch. 


Gutta  Percha  ©.  Rubber 

 Limited  

Head  Offices  and  Factories,  Toronto 

Branches  from  Coast  to  Coast 
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A  re  You  Sure  Your  Counters  Suit  Your  Shoes? 


Different  grades  of  shoes  require  different  counters.  Long  experience 
has  enabled  us  to  produce  the  proper  counter  for  each  type  of  shoe. 

D.  &  P.  UNION  THREE  PIECE  COUNTERS  are  the  specialized 
Counters  for  Women's  Footwear.  They  are  light  and  flexible  but 
tough  and  durable,  conform  exactly  to  the  last,  and  are  still  in 
sound  condition  and  shape  when  the  shoe  is  worn  out. 

The  grading  of  D.  &  P.  FIBRE  COUNTERS  corresponds  to  the 
grading  of  manufacturers'  lines.  For  finest  footwear  our  top  grade 
Fibre  Counters  are  essential,  while  medium  and  staple  shoe  produc- 
tion requires  our  Counters  graded  expressly  for  that  purpose. 

Consult  Us  And  Buy  Your  Counters  Wisely 

DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse: 

224  Lemoine  Street 
MONTREAL 

REPRESENTATIVES 
For  Ontario:—  E.  R.  Lewis,  45  Front  St.,  East,  Toronto 
For  Quebec  ^ity: — Richard  Freres,  St.  Valier  Street,  Quebec 


urn 
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Something 
Different 


Change  for  change  sake  is  poor  policy, 
but  there  is  wisdom  in  specifying 

Davis  Black  Kangaroo 


Because  it  is  not  only  "different"  but  has 
the  supreme  qualities  that  make  for 
STYLE  and  good  SHOEMAKING. 

It  is  the  lightest  weight  upper  leather 
made,  having  all  the  strength  and  wear  of 
calf  with  the  softness  and  lustre  of  kid. 
It  will  not  chip  or  peel. 

Sample  on  Application 

A  Leather  for  Every  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


6 


THE  SHOE  AND  LEATHER  JOURNAL 


June   1,  1923. 


A  Warm  Cordial  Welcome 
for  Every  Canadian 


Our  brothers  from  across  the  line  are  strongly- 
urged  to  come  to  the  Boston  Show  this  year. 
There  will  be  enough  new  features  to  make  it 
well  worth  the  time  of  even  the  busiest  buyers. 

Note  the  dates — and  come!  It  will  make  you 
a  better  shoeman  and  merchandiser. 

A  Style  Revue  without  equal  will  show  you  the 
very  newest  designs  in  fine  footwear. 


Come  and  Lear  nMore  About  Hosiery 

Hosiery  departments  are  becoming  more^and  more  important 
factors  in  the  business  of  retail  shoe  merchants.  The  show 
management  has  recognized  this  fact  and  will  have  displays 
of  interest  to  the  hosiery  buyer. 


New  Styles- New  Business 

New  confidence 
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The  Summer 
Shoe  Of  A 
Gentleman 


This  Bell  Oxford  has  all  those  important  characteristics 
that  make  the  Bell  men's  lines  the  footwear  of 
Canadian  Gentlemen. 

For  the  worth-while  trade  the  Quality  Shoe  is  the 
ONLY  shoe  The  Bell  creed  is  Quality,  and  it  allows 
no  lowering  of  standards  to  meet  any  "shoe -at -a -price' 
plan.  The  best  material  that  can  be  secured,  the  best 
shoemaking  that  skill  can  produce,  the  best  style  that 
art  can  create — that  is  the  Bell  Policy.  And  leading 
merchants  know  that  it  produces  permanent  trade  and 
prestige. 


J.  &   T.  BELL,  LIMITED 


Montreal,  Quebec 
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CALF  AND  SIDES 
STORM  CALF 

ALL  COLORS 

» 

H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 
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GOOD  NEWS 


FOR  THE 


66 


WHOLESALERS 


"La  Duchesse"  new  lines 
will  soon  be  ready 


About  to  start  operations  in  our  large  new  well 
equipped Jplant,  we  are  coming  back  stronger  than  ever 
with  a  range  of  samples  that  will  set  a  new  standard 
in  the  trade  for  stylish  shoes  moderately  priced. 

The"policy  of  "wait  and  see"  is  well  worth  while  when 
it  brings  you  such  unequalled  buying  opportunities 
as  these  lines  afford. 


Temporary  Office,  640  Craig  St.,  East. 

La  Duchesse"  Shoe  Co.,  Registered 

MONTREAL,  QUE. 

Making  Women's  Welts,  McKays  and  Turns  of  a  Standard 
quality  for  the  Wholesale  Trade 


moan: 
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With  Spaulding's  Fibre  Counters  in  your  shoes 
you  can  be  sure  that  they  will  retain  a  trim,  perfect 
shaped  back  that  will  reflect  credit  on  your  line 
and  result  in  greater  all-around  buying  appeal. 

We  make  our  own  fibre 

J.  SPAULDING  &  SONS  CO.,  Inc. 


Main  Office  and  Factory 
NORTH  ROCHESTER,  N.H. 


Boston  Office 
203-B  ALBANY  BUILDING 


PHILADELPHIA  CINCINNATI  ST.  LOUIS  CHICAGO 

John  G.  Traver  &  Co.     The  Taylor-Poole  Co.  The  Taylor-Poole  Co.  J.E.D.  McMechan  &  Co. 

141-143  No.  4th  St.  410-412  E.  8th  St.  1602  Locust  St.            217  W.  Lake  St. 

SEVEN  FACTORIES 

Tonawanda,  N.  Y.  Rochester,  N.  H.  English  Agents:  J.  Whitehead  8r-  Co.,  Ltd. 

No.  Rochester,  N.H.  Milton,  N.H.  Leicester,  England 

Townsend  Harbor,  Mass. 

Canadian   Agents:    International   Supply  Co.,   Kitchener,   Ontario,  and   Quebec  City 

V.  Champigny,  Montreal. 
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June  Is  Fleet  Foot  Time 

The  month  of  June  is  the  best  time  for  featuring  and  selling 
Fleet  Foot  shoes.    That  is  why  every  Fleet  Foot  dealer  should 
make  sure: — 

(1)  That  he  has  a  well-balanced    assortment  of  Fleet 
Foot  shoes  for  men,  women  and  children. 

(2)  That  selections  of  his  Fleet  Foot  s'ock  are  promin- 
ently displayed  in  the  windows. 

(3)  That  the  Fleet  Foot  cards  are  featured  in  his  window 
displays. 

(4)  To  tell  his  customers  that  the  name  Fleet  Foot 
stamped  on  the  shoe  is  the  guarantee  of  quality 
and  value,  and  that  they  are  not  Fleet  Foot  unless  the 
name  Fleet  Foot  is  on  the  shoe. 

The  billboards  and  the  daily  papers  throughout  Canada  are 
carrying  a  Fleet  Foot  message  to  your  customers.    This  national 
advertising  will  help  Fleet  Foot  dealers  to  bigger  business  and  a 
quicker  turnover  of  stock. 

Dominion  Rubber  System  Limited 

xg^H^.          Head  Office    -    Montreal  ^^^^x 

Dominion  Dominion 

^rubber^/  service  branches  at:  ^rubber  j5/ 

ST.  JOHN,  N.B.                   HAMILTON,  Ont                   REGINA,  Sask.  ! 
HALIFAX,  N.S.                    BRANTFORD,  Ont.                 SASKATOON,  Sask. 
MONTREAL,  Que.                KITCHENER,  Ont.                 CALGARY,  Alta. 
QUEBEC,  Que.                     LONDON,  Ont.                       LETHBRIDGE,  Alta. 
OTTAWA,  Ont.                     WINDSOR,  Ont.                      EDMONTON,  Alta. 
TORONTO,  Ont.                   NORTH  BAY,  Ont.                VANCOUVER,  B.C. 
BELLEVILLE,  Ont.               FORT  WILLIAM,  Ont             VICTORIA,  B.C. 

WINNIPEG,  Man. 

/  X 
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F830  —Si.  15 


FS59— $3.85 


F781— $3.35 


F786—  $3.10 


FS35— $3.25 


F587— $2.35 

Green  Kid  Trimmed.  Also  Carried  with  Red  Kid  Trimming. 


F210— $3.50 


DESCRIPTIONS 


S830  Black  Satin  Two  Button  One  Strap,  suede  trimmed,  imitation  turn. 
B  to  D.  code   "Rainbow"  $3.15 

S859  Black  Satin  One  Strap,  Suede  Collar  and  Cue  Out  Tongue,  Turn 
15  c  Full  Louis  Heel,  widths  A  to  D.  Code  "Madlyn"  $3.85 

S861  Same  as  above  except  imitation  turn,  12/8  Cuban  Heel,  three  cut- 
outs, B  to  D.  code  "Sylvia"  $3.15 

5780  Black  Satin  One  Strap.  16/8  Full  Louis  Heel,  Leather  Lined.  Widths 
A  to  D   Code  "Bab"  $3.35 

5781  Same,  except  14/8  Full  Louis  Heel.    Code  "Hattie"  $3.35 

S786  Black  Satin  Wide  One  Strap.  9/8  Flapper  Heel,  rhinestone  button, 
genuine  turn,  leather  lined,  widths,  B  to  D,  code  "Clover"  $3.10 

S776    As  above  except  imitation  turn,  code  "Edna  '  $2.75 

S805  White  Satin  Brocaded  One  Strap  Pump,  Leather  Lined,  14/8 
Louis  Heel,  widths  B  to  D.  code  "Vera"  $3.25 

S800  White  Satin  One  Strap,  leather  lined.  14/8  Louis  heel  widths  B  to 
D.      code      "Helen"  $3.15 

S587  White  Whipcord  One  Strap.  Two  Button.  Green  Kid  Trimmed,  Im- 
itation Turn,  9/8  Heel,  widths  B  to  D.  code  "Cannes"  $2.35 

S589  White  Whipcord  One  Strap.  Two  Button.  Red  Kid  Trimmed.  Irr- 
itation Turn.  9/8  Heel.  Widths  B  to  D.codc  "Reviera"   $2.35 

S2I0  I .<  Vor'l)  White  Washable  Kid  One  Strap.  Imitation  Turn,  Leather 
Lined.  Covered  9/8  Heel.    Widths  B  to  D  Code  "Trixie"  $3.50 

S250  Al  above,  except  Genuine  Turn  and  14/8  Full  Spanish  Heel.  Widths 
A  to  C.   Code   "Billie"  $4.25 

S252  A}  above,  except  Genuine  Turn  and  12/8  Cuban  Heel.  Widths  B 
to  D        Code  "Buddy"  $4.00 


Send  for  HANNAHSONS  NEWS 


A  Quick  Turnover 

Turnover  is  the  keystone  of  merchandising 
success.  As  the  profit  margin  contracts,  stock 
turn  must  increase. 

HANNAHSONS  Fashionable  Footwear  Nov- 
elties will  triple  your  turnover.  Let  us  show 
you  how  you  can  make  more  money  with  a 
smaller  investment. 

HANNAHSONS  interest  in  your  account 
does  not  end  with  one  sale — this  is  but  the 
beginning  of  our  service  to  you. 

We  want  you  to  try  HANNAHSONS  shoes 
because  we  know  the  results  will  prompt  you 
to  merchandise  more  of  them. 

HANNAHSONS  SHOE  CO. 

HAVERHILL,  MASS.,  U.S.A. 
Manufacturers 

CANADIAN  REPRESENTAT/VES 
A.  E.  Jones,  153  Peel  St.,  Room  112,  Montreal,  P.  Q. 
V.  A.  Pearsall,  11  Fern  Ave.,  Toronto,  Ont. 
Wm.  McLean,  4312  Pine  Street,  Vancouver,  B.  C. 


322  Hannah  sonS  MR 
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Black  Beauty 

Chrome  Patent  Sides 

It  is  the  attractive  dressiness 
of  Black  Beauty  that  will  ap- 
peal instantly  to  your  cus- 
tomers, and  close  sales  with- 
out strenuous  selling  effort. 
That  is  why  many  shoemen 
specify  Black  Beauty  Chrome 
Patent  Sides. 

The  Robson  Leather  Company 
Limited 

Oshawa,  Canada 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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FOOT  ARISTOCRATIC 


VICI  kid  advertising  is  continuing  in  The  Saturday  Evening  Post 
and  The  Literary  Digest.  Over  85,000  copies  of  these  magazines 
circulate  in  Canada.  On  an  average  of  three  persons  read  each 
copy.  A  quarter  of  a  million  Canadian  people  may  be  safely  counted, 
upon  to  read  VICI  kid  messages  regularly.  They  will  want  shoes 
of  VICI  kid.    They  will  buy  shoes  of  VICI  kid. 


Shoes  of  VICI  kid  meet  the 
demands  of  fashion 


Shoe  sales  are  most  easy  to  make 
when  the  shoes  most  truly  meet 
all  the  demands  of  Fashion. 

VICI  kid  is  fashionable  in  its  col- 
ors. It  is  fashionable  in  its  finish. 

It  is  the  leather  that  has  set  shoe 
fashions  since  Robert  H.  Foerderer 
revolutionized  methods  of  leather 


tanning  in  1890  and  gave  to  the 
world  VICI  kid. 

Shoes  of  VICI  kid  sell  because  of 
their  fit,  their  firmness,  their  flex- 
ibitity  and  their  refinement. 

No  other  leather  combines  ALL 
the  advantages  of  VICI  kid. 


ROBERT  H.  FOERDERER,  Inc. 

Philadelphia 

Selling  Agencies  in  all  parts  of  the  world 

VICI  kid 

a<e«.  U.S.  Pat.  Off. J 

THERE  IS  ONLY  ONE  VICI  KID        -        -        -       THERE  NEVER  HAS  BEEN  ANY  OTHER. 
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Shoe  Knowledge 

is  Selling 
Safety 


Slock  No.  10  Russia  Calf  Oxford,  Andover  Last 
Stock  No.  12  Gun  Metal  Calf  Oxford,  Andover  Last 
Stock  No.  14  Russia  Call  Oxford,  Councillor  Last 
Stock  No.  16  Gun  Metal  Calf  Oxford,  Councillor  Last 


Price  $4.75 


Terms:     Net  30  days 
For  less  than  three  pairs  an  extra  charge  of  15  cents  per  pair. 


IN-STOCK 


We  now  have  two  more  styles  on 
the_  Councillor,  a  last  not  quite  so 
extreme  as  the  Andover. 

The  exceptional  features  of  these 
shoes  will  appeal  to  your  customers  in- 
stantly, resulting  in  immediate  sales. 


The  Talbot  Shoe  Co.,  Limited 

St.  Thomas         :-:  Ontario 


Mention 


'Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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BULLDOG 

SOLE 
LEATHER 


BULLDOG  SOLE  LEATHER 
rises  to  popularity  and  public 
approval  over  night  because  it 
offers  the  public  out-of-the  ordin- 
ary service. 

Manufacturer,  Retailer  or  Repair- 
er, you  can  add  to  your  own  bus- 
iness through  the  business 
building  possibilities  in 
BULLDOG  SOLE  LEATHER. 
Feature  BULLDOG  and  let  pub- 
lic demand  with  a  fast  turnover 
swell  your  profits. 


"Twice  the 
wear  in 
every  pair." 


Advertised 
from  coast 
to  coast. 


Toughest  Leather  Ever  Tanned 


TORONTO 
QUEBEC 


TANNED  ONLY  BY 

BEARDMORE&CO. 

Tanners  Since 

1844 


MONTREAL 
—  ACTON 
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IN-STOCK 

No.  776:  All  white  buck,  1  strap,  2  button  slipper, 
13/8  Cuban  heel. 

No.  776-1:  Same  on  Sport  last  with  9/8  walking 
heel. 

Prices  of  776  and  776-1  with  white  enam- 
elled ivory  heel  $5.20;  with  white  enam- 
elled leather  heel .  $5.00 

No.  575:  All  fine  white  cloth,  1  strap, two  button, 
13/8  Cuban  white  enamelled  leather 
heel.    Price  $3.95 

No.  558:  All  fine  white  cloth  oxford,  11/8  military- 
white  enamelled  leather  heel.  Price  $3,85 

Net  30  days.  June  1 

Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments,  C  or  D  widths,  all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Perth         -:-  Ontario 

W.  S.  PETTES  H.  B.  McGEE  J.  H.  McGEE        G.  H.  FERGUSON 

Room  413,  Windsor  Hotel,     Room  706,  King  Edward  Hotel.     Royal  Alexandra  Hotel,        807  Bower  Bldg  , 
Montreal,  Que.  Toronto,  Ont.  Winnipeg,  Man.  Vancouver,  B.  C. 


Mention  "Shoe  and 


Leather 


Journal"  when  writing  an  advertiser 
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Can  You  Give  The  Summer  Buyers 
What  They  Want? 

Summer  selling,  long  delayed,  will 
soon  open  up  with  a  rush,  and 
the  merchant  with  the  READY 
STOCK    will    make    the  sales. 

DALACO  IN-STOCK 
DEPARTMENT 

can  give  you  at  once  shipment 
of  the  Season's  leading  styles  at 
the  trades'  very  best  values — in  a 
full  varied  selection  in  both  Men's 
and  Women's  lines. 

Do  not  face  the  Season  unpre- 
pared. Order  from  the  quick-turn- 
over Dalaco  Lines  now. 


&  Co.,  Limited 

Manufacturing  Plant  and  Showrooms 

45-49  Victoria  Square  Montreal 

Branch     The  Metropolitan  Shoe  Co.,  49  Victoria  Square 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertises- 
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Kewpie  Kewps  for  Kiddies 


In-  Stock 

Sizes,  2-5, Chrome  Sole 

No.  6100  Pat.  Butt. 
No.  6102  Blk.  Kid  Butt. 
No.  6103  Blk.  Kid  Blue. 
No.  6104  Brn.  Kid  Butt. 
No.  6105  Brn.  Kid  Blue. 
No.  6122  Pat.  Butt.  Wht.  Qr. 
No.  6137  Pat.  Blue.  Gry.  Qr. 

Infants'  Chrome  Sole  Button,  made  in 
sizes  2-5  and  in  all  leathers. 

Infants'  2-5  sizes  made  with  Chrome  Tan- 
ned Elk  Sole,  and  the  larger  sizes  with  reg- 
ular high  grade  Oak  Sole  Tannage. 


In-Stock 


Sizes, 

2-5 

S.  No. 

6147 

Sizes, 

5-7K 

S.  No. 

7147 

Sizes,  g 

-10)4. 

S.  No. 

8147 

A   Flexible    Cushion   Sole   Shoe   for  Children 

{Process  fully  protected  by  Patent) 

eliminates  repair  troubles. 


Comfort,  foot  health,  quality  and 
wearing  dependability,  are  a  few  of 
the  reasons  for  Kewpie  Kewps'  selling 
popularity. 

Kewpie  Kewps  for  Kiddies  are  man- 
ufactured on  a  welt  process  with  our 
Patent  Cushion  Sole  absolutely  flex- 
ible.    Made  with  full  insole  which 


SpecialNatureLasts  guarantee  proper 
foot  development  and  allow  the  foot 
space  to  grow.  The  shoe  that  tickles 
the  kiddies  with  a  price  that  pleases 
the  parents.  Specify  Kewpie  Kewps 
for  Kiddies  for  your  children's  de- 
partment. 


The  Eclipse  Line 

Turns  and  McKays 
For  Growing  Girls,  Youths,  Misses  and 
Children. 

A  high  grade  line  at  a  reasonable  price.  Eclipse 
Shoes  are  well  known  for  their  wearing  qualities 
and  easy,  comfortable  fitting. 
Steady   Sellers  that    make    good  friends  and 
customers  that  repeat. 


In-Stock  S.  No.  2490 


50   Lines   Carried     In-Stock   For   Immediate  Shipment 
Write  for  Complete  Details  and  Illustrated  Price  List 

Gait  Shoe  Manufacturing  Co.,  Ltd. 

GALT,  ONTARIO 

TORONTO  PERMANENT  SAMPLE-ROOM 
Room  7c  Cosgrave  Bldg.,  167  Yonge  St.  (Telphone  Main  2250) 
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Speed,  Accuracy,  Ideas 


These  things  are  indispensable  in  a  last  and  pattern  service, 
and  on  each  one  of  them  United  Service  lays  particular  stress. 

Added  to  these  is  that  other  strong  point  in  which  we  stand 
absolutely  alone  in  our  field  —  our  country -wide  organization 
that  girdles  the  entire  industry.  We  are  at  home  in  every  style 
centre  and  in  every  shoemaking  city. 


United  Last  Company  Limited 

Lasts  and  Upper  Patterns 

MONTREAL,  QUE. 

Toronto  Sales  and  Pattern  Shop,  76  Richmond  St.  East 


United  Patterns  c==^|^C 
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Wos.  One  strap,  made  in  White  Kid, 
White  Buck,  White  Calf,  Red  oi  Green 
Inserts. 


One  Of  Our  Snappy  Novelty  Creations 
In  White  Summer  Footwear 


Bright  colors  in  footwear  is  Fashion's  fancy  for 
the  Summer.  This  attractive  combination  of 
White  and  Red  has  just  the  right  moderate  touch 
of  smartness  to  accord  with  this  latest  vogue 
and  to  strongly  appeal  to  your  particular 
women  patrons. 

In  the  complete  G.  L.  &  H.  Line  you  will  find 
the  original  creations  and  the  extremely  popular 
values  that  give  you  unequalled  opportunity  of 
increasing  Summer  Trade.  See  these  lines  at 
once  and-  profit  by  making  them  your  feature 
offering  for  the  Season. 


Gagnon,  Lachapelle  &  Hebert 

55  KENT  STREET,  MONTREAL 


Id 
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$2.50 


IN  STOCK— AT  ROBINSON'S 


4517 — Wos.  White  Canvas,  One  Strap, 
Semi-Colonial,  Patent  Trim,  12/8  Covered 
Wood  Heel,  M.S.  PRICE  $2.50 


4519    Wos.     White     Canvas,     One     Strap,  4516 — Wos.     White     Canvas,     One  Strap, 

Patent   Trim,    8  8    Covered    Wood    Heel,  Patent  Fan  Strap,  12/8  Covered  Wood  Heei, 

M.S.  PRICE  $2.50  M.S.  PRICE  $2.50 

The  Special  White  Shoe  Offering  Of  The  Season 

Three  Sure  Sellers  Ready  For  IMMEDIATE  SHIPMENT 

Write,   Wire  Sample  Pairs 

Or  'Phone  Now  Gladly  Sent 

Terms  net  30  days  from  date  of  shipment 

GEORGE  ROBINSON,  LIMITED 

29  VICTORIA  SQUARE 
MONTREAL 
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Are  you  using  our  "In-Stock  Department?"  If  not,  why,  not? 

All  "Classic"  lines  illustrated  on  this  page  delivered  the  day  YOUR  order  is  received. 

Thousands  of  Pairs  Ready  for  Delivery—  INONV 


8092 — Our  most  popular  shoe  for  the  growing  girl.  It 
is  a  good  seller,  good  fitter  and  bound  to  please  your 
customers.  C  &  D  widths,  2J4-8  $3.65 


Have  you,  Mr.  Retailer,  any  of  our  Misses'  Oxfords  in 
your  store?  We  stock  both  the  Genuine  Goodyear 
Welt  and  our  new  G.  &i  S.  Process  McKay  Oxfords. 
They  are  wonderful  profit  makers. 

WELTS 

4040—  Tan  Calf,  B,  C,  D,  11-2   $3.25 

4041—  Velour   Calf,    B,    C,    D,  11-2   $3.25 

4047— Patent,    B,    C,    D,  11-2  $3.25 

McKAYS 

4028—  Patent,  D,  11-2  $2.75 

4029—  Velour  Calf,   D,  11-2   $2.75 

4030—  Tan  Calf,  D,  11-2  $2.75 


Send  your  order 
for  WHITE  BUCK 
NOW,  while  we 
have    the  sizes. 


J 


4021— A  new  "CLASSIC  Patent  one  strap  for  Misses. 
Fine  fitter,  made  on  our  new  G.  8;  S.  process.  Im  - 
itation  turn,  Reg.Heel,  PATENT,  11-2  $2.60 


A  most  popular  shoe  for  the  growing  girl.  Imitation 
turn,  G.  &  S.  process;  8/8  Heel,IN-STOCK  in  PATENT 
and  WHITE  BUCK. 

8071—  Patent,  C  8;  D,  2K-8  $3.65 

8072—  WHITE  BUCK,  C  S,  I),  2K  8  $4.00 


Getty  &  Scott  Limited 

Makers  of  Classic  Shoes  for  Women  &>  Children 

Gait,  Ontario 
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From  East  To  West 

has  spread  the  fame  of 

St.  Andrews  Golf  Shoe 

Registered 

From  Atlantic  to  Pacific  merchants  are  making  straight  telling  "drives"  on 
the  Golf  Shoe  Trade  with  these  highly  specialized  Golf  Shoes.  Everywhere  people 
are  enquiring  about  them — buying  and  wearing  them. 

PATENTED 
RUBBER  STUDS 

The  outstanding  and  distinguishable 
"St.  Andrews"  feature.  Cannot  be 
used  by  other  manufacturers. 

THE  OUTSOLE 

Light.     strong,      viscolized ,  water- 
resisting. 

THE  INSOLE 

"Sani-Pore,"  — absorbs  perspiration, 
keeps  feet  cool  -does  not  harden  or 
crack. 

Summer  trade  will  be  big  for  the  "St.  Andrews"  dealer.  Our  agency  proposition 
enables  you  to  control  this  profitable  business.  Arrange  NOW  for  the  selling  rights 
in  your  town. 

TETRAULT   SHOE  MFG.  CO,  LIMITED 

MONTREAL,  QUE. 


Patented  Rubber  Stud 

1.  — Steel  washer  inserted  in  Rubber  Stud. 

2.  — Rivets  securing  stud  to  outsole 

3.  — " Sani-pore"  Reg'd.  innersole. 

4.  — Cork  filling. 
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Attractive  Display* Of 

ST.  ANDREWS  GOLF  SHOE,  Reg. 

As  Shown  by  Geo.  G.  Gales,  Limited,  Montreal 


Mr.  Gales  is  one  of  the  many  merchants 
throughout  Canada  who  is  taking  advantage 
of  the  unique  trade-winning  opportunities  offer- 
ed by  "St.  Andrews"  Golf  Shoe,  Reg.,  and 
by  means  of  prominent  displays  is  creating 
extra  golf  shoe  sales. 

A  display  like  the  one  here  shown,  appro- 
priate in  setting,  correct  in  arrangement  and 
direct  in  its  strong  appeal,  cannot  fail  to  be 
productive  of  splendid  selling  results. 

With  the  floor  of  the  window  in  imita- 
tion grass  effect  and  golf  sticks,  bags  and  balls 
arranged  at  the  sides,  a  suitable  touch  of 
"the  game"   is  given  to  the  showing.  Be- 


sides featuring  various  models  of  the|[shoes 
for  men  and  women,  the  display  shows  twelve 
of  the  parts  in  the  shoe's  construction,  as 
well  as  a  piece  of  the  sole  leather  before  being 
viscolized,  also  a  roll  of  the  calfskin  upper 
leather.  Among  the  parts  specially  featured 
are  the  Sani-Pore  Insole  and  the  Patented 
Rubber  Studs,  and  attractive  display  cards 
call  attention  to  the  many  exclusive  points 
of  superiority  in  the  shoe.  The  whole  show- 
ing has  that  most  essential  characteristic  of 
a  window  display — the  ability  to  IMPRESS 
the  passerby  QUICKLY  with  ALL  the  shoe's 
merits  and  the  advantages   it  offers. 


A  "St.  Andrews"  display  in  your  store  is  the  magnet 
you  need  to  draw  the  Golf  Shoe  Trade  in  your  town. 
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VACATION 

In-Stock 


SHOES 

Now 


No.3306  Black  Calf  Presto  Oxford,  Single  So!e. 

Rubber  Heel,  Code  "Oar" 


No.3305  Saxon    Brown  Side  Leather  Oxford, 
Single  SoIe,Rubber  Heel,Code"Ocean" 

No.3307  Black  Nubian  Side  Leather  Oxford, 
Single  Sole,Rubber  Heel,  Code"01ive' 


No  330S  Broun  I'rcxto  Calf  Blucher  Oxford,  Single 
Sole.  Rubber  Heel,  Last  7      Code  "Onyx 


No. 09413  Colored  iCalf,  two-tone  effect, Rubber 
Suction  Sole  and  Heel,  Last  7, 
Soft  Toe  Code  "Ode" 


The  John  Ritchie  Company,  Limited 

Quebec 
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Fuhlish&dL  Twice  cl  Month, 


$1.50  a  Year  Single  Copies  15c.  Outside  Canada.  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  open  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 


Following  Through 


THERE  is  no  doubt  that  the  shoe  and  leather  industry  is  passing  through  the  most  trying 
experience  if  not  in  its  history,  at  least  in  the  memory  of  those  at  present  engaged  in  it. 
We  have  had  periods  of  depression  that  have  been  acute,  but  they  have  neither  been  as 
pronounced  nor  as  prolonged  as  the  present  one. 

However,  there  are  encouraging  circumstances  that  ought  not  to  be  forgotten,  and  prom- 
ises of  betterment  that  should  lead  those  who  deserve  to  remain  in  the  business  to  determine  to 
"hang  on."  There  are  breaks  in  the  clouds,  and  although  it  may  be  some  time  before  we  bask 
in  the  clear  skies  and  bright  sunshine  of  prosperity,  we  are  fairly  on  the  way  to  better  things. 

In  the  first  place  in  this  industry,  we  are  down  to  a  basis  where  conditions  cannot  pos- 
sibly be  any  worse.  From  hides  to  the  manufactured  product,  everybody  has  been  hammer- 
ing away  at  the  problem  of  reduced  costs  until  there  is  practically  nothing  left  to  hammer.  There 
may  be  rumors  of  further  concessions  but  these  must  inevitably  be  at  the  expense  of  quality. 
The  man  who  buys  cheaper  leather  or  shoes  to-day  may  rest  assured  that  the  reduction  is  taken 
out  of  the  goods. 

We  may  talk  about  the  attitude  of  the  consumer  and  of  "buyers'  strikes",  but  the  crux 
of  the  situation  in  the  shoe  industry  to-day  lies  in  the  fact  that  there  are  too  many  at  the  game. 
This  applies  to  all  branches,  but  particularly  to  shoe  retailing,  which  during  the  war  nearly  doubled 
in  number  of  establishments. 

There  are  too  many  shoe  factories  and  this  is  what  is  perpetuating  and  accentuating 
present  retail  selling  conditions.  Manufacturers  in  the  effort  to  keep  their  plants  moving  have 
been  making  up  stock  and,  failing  to  sell  them  in  the  regular  way,  have  disposed  of  them  to  mush- 
room concerns  and  others  at  close  prices  for  cash.  These  goods  are  thrown  on  the  market  and 
naturally  tie  up  regular  retail  stocks. 

On  the  other  hand,  there  are  retailers  who  are  still  attempting  the  impossible  feat  of 
eating  their  cake  and  keeping  it.  There  is  no  doubt  that  lack  of  adequate  liquidation  in  some 
cases  and  high  markups  in  others,  are  still  militating  against  progress  in  legitimate  shoe  retailing. 

In  the  meantime,  there  are  retailers  who  are  saying  nothing,  but  just  "sawing  wood". 
By  cleaning  up  their  stocks,  putting  ginger  into  their  store  methods,  and  push  into  their  pub- 
licity, they  are  keeping  their  stocks  moving. 

It  is  the  man  just  now  who  keeps  his  eye  on  the  fairway,  accurately  measures  his  drive, 
puts  the  right  stroke  behind  the  ball  and  "follows  through"  who  is  going  to  win  out.  And  the 
game  is  worth  while. 
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In  The  Market 
Place 

General  business  conditions — 
Slow  improvement  in  season- 
able lines. 

General  Situation 

IT  may  be  said  that  in  general  business  there  has 
been  a  perceptable  quickening  during  the  past  two 
uccks,  although  the  weather  is  not  yet  what  it  should 
be  to  help  merchants  either  to  get  rid  of  spring  or  sum- 
mer lines.  Both  retail  merchants  and  manufacturers 
have  therefore  been  endeavoring  to  unload  and  the 
cut  prices  quoted  on  clothing,  underwear  and  other 
goods  in  spring  weights  or  styles  have  helped  to  de- 
moralize things  still  more  for  the  retailer  who  finds 
people  puzzled  by  the  fact  that  they  see  lines  quoted 
at  prices  that  represent  about  half  the  value  of  ordinary 
goods  at  the  present  time.  In  staple  goods,  such  as 
hardware,  groceries,  and  builders'  supplies,  the  demand 
is  good,  but  there  is  nothing  in  the  way  of  a  boom.  In 
spite  of  reports  to  the  contrary  building  has  eased  off 
in  large  centres  on  account  of  the  increased  prices  of 
mateiials  and  especially  labor.  In  Toronto,  Montreal 
and  other  large  cities  there  is  comparatively  little  being 
done  beyond  the  erection  of  dwellings  and  the  situa- 
tion in  this  respect  is  becoming  easier.  Nevertheless, 
there  are  indications  that  trade  is  steadying,  and  the 
very  absence  of  boom  characteristics  is  a  guarantee 
that  we  are  on  comparatively  solid  ground.  The  one 
thing  that  seems  to  be  dawning  upon  everybody  gradually 
is  that  there  are  too  many  people  distributing  goods 
for  the  amount  really  needed. 

The  Hide  Situation 

The  hide  market  is  so  dead  that  only  one  carload 
was  reported  sold  last  week  in  Chicago.  There  is  an 
absolute  lack  of  interest  in  hides  and  skins  of  all  kinds 
although  there  are  a  few  enquiries  that  indicate  the 
possibility  of  sales  in  the  near  future.  Tanners  con- 
tinue to  sit  back  and  await  developments  in  the  leather 
uame,  and  packers  do  not  seem  inclined  to  make  any 
concessions  especially  on  small  lots.  The  break  in  the 
South  American  market  has  contributed  to  weaken  the 
domestic  market  still  further.  Heavy  native  packer 
hides  are  quoted  eighteen  cents  for  heavy  with  seven- 
teen for  lights.  In  country  hides  there  is  practically 
no  market  and  concessions  do  not  seem  to  interest  buyers. 
Buffs  are  quoted  12  cents  with  no  takers.  Calfskins 
have  dropped  another  cent  during  the  week. 

Leather  Conditions 

Trading  is  very  slow  and  apart  from  a  little  flurry 
in  the  export  of  sole  to  Great  Britain  and  the  United 
States  there  is  little  to  say.  The  market  has  remained 
unchanged  in  sole  although  there  are  reports  of  con- 
cessions in  response  to  the  continued  hammering  of 
shoe  manufacturers  for  stock  to  produce  shoes  at  lower 
prices.  Sales  have  been  so  slow  during  the  month  that 
tanners  have  barely  been  able  to  keep  their  plants  mov- 
ing  and  had  it  not  been  for  the  export  trade  there  would 
have  been  accumulations.  In  side  leather,  the  same 
conditions  prevail,  although  tanners  say  there  is  a  little 
better  demand  for  stock  for  standard,  staple  lines.  In 
rhe  finer  lines,  especially  in  light  weight  goods  there 
has  been  a  little  increased  activity,  but  the  constant 
cry  is  for  cheaper  leather.  One  leather  man  says  that 
tanners  can  sell  stuff  to-day  that  they  could  not  give 


away  five  years  ago. 

Shoe  Manufacturing  Improves 

The  factories  that  are  making  novelties  or  high 
class  goods  of  the  lighter  makes  are  all  busy,  in  spasms. 
Dealers  want  goods  to  fill  up  and  want  them  in  a  hurry. 
As  manufacturers  with  few  exceptions  have  not  been 
prepared  for  sorting  demands  a  good  deal  of  friction 
and  trouble  have  resulted.  Shoe  manufacturers  with 
the  exceptions  noted  have  not  been  busy.  In  fact,  few 
of  them  are  working  over  half  time  regularly  except 
those  making  staples  and  even  these  have  not  the  usual 
run  of  business.  All,  however,  say  that  there  is  a  slight 
improvement  in  demand,  and,  since  the  warmer  weather 
has  set  in,  it  is  easier  to  get  retailers  to  talk  fall  busi- 
ness. Manufacturers  are  keeping  their  sails  trimmed 
and  everything  in  readiness  for  a  real  start  in  business 
for  autumn  requirements,  which  will  undoubtedly  be 
later  this  season.    Meanwhile  regular  trade  is  slow. 

How  Jobbers  Feel 

Wholesalers  claim  that  there  has  been  a  little  flutter 
on  account  of  stocks  of  novelties  being  cleaned  up, 
but  there  has  been  no  real  business  during  May.  The 
jobber  like  the  retailer  has  been  very  cautious  about 
stocking  the  novelties,  and  thus  has  not  been  in  a  position 
to  meet  the  demand.  He  complains  that  manufacturers 
have  not  been  able  to  supply  the  goods  fast  enough  and 
therefore,  numbers  of  sales  have  been  lost.  They  re- 
port shoe  prices  as  still  firm  in  the  east  although  here 
and  there  small  concessions  have  been  made  but  not 
enough  to  affect  the  situation.  With  all  the  hammer- 
ing and  knocking  of  the  .  past  three  or  four  months,  it 
does  not  seem  possible  to  get  the  cost  of  shoes  down  be- 
low the  present  basis.  As  one  jobber  puts  it,  all  it  needs 
to  start  things  going  is  an  advance  of  ten  per  cent,  on 
shoes. 

The  Retail  Trade 

During  the  month  retail  trade  has  been  good  in 
spots.  Some  dealers  report  a  substantial  increase  but 
others  say  it  has  been  no  better.  It  is  claimed  that 
the  special  shoe  sales  announced  by  large  departmental 
stores  and  bargain  shops  handling  so  called  bankrupt 
or  manufacturers'  stocks  have  created  the  impression 
with  the  public  that  ordinary  retail  prices  are  nearly 
double,  what  they  ought  to  be.  People  seem  to  be  be- 
wildered when  they  see  goods  ticketed  in  windows  at 
$5.00,  that  look  as  good  as  those  they  find  in  a  regular 
shoe  store  marked  at  $9.00.  They  can't  seem  to  figure 
where  the  difference  can  be  and  get  impatient  with 
the  dealer  who  tries  to  properly  explain  it.  In  the  mean- 
time, they  do  not  seem  to  object  to  paying  $50.00  for 
a  real  suit  of  clothes  or  $7.00  for  a  hat,  they  used  to  get 
for  $3.50  or  $4.00. 

The  Rubber  Shoe  Trade 

The  regular  season  is  practically  over  and  man- 
ufacturers seem  satisfied  with  the  result  although  to- 
wards the  last  the  going  was  somewhat  slow.  The 
demand  for  sports  goods  has  already  set  in  with  retailers 
and  the  windows  and  shops  are  full  of  white  canvas 
and  other  lines  of  outdoor  rubber  soled  footwear.  Al- 
ready repeat  orders  are  coming  in  and  some  of  the  fac- 
tories say  they  expect  a  busy  month  ahead.  People 
have  not  bought  leather  goods  extensively  but  seem  ready 
to  put  their  money  ©n  less  expensive  lines  of  outing  foot- 
gear. Some  manufacturers  report  a  big  demand  for 
crepe  soles,  which  is  only  being  partially  met  on  account 
of  the  lack  of  facilities  for  turning  them  out.  Another 
year,  however,  will  undoubtedly  see  these  shoes  more 
or   less   strongly  featured. 
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The  Joy  of  Work 


By  Dr.  Frank  Crane 


The  joy  of  doing  one's  work  is  the  purest,  least  diluted,  most  permanent,  divine,  and  abid- 
ing joy  of  which  a  human  being  is  capable. 

There  are  other  joys  that  are  fiercer,  and  with  these  our  souls  are  lured  into  snares  of  pain. 

The  appetites  have  their  pleasures,  but  behind  every  one  of  them  stand  the  dark  constables 
of  sorrow.  Behind  the  banqueter  stand  repletion  and  disease,  gout  and  dyspepsia;  behind 
the  drinker's  jovial  hour  stand  folly  and  excess;  behind  the  crowning  moment  of  desire  stand 
the  Cossacks  of  disgust  and  remorse  ready  to  charge;  behind  pride  looms  humiliation;  be- 
hind riches  the  hollowness  of  luxury;  and  behind  life  itself,  and  its  indulgences,  death  and 
the  grave. 

But  behind  work,  rest;  behind  all  good  craftsmanship,  unstained  satisfaction;  behind 
endeavor,  heaven. 

If  work  be  a  curse  of  God  inflicted  upon  mankind  for  the  sin  of  our  first  parents,  as  some 
theologians  have  contended,  then  as  shrewder  theologs  have  reasoned,  the  curse  of  God  is  better 
than  the  blessing  of  men. 

But  work  is  no  punishment.    On  the  contrary,  it  is  the  most  redemptive  of  things. 

He  who  loves  work  gains  all  the  favors  of  the  gods. 

He  gets  health;    for  there  is  no  purge  nor  tonic  so  efficient  to  the  body  as  work. 

He  gets  joy,  for  the  most  perfect  joy  of  which  we  are  capable  is  the  forthputting  of  all  one's 
powers. 

He  gets  poise,  for  in  loving  labor  is  the  true  balance  of  all  our  faculties. 

He  gets  dignity,  for  man  never  appears  nobler  than  when  he  is  glorified  in  his  work.  He 
gets  praise,  for  the  only  commendation  that  does  not  make  us  feel  sheepish  is  that  bestowed 
upon  us  for  good  work. 

He  gets  fellowship,  for  there  is  no  companionship  so  pure  and  wholesome  as  that  of  those 
who  work  together  at  some  worthy  business. 

He  gets  self-respect,  for  there  is  no  satisfaction  so  unalloyed  as  the  consciousness  of  hav- 
ing done  well  that  which  we  have  undertaken  to  do. 

He  gets  rest,  for  work  alone  brings  rest  in  all  its  grateful  sweetness,  such  as  the  idler  in 
his  restive  hours  of  inaction  cannot  understand. 

He  gets  goodness,  for  it  is  doubtful  if  any  virtue  at  all  can  be  held  unspoiled  by  those  whose 
souls  are  thrown  into  no  task. 

He  gets  faith,  for  all'belief  in  the  eternal  laws  of  goodness  comes  from  the  doers,  and  all 
doubt  and  despair  from  the  triflers  and  undoers. 

So  for  heaven  I  imagine  no  place  of  everlasting  rest,  but  of  eternal  youthfulness  in  labor 
where  "no  one  shall  work  for  money  and  no  one  shall  work  for  fame." 

Neither  do  I  fancy  it  as  a  triumph.  For  human  blessedness  is  not  found  in  success,  but 
in  effort;  not  in  arriving,  but  in  traveling;  not  in  wages  and  guerdons  of  work,  but  in  work 
itself. 

Therefore  heaven  seems  to  me  as  the  place 
"Where  human  power  and  failure 
Are  equalized  forever, 
And  the  great  light  that  haloes  all 
Is  the  passionate  bright  endeavor." 

Copy  Tight,  1923,  by  Dr.  Frank  Crane 
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EDITORIAL  E-TS 

Pointed  Paragraphs  on  Practical  Problems 


CO-OPERATION  AGAINST  OUTSIDERS. 

THERE  are  numerous  reasons  why  dealers  in  the 
same  line  or  at  least  merchants  in  the  same  town 
should  establish  some  basis  of  mutual  co-opera- 
tion in  keeping  business  from  straying  to  other  localities. 
Educational  propaganda  to  promote  loyalty  to  local 
interests  is  perhaps  the  least  of  these,  although  there 
is  a  promising  field  here  for  cultivation.  Most  people 
buy  from  outside  sources  from  pure  thoughtlessness 
rather  than  from  a  desire  to  save  a  few  cents  on  a  pur- 
chase, so  that  a  great  deal  of  this  trade  may  be  kept 
at  home  by  wise  publicity.  In  cases  where  catalogue 
houses  or  fly-by-night  establishments  sap  the  founda- 
tions of  local  trade  the  town  merchant  can  do  compar- 
atively little  to  meet  the  situation  alone.  Co-operation 
on  the  part  of  merchants  in  the  same  locality,  however, 
can  soon  limit  if  not  eliminate  catalogue  purchasing 
and  as  to  "scallawag"  enterprises,  united  action  can 
put  an  effective  end  to  their  spasmodic  efforts.  Cul- 
tivate the  acquaintance  of  your  fellow  merchants.  It 
will  pay  in  more  ways  even  than  those  indicated. 

HEADWORK  VS.  FOOTWORK. 

THERE  are  many  people  whose  heads  never  save 
their  heels.  They  are  always  about  three  jumps 
behind  in  doing  things.  This  accounts  for  more 
of  the  failures  in  life  than  any  other  single  thing.  Brains 
arc  given  to  people  to  save  or  at  least  direct  their  efforts. 
Nevertheless,  you  see  men  every  day  who  plug  along 
in  ruts  up  to  the  axles  instead  of  getting  out  on  a  road 
where  energy  will  count  for  something.  Just  now  the 
man  who  does  not  use  his  head  in  business  is  running 
a  danger  greater  than  ever  experienced  before.  In 
the  shoe  business  to-day  this  is  particularly  true,  as 
conditions  call  for  the  most  careful  watching  and  plan- 
ning. For  the  next  year  or  so  there  is  going  to  be  a  steady 
weeding  out  of  the  weak  concerns.  The  survival  of 
the  fittest  is  going  to  mean  the  election  of  those  who 
win,  not  by  the  sweat  of  their  brow,  so  much  as  by  the 
expenditure  of  grey  matter.  Brains  and  persistent 
effort  are  the  combination  that  is  going  to  tell. 

WATCH  CARRYING  COSTS. 

IF  you  let  a  business  drift  to-day,  it  will  get  on  the 
shoals  before  you  have  time  to  realize  it.  There 
may  be  periods  when  you  can  give  the  ship  some 
leeway,  but  the  present  is  not  one  of  them.  The  wise 
mariner  will  keep  his  hand  on  the  tiller,  and  his  eye 
ahead.  He  will  take  no  chances  with  spread  sails,  but 
will  travel  as  close-hauled  as  he  can  and  keep  a  straight 
course.  Amongst  the  great  hindrances  to  satisfactory 
progress  are  barnacles  and  leaks.  Get  rid  of  hindrances 
and  plug  up  the  holes.  Cut  down  your  overhead  where 
you  can,  and  eliminate  every  possible  expense  that  will 
not  yield  returns  in  sales.  Watch  the  carrying  costs 
of  your  business  just  now  and  get  them  down  to  bed 
rr>ck. 


WATCH  THE  MARK  UP. 

THE  man  who  tried  these  days  to  apply  a  general 
mark  up  system  to  retailing  is  on  dangerous 
ground.  In  handling  novelties,  as  a  correspon- 
dent points  out  elsewhere,  the  thing  to  be  considered 
is  the  last  dozen  pairs  out  of  the  sixty  pair  lot.  It  is 
what  you  have  left  over,  and  what  the  left-overs  will 
bring  that  have  to  be  reckoned  with.  In  some  lines  that 
are  selling  in  shoe  stores  just  now  a  hundred  per  cent 
should  not  be  too  much  to  add  to  invoice  price.  There 
will  be  a  lot  of  fading,  drooping  lines  carried  over  at 
the  end  of  the  current  month  unless  something  is  done 
to  get  them  out  of  the  shop.  Within  two  weeks  the 
summer  will  be  in  full  force  and  some  of  the  colored 
and  combination  effects  of  elaborate  design  will  languish 
on  the  shelves.  There  should  be  a  determined  effort 
in  the  next  fortnight  to  get  Spring  and  early  Summer 
styles  out  of  the  way.    Don't  bank  on  Autumn. 

STUDY  YOUR  CONSTITUENCY. 

WHAT  may  be  selling  in  an  adjacent  city  or  town 
maybe  altogether  foreign  to  the  needs  of  your 
locality.  It  is  a  nice  thing  to  know  what  goods 
are  moving  in  New  York,  Boston,  Montreal,  Toronto 
or  Winnipeg,  and  in  fact  a  man  need  never  fear  being 
too  well  informed  in  regard  to  his  business  or  what  is 
going  on  around  him.  Your  first  duty,  however,  is  to 
your  constituency  and  yourself.  If  you  have  made  a 
thorough  study  of  the  people  of  your  district  and  know 
what  your  store  sells  best  you  need  never  worry  about 
the  other  places  and  their  style  fads.  One  of  the  most 
successful  retailers  in  the  country  says  he  can  tell  to 
within  ten  per  cent,  what  he  can  sell  to  his  trade  and 
he  uses  that  ten  per  cent,  outside  staple  needs  to  create 
more  business.  In  other  words  he  just  buys  enough 
novelties  in  style  shoes  to  maintain  a  reputation  for 
being  up-to-date  and  to  give  customers  a  little  zest, 
in  buying.  He  says  just  now  in  shoe  retailing  the  re- 
tailer is  letting  the  tail  wag  the  dog. 

HARD  TO  CONVINCE. 

THE  reason  why  the  average  person  holds  back 
on  his  shoe  purchases  is  not  due  to  the  fact  that 
his  purse  is  lean  but  that  he  is  convinced  that 
prices  have  not  touched  bottom  even  yet.  This  be- 
lief is  due  to  two  things  very  largely.  The  buyer  sees 
quite  presentable  looking  shoes  displayed  and  ticketed 
at  $4.95.  He  comes  to  the  conclusion  that  the  retailer 
who  asks  $8.00  or  $9.00  is  profiteering.  His  memory 
goes  back  to  the  charges  made  in  1918  and  1919,  that 
shoe  retailers  were  exacting  an  exorbitant  profit  and 
the  fact  that  these  charges  were  at  the  time  backed  up 
occasionally  by  shoe  manufacturers  themselves.  It 
is  the  old  story  of  chickens  come  home  to  roost.  The 
public  seems  never  to  have  gotten  rid  of  the  suspicion 
that  shoe  men  are  robbers.  The  only  way  to  meet 
this  spirit  is  to  demonstrate  the  fact  that  good  shoes 
cannot  be  made  to-day  to  sell  for  the  prices  advertised 
in  "bargain"  stores.  Manufacturers  and  retailers  should 
combine  to  combat  the  unwarranted  suspicion  that  is 
killing  the  shoe  trade. 
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Round  Table 
Conference 

What  retailers  think  of  pressing 
problems — Growth  of  corrective 
shoe  business. 

THE  questions  under  discussion  this  month  are 
on  topics  that  at  present  concern  every  live  dealer 
in  the  country.  One  of  these  was  the  question 
of  how  to  promote  the  sale  of  more  shoes  to  both  men 
and  women,  and  the  feasibility  of  education  to  use 
suitable  shoes  for  various  occasions.  The  views  ex- 
pressed are  from  various  parts  of  the  country  from 
east  to  west,  and  you  may  not  agree  with  the  writers, 
but  you  will  certainly  be  interested  in  reading  the  opin- 
ions. In  the  meantime,  feel  free  to  put  in  your  "spoke" 
and  if  you  have  a  suggestion  to  make  pertinent  to  any 
of  the  subjects  discussed,  or  any  others  that  agitate 
your  mind  as  a  shoe  retailer,  "shoot." 
Selling  More  Shoes 

A  Montreal  retailer  of  this  subject  says:  "The 
average  person,  particularly  a  man,  is  inclined  to  wear 
one  pair  of  shoes  for  all  occasions.  This  is  wrong,  of 
course,  and  we  shoe  men  should  educate  our  customers 
to  buy  proper  footwear  as  the  occasion  may  demand. 
There  is  a  wide  field  for  the  intelligent  man  who  is  en- 
deavoring to  sell  proper  fitting  shoes.  Most  of  us  line 
up  our  shoes  without  any  definite  reason,  other  than 
that  they  are  good  looking,  and  at  a  good  price.  The 
successful  shoe  stores  on  this  continent  have  achieved 
their  success  by  buying  their  shoes  along  a  set  policy 
or  plan  which  through  its  own  momentum  has  built 
up  the  business  as  time  rolled  on." 

A  Saskatchewan  dealer  thinks  that  the  trouble 
lies  largely  to-day  with  the  multiplicity  of  styles,  and 
says  that  a  standardizing  of  these  should  be  secured. 
He  also  thinks  that  a  proper  fitting  campaign  is  in  order 
that  shoes  might  be  made  comfortable,  not  only  for 
walking  but  working  and  other  purposes.  He  thinks 
that  if  the  styles  were  simplified  and  there  were  fewer 
changes,  people  could  be  induced  to  wear  more  shoes. 

A  Winnipeg  dealer  says  that  just  at  this  particular 
time  when  buyers  are  holding  back  and  are  only  pur- 
chasing necessities,  it  is  a  very  difficult  thing  to  in- 
duce the  purchase  of  extra  shoes.  However,  he  thinks 
that  if  the  dealer  will  persistently  and  systematically 
advertise  shoes  suitable  for  various  "occasions,  a  certain 
number  of  people  may  be  induced  to  invest  in  extra 
footwear.  This  is  particularly  true  of  ladies,  who  to- 
day are  beginning  more  and  more  to  realize  the  import- 
ance and  advantage  of  having  shoes  to  match  their 
costumes  and  the  occasions  for  which  they  are  worn. 

An  Ottawa  shoe  retailer  says  that  the  best  method 
of  promoting  the  increased  sale  of  Canadian  shoes  is 
a  joint  national  advertising  campaign  of  manufacturers, 
wholesalers  and  retailers,  similar  to  that  inaugurated 
in  the  United  States.  He  suggests  a  slogan  such  as 
"Walk  and  Be  Healthy"  in  order  to  promote  the  larger 
use  of  comfortable,  well  made  shoes,  and  creating  a 
healthy  demand  by  active  use. 

An  Ontario  dealer  expresses  the  view  that  the 
education  of  the  public  can  best  be  carried  on  by  store 
and  window  displays  backed  up  with  extensive  news- 
paper advertising.  He  urges  that  after  all  it  is  a  matter 
of  education  and  not  of  real  need  of  money,  . as  the  people 
seem  to  have  plenty  of  money  for  other  purposes,  some 
of  them  not  nearly  as  worthy  as  properly  providing 


themselves  with  shoes.  He  claims  that  good  results 
may  be  obtained  from  keeping  the  subject  constantly 
before  the  people. 

Another  large  retailer  in  Ontario  backs  up  the 
opinion  given  above  saying  that  the  education  is  really 
a  question  of  some  little  time,  and  that  when  momentum 
is  secured,  good  results  will  be  accomplished  by  a  system 
of  education  through  advertising  and  propaganda.  He 
suggests  that  one  of  the  best  ways  to  increase  the  sale 
of  shoes  just  now  is  to  make  their  cost  lower.  This 
will  be  open  to  criticism  not  only  by  manufacturers  but 
retailers. 

Another  Ontario  dealer  says  that  only  about  10% 
of  the  people  know  what  to  wear  on  various  occasions. 
The  other  90%  buy  just  shoes.  He  says  that  the  only 
argument  that  will  appeal  to  the  consumer  to-day  in 
inducing  him  or  her  to  buy  additional  footwear,  is 
economy.  If  you  cannot  show  him  that  he  will  save 
money  by  having  two  or  three  pairs  of  shoes  extra,  you 
might  as  well  save  your  breath. 

A  Western  Ontario  dealer  says  that  a  great  deal 
depends  upon  the  clerks  who  should  be  thoroughly 
drilled  as  to  the  advantages  to  the  customer  of  having 
extra  shoes,  and  they  should  be  depended  upon  to  sell 
the  customer  the  idea.  He  says  that  in  the  effort  clerks 
should  come  first,  windows  second,  and  lastly  good 
straight  interesting  talk  along  these  lines  in  the  regular 
advertisements.  He  does  not  see  any  reason  why  a 
great  many  people  could  not  be  convinced  of  the  per- 
sonal advantage  of  having  extra  footwear. 

An  Eastern  Ontario  dealer  says  that  just  now  it 
is  a  difficult  thing  in  small  towns  and  cities  to  get  people 
to  buy  anything  beyond  the  actual  necessities  in  shoes. 
He  says,  however,  that  by  giving  the  best  possible  values 
and  having  the  stock  varied  enough  to  cover  the  different 
requirements,  clerks  by  a  little  tact  and  foresight  can 
no  doubt  induce  extra  sales. 

One  of  the  most  successful  Ottawa  shoemen,  says 
that  he  has  found  that  the  most  successful  method  of 
increasing  the  number  of  sales  to  individual  customers 
is  to  get  the  salesmen  to  suggest  an  extra  pair  for  special 
occasions.  He  says  a  great  deal  depends  upon  the  clerk 
and  that  he  should  impress  upon  the  customer  the  nec- 
essity for  the  proper  use  of  particular  shoes.  He  is 
very  sure  that  the  problem  is  one  of  salesmanship,  and 
that  while  it  may  be  assisted  materially  by  advertising 
and  store  displays,  after  all  it  is  up  to  the  man  behind 
the  shoe. 

The  Mark  Up  of  Stock 

In  talking  over  the  retail  shoe  business  the  other 
day  with  a  man  who  has  been  nearly  forty  years  connected 
with  the  shoe  game,  he  said  that  until  the  war  very  few 
retailers  had  any  idea  of  the  proper  mark  up  of  their 
goods.  The  common  practice  was  to  put  about  25% 
to  ordinary  stock  and  in  case  of  some  staples  that  sold 
rapidly  it  was  even  less  than  this.  The  result  was 
that  very  few  retailers  made  any  money.  What  they 
managed  to  accumulate  from  year  to  year  was  bv 
sheer  saving  and  doing  salesman's  work  at  about  half 
the  amount  they  would  be  called  to  pay  to  a  good  man. 
In  his  own  words,  it  was  sheer  luck  and  hard  plugging 
that  got  the  average  dealer  anywhere  in  the  shoe  busi- 
ness. It  has  been  only  within  the  past  five  or  ten  years 
that  the  shoe  retailer  throughout  the  country  has  de- 
veloped any  idea  as  to  the  cost  of  doing  business,  and 
when  it  was  demonstrated  to  him  that  it  was  costing 
him  as  much  to  sell  his  goods  as  he  was  adding  in  mark 
up,  he  began  to  change  his  tactics.  One  of  the  best 
results  of  the  war  and  one  of  the  good  things  that  came 
out  of  the  Board  of  Commerce  was  to  give  retailers  an 
idea  that  they  were  at  sea  with  regard  to  adding  per- 
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Cefttages  to  the  cost  of  their  goods.  To-day  the  average 
retailer  adds  about  33*4%  instead  of  25%  to  the  in- 
voice price  of  the  shoe  that  he  received.  This  may 
he  taken  as  fairly  general  throughout  the  country. 
There  are  a  few,  however,  who  still  seem  not  to  grip 
the  fact  that  25%  on  the  cost  price  of  their  goods  does 
not  give  them  enough  leeway. 

Here  are  some  opinions  received  from  large  dealers 
throughout  the  country,  which  show  that  the  process 
of  adding  percentage  varies  to  some  extent. 

A  Winnipeg  retailer  for  instance,  says  that  he  adds 
33' 3%  on  staples,  but  on  some  styles  as  low  as  20%, 
while  on  rubbers  he  only  adds  10%.  On  shoes  not  likely 
to  sell  beyond  the  immediate  season,  he  says  that  he 
adds  33 1 3%,  while  on  novelties  he  marks  40%. 

Quite  a  number  of  city  dealers  write  that  their 
average  mark  up  is  50%,  with  novelties  at  60%,  and 
children's  and  staples  as  low  as  40%.  There  is  a  de- 
cided difference  with  those  in  the  large  down  town  stores 
that  sell  principally  the  high  class  or  fancy  lines. 

A  Montreal  dealer  says  that  his  average  mark 
up  is  about  50%  .  while  on  extreme  novelties  he  has  to 
add  ~<)r(  in  order  to  clear  himself.  He  says  that  a 
staple  shoe  that  is  selling  rapidly  can  be  sold  more  closely 
than  a  style  shoe  that  will  be  out  of  the  running  in  a 
few  weeks'  time.  He  says  in  figuring  mark  up  it  is 
necessary  to  take  into  account  the  fact  that  the  real 
net  profit  exists  on  the  last  five  or  ten  pairs  of  every 
sixty  pairs  sold. 

A  Western  dealer  says  his  cost  of  doing  business  is 
26*  ',  on  sales  and  he  adds  30%  gross  profit  on  sales 
after  all  deductions  and  depreciation  is  made.  He 
says  he  does  not  use  any  set  mark  up,  however,  as  one 
line  may  bring  40%  easily,  while  another  may  only 
bring  20%.  This,  of  course,  will  involve  the  fact  that 
he  must  know  his  constituency  and  his  lines  well  enough 
to  be  able  to  gauge  the  turnover  fairly  correctly. 

A  Western  Ontario  retailer  says  that  he  considers 
4')'  ;  on  regular  stock  sufficient  in  the  majority  of  cases, 
with  some  lines  at  50%,  that  are  not  moving  as  rapidly. 
He  says  the  mark  up  of  seasonal  goods  should  be  at 
least  75%. 

One  of  the  most  successful  retailers  in  Ontario  who 
knows  the  shoe  business  thoroughly,  and  who  has  de- 
monstrated the  fact  by  success  in  business,  says  that 
he  adds  35%  to  invoice  price  on  all  lines,  and  as  they 
do  not  carry  enough  novelties  to  make  it  a  danger,  he 
finds  this  covers  it.  We  fancy  that  this  should  apply 
fairly  largely  to  businesses  of  the  character  of  that  of 
the  writer,  but  would  it  be  a  safe  procedure  to  follow 
with  the  average  retail  shoe  store? 

An  Ottawa  retailer  who  does  a  large  business  in 
fancy  lines  claims  that  40%  to  50%  on  the  cost  of  re- 
gular lines  with  60%  to  65%  on  novelties  should  be 
sufficient  to  add  in  cases  where  a  retailer  thoroughly 
understands  his  business.  This  he  states  involves 
the  matter  of  keeping  novelty  goods  thoroughly  on  the 
move. 

The  above  discussion  wiil  give  you  an  opportunity 
of  making  a  comparison  with  methods  adopted  in  your 
own  business.  It  would  seem  that  at  least  33]A,% 
on  the  sales  price,  or  50%  on  the  invoice  price  of  the 
goods  should  be  added  in  the  average  retail  shoe  store 
in  ordjr  to  play  safe  with  oneself  and  his  creditors. 
Sale  of  Corrective  Footwear 

The  opinion  seems  to  gain  ground  that  we  are  on 
the  eve  or  at  the  beginning  of  a  general  change  in  the 
policy  of  selling  shoes  merely  for  style,  looks  or  even 
good  shoe-making.  People  are  beginning  to  learn  that 
they  may  have  their  feet  fitted  with  shoes  that  are 
comfortable,  as  well   as  pleasing  in   appearance  and 


are  beginning  to  ask  more  and  more  for  footwear  of 
this  type.  This  is  evidenced  by  the  large  number  of 
concerns  within  the  past  year  or  two  who  have  begun  to 
manufacture  corrective  footwear.  While  a  great  deal 
of  good  may  have  been  done  by  the  use  of  appliances, 
after  all  the  latter  are  simply  a  comment  upon  the  failure 
of  the  shoe  maker  to  give  them  foot  satisfaction,  and 
prevent  abnormal  developments  in  their  feet. 

A  prominent  Ontario  dealer  who  has  made  a  study 
of  this  subject,  and  who  thoroughly  believes  in  pro- 
per shoe  fitting  says  that  moderate  styles  in  corrective 
shoes  are  here  to  stay.  He  says  the  big  future,  however, 
ot  the  corrective  shoe  lies  with  the  manufacturer  and 
depends  on  whether  he  sells  his  ideas  to  salespeople. 
Getting  the  retailer  to  put  in  a  certain  line  of  correc- 
tive shoes  is  not  enough.  The  line  must  first  of  all 
be  sold,  and  sold  strong  to  the  salespeople,  and  sales 
are  sure  to  follow.  He  thinks,  however,  that  at  present 
corrective  shoes  have  appealed  only  to  a  small  percent- 
age of  the  retail  trade. 

Another  large  Ontario  dealer  says  that  while  people 
have  taken  to  foot  fitting  shapes  with  children,  that 
there  is  not  the  same  interest  in  this  question  by  grown- 
ups. This  is  probably  due  to  the  fact  that  the  same 
effort  has  not  been  made  to  induce  adults  to  give  pro- 
per consideration  to  the  question  of  proper  fitting  shoes. 

A  Western  retailer  of  large  experience  says  "I  am 
inclined  to  think  the  style  will  pass  away,  or  that  the 
corrective  shoe  is  being  pushed  abnormally,  and  to 
such  an  extent  that  it  will  be  overdone.  There  are 
some  people  that  will  continue  to  wear  these  shoes, 
because  they  suit  their  feet,  and  find  more  comfort 
with  them.  In  that  case,  it  will  get  down  to  a  staple 
business.  I  do  not  think  that  at  present  it  is  affecting 
the  staple  and  stylish  lines  of  shoes,  of  which  we  carry 
nearly   three  fourths  of  our  stock." 

A  Montreal  retailer  is  confident  that  we  are  only 
at  the  beginning  of  this  development.  He  says:  "A 
few  years  ago  the  public  did  not  know  anything  about 
narrow  widths  and  combinations.  To-day  they  ask 
for  these  fits.  This  has  been  done  through  the  process 
of  education  that  has  been  prevailing  in  the  shoe  trade 
during  the  past  few  years.  The  development  of  cor- 
rective shoes  is  a  healthy  one,  and  is  bound  to  increase 
as  time  goes  on.  Women  to-day  do  not  care  so  much 
about  the  size  of  their  feet,  as  they  do  for  the  comfort 
which  they  realize  is  necessary.  The  average  woman 
demands  comfort,  but  has  no  intention  of  wearing  an 
ugly  looking  shoe.  In  developing  this  business  it  is 
necessary  to  do  so  on  lines  that  are  not  extreme,  and 
that  carry  fitting  qualities  that  are  fundamentally  right. 
The  development  of  corrective  shoes  does  not  inter- 
fere with  the  sale  of  staple  or  stylish  shoes,  but  it  pro- 
motes extra  business." 

An  Eastern  Ontario  retailer  writes:  "With  us  the 
sale  of  corrective  shoes  has  not  assumed  proportions 
that  have  affected  the  sale  of  ordinary  lines.  Personally, 
however,  I  feel  that  this  trend  towards  scientific  fitting 
is  not  a  passing  phase,  but  will  develop  a  demand  for 
more  sane  footwear." 

A  central  Ontario  retailer,  who  has  been  in  busi- 
ness a  great  many  years  is  convinced  that  the  corrective 
shoe  will  form  a  permanent  factor  of  the  shoe  business 
in  the  future.  He  says:  "I  firmly  believe  that  the 
demand  for  this  class  of  shoe  is  a  sign  of  superior  educa- 
tion, and  should  increase  instead  of  fading  away.  If 
properly  handled  it  should  prove  just  as  staple  a  bread 
and  butter  proposition  as  rubbers  in  winter.  As  it 
improves  in  quality  and  style,  the  demand  will  undoubted- 
ly increase.  Some  makers  already  embody  real  style 
and  give  great  promise  along  this  line." 
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Notes  from  American 
Shoe  Centres 

The  sport  season  has  stared  ear- 
ly— Lack  of  Spring  Selling  being 
made  up. 

REPORTS  of  business  from  all  parts  of  the  country 
show  an  improvement  during  the  month  of  May, 
although  in  some  localities  as  in  Canada,  busi- 
ness has  been  held  up  by  unseasonable  weather.  Never- 
theless in  almost  all  centres,  even  places  like  Boston, 
New  York  and  Chicago,  where  the  season  has  been 
backward  there  has  been  an  increase  of  interest  in  spring 
and  summer  goods.  Large  sales  have  to  a  certain 
extent  interfered  with  profitable  business,  but  the  enor- 
mous demand  for  novelties  of  any  kind  and  especially 
in  colored  kids,  has  given  the  retailer  some  advantage 
over  departmental  stores  and  bargain  shops.  Business 
for  the  past  two  weeks  has  been  much  better  and  al- 
ready the  sport  season  is  in  full  swing. 

New  York  Notes 

Quite  a  difference  may  be  noticed  in  the  class  of 
trade  as  between  downtown  and  uptown  districts.  In 
the  business  sections  or  districts  where  the  short  skirt 
is  still  popular,  pumps,  and  straps  of  every  kind  hold 
sway  so  long  as  they  are  pretty.  Sandal  effects  are 
being  very  freely  used,  many  of  them  exposing  a  good 
deal  of  the  foot.  The  shoe  business  has  become  a  riot 
of  colors  with  red  in  the  lead,  followed  by  green,  blue 
and  purple  to  some  extent.  The  vogue  seems  to  be  to 
match  stockings  and  hats  with  the  color  of  the  shoes. 

In  uptown  districts  the  styles  are  quieter,  especially 
in  sport  lines,  which  run  into  two  tone  effects.  In  the 
better  class  of  stores,  patent  and  satin  still  keep  a  good 
lead,  and  greys  have  considerably  fallen  off.  There  is 
a  good  sprinkling  of  combinations  in  grey  and  patent, 
and  two  tone  effects  in  white  and  black,  as  well  as  in 
white  and  brown,  but  especially  in  dark  and  light  shades 
of  tan.  Prominent  dealers  spoken  to  in  regard  to  colors 
seem  to  think  that  the  demand  for  strong  colors  will 
run  itself  out  during  the  next  month  or  so,  and  there 
will  be  a  reversion  to  softer  shades  such  as  ecru,  ivory, 
cocoa,  terra  cotta  and  field  mouse.  Greys,  however, 
are  on  the  wane  and  very  few  will  be  seen  in  any  of  the 
samples  for  the  coming  autumn. 

In  sport  goods,  the  crepe  sole  has  been  very  popular 
especially  in  men's  lines,  but  women  are  looking  for 
lighter  effects  in  golf  and.  outing  shoes.  This  affects 
weights  as  well  as  colors.  The  great  favorite  seems  to 
be  light  tan  trimmed  with  dark  tan  and  smoked  elk 
trimmed  with  tan  or  ivory.  The  white  goods  trade 
has  already  started  in,  but  has  been  somewhat  held 
up  by  the  demand  for  colors  as  well  as  by  the  combinations 
of  patent,  tan  and  beige  with  the  white.  In  men's 
goods  the  crepe  sole  seems  to  be  having  a  good  demand, 
although  some  still  look  askance  at  it  with  regard  to 
serviceability.  In  men's  sport  goods,  smoked  elk  with 
rubber  soles  and  combinations  of  light  tan  on  dark 
sell  well.  There  is  a  demand  in  both  tan  and  black 
for  a  light  kid  in  men's  oxfords. 

Dealers  say  that  the  popular  leathers,  in  women's 
goods  for  the  coming  fall  will  be  ooze  and  suede  in  pop- 
ular shades  of  tan  and  brown  as  noted  above. 


Chicago  Chat 

In  Chicago  business  has  pulled  up  remarkably 
during  the  past  couple  of  weeks  of  fine  weather,  and 
the  sale  especially  of  sport  goods  has  been  remarkably 
good.  Colors,  in  fact,  have  become  a  problem,  retailers 
not  being  able  to  secure  supplies  to  meet  the  demand. 
It  is  stated  that  in  one  establishment,  where  three  hun- 
dred pairs  of  red  shoes  came  in  recently,  the  entire  number 
were  disposed  of  inside  two  or  three  days.  Retailers, 
however,  are  somewhat  afraid  of  the  fad  and  are  not 
ordering  largely  believing  that  it  will  run  out  inside  of 
the  next  thirty  days,  and  that  people  will  get  down  to 
saner  ideals.  However,  the  vogue  of  matching  hats, 
hosiery  and  other  articles  of  female  attire  is  running 
strong,  and  there  will  be  no  stop  to  it  until  a  marked 
change  takes  place  in  women's  wearing  apparel.  In 
regular  trade,  patents  and  suedes  lead,  and  quite  a  few 
two  color  effects  in  straps  and  sandals  are  noticed  par- 
ticularly in  the  latter.  A  novelty  that  has  come  on 
the  market  during  the  past  two  or  three  weeks,  has 
been  a  shoe  with  patent  quarters  and  vamp  of  kid  or 
suede.  In  some  cases  the  quarters  are  slashed  to  give 
a  novel  effect  and  as  a  change  from  the  patent  vamp 
with  kid  quarters,  the  line  has  had  quite  a  run.  The 
sport  season  has  started  in  well  in  both  women's  and 
men's  lines  and  the  array  of  fancy  footwear  to  be  seen 
on  the  streets  is  something  hitherto  unknown  to  the 
shoe  trade.  The  variety  in  color  and  style  is  almost 
bewildering.  As  one  dealer  puts  it:  "Women  are 
now  making  their  own  styles,  and  come  in  with  hazy 
ideas  of  what  they  want,  that  they  pick  up  anything 
that  seems  at  all  different  from  the  general  run."  The 
business  outlook  is  good,  and  the  probability  is  that 
the  sport  season  will  run  well  into  the  middle  of  the  sum- 
mer. 

It  is  difficult  to  say  what  the  chances  are  at  present 
for  fall  trade.  Dealers  have  not  been  ordering  to  any 
extent,  and  do  not  seem  to  be  able  to  make  up  their 
minds  what  is  going  to  sell  when  the  present  excitement 
of  summer  shoes  has  worked  itself  out. 

St.  Louis  Situation 

April  was  reported  by  the  trade  here  as  about  the 
poorest  in  many  months  considering  its  being  a  month 
of  spring  trade.  May  has  turned  out  considerably 
better  and  towards  the  close  of  the  month  trade  seemed 
to  get  into  a  regular  swing. 

Colored  goods,  of  course,  stand  first,  and  have  been 
selling  as  they  say,  like  hot  cakes.  Red  is  considerably 
in  the  lead,  with  blues  second  and  greens  making  a 
good  third.  Dealers  who  have  laid  in  large  stocks  of 
white  goods  are  somewhat  worried  about  the  outcome 
as  up  to  the  present  time  there  has  not  been  the  usual 
demand  for  this  class  of  footwear.  However,  as  soon 
as  the  real  hot  weather  begins,  there  is  no  doubt  that 
white  will  back  some  of  the  colors  off  the  map,  and  while 
there  will  still  be  a  call  for  white  trimmed  with  black 
and  colors,  and  there  will  also  be  a  good  demand  for 
two  tone  effects,  the  white  shoe  will  come  back  again 
into  its  strong  position  as  an  article  of  summer  wear. 

Sandal  patterns  are  selling  largely  in  colors,  al- 
though there  are  quite  a  lot  still  selling  in  black  and 
tan.  Greys  seem  to  have  been  relegated  to  the  back- 
ground for  the  time  being,  and  the  fact  that  retailers 
realize  this  is  evidenced  by  the  effort  to  get  rid  of  them 
in  forced  sales.  There  is  a  general  shortage  here  of 
colored  goods  owing  to  the  fact  that  retailers  were  not 
confident  enough  of  their  selling  value. 
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Ladies! 

Here's  the  Smartest 
Thing  Yet 

•  L  lilU"  Call  CK(ord»  and  Strap  Pump. 


Hukl  sU  Rfpiirtm 
WK  CATMCART  *  CO.  Ltl 


Wm.  H.~ 

MACK 


"Better  Fitting 
Footuicar." 


Aft-r  you  have  worn 
Srtwdon  "Tar*»I-Ea»e" 
Shoes,  properly  fitted, 
you  will  refhze  the 
foot- freedom  tri  id  last- 
ing gracefulness  they 
afford 


Tht  .Uv.UoUor,  a 
thai    ef    a  neat 

"  r»«(-  £^  " 

Oxford  thai  Cm 
hi  had  pi  ii  \  s~r 

fi'«*n  G»(f 


LATEST  SPRING  FOOTWEAR 


$4.95 


SffS'  $2.95 


ST  $6.95 


DKA3TIC  REDUCTIONS 


$6.95 


OIR  NEW 
ADDRESS 


OUR  NEW 
ADDRESS 


170  SPARKS  STREET 


The  Weather 

J.  D.  CLIMIE     22  King  E. 


Work  Shoes 
For  Men 


faolory.    They're  built  i 


Wcr<<  Shoes  made  with 
■  he-  r .  of  oil-treated  brown 
and  black  urui  caliikin, 
lewn  aftd  nailed,  loud 
leather  solas  end  heels, 
double  itiLohing  to  prevent 
ripping 

PRICED  AT 


$4.50 


2  SPECIALS 
Men's  Footwear 

Men's  Oxfords  and 
Brogues 

$7-40 

Sport  Oxfords 

»•'""'■-■'  -Mao 

-'  $4.35 
Bruce  Stuart  &  Co. 

275  Bank  Street 


SHOES 


"K" 


Mens  Light 
Weight  "K" 
Bals  in  Black 
and  Brown 
Call'  and 
Black  Kid. 

Light.  Stylish, 
Easy 


Sold  By  Leading  Retailers 

flTJVENBON  &  BOVLAKD  LIMITED 


10 


FOOTWEAR 
FOR  MEN 
AND  WOMEN 
$5.00  to  $7.50 

HIGH  AND  LOW 
STYLES 


At  the  above  prices-  »*e 
know  that  you  cannot 
duplicate  the  value  any- 
where to-day  We  have  a 
wonderfully  large  langc 
of  styles  and  lea  then  Lo 
choose  from.  Buy  no*  at 
Iheie  popu'at  pikes. 


COLES 


SHOE  CO. 

TWO  STORES 
Ml  and  3-'0  Colborne  St. 
'Phones  I7J  1589  J 


MrWVvWWrVWfVV^ 


j  Leslies  for  Good  Values 

;:  Firsl,  Lasl,  and  All  The  Time. 


i  •"  


ME\ S  OXfOROS 


MOME\S  OXFORDS 


The  Leslie  Shoe  Store 

'tViV.VAViViV.'AVi'i'ANV'.  W V  .VW  'VWW.'- '  (N-yw, 

II 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Retail  Advertising 

Some  recent  publicity  reviewed 
and  criticised. 

THE  following  nut  was  put  before  us  to  crack. 
"Why  is  it,  that  two  retailers  in  one  town, 
both  serving  the  same  field,  and  carrying  well 
known,  dependable  lines  of  shoes,  have  such  widely 
different  advertising?"  One  man  plays  prices,  des- 
cription, style  and  generally  packs  a  wallop  in  every 
advertisement,  while  the  man  across  the  street,  with 
the  same  advantages,  falls  with  a  sickening  thud  as 
far  as  his  advertising  is  concerned.  As  far  as  we  can 
see,  it  depends  on  the  personality  of  the  man  who  wrote 
the  advertisement.  A  good  many  shoemen  are  cracker 
jack  salesmen  and  managers,  but  they  can't  write  good 
"copy".  In  the  above  case,  the  man  with  the  pushing 
publicity,  probably  spends  hours  whipping  his  copy  into 
shape,  while  the  other  chap  writes  it  while  he  is  wait- 
ing to  sign  his  letters.  Good  copy  in  the  long  run  comes 
down  to  nothing  but  thoughtful  study,  several  re-writings, 
and  a  couple  of  consultations  with  your  printer. 

No.  1.  Here's  an  advertisement  that  depends  solely 
on  type  to  get  attention.  The  two  main  black  head 
lines  stand  out,  and  get  the  eye.  The  typography 
is  good,  and  the  layout  acceptable.  On  the  whole  a 
good  advertisement  but  could  have  been  improved 
with  a  cut. 

No.  2.  Which  is  more  important,  the  retailer's 
name  or  the  goods  he  is  selling?  In  this  case,  the  dealer's 
name  is  advertised  more  than  the  shoe.  Would  suggest 
that  the  cut  and  copy  be  placed  at  the  head  of  the  ad- 
vertisement and  the  signature  and  soforth  at  the  bottom 
— the  logical  place.  The  price  would  most  likely  appeal 
to  the  readers  as  well  as  the  features  of  comfort. 

No.  3.  In  this  advertisement,  the  entire  story 
is  told  from  first  to  last.  How,  when,  where  and  why, 
including  the  price.  A  good  advertisement  with  a 
good  layout,  that  tells  the  story  and  should  pull  busi- 
ness. Readers  of  this  type  of  advertisement  should 
be  pretty  well  sold  before  entering  the  store. 

No.  4.  Eight  lines  of  black  face  headings  that 
tell  a  selling  story.  This  would  have  been  easier  to 
read  if  set  in  upper  and  lower  case.  The  cuts  are  not 
good  ones  by  any  means,  but  give  some  idea  of  the  shoes 
offered.    An  advertisement  that  should  pull  business. 

No.  5.  The  advertiser  is  selling  sport  shoes,  for 
how  much,  or  style,  color  or  combinations  are  not  men- 
tioned. The  cut  though  large,  does  hot  leave  a  favor- 
able impression.  The  layout  is  attractive  and  the  type 
setting  good.  There  is  no  strong  selling  story  that  would 
cause  a  reader  to  go  in  and  buy. 

No.  6.  An  excellent  layout  and  very  well  set  for 
a  small  advertisement.  No  wasted  breath  or  idle  talk, 
but  plain,  straight  facts  put  over  in  a  selling  way.  A 
reader  once  starting  to  read  this  advertisement  would 
be  forced  to  finish.  A  good  many  shoes  should  be  bought 
from  this  advertisement. 

No.  7.  A  quiet  advertisement  without  a  kick. 
No  real  selling  story.  No  price,  nothing  to  back  up 
his  cut.  A  lot  of  type  crammed  into  a  small  space, 
with  no  message.  Would  sell  one  strap  slippers  if  the 
reader  was  looking  for  someone  who  sold  them. 

No.  8.  Another  small  advertisement  with  a  good 
layout  and  typography.  The  white  space  plays  an 
important  part  in  getting  the  reader's  eye.  All  details 
of  his  offerings,  prices  where  they  can  be  seen,  and  read 
easily.  Business  should  come  from  even  a  small  ad- 
vertisement  of   this  nature. 


No.  9.  A  good  supply  of  live  cuts  and  panels  with 
prices  enclosed  give  this  advertisement  the  weight  it 
has.  There  is  no  shortage  of  details.  A  dignified 
advertisement  that  should  pull  business. 

No.  10.  A  wholesaler's  advertisement  to  boost 
his  customers'  (the  retailers)  business.  The  cut  is  look- 
ing out  of  the  picture,  and  should  therefore,  be  lifted 
to  the  left  of  the  advertisement.  An  earnest  effort  on 
the  wholesalers'  part  to  increase  the  retailers'  sales. 

No.  11.  The  old,  old  story, — too  many  type  faces. 
Here  the  printer  has  used  three  or  four  faces,  when  one 
would  have  given  better  results.  The  headings  could 
have  been  made  a  little  smaller  and  the  prices  a  little 
larger.  This  advertisement  could  have  been  improved 
greatly  if  the  printer  had  given  it  a  little  attention. 


SHOE  MEN  AT  OTTAWA. 

In  connection  with  the  investigations  of  the  Special 
Committee  on  Agricultural  Conditions  at  Ottawa,  several 
shoemen  were  heard.  Mr.  J.  E.  Warrington,  Mr.  Jos. 
Daoust  and  Mr.  S.  Roy  Weaver  gave  evidence  as  re- 
ported a  month  ago.  Later,  Mr.  C.  E.  Hurlbut,  of 
Preston,  and  Messrs  E.  A.  Stephens  and  J.  W.  McElroy, 
retailers  of  Ottawa  gave  evidence. 

Mr.  Hurlbut's  evidence  dealt  largely  with  the 
question  of  fixing  a  dealer's  selling  price  to  the  consumer. 
His  contention  was  that  the  fixing  of  a  resale  price  on 
an  advertised  shoe  of  standard  quality,  by  means  of 
an  agreement  between  dealer  and  manufacturer,  served 
to  protect  dealers  against  price-cutting  competition, 
gave  them  confidence  in  the  line,  and  stimulated  sales. 
Increased  volume  obtained  in  this  way  reduces  manu- 
facturing costs,  and  eventually  allows  manufacturer 
and  dealer  to  lower  prices.  It  is  therefore  of  advantage 
to  the  consumer.  Price-cutting,  Mr.  Hurlbut  said, 
led  to  the  cheapening  of  the  shoe  and  ultimate  dissat- 
isfaction of  the  consumer,  and  the  net  result  was  lost 
prestige  and  lost  business  to  the  manufacturer.  The 
prices  they  fixed  allowed  the  retailer  an  average  of  about 
23  per  cent,  gross  profit  on  his  sales. 

Mr.  Ed.  A.  Stephens,  Past  President  of  the  N.S.R.A. 
gave  evidence  as  to  the  practice  in  connection  with 
mark-ups  in  the  retail  shoe  store.  His  chief  purpose 
was  to  deal  with  the  statement  that  a  Western  dealer 
had  sold  a  shoe  at  $8.00  that  cost  him  $3.22.  He  assured 
the  committee  that  this  was  far  from  the  regular  practice. 
That  the  average  mark  up  on  shoes  was  from  25  to 
50  per  cent,  on  cost,  and  when  losses  from  left  overs 
were  considered,  the  net  markup  was  well  below  the 
fifty  per  cent.  In  some  cases  he  was  in  favor  of  the 
retail  price  being  fixed,  to  protect  against  price-cutters, 
though  he  would  not  want  all  his  prices  fixed  for  him. 
Asked  if  there  were  too  many  dealers  in  the  shoe  busi- 
ness, Mr.  Stephens  said  he  did  not  think  there  was  a 
shoe  store  from  coast  to  coast  operating  near  its  capacity. 
If  volume  was  increased,  costs  would  decrease.  The 
same  thing  was  true  of  the  factories. 

Mr.  McElroy,  shoe  dealer  of  Ottawa,  testified 
along  similar  lines.  He  further  explained  that  the 
eight  dollar  shoe  referred  to  might  have  been  sold  at 
$3.20  whereas  it  was  really  worth  $5.00.  He  gave  an 
instance  of  a  manufacturer  who  was  hard  up  selling 
1,800  pairs  of  shoes  at  $1.50  per  pair,  which  cost  $3.00 
to  $4.00  to  manufacture.  These  were  later  retailed 
at  $4.00  to  $6.00,  which  looked  low,  but  was  really 
very  profitable  to  the  dealer.  He  was  not  in  favor  of 
general  price  fixing,  but  was  satisfied  to  have  it  on  cer- 
tain lines. 
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Shoe  and  Leather 
Industries  Sound 

Prices  of  raw  materials  almost 
back  to  normal — Some  encour- 
aging touches  to  existing  clouds. 

ONE  ot  the  sanest  and  most  helpful  addresses  deal- 
ing with  business  conditions  in  general  and  the 
shoe  trade  in  particular  was  delivered  recently 
at  a  joint  banquet  ot  the  Pittsburg  Shoe  Dealers'  Associa- 
tion and  the  Pennsylvania  Shoe  Travellers'  Association 
recently  by  Mr.  F.  A.  Miller,  President  of  the  H.  C.  God- 
man  Co.,  Columbus,  Ohio.  Mr.  Miller  is  a  banker  as 
well  as  a  shoe  man  of  standing  in  the  United  States. 

The  first  part  of  the  address  was  devoted  to  demon- 
strating the  dangerous  situation  business  was  facing 
tzciierally  ot  re-inflation  and  the  speaker  called  attention 
to  the  recent  tall  in  industrial  and  other  stocks  as  an 
evidence  ot  the  timidity  of  capital.  He  said  that  the 
aggressiveness  of  labor  was  making  industrial  effort 
more  dangerous  and  this  with  the  attitude  of  the  buy- 
ing public  made  profits  problematic  if  not  impossible. 

He  pointed  out  that  the  leather  and  shoe  industry 
was  in  a  better  position  than  most  others  because  it 
had  been  deflated  and  the  very  fact  that  production 
hail  been  in  a  very  cautious  and  conservative  basis  for- 
bade any  slump  in  any  department  of  the  trade. 
Reasons  for  Confidence 

1  presume  that  one  given  to  polite  business  par- 
lance would  say  that  this  discussion  had  sounded  a 
note  of  warning.  Personally,  I  am  not  given  to  this 
sort  of  beating  around  the  bush.  I  cannot  admit  that 
I  have  sounded  a  mere  note  when  my  conscience  tells 
me  that  I  have  sung  a  complete  dirge  from  the  first 
verse   straight   through   to   the  last. 

It  no  doubt  seems  strange  for  an  officer  of  a  con- 
cern seeking  business  to  speak  with  such  brutal  frank- 
ness, but  I  would  be  guilty  of  a  breach  of  that  faith  if 
I  attempted  to  avoid  an  issue  and  made  any  statements 
that    I    did    not  believe. 

Furthermore,  the  best  interests  of  our  trade  are 
our  best  interests  and  it  behooves  all  of  us  who  have 
mutual  interests  to  be  perfectly  trank  with  each  other 
and  if  trouble  does  lie  ahead,  to  minimize  the  effects 
ot  the  trouble  by  frank  discussion. 

You  will  recall  that  early  in  our  discussion  we 
spoke  ot  cautirm  and  of  confidence;  caution  concern- 
ing conditions  external  to  the  shoe  industry  and  con- 
fidence concerning  things  internal. 

The  reasons  for  caution  have  been  dwelt  upon  suffi- 


ciently. The  factors  that  should  make  for  confidence 
have  been  only  partially  covered. 

You  will  recall  our  statement  that  the  shoe  and 
leather  industry  had  completed  its  necessary  post- 
war liquidation  sometime  back,  and  that  none  of  the 
tendencies  of  re-inflation  so  marked  in  other  industries 
were  present  in  our  own. 

You  will  also  recall  our  belief  that  our  mutual  dis- 
appointment in  not  receiving  the  orders  that  we  expected, 
was  a  blessing  in  disguise,  in  that  it  gives  evidence  of 
a  condition  that  will  permit  of  neither  inflation  nor 
over-production,  and  where  inflation  and  over-production 
do  not  exist,  deflation  and  complete  suspension  will 
not  be  necessary  to  strike  an  economic  balance. 

Additional  assurance  comes  from  the  fact  that 
the  tanner's  uncomfortable  position  so  far  as  our  un- 
satisfactory profit  or  no  profit  at  all  is  concerned,  will 
have  a  strong  tendency  to  maintain  leathers  upon  their 
present  level  of  price,  even  in  the  face  of  a  declining 
hide  market. 

And  speaking  of  hides,  it  may  be  interesting  to 
know  that  hide  prices  to-day  are  as  near  exactly  on  a 
pre-war   basis    as   is  possible. 

It  is  quite  evident  that  hides  are  on  a  fair  and  stable 
basis  and  there  is  absolutely  no  possibility  of  another 
such  precipitous  drop  as  occurred  \n  1920-21,.  when 
hi,des  fell  from  the  peak  of  August,  1919,  to  the  low  point 
of  April,  1921. 

I  believe  that  you  will  agree  with  me,  most  fully, 
that  the  shoe  and  leather  industry  has  long  since  liqui- 
dated its  war  time  inflation  and  that  values  even  des- 
cended to  levels  that  were  most  emphatically  sub- 
normal, and  that  if  pre-war  prices  are  any  basis  to  reckon 
on,  our  statement  that  shoe  and  leather  values  of  to-day 
are  in  no  way  inflated  is  true  beyond  any  possible  doubt. 

Professor  Irving  Fisher's  index  of  200  representa- 
tive commodities,  taking  the  pre-war  level  of  1913  as 
100,  puts  the  peak  in  May,  1919  at  247,  the  low  point 
of  January,  1922  at  138,  and  the  average  of  May  4  at 
165,  (having  dropped  from  168  on  April  6).  In  other 
words  the  commodities  included  in  Professor  Fisher's 
computation  are  65  per  cent,  higher  than  pre-war  level. 
Hides  Near  Pre-war  Level 

A  similar  comparison  of  hides,  placing  their  pre- 
war level  at  100,  shows  that  they  rose  to  357  in  August, 
1919,  dropped  to  50  in  April,  1921,  and  to-day  are  95, 
or  actually  five  points  under  pre-war  level. 

To  me  these  figures  spell  assurance  and  are  the 
foundation  upon  which  my  confidence  in  shoe  and  leather 
values  rests.  Other  industries  have  the  potential  lia- 
bility of  having  to  liquidate  65  points  before  they  strike 
a  pre-war  level.  The  basic  raw  material  of  the  shoe 
and  leather  industry  is  now  five  points  under  a  pre-war 
(Continued  on  page  38) 
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Colors  for  Fall 

The  following  bulletin  was  issued  by  the  Textile 
Color  Card  Association  of  the  United  States: — 

The  shoe's  the  thing  that  makes  or  mars  the  tout 
ensemble.  Just  at  present  fashion  is  strongly  in  favor 
of  the  beige  and  tan  shades  harmonizing  with  the  cork, 
sandalwood,  and  oakwood  tones  so  popular  for  the 
spring  costume  and  which  give  promise  of  being  lead- 
ing colors  for  midsummer.  Grey  too  is  popular,  and 
in  many  cases  these  more  neutral  tones  are  brightened 
by  insets  of  periwinkle,  cleopatra,  harlequin,  or  scarlet, 
or  by  a  buckle  in  one  of  these  colors.  Then  too,  the 
Egyptian  vogue  has  broken  into  the  precincts  of  shoe 
manufacturers  who  long  fought  to  keep  their  premises 
sacred  to  the  conservative  in  footwear  styles,  and  sandals 
like,  those  worn  by  the  ancient  daughters  of  the  Nile 
have  begun  a  reign  of  popularity  for  red,  and  green, 
and  yellow  footwear  which  it  is  possible  will  continue 
into  the  fall. 

But  whatever  the  whimsical  lady,  Dame  Fashion 
may  sponsor  six  months  hence,  provision  has  been 
made  on  the  fall  1923  Color  Card,  issued  by  the  Textile 
Color  Card  Association  for  every  color  contingency. 
There  are  the  ten  shoe,  leather  and  hosiery  colors  under 
separate  grouping.  These  include  several  shades  which 
have  been  recalled  owing  to  their  continued  favor  with 
the  smartest  American  women.  Among  them  are 
beige,  thrush,  hazel,  mandalay,  and  congo,  ranging  from 
a  light  ecru  to  a  dark  brown.  Silver,  fog,  cruiser,  are 
three  greys  of  the  spring  1923  Card  which  Dame  Fashion 
has  decided  to  sponsor  for  another  season.  A  distinct- 
ly new  shade,  slightly  greyer  than  otter  is  log  cabin, 
and  another  is  a  rich  dark  hue  dubbed  autumn  brown. 

Should  the  vogue  for  brilliant  shoes  continue,  the 


Egyptian  colors  and  the  other  new  shades  on  this  Card 
will  be  found  particularly  attractive  when  dyed  in  the 
soft  pliable  kids,  and  worn  on  the  notably  beautiful 
feet  of  American  women.  The  weather  vane  of  fashion, 
however,  points  directly  towards  the  light  beiges  and 
browns  as  being  the  best  bets  for  fall. 


A  GOLF  WINDOW. 

With  the  golfing  season  on  again,  shoe  store  win- 
dow dressers  are  everywhere  displaying  their  skill  in 
arranging  appropriate  displays  of  golf  footwear,  and  the 
illustration  shows  a  display  by  T.  Dussault,  Ltd.,  281 
St.  Catherine  St.  East,  Montreal,  that  is  notable  be- 
cause it  is  both  attractive  and  effective.  It  features 
the  St.  Andrews  Golf  Shoe  Regd.,  made  by  the  Tetrault 
Shoe  Mfg.  Co.  Limited. 

Imitation  grass  is  used  as  the  floor  covering  of  the 
window,  golf  balls  and  sticks  are  grouped  at  each  side 
and  in  the  background  is  shown  a  large  print  of  a  golf- 
ing illustration,  giving  an  appropriate  setting  to  the 
whole  display.  The  different  models  of  St.  Andrews 
golf  shoe  are  shown,  attractively  arranged  on  the  floor 
and  on  display  fixtures. 

To  show  the  special  workmanship  of  the  shoe  and 
its  many  features,  the  various  parts  used  in  its  con- 
struction are  displayed,  including  the  "SANIPORE" 
Insole,  the  counter,  and  the  sole  showing  how  the  Patented 
Rubber  Studs  (an  exclusive  St.  Andrews  feature)  are 
attached.  Samples  of  the  sole  and  upper  leather  are 
also  displayed. 

The  window  created  considerable  interest  as  it 
was  not  merely  an  attractive  showing  of  these  well 
known  golf  shoes,  but  it  told  the  story  of  their  making 
as  well,  and  impressed  the  onlooker  with  their  merits 


A  Golf  Window 
by  T.  Dussault, 
Montreal. 
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The  New  York 
Shoe  Style  Show 

THE  Style  Show  put  on  at  the  Hotel  Commodore, 
New  York,  by  the  Shoe  Manufacturers'  Board 
of  Trade,  was  one  of  the  most  elaborate  affairs 
ot  its  kind  yet  undertaken.  The  display  arrangements 
were  in  charge  of  Ned.  Wrayburn  who  stages  the  Follies 
and  other  New  York  spectacular  productions,  and  the 
Liying  models  were  some  of  the  best  procurable  at  that 
centre  of  art  and  theatrical  effort. 

The  show  was  staged  in  the  Grand  Ballroom  of  the 
Biltmore,  which  was  gorgeously  decorated  for  the  occa- 
sion, the  runway  of  green  carpet  banked  with  flowers 
running  down  the  centre  from  stage  to  door.  The 
models  appeared  in  the  latest  modes,  the  apparel  and 
millinery  being  supplied  by  some  of  the  foremost  fashion 
houses  of  New  York.  The  semi-circular  stage  was 
decorated  with  silver  cloth  and  two  pretty  girls,  dressed 
as  pages  on  either  side  of  the  stage,  announced  the  dis- 
plays on  cards  as  the  models  appeared  on  the  stage. 

An  outstanding  feature  of  the  show  was  the  limited 
display  of  bright  colored  shoes,  very  few  of  which  were 
seen  even  on  the  promenade.  The  same  obtained  in 
regard  to  freakish  or  outre  styles.  The  goods  shown 
were  all  high  class.  The  tones  where  color  was  used, 
were  all  of  the  softer  type.  Afternoons  were  devoted 
to  street  wear  and  evenings  to  evening  wear.  The 
evening  displays,  of  course,  developed  a  wider  variety 
of  materials. 

In  the  lines  for  ordinary  wear  there  was  a  decided 
tendency  towards  browns,  with  beige,  fawn  and  cham- 
pagne showing  up  strongly.  The  lighter  shades  in 
combination  with  dark  were  also  prominent  and  there 
was  a  good  sprinkling  of  patent,  ivory  and  grey.  Suedes 
seem  to  be  running  strong. 

It  looks  as  though  manufacturers  were  expecting 
two-straps  and  oxfords  to  be  the  main  sellers  this  com- 
ing fall,  the  straps,  of  course,  preceding  the  oxfords 
during  the  warmer  weather.  Oxfords  and  two-straps 
predominate  in  welts.  In  turns  there  is  a  wide  variety 
of  styles,  and  the  ankle  and  cross  straps  seem  to  be  run- 
ning strong,  although  there  was  a  large  showing  in  one, 
two  and  three  straps.  Violent  colors  seem  to  have  been 
almost  entirely  eliminated. 

There  stems  to  be  a  general  tendency  to  introduce 
gore  effects  into  both  oxfords  and  straps  with  fancy 
effects  covering  in  many  instances  the  goring.  These 
make  very  pretty  shoes,  but  dealers  know  the  trouble 
riven  by  the  gore,  and  it  is  doubtful  whether  they  will 
have  a  very  large  call. 

Sandal  effects  were  not  very  strong  notwithstand- 
ing the  furore  created  by  the  Egyptian  craze.  As  far 
as  can  be  made  out  the  season  at  New  York  simply 
emphasizes  what  is  existing  in  the  trade  to-day  in  the 
way  of  pretty  shoes.  There  are  no  particularly  different 
styles,  and  there  is  a  certain  amount  of  conservatism 
and,  therefore,  elimination  of  freakish  shoes.  The 
outstanding  impression  created  was  that  the  coming 
fall  is  going  to  see  the  development  of  browns  very 
largely,  and  the  limiting  of  patent  and  blacks  to  some 
extent. 

In  evening  shoes,  there  was  a  wide  variety  of  mate- 
rials as  well  as  styles.  Black  satin  in  solid  effects  or 
trimmed  with  black  suede,  silver,  or  gold  cloth,  solid 
or  trimmed  with  contrasting  leather.  In  addition  Pais- 
ley cloths  in  different  designs  and  trims  with  cut-outs, 
dark  brocaded  satins  with  buckles,  and  also  some  plain 
sarins  with  beading  on  straps  or  vamps,  as  well  as  heels. 


SHOE  AND  LEATHER  INDUSTRIES  SOUND. 
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level  and  if  there  is  anything  in  the  doctrine  of  economic 
balance  (and  I  am  a  firm  believer  in  this  theory)  these 
figures  mean  that  while  other  industries  are  going  through 
the  stages  of  liquidation,  declining  prices  and  serious 
reductions  in  volume  both  of  which  will  involve  heavy 
losses,  the  shoe  and  leather  industries  will  enjoy  a  com- 
parative stability  of  values  and  while  the  total  volume 
of  business  will  no  doubt  be  somewhat  reduced  our 
losses  will  be  reduced  to  a  minimum. 

In  typical  descriptive  American  slang,  the  shoe 
industry  so  far  as  a  marked  shrinkage  in  merchandise 
values  is  concerned  is  "sitting  pretty."  These  facts, 
gentlemen,  are  my  reasons  for  optimism  and  confidence 
in  our  own  industry. 

However,  there  is  one  cloud  on  the  horizon  that 
may  bring  perplexity  and  loss  to  merchant  and  manu- 
facturer alike  and  that  cloud  is  nothing  more  or  less 
than  the  shadow  of  impending  danger  from  the  public 
craze   for  novelties. 

As  merchants  and  salesmen  you  men  know  better 
than  I  can  tell,  the  grief  and  loss  that  always  accom- 
panies a  wave  of  novelty  demand  even  under  the  most 
prosperous  conditions-  We  have  learned  by  experience 
that  novelties  cater  to  passing  fancies  and  not  to  real 
needs  and  as  the  fancy  passes  it  leaves  in  its  wake  stacks 
of  unsaleable  merchandise,  profits  made  more  than  wiped 
out  and  often  an  actual  impairment  of  capital. 

With  this  experience  even  under  prosperous  condi- 
tions, what  will  be  the  effect  under  a  condition  of  un- 
employment and  flattened  pocketbooks?  Passing  fancies 
find  no  place  when  economy  must  be  practised.  It  is 
then  that  real  needs  must  be  met  and  staples  come 
into  their  own.  I  cannot  help  but  feel  that  novelties 
in  the  medium  priced  and  cheaper  grades  of  footwear 
are  doomed  to  a  sudden  and  violent  death. 
Shun  Fleeting  Fancies 

Under  to-day's  conditions  it  would  seem  the  part 
of  wisdom  to  forego  an  occasional  prospective  profit 
on  the  sale  of  novelties,  rather  than  to  make  any  attempt 
to  cater  to  the  fleeting  fancies  of  novelty  demand,  there- 
by tying  up  capital  that  would  otherwise  be  liquid, 
possibly  resulting  in  an  unenviable  reputation  for  slow 
pay  and  possibly  ending  in  the  wiping  out  of  profits 
even  including  those  made  on  the  sale  of  staples. 

It  is  usually  the  fellow  that  tries  to  make  all  the 
money  in  the  world  that  gets  hurt,  but  the  fellow  who 
is  more  anxious  to  preserve  the  solidarity  and  integrity 
of  his  business  than  to  chase  every  dollar  that  he  sees 
rolling  by  his  door,  will  be  ahead  in  the  long  run. 

Shun  novelties  and  put  your  confidence  in  the 
present  sound  value  and  certain  saleability  of  staples. 
This,  I  believe  most  earnestly,  is  the  policy  that  will 
best  serve  the  interests  of  all  branches  of  the  shoe  trade. 


The  "Pasha,"  St.  Andrews  Golf  Shoe.  Reg'd 
Tetrault  Shoe  Mfg.,  Co.,  Montreal. 
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"Count  that  day  lost  whose  low  decending 
sun  finds  prices  cut  to  glory  and  business 
done  for  fun." 


MORAL:  Buy  seasonable  novelities  and  staple 
shoes  from  a  reputable  IN-STOCK  House  guar- 
anteeing quick  turnover  and  satisfactory  pro- 
fits, and  no  dead  stock. 


CANADIAN  SHOES  LIMITED 

"The  House  with  a  Policy" 

TORONTO 
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STANDARD 


ST.  HYACINTHE  , 
.CANADA. 


Shoe  Value  Of  Canada 


You  will  find  that  in  every  locality  in  Canada  the  reputation  of  Yamaska  Shoes  stands 
for  the  greatest  worth  in  value  and  the  best  in  reliable  shoemaking. 

You  will  find,  too,  that  our  lines  showing  for  this  season  are  even  a  little  better,  both 
from  the  standpoint  of  price  and  quality,  which  means  that  they  are  stronger  in  pop- 
ular features  than  any  line  you  can  offer. 

WITH  OUR  NEW  IN-STOCK  DEPARTMENT  LEADING  YAMASKA 
LINES  ARE  NOW  AVAILABLE  FOR  IMMEDIATE  SHIPMENT.  KEEP 
YOUR  STOCK  COMPLETE  AND  SAVE  MONEY  IN  BUYING  BY  SEND- 
ING US  YOUR  RUSH  ORDERS. 

LA    COMPAGNIE   J.    A.    &    M.  COTE 


ST.  HYACINTHE 


QUE. 


A  NEW  OVBRGAITER 

with  a  Patented  Re=enforced 

BUTTON  HOLE 

—PATENTED  1923— 

Something  You  Have  Been  Looking  For 


The  Imperial  Overgaiter 

can  in  future  have  this  newly  Patented  Re-enforced  Button  hole  at 
a  slight  additional  cost,  (an  exclusive  idea,  to  be  found  only 
in  the  Imperial  Overgaiters).  Helps  the  overgaiter  to  fit  snugly. 
Makes  the  overgaiter  last  longer  and  give  better  satisfaction.  Our 
travellers  are  now  on  the  road  with  samples.  Ask  them  to  show 
this  overgaiter  to  you. 

L.  H.  PACKARD  &  CO.,  LIMITED 

MONTREAL 
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The  Mark 

of  a 
Well  Made 

Shoe 


Joli  Last,  17/8  Louis  D.  Width. 

122    Pat.  one  strap   $3  50 

129    Kid  one  strap    3  50 

138    Kid  2  strap  ,2K  to  7     Plain  Toe     3  50 


Patrician  Last,  14/8  Mil.  D.  Width. 

133    Blk.  Kid  3  strap   S3  50 

132    Pat.   3   strap   3.50 

130    Pat.  1  strap.  Grey  Buck  Collar.  3.35 

2K  to  7. 

152    Blk,  Satin,  1  strap   3.35 

(Skinner's,  "A"  grade) 
14/8  Spanish  Heel. 


Grecian  Last,  13/8  Mil.  D.  Width. 

103    Pat.  and  Grey  Buck,  1  strap          S3. 50 

142    Pat.  one  strap.  Grev  Buck  Quarter    3  50 
144    Br.  Kid  and  Biege  Buck,  1  strap     3  75 
All  (rat.  Tip,  iy2  to  8. 


Grecian  Last,  13/8  Mil.  D.  Width. 

124    Patent   1   strap   S3  35 

135    Blk.  Kid,  1  strap    3.35 

Oxfords. 

106  Br.  Kid  Oxford   S3  75 

107  Br.  Calf  Oxford   3  50 

112    Pat.     Oxford   3  50 

123    Blk.   Kid  Oxford   3.50 

Imt.  Tip.  2%  to  8. 


Paris  Last,  13/8  Mil.  D.  Width. 

168  Br.  Calf  Bal.  Oxf   S3  50 

169  Pnt.  Bal.  Oxford   3  50 

105    Br.  Calf,  Blu.  Oxford   3.50 

110    Pat.  Blu.  Oxford   3  50 

172    Blk.  Kid  Oxford,  Cushion  Sole, 

Rubber  Heel   3.65 

117    Same  in  Bal   4  65 

Imt.  Tip,  iy2  to  8. 


The   Famous  Aunt  Mary   Cushion  Sole 
Rubber  Heel. 

83  Kid  one  strap   S3. 25 

84  Kid  Button    4 . 25 

86  Kid  Fat  Ankle  Bal   4.25 

87  Kid  Bal.  Comb,  last    4.25 

88  Kid  Bal.  Stand  leg    4.25 

89  Kid  Bal.  Kid  tip    4.25 

90  Kid  Oxford   3.25 

91  Kid  Oxford.  Kid  tip    3.40 

2K  to  8,  (size  9,  50c.  extra)  no  8K 

E  E  Width 


All  these  and  many  other  lines 
in  stock  for  immediate  ship- 
ment. 

THE 


Fairy  Last,  8/8  Mil.  D.  Width. 

402  Satin  1  strap,  Plain  Toe   $3  35 

403  Patent  1  strap.  Grev  Buck  Qr   3.50 

417    Patent,  2  button,  1  strap   3.50 

423  Black  Kid,  2  button.  1  strap   3  50 

424  Patent  and  Grey  Buck,  1  strap  ....  3'60 

425  Brown  Calf  2  button  1  strap   3  50 

Oxfords. 

408    Black  Kid  Oxford   $3  40 

419    Patent  Oxford                             '  3  50 

431     Brown  Calf  Oxford  ....  s  <,n 

411    Black  Calf  Oxford.                      '  3  35 


W.  E.  WOELFLE  SHOE  COMPANY,  LIMITED 
Kitchener  :-:  Canada 
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Building  A 
Store  Front 

The  installation  of  a  window  and  store  front  fre- 
quently presents  unexpected  problems.  Certain  effects 
or  results  are  desired  by  the  dealer,  and  these  require- 
ments must  be  met  by  the  designer  of  the  window. 
Such  was  the  case  with  the  front  of  the  Powell-Kelly 
Store  on  Yonge  Street,  Toronto,  which  is  here  described. 

This  is  a  Kawneer  Solid  Copper  Front,  finished  in 
a  light  statuary  finish  with  Show  Windows  of  Plate 
Glass,  designed  and  installed  by  Pilkington  Brothers 
(Canada)  Limited. 

The  object  in  view  of  the  designer  was  to  give  the 
owner  the  full  advantage  of  street  frontage  for  Show 
Window  purposes,  and  the  displaying  of  his  merchandise, 
and  yet  get  service  through  one  opening  to  the  store, 
passage  and  elevator,  at  the  same  time  the  artistic 
and  business  drawing  qualities  had  to  be  considered. 

Therefore  a  plan  as  now  installed  was  drawn  hav- 
ing a  central  entrance  of  4'  with  Show  Windows  on  either 
side  running  parallel  with  the  street.  Being  a  shoe 
store  it  was  not  necessary  to  have  a  deep  window,  thus 
the  windows  on  either  side  of  the  entrance  were  made 
2'  in  depth  to  a  frontage  of  4'  2"  after  which  they  widen 
out  to  3'  in  depth,  thus  giving  more  space  for  special 
feature  dressing  at  the  sides.  This  jog  out  of  1'  0" 
also  gives  the  public  a  chance  of  seeing  around  three 
sides  of  any  special  shoes  that  might  be  shown  in  the 
corner  thus  formed. 

Just  inside  the  entrance  to  the  right  is  another 
window  running  back  to  the  store  door,  this  window  is 
a  very  attractive  feature,  as  owing  to  its  position  it  has 
to  be  lighted  up  most  of  the  time  for  eight  out  of  the 
twelve  months,  and  the  very  fact  of  this  little  spot  of 


light  being  inside  catches  the  eye  and  draws  the  public 
to   closer  inspection  of  the  goods  displayed  therein. 

The  floor  of  Show  Windows  which  is  of  Quarter 
Cut  Oak  with  a  1"  Walnut  border,  is  2'  up  from  the 
sidewalk,  and  the  bulkhead  is  of  copper  divided  into 
panels.  The  sash  is  ventilated  to  help  prevent  frost 
in  the  winter,  and  is  provided  with  a  slide  to  close  in 
summer.  Just  above  the  plate  is  a  hooded  transom 
bar  12"  deep  to  take  an  awning.  This  awning  when 
rolled  up  being  thus  protected  from  the  weather  and 
from  snow  rotting  in  the  winter.  Water  white  cathedral 
with  a  pattern  of  Arctic  and  a  small  plate  in  the  centre 
on  which  is  a  red  shield  having  the  letters  "P.K."  in 
gold  on  a  diagonal  band  of  black  forms  the  transom 
light.  Gumwood  panelling  stained  a  light  Walnut 
with  the  moulding  picked  out  in  a  darker  shade  forms 
the  backing.  The  swags  on  this  panelling  are  colored 
a  blue  with  golden  ribbons  to  match  the  blue  and  gold 
window  valances,  thus^giving  a  very  pleasing  general 
effect. 


POWELL'  K  L  L  L  r 
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PHILLIPS  PRESIDENT  SOLE 


For  A  Springy  Step  And  A  Sure  Tread 


Phillips  President  Soles,  while  possessing  all  the  fine 
features  of  the  Phillips  Famous  Military  Soles,  are  spec- 
ially made  for  fine  shoes  for  both  men  and  women.  Light 
and  resilient, they  give  wonderful  satisfaction  in  ease  and 
safety  in  walking,  and  being  very  durable  they  cut  down 
shoe  expense  by  adding  months  of  wear  to  the  sole. 
Wearers  of  Fine  Shoes  will  be  quick  to  appreciate  the 
merits  of  Phillips  President  Soles.  Be  sure  to  feature  them. 


Just  The   Thing  For  Summer  Footwear 


B.  B.  SHOE  POLISH 

The  popular  Beau  Brummel  Polish  made  by 
National  Polish  Co.,  Toronto.  Distributors 
for  Quebec  Province. 


SHOE  FINDINGS 

Carrying  the  leading  lines  and  always  offering 
lowest  prices  and  reliable  service.  Specializ- 
ing in  Quality  Laces. 


R.  L.  BROWN 


60  St.  Paul  St.,  East 


Montreal 


SAMSON 

Sporting  Lines 
And  Staples 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &  Football  Boots 


Whether  you  buy  our  well  known  Staple 
Shoes  or  our  highly  favored  Sporting  Foot- 
wear, you  get  shoes  that  you  can  recommend 
with  fullest  confidence,  and  that  will  give 
you  a  hold  on  the  biggest  share  of  patronage 
in  your  community. 

Everywhere  dealers  are  pronouncing  the 
values  we  are  now  showing  as  something 
unequalled  in  the  trade.  Take  advantage 
of  them  when  doing  your  buying. 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 
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No.  560  smooth  tan 
Mennonite,  Plain  Toe, 
Half  Bellow  Tongue, 
Standard  Screw,  Munson 
Army  Last,  Chrome 
Waterproof  Bulldog  Sole . 
Lock  Stitch.  Welted 
Back.  F.O.B.  Peterboro, 
$3.25. 


Write  for  Catalogue 


B.  F.  Ackerman,  Son  &  Co.,  Limited 

Peterboro,  Ont.  Regina,  Sask. 

Western  Dealers  may  sort  from  our  Regina  Branch 


UPPER  LEATHER 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q. 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  &  SON,  LIMITED 

KINGSTON,  ONTARIO 
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HYDRO  SHOES 

Honest  Shoes — Honest  Values 


Hydro  Shoes  respond  to  the  call 
of  value  in  staple  shoes.  They 
are  made  of  dependable  material 
throughout  and  embody  the  true 
quality  and  good  workmanship 
that  appeals  to  your  customers. 

Their  quality  sells  them  and 
keeps  them  sold. 


Hydro  City  Shoe  Manufacturers 

Limited 

Hitch  ener,  Out. 


"^ndthe"Hote\  Cleveland" 

is  my  home  when  my  trip 
brings  me  to  Cleveland!" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 

We  hope  to  see  you  before  long ! 

Hotel  Cleveland 

CLEVELAND,  OHIO. 
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Mens  Displays 
In  Canada 

Comments  on  Shoe  Windows  from 
Coast  to  Coast. 

— By  Ernest  A.  Dench 

THE  sex  barrier  in  Canadian  shoe  displays,  as 
noticed  while  travelling  across  the  Dominion 
over  the  Canadian  Pacific  Railway,  is  recognized 
to  the  extent  of  devoting  separate  displays  to  men's 
and  women's  footwear.  This  is  as  it  should  be,  and 
I  take  pleasure  in  passing  some  of  the  best  display  ex- 
amples for  your  possible  adaptation. 
Headquarters  for  Brogues 

The  Invictus  Store  Store,  Montreal,  had  a  win- 
dow drive  on  men's  brogues.  A  mound  at  the  middle 
of  the  display  was  covered  with  rose  cloth,  over  which 
two  pedestals  were  placed.  A  nigger  brown  brogue 
reposed  on  each  pedestal.  A  card  on  the  mound  in 
between  the  two  pedestals  announced: 
"Headquarters  for  Brogues." 
A  Pleasing  Display 

Stephens,  Ottawa,  Ont.,  floored  their  men's  foot- 
wear display  with  a  rough  white  cloth  that  resembled 
Turkish  toweling,  bordered  all  the  way  around  with  a 
six-inch  fringe  of  emerald  green  crepe  paper.  Both 
brown  and  black  oxfords  were  displayed  in  all  parts 
of  the  display  on  the  customary  pedestals.  A  large 
card  attached  to  the  rear  wall  had  the  following  message 
to  impart: 

"Trying  conditions  will  never  alter  our  policy 
of  selling  only  what  is  good.  No  uncer- 
tainty in  buying  here." 

Each  type  of  shoe  displayed  in  the  window  bore 
a  little  descriptive  sign  of  which  the  following  are  two 
examples: 

"Nothing  to  beat  these." 

"Oh  boy,  this  is  a  Beauty." 
Featuring  Form-fitting  Shoes 

The  Natural  Tread  Shoes,  Ltd.,  Toronto,  Ont., 
featured  form-fitting  shoes  for  men  in  one  of  their  re- 
cent window  displays.  A  lesson  was  driven  home  by 
a  convincing  photograph  laid  on  the  floor  at  each  front 
side.  One  photo  showed  a  pair  of  natural-shaped  feet 
because  form-fitting  shoes  were  constantly  worn,  while 
the  other  photo  showed  two  feet  with  the  toes  badly 
cramped  because  of  improper  fitting  shoes.  Behind 
the  two  photos  at  the  center,  was  a  card  placed  on  a 
mahogany   stand.    The   card   was  captioned: 

"Query — Which   does   your's   most  resemble?" 

Beside  the  center  card  was  the  bronze  figure  of  a 
Greek  slave  girl,  her  feet  entirely  bare.  Different  types 
of  form-fitting  shoes  were  exhibited  on  a  rose  satin  run- 
ner trailing  around  the  sides  and  the  front.  Another 
exhibit  in  the  window  was  the  plaster  foot  form  of  a 
normal  man. 

What  Young  Men  Are  Interested  In 

The  United  Shoe  Stores,  Ltd.,  Saskatoon,  Sask. 
had  a  footwear  display  that  was  noteworthy  because 
of  the  excellent  examples  of  window  cards  it  contained. 
Here  are  two  of  the  cards  in  question: 
j      "Young  men  are  attracted  by  the  style. 

Young  men  are  interested  by  the  finish. 
Young  men  are  sold  by  the  fit. 

Young  men  are  held  by  the  quality." 
"The  young  man  demands  Quality,  of  course.  But 
if  the  shoes  do  not  carry  style,  fit  and -finish,  he 
will  never  know  the  quality  because  he  will  not 


buy  them." 
Covering  a  Multitude  of  Shins 

T.  F.  Mitchell,  Fort  William,  Ont.,  backed  up  a 
neat  display  of  men's  socks  with  the  card  as  below: 
"These  hose  will  cover  a  multitude  of  Shins." 
The  Autumn  Atmosphere 

George  McLeod,  Calgary,  Alta.,  was  there  with 
the  atmosphere  in  arranging  his  footwear  display  at 
the  advent  of  autumn.  Loose  straw  covered  the  window 
floor,  with  sheaves  of  wheat  and  other  grain,  tied  with 
rose  ribbon  rosettes,  stacked  here  and  there.  Pairs 
of  shoes  were  displayed  about  the  window  on  pedestals. 
The  stuffed  specimen  of  a  prairie  chicken  was  stationed 
at  the  middle.    A  card  served  to  announce: 

"Make  your  feet  glad.    Our  feet  are  comfortable 
and  reasonable." 
Combatting  Mail  Order  Competition 

That  bugbear  of  the  shoe  retailer — mail  order  com- 
petition— was  ably  handled  in  a  little  newspaper  adver- 
tisement by  The  Cash  Shoe  Store,  Ltd.,  Truro,  N.S. 
The  copy  used  ran  as  follows: 

"We  have  a  man's  Dong,  Kid  Elastic  side  boot 
in  tan  or  black  at  $4.00  a  pair.  You  will  see  this 
shoe  in  the  catalogue  firms  at  $4.29,  a  pair.  Don't 
let  the  odd  cents  fool  you  as  they  do  in  many 
cases." 
Good  Looking  Footwear 

The   newspaper   advertising   of  The   Two  Macs, 
Ltd.,  Ottawa,  Ont.,  is  always  of  a  high  standard  of 
excellence.    Take,  for  instance,  this  example  dealing  with 
their    good    looking  footwear: 
"Worth  While  Looking  Into" 

Beauty  is  only  skin  deep — in  some  shoes — 
The  beauty  of  our  shoes  is  that  their  good  looks 
last. 

And    they're    good    looking  lasts. 

New  ones  for  fall — high  or  low  in  style — all  low  in 

price,  figuring  on  the  service  basis. 

$8.50— $15.00" 
I  am  not  bothered  to  quote  the  name  and  location 
of  the  store  which  appeared  below  the  above  matter, 
because  these  particulars  are  taken  for  granted.  But 
I  do  want  to  call  your  attention  to  the  striking  illustration 
which  adorned  the  lower  part  of  the  advertisement, 
of  a  tall,  slim  young  man  bending  over  a  huge  high  shoe 
in  order  to  look  inside  it.  Perhaps  the  only  improve- 
ment would  have  been  to  run  the  illustration  at  the  top 
of  .the  advertisement,  blow  the  caption,  where  it  would 
have  caught  the  eye  more  readily. 
More  Window  Card  Examples 

My  only  excuse  for  giving  you  more  window  card 
examples  is  that  this  silent  salesman  helps  to  increase 
the  effectiveness  of  your  shoe  window. 

Martin  and  Company,  Sudbury,  Ont.,  volunteered 
this   useful  information: 

"No  trouble  to  show  shoes. 

No  shoes  to  show  trouble." 
A  card  noticed  in  the  window  of  the  Sample  Shoe 
Market,   Kitchener,  Ont.,  pointed  out   that — 

"We  have  a  shoe  for  every  foot,  though  your  par- 
ticular style  may  not  be  in  the  window  at  the 
moment.  Come  right  in  and  see  what  else  we 
have." 

Excellent  advice  in  that  there  are  still  old-fashioned 
folks  who  judge  a  store  by  the  amount  of  stock  dis- 
played in  its  window — particularly  if  devoted  to  foot- 
wear— for  some  shoe  establishments  follow  the  policy 
of  displaying  a  large  range  of  footwear  in  a  single  win- 
dow display.  If  you  believe  in  the  single  unit  display, 
a  card  such  as  the  example  given  might  be  employed 
to  good  effect. 
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THIRD 

SEMI-ANNUAL  EXAMINATION  for 

RETAIL  SHOE  MERCHANTS  and 
SHOE  SALESMEN 

A  Practical  Test  of  Efficiency  in  Salesmanship  open  to  all  who  sell 
Boots  and  Shoes.      These  are  problems  you  may  have  to  meet  any  day. 

WHAT  WOULD  YOU  DO? 

EXAMINATION  QUESTIONS. 

1.  If  your  gross  expenses  are  25%  of  your  total  sales  and  you  wish  to 
make  5%  net  profit  on  sales,  at  what  figure  would  you  have  to  mark  a 
shoe  that  cost  you  $2.80  to  realize  this?  Show  how  you  work  it  out. 

2.  If  your  total  gross  sales  for  a  year  were  $32,000,  and  your  total  ex- 
penses $7,200,  what  percentage  would  this  represent:  (1)  on  your 
sales?  (2)  on  your  cost?    Figure  out  fully  (assume  no  net  profit.) 

3.  The  total  sales  of  a  retail  shoe  business  for  a  year  amount  to  $40,000. 
The  average  stock  inventory  is  $8,000.  How  would  you  figure  the 
turnover,  the  average  mark-up  being  30%  on  sales  ? 

4.  What  is  a  fair  and  proper  markup  for  purely  seasonal  goods,  or  what 
is  known  as  style  goods.     State  your  reasons. 

5.  What  is  the  best  selling  system  for  avoiding  loss  on  precarious  lines? 
How  would  you  proceed  to  sell  or  get  rid  of  them  in  good  time  ? 

6.  How  would  you  handle  a  customer  who  cannot  exactly  explain  what  he 
or  she  wants,  and  who  is  so  silent  and  undemonstrative  that  it  is  hard 
to  tell  what  pleases? 

7.  If  you  cannot  suit  a  customer  and  happen  to  know  that  your  competitor 
has  a  shoe  that  will  suit,  what  would  you  do? 

8.  In  case  of  a  woman  who  insists  upon  buying  shoes  which  will  not 
match  her  costume  or  hosiery  what  would  you  do? 

9.  When  you  have  a  very  positive  customer  who  thinks  she  knows  exactly 
what  she  wants,  and  you  feel  sure  you  can  give  her  something  that 
will  suit  her  better,  how  would  you  go  about  it? 

10.    What  is  the  best  way  to  handle  a  grouchy  or  unpleasant  customer 
who  acts  as  though  he  thinks  you  cannot  suit  him  and  tells  you  so? 
Ten  marks  will  be  allowed  for  each  of  the  above  questions,  making  one 
hundred  in  all,  and  awards  will  be  made  as  follows: — ■ 

CASH  PRIZES.  PASS  WITH  HONORS 

All  who  get  over  50  per  cent,  of  the 
Highest  Marks  $25.00        possible    100    marks  will  be  given 


Second  Highest  Marks  $15.00 


honors,  with  which  will  be  in- 
cluded a  year's  subscription  to  the 


Third  Highest  Marks  $10.00  JOURNAL. 

OPEN  TO  ALL 

While  this  competition  is  intended  to  encourage  clerks  to  take  an  in- 
terest in  salesmanship,  it  is  open  to  proprietors  as  well  as  clerks,  and 
whether  they  arc  subscribers  to  the  SHOE  and  LEATHER  JOURNAL  or 
not.  Marks  will  be  given  for  practical  ideas  rather  than  for  literary  skill. 
It  is  the  ideas  that  count.    Never  mind  your  style. 

COMPETITION  CLOSES  JUNE  15th. 
(  ompetition  will  c  lose  June  15th.,  and  awards  announced  July  1st.  The 
(  oniniittce  of  Award  will  be  three — two  retailers  and  the  Editor  of  the 
-HOE  and  LEATHER  JOURNAL.   Address  all  papers  to  :— 
Salesmanship  Department, 

SHOE  AX1)  LEATHER  JOURNAL, 

545  King  Street,  West,  TORONTO. 
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Toronto's 
MunieifidJ 
jjuilclino* 


Un  der  the  Shadow 
of  Big' Ben! 

IN  every  town*  in  every  city,  anywhere,  big 
business  is  transacted  under  the  shadow  of 
Big  Ben.  It  is  surprising  how  often  weighty 
decisions  depend  on  the  printed  appearance  of 
a  contract,  a  letter  head  or  circular.  Good 
printing  on  your  shoe  labels,  tags,  account 
forms,  and  soforth,  will  establish  a  worthwhile 
business  confidence  in  you  and  your  house. 

There  is  no  printing  requirement  of  the  shoe 
trade  that  we  cannot  design  and  print,  from 
price  tag  to  catalogue.    Write  for  particulars. 


Sell 
By 

The  Printed  Word 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


4S 


THE  SHOE  AND  LEATHER  JOURNAL 


June  1,  1923. 


M 


CKAYS  Of 

ERIT 


THE  DOMINION  LINE 

Price,  Style  and  Shoemaking 
combine  to  produce  big  turnover. 

IMMEDIATE  DELIVERY 

Full  range  of  sure  selling  models 
for  Summer  ready  to  ship  at 
shortest  notice. 


GROWING  GIRLS,  MISSES,  CHILDREN,  INFANTS,  BOYS,  YOUTHS  $  GENTS 

DOMINION 

Shoe,  Limited 

2298-2302  Chabot  St.  Montreal 

To  Visit  Our  Plant  Take  Papineau  Avenue  Street  Car  Going  North  And  Get  Off  At  Bellechasse  Street 


KENDEX 

for 

COMFORT 


tEC.II 


EN  DEI 


Canada 


From  the  standpoint  of  service  alone  KENDEX  is  pre- 
ferable to  any  other  insole  material,  but  added  to  this  are  the 
exclusive  comfort  giving  qualities  of  KENDEX  that  make 
it  an  essential  to  complete  satisfaction  in  footwear. 

KENDEX  is  porous  and  unaffected  by  moisture  or  per- 
spiration. It  being  porous  permits  perspiration  to  pass  off 
by  evaporation,  keeping  the  feet  dry  and  free  from  sting  or 
burn. 

KENDEX  channels  perfectly,  holds  stitches  firmly,  will 
not  harden  or  crack,  and  altogether  helps  you  to  produce  fault- 
less shoemaking. 


Some  of  our  Lines 

Kendex  Innersoling 
"       Sock  Lining 

Felt  Backed 

"  Slip  Insoles 
Kaneva  Innersoling 

Felt  Backed 
"      F  Sock  Lining 
Heel  Pads 
Piece  Felt 


KENWORTHY  BROS.  OF  CANADA,  LIMITED 

St.  John,  Que.  Montreal  Office,  224  Lemoine  St. 

Remember  "The  feeling  of  the  feet  is  reflected  in  the  face."    Wear  Kendex 
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The  Shoe  With  The  Sole 
That  Can't  Be  Copied 

Because  our  "Pillow  Welt"  Insole  is  PATENTED  it  not  only  has  protection  from  the 
products  of  imitators  but  it  gives  assurance  to  Globe  Dealers  that  their  customers  are 
getting  satisfaction  and  value  in  their  Children's  Shoe  buying  not  obtainable  in  other 
lines  than  Globe  "Pillow  Welt"  and  "Baby  Pillow  Welt"  Shoes. 


They  are  the  only  genuine  Goodyear  Welt 
Shoe    made   with  a  Pillow  Welt  Insole. 


Call  for  a  Globe  Salesman  to  show  you  our  full  range  when  completing  your  lines  for 
Summer. 


Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  "mited 

TERREBONNE      -      -      -  QUE. 

Montreal  Office— 11  St.  James  St.         Representative— J.  A.  BLUTEAU 
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Harry  E.  Thompson 

Announcing— 

the  complete  showing  of  Chipman,  Harwood  Com- 
pany originations  in  fine  specialty  footwear  in  our 

Sample  Room,  119  Windsor  Arcade 
153  Peel  St.,  Montreal 

For  the  convenience  of  our  many- 
Canadian  friends  and  customers  we 
have  established  a  Montreal  Office 
and  Sample  Room  in  the  Windsor 
Arcade  Building,  153  Peel  Street, 
managed  by 

Harry  E.  Thompson 

who  will  represent  us  in  Canada. 


Samples  also  shown  by— 

GEO.  E.  BOULTER 
3  Wellington  St.,  East,  Toronto 


Sample  pairs  sent  upon  request. 

Chipman,  Harwood  Company 

564  Atlantic  Ave.  Boston,  Mass. 
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Mr.  A.  Brandon,  Manager  of  the  Brandon  Shoe 
Co.,  Brantford,  was  in  Toronto  recently  arranging  for 
the  machinery  for  the  new  plant.  Plans  for  the  new 
building  have  been  approved  and  tenders  will  be  called 
for  at  an  early  date. 

Mr.  Charles  Dale,  proprietor  of  The  Starr  Shoe 
Store,  Walker  Street,  Truro,  N.S.,  has  opened  a  branch 
place  of  business  in  the  Queen  Building,  Prince  Street, 
where  boot  and  shoe  repairing  will  be  done  at  this  new 
stand  also  a  line  of  first  class  shoes  will  be  sold. 

Master  Lawrence  Burns,  the  nine  year  old  son  of 
Mr.  F.  R.  Burns,  shoe  merchant  of  Cobourg,  died  re- 
cently following  an  operation   for  appendicitis. 

Mr.  Geo.  G.  Gales,  of  Geo.  G.  Gales  and  Co.,  Mon- 
treal, accompanied  by  Mr.  Caswell,  spent  some  time 
recently  in  New  York  City  and  Philadelphia  on  business. 

Mr.  C.  S.  Code,  Ottawa  Manager  of  Kaufman  Rub- 
ber Co.,  was  a  recent  visitor  to  the  head  office  in  Kit- 
chener. 

The  territory  from  Windsor  to  Niagara  Falls  for- 
merly covered  by  Mr.  J.  E.  Bennett,  for  W.  B.  Ham- 
ilton Shoe  Co.,  of  Toronto,  is  now  being  covered  by 
Mr.  J.  L.  Sullivan. 

Mr.  J.  S.  Lovell,  Western  representative  for  Kauf- 
man Rubber  Co.,  Kitchener,  was  successfully  operated 
on  for  nose  trouble  recently. 

Mr.  Ernie  Chalk  who  runs  a  shoe  store  in  Orillia, 
and  travels  in  Northern  Ontario  for  the  Kaufman  Rubber 
Co.,  of  Kitchener,  recently  underwent  a  serious  oper- 
ation. 

Mr.  S.  T.  Stevens,  of  Canadian  Shoes,  Limited, 
Toronto,  was  a  recent  visitor  to  New  York. 

Mr.  J.  W.  Garrett  is  covering  Waterloo  County 
for  the  W.  B.  Hamilton  Shoe  Co.,  Toronto.  The  lower 
Provinces  and  New  Brunswick  are  being  covered  by 
Mr.  A.  F.  Stillwell,  formerly  with  Waterbury  and  Rising. 

Mr.  Murphy,  of  McPherson  Shoe  Co.,  Hamilton, 
has  a  sample  room  at  the  Queen's  Hotel,  Toronto. 

Mr.  R.  B.  Russell,  formerly  with  Blachford-Davies, 
is  covering  the  North  shore  and  Manitoulin  Island  for 
the  W.  B.  Hamilton  Shoe  Co.,  of  Toronto. 

Mrs.  A.  M.  Dyke  who  has  for  some  years  been 
with  Hamilton's  veteran  shoe  man  "Mr.  J.  D.  Climie, 
left  on  June  1st  for  a  three  months'  vacation  to  her 
old  home  in  England. 

Mr.  Jim  Mullins,  of  the  Kaufman  Rubber  Co., 
Kitchener,  accompanied  by  his  wife  and  family  spent 
Victoria  Day  at  Talbotsville,  Ont. 

Mr.  Len  Hutchinson,  of  the  Kaufman  Rubber 
Co.,  Kitchener,  recently  attended  the  Shriners'  Con- 
vention in  Washington,  D.C. 

Mr.  "Stan"  Bryant,  London,  Ont.,  Manager  of 
the  Miner  Rubber  Co.,  spent  the  week-end  with  his 
wife  and  family  in  Toronto  with  his  brother  Mr.  "Jimmy" 
Bryant  of  the  Kaufman  Rubber  Co.,  Toronto. 

The  genial  "Bob  Griffith",  of  the  White  Shoe  House, 
Hamilton,  paid  Toronto  a  short  visit  on  his  return  trip 
from  the  East. 

The  many  friends  of  Mr.  W.  H.  Meyers,  of  La 
Parisienne  Shoe  Co.,  will  be  glad  to  hear  that  he  is  rapidly 
recovering  from  his  recent  illness. 

Mr.  "Jimmy"  Bryant,  of  the  Kaufman  Rubber  Co., 
Kitchener,  will  do  the  Toronto  to  Belleville  run  with 


"Gracia"  Shoes. 

Mr.  R.  B.  Griffith,  of  the  R.  B.  Griffith  Co.,  of 
Hamilton,  was  a  recent  visitor  to  Montreal. 

Mr.  John  Scully,  of  the  New  Castle  Leather  Co., 
Montreal,  recently  visited  New  York  on  business. 

Mr.  Wilfrid  Gagnon,  General  Manager  of  Aird 
and  Son,  Reg.,  Montreal,  was  one  of  the  many  shoe- 
men  who  visited  New  York  and  Boston  recently. 

Mr.  Antonio  Bedard,  of  J.  A.  McCaughan  and  Son, 
Montreal,  is  receiving  the  congratulations  of  his  many 
friends  upon  the  arrival  at  his  home  of  a  baby  daughter. 
The  child  was  born  on  May  21st. 

Mr.  Geo.  A.  Blachford,  of  Blachford  Shoe  Man- 
ufacturing Co.  Ltd.,  Toronto,  visited  New  York  and 
took  in  the  Brooklyn  Style  Show. 

Mr.  John  A.  Walker,  of  Walker,  Parker  Co.  Ltd., 
was  one  of  the  Canadian  visitors  to  New  York  during 
the  Style  Show. 

Mr.  A.  Lamy,  of  the  King  Kid  Shoe  Co.,  Montreal, 
was  in  Toronto  for  several  days  last  week  with  their 
Ontario  representative,  Mr.  J.  Burn,  Toronto. 

Mr.  R.  Percy  Thompson  has  purchased  the  shoe 
store  operated  at  238-Eighth  Ave.  West,  Calgary,  by 
the  Ingleden  Shoe  Co.,  of  Vancouver,  successors  to 
J.  B.  Douglas.  Mr.  Thompson  is  well  known  to  the 
trade,  having  operated  a  shoe  store  in  Pembroke,  Ont., 
from  1905  to  1918  succeeding  his  father,  Frank  Thomp- 
son now  deceased.  Since  coming  to  Calgary,  Mr.  Thomp- 
son has  been  Manager  of  the  Shoe  Department  of  Mac- 
Leod Bros.  His  Manager,  Mr.  Noel  P.  Black  is  a  native 
of  Amherst,  N.S.,  who  was  employed  for  a  number  of 
years  with  the  Amherst  Boot  and  Shoe  Company,  and 
afterwards  on  the  road  for  P.  Blouin  and  Co.,  of  Quebec, 
covering  the  Maritime  Provinces.  Mr.  Black  has  been 
active  in  the  retail  shoe  business  of  Alberta  for  the 
past  eleven  years,  and  is  well  known  to  the  trade.  He 
has  been  Manager  of  the  Royal  Shoe  Store,  of  the  firm 
of  Hood  and  Irvine,  since  its  inception. 

Mr.  B.  F.  Ackerman,  of  B.  F.  Ackerman  and  Son 
Co.,  Peterboro,  was  a  recent  visitor  to  Toronto. 

Mr.  Geo.  Bickerton,  of  Bickerton  Bros.,  Wood- 
stock, was  in  Toronto  last  week. 

Mr.  Charles  Duclos,  of  Duclos  and  Payan,  recently 
called  on  the  Western  Ontario  trade  accompanied  by 
his  Ontario  representative,  Mr.  Ed.  R.  Lewis,  of  Toronto. 

Mr.  A.  Orendorff,  of  Scott-McHale  Ltd.,  London, 
has  a  sample  room  at  the  King  Edward  Hotel,Toronto. 

The  Smardon  Shoe  Co.,  has  a  sample  room  at  the 
King  Edward  under  the  charge  of  Mr.  J.  P.  Buchanan. 

Mr.  Neil  Thomson,  of  Walkerton,  will  open  a  shoe 
repair  business  in  that  town  at  an  early  date. 


SHOE  MANUFACTURE  IN  THE  U.S.A. 

More  than  95,000,000  pairs  of  shoes  were  produced 
during  the  first  quarter  of  1923,  an  increase  of  20.6 
per  cent.,  over  the  quantity  manufactured  during  the 
corresponding  period  of  last  year,  the  Department  of 
Commerce  at  Washington  states.  This  increased  fast- 
idiousness is  displayed  chiefly  by  men,  although  all 
classes  of  shoes  shared.  Men's  shoes  showed  an  advance 
of  5,000,000  pairs  for  the  quarter,  women's  about  3,000,000 
and   infants'   about  2,000,000. 
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APPOINT  QUEBEC  REPRESENTATIVE. 

Mr.  A.  E.  Jones,  who  until  recently  has  been  en- 
gaged in  the  retail  shoe  business  in  Montreal,  has  just 
been  appointed  representative  for  the  Hannahsons 
Shoe  Co.,  Haverhill,  Mass.,  in  the  Province  of  Quebec. 


Mr.  Jones  has  had  long  experience  in  the  shoe 
bus. -less  in  its  several  branches,  and  is  particularly  well 
equipped  to  serve  merchants  in  the  Province  of  Quebec. 
He  is  very  enthusiastic  about  his  new  connection,  and 
is  looking  forward  with  a  great  deal  of  pleasure  to  the 
opportunity  of  showing  this  line  to  his  many  friends  in 
this  section. 


TELLING  THE  STORY  OF  LEATHER. 

The  Tanners'  Council  of  the  United  States,  have 
appropriated  i  1,000,000  to  be  spent  during  the  next 
three  years  in  telling  the  story  of  leather  to  the  general 
public  through  advertising  space  in  a  large  variety  of 
papers. 

In  recent  years  substitutes  and  foreign  compet- 
ition have  both  tended  to  affect  the  sale  of  sole  leather, 
and  tanners  have  been  given  by  the  public  the  major 
portion  of  the  credit  for  raising  and  maintaining  prices 
of  shoes  and  other  leather  goods. 

The  proposed  campaign  has  therefore  as  its  primary 
objective,  the  re -establishment  of  the  tanning  industry 
in  public  confidence,  which  can,  it  is  felt,  be  done  best 
by  educating  the  public  as  to  the  advantages  of  real 
leather,  and  the  achievements  in  the  tanning  industry. 

The  tanners  are  certainly  to  be  congratulated  on 
the  courage  they  are  showing  and  on  their  aggressive- 
ness in  going  after  the  public  on  such  a  large  scale. 


SHOES  AND  THE  RACES. 

Possibly  never  in  the  history  of  the  trade  since  the 
days  of  the  Caesars  has  women's  footwear  figured  so 
largely  in  the  race  meets  as  they  have  this  spring.  Not- 
withstanding this  very  little  has  appeared  in  the  daily 
press  with  regard  to  this  feature,  in  the  lengthy  write- 
ups  that  have  appeared  of  society  people  and  race  track 
habitues  generally. 


The  vogue  of  wearing  hat,  hosiery  and  shoes  to 
match  had  been  given  every  opportunity  for  ocular 
demonstration.  There  were  bright  reds,  blues,  greens 
and  even  purple.  One  lady  seen  at  the  Woodbine 
wore  a  white  costume,  a  mauve  sweater,  mauve  stockings, 
purple  hat  and  purple  shoes  and  purple  bag.  She  was, 
it  is  needless  to  say,  the  cynosure  of  all  eyes.  But  there 
were  equally  striking  costumes  in  red,  which  seemed 
to  be  the  predominating  hue.  There  was  quite  a  sprink- 
ling also  of'royal  blue. 

The  colored  shoe  has  certainly  come  in  for  a  thorough 
demonstration  in  this  way,  nevertheless  it  may  be  said 
that  so  far,  for  street  wear,  it  has  not  made  much  head- 
way. Even  what  is  called  the  flapper  trade  are  some- 
what slow  in  venturing,  and  down  town  in  the  large 
centres  one  will  only  occasionally  meet  with  the  short 
skirted  demoiselle  with  red  stockings  and  shoes.  The 
fad  may  last  for  a  while,  but  has  all  the  earmarks  of  a 
passing  spasm  in  footwear. 


THE  CREPE  RUBBER  SOLE. 

The  crepe  rubber  sole  has  been  popular  for  sport- 
ing shoes  in  Great  Britain  for  two  or  three  seasons  past, 
where  it  has  been  adopted  for  golf  and  tennis  shoes  and 
everything  for  which  the  ordinary  vulcanized  sole  has 
been  hitherto  used.  In  fact,  for  eight  or  ten  years 
pas:  the  crepe  sole  has  been  used  on  the  hard  tennis 
courts  of  Ceylon  and  other  eastern  places  and  is  said 
to  give  at  least  four  or  five  times  the  wear  of  the  or- 
dinary vulcanized  rubber.  It  is  practically  raw  rubber 
carefully  prepared.  It  is  taken  in  the  "milk"  state, 
freed  from  impurities  and  treated  with  acetic  acid  to 
make  what  is  known  as  "Coagulum"  or  the  raw  rub- 
ber of  commerce  that  is  shipped  from  the  rubber  plan- 
tations to  various  parts  of  the  world. 

The  "Coagulum"  is  rolled  into  thin  sheets  about 
an  eighth  of  an  inch  thick  and  dried,  when  it  is  ready 
to  be  cut  into  desired  strips  for  soles  or  shipped  to  rubber 
factories  as  the  case  may  be.  For  soles  the  thin  sheets 
are  cemented  to  obtain  any  desired  thickness,  it  being 
claimed  that  the  rubber  wears  better  in  these  "veneer" 
sheets.  In  attaching  the  soles  the  usual  procedure  is 
to  attach  a  thin  sole  to  the  insole  and  welt,  the  edge 
being  sewn  to  the  welt  as  well  as  cemented.  The  outer 
sole  is  then  cemented  to  the  first  sole  and  is  there  "for 
keeps."  Dissatisfaction  has  been  created  by  trying  to 
heat  and  thin  the  ordinary  crepe  rubber  at  the  factory. 
The  best  soles  can  only  be  made  direct  from  the  latex 
or  milk  at  the  plantation,  which  avoids  stickiness  and 
coming  apart.  With  the  soles  made  right  from  the 
latex  there  is  practically  no  wearing  out  or  coming  off. 
As  the  thickness  may  be  varied  and  the  "crepe"  is  much 
lighter  than  vulcanized  rubber,  the  new  sole  is  bound 
to  be  popular. 


BETTER  PROSPECTS  FOR  LAST 
HALF  OF  YEAR. 

A  leading  member  of  the  leather  trade  in  conver- 
sation recently  expressed  the  conviction  that  business 
for  the  last  half  of  the  year  should  be  materially  better 
than  it  has  been  to  date.  He  advances  the  reason,  which 
appears  logical,  that  while  production  may  have  been 
low  for  the  past  few  months,  a  certain  number  of  shoes 
must  be  made  and  worh  each  year.  Consequently  the 
average  for  this  year  should  be  maintained,  and  to  do 
that  heavier  production  of  shoes  must  be  expected  be- 
tween   now    and    next  winter. 
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THE  BOSTON  STYLE  SHOW. 

One  of  the  big  attractions  of  the  forthcoming  "Boston 
Show",  to  be  held  in  Mechanics'  Building,  Boston,  July 
9-12,  will  be  a  shoe  factory  in  operation  producing  200 
pairs  of  women's  goodyear  welt  shoes  during  each  of 
the  four  days  of  the  Exposition. 

The  factory  will  be  installed  by  the  Thomas  G. 
Plant  Company,  Boston's  largest  shoe  concern,  man- 
ufacturing the  "Queen  Quality"  line,  and  will  be  in 
charge  of  the  Company's  best  experts.  This  feature 
of  the  Show  is  certain  to  be  a  great  drawing-card,  both 
with  visiting  members  of  the  trade  and  the  general  public. 
It  will  be  supplemented  by  a  complete  retail  shoe  store 
in  the  same  section  of  the  building. 

The  manufacturing  of  lasts  and  the  fashioning  of 
shoe  patterns  will  also  be  among  the  educational  "work- 
ing exhibits." 

Visitors  to  the  Exposition  will  find  a  bewildering 
display  of  exhibits  covering  all  branches  of  the  allied 
shoe  and  leather  industries,  the  shoe  exhibits  being 
especially  comprehensive  and  up-to-the-minute.  The 
25  or  30  exhibits  of  upper  leathers  will  include  all  of 
the  current  popular  colors,  and  a  special  exhibit  of  hosiery 
will  be  a  new  and  timely  feature. 

The  United  States  Government  will  be  officially 
represented  at  the  Exposition  through  an  exhibit  of 
the  Bureau  of  Foreign  and  Domestic  Commerce,  Depart- 
ment of  Commerce,  in  charge  of  Lynn  R.  Meekins, 
New  England  Manager,  and  the  Shoe  and  Leather  Man- 
ufactures and  Leather  and  Hide  Divisions  of  the  De- 
partment also  will   be  specially  represented. 

The  Lynn  Independent  Industrial  Shoemaking 
School,  whose  graduation  exercises  are  to  be  held  June 
15th,  will  also  have  an  interesting  exhibit. 


Aside  from  the  industrial  Exposition,  itself,  the 
four  days  will  be  crowded  with  a  variety  of  meetings, 
conventions  and  outings,  and  there  will  be  literally 
something   doing   every  minute. 

The  great  Style  Revue,  to  be  held  on  Tuesday, 
Wednesday  and  Thursday  evenings,  is  being  planned 
on  an  elaborate  scale,  under  the  direction  of  Messrs. 
Herman  E.  Lewis  and  George  R.  Walmsley,  and  the 
brilliantly  lighted  runway  and  its  attractive  living  models 
will  as  usual  be  the  focal  point  of  thousands  of  eyes. 
Several  features,  new  this  year,  are  being  arranged  by 
the  Committee. 

The  annual  outing,  complimentary  to  all  visiting 
shoe  and  leather  buyers,  under  the  direct  auspices  of 
the  Boston  Shoe  Travelers'  Association,  will  be  held 
at  Norumbega  Park  on  Tuesday,  July  10th,  the  sales- 
men and  their  guests  returning  to  Mechanics'  Building 
in  ample  time  for  the  evening  Style  Revue. 

Plans  for  the  big  convention  of  the  retail  shoe  dealers 
of  New  England,  under  the  direction  of  the  Massachus- 
etts Retail  Shoe  Merchants'  Association,  in  Paul  Revere 
Hall,  Mechanics'  Building,  Wednesday,  July  11th, 
are  well  under  way  and  a  large  attendance  already  is 
assured.  President  John  Slater,  of  the  National  Shoe 
Retailers'  Association,  has  accepted  an  invitation  to 
address  the  convention. 

There  will  be  several  other  important  trade  meetings 
in  connection  with  the  Exposition  to  be  announced 
later. 

Already  many  retailers  and  wholesalers  in  different 
parts  of  the  country  have  signified  their  intention  of 
being  in  Boston  during  the  big  Trade  Week,  and  it  is 
expected  that  there  will  be  an  unusually  large  delegation 
of  dealers  from  Canada  and  Cuba. 


SHOE  BUCKLES  OF  QUALITY 
TIMELINESS  AND  STABILITY 


"NILE-ART"  SHOE  BUCKLES 

are  especially  designed  to  meet  the  popular  demand  for  the 
Egyptian  influence  so  evident  in  both  apparel  and  accessories. 
They  are  timely  in  treatment  and  up  to  the  minute  in  style. 


No.  1325 
Size — 1  inch 
Finishes — Nickel  Plate 
French  Grey  Silver 


No.  1326 
Size' — J<  inch 
Finishes — Nickel  Plate 
French  Grey  Silver 


Other  Regular  Finishes 
if  Desired. 


PROMPT  DELIVERIES  CAN  BE  MADE 


"ELITE"  BUCKLES  FOR  FOOTWEAR 

Below  are  shown  a  few  leaders  in  our  "Elite"  line  of  Foot- 
wear Buckles.  Time  tried — popular— they  will  add  that 
delicate  "finishing  touch"  that  makes  for  Sales. 


No.  2416 
Sizes—  H,  7/ifi;  lA;  H  ir>ch 


No.  1375  ^ 
Sizes — }i;  y2\  y&;H;H'A  inch 


No.  1364 
Sizes — ys ;  X ;  Y% ;  1  inch 


No.  1368 
Sizes— ys;  X\  7A\  1  inch 


Samples  Free 
on  Request 


WE  ARE  HEADQUARTERS  FOR  BUCKLES  OF  ALL  TYPES  FOR  ANY  PURPOSE 

NORTH   &    JUDD    MFG.  CO. 

New  Britain,  Conn. 


Order  from 
Your  Jobber 
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An  Important 
Legal  Decision 

Judges  Commend  Plaintiff's 
Course.  Say  Bankruptcy  Act 
Suffers  Through  Faulty  Admini- 
stration. Finds  for  Appellants 
with  Costs  of  Whole  Action. 

IN  our  April  2nd  issue  we  gave  a  summary  of  the 
situation  as  to  the  disposal  of  the  Davies'  bankrupt 
stock.  It  will  be  remembered  that  after  the  tenders 
were  opened  by  the  inspector  and  trustees,  the  stock  was 
by  resolution  awarded  to  J.  A.  McLaren  and  Co.  at 
34  cents,  but  later  the  trustee,  after  a  conference  with 
Swallwell,  a  former  employee  of  the  Davies  Footwear 
Co.  presented  a  verbal  tender  for  35  cents,  which  was 
afterwards  put  in  writing.  The  stock  was  then  handed 
over  to  Swallwell  and  Boyle  at  this  figure.  An  injunc- 
tion was  sought  by  J.  A.  McLaren  and  Co.,  legal  action 
being  taken  through  Underhills  of  Barrie,  Ont.,  one 
of  the  creditors.  The  judge  in  the  first  hearing,  while 
scoring  the  procedure  taken  by  the  trustee,  stated  that 
he  could  afford  no  redress  as  far  as  the  sale  was  concerned. 

The  case  was  appealed  on  behalf  of  Messrs.  McLaren 
and  Co.  who  felt  that  some  definite  understanding  ought 
to  be  reached  as  to  the  duties  of  trustees  and  inspectors, 
and  the  rights  of  those  who  put  in  bona-fide  tenders 
under  the  Bankruptcy  Act.  The  following  is  the  text 
of  the  decision  of  the  full  Court  of  Appeal  of  the  Second 
Divisional  Court  rendered  May  11th  last. 

Commend  Appellants 

The  appellants  are  to  be  commended  for  having 
brought  to  the  attention  of  the  Court  the  facts  of  this 
case.  Whether  the  new  bankruptcy  laws  of  Canada 
are  to  succeed  or  fail  depends  upon  whether  they  are 
well  or  ill  administered.  The  Insolvent  Act  of  1864 
failed,  and  bankruptcy  laws  in  Canada  were  quite  out 
of  favor  for  nearly  half  a  century  because  that  Act  was 
administered  in  such  a  manner  that  the  mercantile 
community  thought  its  benefits  were  not  coming  to 
those  for  whose  benefit  it  was  passed,  but  were  going 
mainly  to  the  officials  who  administered  it  and  to  some 
lawyers.  Every  effort  should  be  made  to  administer 
the  present  Act  so  as  to  earn  and  win  the  confidence 
of  all  those  who  are  most  affected  by  it  and  in  whose 
interests  mainly  it  was  passed.  And  such  methods 
as  those  which  are  involved  in  this  matter  must  be  re- 
probated and  prevented.  So,  too,  I  may  add  that,  in 
my  opinion,  the  judge  in  bankruptcy  should  have,  and 
exercise,  such  supervision  of  the  working  of  the  Act 
that  every  trustee  unfitted  for  his  position  should  be 
removed  from  office,  and  have  his  "authorization" 
withdrawn:  sections   14   and  15. 

Summary  of  the  Case 

The  material  facts  are  few:  those  upon  which  my 
opinion  is  based  are  taken  from  the  depositions  of  the 
respondents  themselves.  The  bankrupt  stock  was  offered 
for  sale  by  tender;  the  advertisement  containing  a 
usual  provision  that  the  trustee  should  not  be  bound  to 
accept  any  tender.  The  stock  was  offered  in  more 
than  one  lot,  but  there  is  really  no  need  to  refer  to  any 
other  than  the  one  in  question.  There  were  five  in- 
spectors, and  they,  and  the  trustee  and  others,  met  at 
the  bankrupt's  place  of  business  to  open  the  tenders 
and  deal  with  the  affairs  of  the  bankrupt  estate.  Their 
first  business  seems  to  have  been  the  consideration  of 


an  application  by  the  bankrupts  for  a  compromise- 
That  failed,  and  the  tenders  were  opened.  The  highest 
tender  for  the  lot  in  question  was  34  cents  on  the  dollar, 
which  was  an  excellent- offer,  as  appears  from  the  evidence 
of  one  of  the  inspectors  who  testified  that  he  believed 
that  not  more  than  20  cents  on  the  dollar  could  have 
been  obtained  if  the  lot  had  been  put  up  at  auction. 
This  tender  was  unanimously  accepted,  and  a  formal 
resolution  of  acceptance  was  passed  and  recorded.  It 
then  became  the  duty  of  the  trustee  to  notify  the  ten- 
derer, in  due  course,  of  the  acceptance;  but  instead  of 
doing  that,  he  went  out  of  the  room  to  one  of  his  corres- 
pondents, who  had  been  "Sales  Manager"  of  the  bank- 
rupt's, and  told  him  of  the  tender  which  had  been  accepted 
and  suggested  that  an  offer  of  1  cent  on  the  dollar  more 
be  made  by  this  man.  The  suggestion  was  accepted, 
and  the  man  went  into  the  room  where  the  inspectors 
were  and  made  the  suggested  offer  of  35  cents  on  the 
dollar.  Two  of  the  inspectors  refused  to  consider  it, 
the  other  three  were  in  favour  "of  getting  1  cent  more." 
The  man  went  out  to  put  his  offer  in  writing;  the  trustee 
was  again  with  him  and  dictated  the  wording  of  the  offer; 
and  eventually  the  sale  of  this  lot  was  made  accordingly. 
No  opportunity  was  given  to  the  highest  tenderer,  or 
to  anyone  else,  to  bid  higher.  There  is  nothing  to 
indicate  that  the  inspectors  had  any  knowledge  of  the 
improper  conduct  of  the  trustee;  it  is  hardly  possible 
that  any  of  them  could  have  had  any  suspicion  of  that 
which  had  taken  place,  for  two  of  them,  very  naturally, 
baulked  at  the  manner  in  which  the  tenderers  were 
being  treated  even  if  the  higher  offer  was  made  without 
any  knowledge  of  the  inspectors.  It  is  not  suggested 
that  the  trustee  was  to  gain  anything  in  a  pecuniary 
way  by  the  disclosure  he  made  and  the  assistance  he 
gave.  It  seems  to  have  been  another  instance  of  one 
possessed  of  some  authority  making  use  of  it  not  in  an 
impartial  manner,  having  regard  only  to  the  faithful 
performance  of  his  duties,  but  acting  in  accordance  with 
his  personal  feelings;  taking  advantage  of  his  position 
to  give  an  unfair  and  improper  advantage  to  those  he 
preferred.  Such  conduct  cannot  but  bring  discredit 
on  the  administration  of  the  bankruptcy  laws;  creating, 
naturally,  suspicions  which  must  impair  their  useful- 
ness and  perhaps  lead  to  a  repeal  of  them  again. 

Gives  Appellants  Costs 

There  can  be  no  manner  of  doubt  of  the  impropriety 
of  the  respondent;  and  section  39  of  the  Bankruptcy 
Act  provides  amplv  for  such  a  case  as  this;  see  Imperial 
Bank  V.  Barber  (1921)  50  O.L.R.  380.  The  only  ques- 
tion can  be;  what  order  should  be  now  made.  The 
sale  might  well  be  set  aside,  leaving  the  respondents 
to  take  the  consequences,  whatever  they  might  be.  But 
while  these  proceedings  have  been  pending,  the  sale 
has  been  carried  into  effect,  and  the  appellants  do  not 
now  urge  that  it  be  set  aside.  Under  all  the  circum- 
stances, at  the  present  time,  said  Chief  Justice 
Meredith,  I  am  in  favour  of  allowing  this  appeal,  and 
of  making  no  crder  except  that  the  respondents  pay 
to  the  appellants,  forthwith  after  taxation,  all  their 
costs  throughout  these  proceedings.  His  ruling  was 
concurred  in  by  Judges  Riddell  and  Latchford. 

Mr.  J.  A.  McLaren  is  to  be  commended,  as  the 
judgment  points  out,  for  carrying  this  matter  through  to 
a  definite  issue,  as  affording  a  salutary  lesson  to  those 
entrusted  with  the  settling  up  insolvent  estates.  In- 
spectors and  trustees  must  understand  that  in  accepting 
responsibility  for  handling  affairs  of  this  kind,  the  same 
if  not  greater  probity  must  be  exacted  as  in  the  handling 
of  their  own  business. 
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At  a  Price 
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IT  is  the  same  everywhere  and  in  all  kinds  of  business. 
Some   win   success   where   others   fail.    Just  now, 
when  the  majority  of   shoemen   seem   content  to 
remain  at  the  mourners'  bench,  a  limited  number  find 
the  way  to  happiness  and  prosperity  in  "following 
through." 

Business  is  to  be  had  if  the  shoeman  knows  human 
nature  as  thoroughly  as  he  knows  shoes,  and  both  kinds 
of  knowledge  industriously  and  faithfully  applied  mean 
steady  a^nd  profitable  turnover. 

At  least,  so  thinks  Arthur  Wallace,  according  to 
the  Boot  and  Shoe  Recorder,  who  has  five  shoe  stores 
within  eight  minutes  walk  of  each  other  in  the  busiest 
part  of  Boston,  and  where  he  sells  shoes  to  men  and  wo- 
men at  $5.00. 

y  iv  His  one  priced  women's  $5.00  store  has  only  a  front- 
age of  sixteen  feet,  and  seating  capacity  for  fifty-eight 
customers.  It  is  operated  by  twenty-three  salesmen, 
a  manager,  book-keeper,  porter  and  basement  stock 
man.  It  is  a  common  thing  to  find  a  line-up  outside 
the  shop  in  the  middle  of  the  day  of  people  waiting  to 
get  in  to  buy  a  pair  of  $5.00  shoes.  Mr.  Wallace  be- 
gan his  business  before  the  war,  and  made  a  specialty 
of  selling  shoes  at  $2.50,  and  later  on  at  $3.00.  Five 
stores  were  built  up  in  this  way,  and  business  has  con- 
tinued good  from  the  very  beginning.  Of  course,  dur- 
ing the  war,  prices  were  raised  to  $5.00  at  which  figure 
they  have  remained  since.  Mr.  Wallace  does  all  his 
own  buying  and  inspects  every  case  of  shoes  that  comes 
into  his  stores.  He  buys  in  such  quantities,  and,  of 
course,  buying  for  cash  he  is  able  to  buy  very  closely; 
on  a  small  margin,  with  a  large  turnover,  and  without 
any  overhead  to  speak  of,  he  is  able  to  make  a  hand- 
some net  profit  at  the  end  of  each  year. 

The  principles  adopted  in  connection  with  these 
stores  are  all  cash,  no  charges,  no  credits  and  no  de- 
liveries. Each  clerk  parcels  up  the  shoes  and  passes 
in  the  cash  to  the  cashier. 

A  large  portion  of  the  goods  sold  are  novelties  all 
year  round,  and  of  course,  this  involves  the  fact  that 
the  proprietor  is  a  good  judge  of  shoes  and  styles  as 
well  as  people. 

He  claims  that  women  like  to  buy  in  a  crowd,  and 
that  is  the  reason  why  he  has  small  stores  in  the  busiest 
places.  The  salesmen  do  not  use  a  size  stick,  fitting 
direct  to  the  foot  and  are  urged  to  show  as  few  styles 
as  possible;  the  suggestion  being  made  that  fussy 
customers  be  asked  to  come  back  some  other  day.  Sales- 
men are  offered  a  special  inducement  of  an  extra  $5.00 
for  selling  one  hundred  pairs  of  shoes  between  11  a.m. 
and  5  p.m. 

Mr.  Wallace  believes  thoroughly  in  giving  the  people 
what  they  want  when  they  want  it,  and  for  this  reason 
his  buying  arrangements  are  very  thorough.  He  carries 
only  the  best  saleable  sizes  in  novelties  and  claims  that 
he  buys  his  staples  and  semi-staples  well  ahead.  He 
says  that  they  have  fewer  kicks  in  proportion  to  sales 
than  any  other  store  in  Boston.  His  motto  is  "Feed 
them  with  plenty  of  new  stuff  while  it  is  new,  and  quit 
before  it  gets  cold."  Mr.  Wallace  says  that  the  aver- 
age sale  in  one  of  his  stores  takes  about  five  minutes. 

The  gist  of  the  whole  thing  is  that  Arthur  Wallace 
is  a  live  wire,  who  is  on  the  job  and  leaves  no  opportunity 
untried  in  the  game  of  securing  the  largest  turnover 
possible,  with  an  absolutely  clean  stock. 


New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  as 
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Repair  Notes 

Trade  Quiet,  Prospects  Improving;  Getting  After 
Business. 

YES,  business  is  still  quiet.  In  that  respect,  the 
shoe  repair  game  does  not  stand  alone.  While 
general  business  conditions  have  shown  a  slight 
but  sound  advance,  there  has  been  nothing  in  Canada 
to  parallel  the  advances  made  in  the  United  States. 
That  was  hardly  to  be  expected,  as  our  progress  in  this 
country  is  usually  some  months  behind  that  of  our 
neighbor  to  the  south  of  us.  The  encouraging  factors 
in  sight,  however,  are  in  excess  of  the  discouraging 
ones.  Slow  advances  are  usually  more  sound  than 
rapid  jumps  or  booms.  Crop  prospects,  so  far  as  can 
be  judged  at  this  date,  are  good,  and  the  fall  should 
find  us  with  improved  conditions  and  more  money  to 
change  hands. 

Every  day  people  are  wearing  out  shoes.  The 
retailer  will  tell  you  that  they  are  not  buying  them  as 
they  should,  and  as  a  certain  number  of  shoes  must 
be  worn,  when  the  time  for  replacement  comes  there 
are  only  two  possibilities — new  shoes  or  repairs.  If 
the  shoes  are  the  type  sold  at  ridiculous  figures,  they 
are  frequently  not  fit  for  repairs.  But  the  majority 
of  the  shoes  worn  are  of  sound  construction,  and  except 
in  the  case  of  women's  style  shoes,  will  be  the  better 
of  a  new  sole  and  heel.  It  is  up  to  the  repair  man  to 
see  that  they  get  them. 

The  average  shop  has  not  any  too  much  loose  cash 
to  spend  on  an  extensive  advertising  campaign — some 
repairers  would  be  ill-advised  to  attempt  it.  But  there 
are  many  ways  in  which  trade  can  be  followed  up  at  a 
minimum  cost. 

The  repairman's  best  advertisement  is  his  shop, 
and  in  particular,  his  shop  window.  When  trade  is 
slack,  rather  than  sit  around  smoking  his  pipe  and 
grousing,  he  can  spend  time  profitably  in  dressing  it, 
if  necessary  several  times  a  week.  Attractive  display 
cards,  well  finished  repair  jobs,  findings  and  accessories, 
and  other  articles  suggest  themselves  *  as  a  means  of 
varying  the  window.  Anything  that  catches  the  eye 
and  makes  a  favorable  impression  is  good  advertising. 
It  goes  without  saying  that  the  inside  of  the  shop  should 
be  as  clean  and  attractive  as  it  is  possible  to  make  it, 
while  the  proprietor,  or  whoever  has  the  job  of  meet- 
ing the  public,  should  be  pleasant  in  appearance  and 
manner.  The  dissatisfied  customer,  or  the  one  who 
receives  an  unfavorable  impression  does  not  always 
kick  out  loud.  He  just  does  not  come  back.  You 
have    frequently    one    chance — no  more. 

It  is  just  as  true  of  shoe  repairing  as  of  any  other 
industry  that  the  man  who  sits  waiting  for  something 
to  turn  up  as  a  rule  just  sits.  Except  for  picture  shows 
and  other  pleasures,  the  general  public  is  not  spending 
any  more  money  than  it  has  to.  This  is  a  phase  of  human 
nature  that  it  is  hard  to  understand,  but  that  must 
be  accepted  to-day.  There  is  every  prospect  that  con- 
ditions are  not  going  to  change  over  night.  That  means 
that  the  man  who  wants  to  stay  in  the  repair  business, 
and  who  wants  trade  to  pay  him  for  sticking,  must  go 


after  it.  How  to  do  that  is  a  problem  for  each  individual 
establishment. 

One  suggestion  has  been  made  that  seems  worth- 
while and  inexpensive.  If  the  work  on  hand  is  not 
enough  for  the  week,  one  or  two  days  or  half  days  could 
be  devoted  to  missionary  work  or  direct  selling.  The 
cost  of  a  few  hundred  neat  cards,  with  name,  address, 
and  a  few  words  about  the  business  is  small.  With  a 
pocket  full  of  these,  and  a  heart  full  of  enthusiasm  and 
courage,  there  are  door  bells  enough  within  a  few  blocks 
of  most  repair  shops  to  keep  any  man's  mind  off  his 
troubles.  Perhaps  a  sale  may  be  made  in  every  twentieth 
call — maybe  more.  Each  one  is  "velvet",  and  at  the 
other  places  called  on,  a  card  has  been  left,  and  an  im- 
pression made.  A  list  of  the  names  and  addresses  could 
be  made  up  to  the  same  time,  which  would  form  the 
basis  of  a  mailing  list  for  future  use. 

These  remarks  all  deal  with  the  problem  of  get- 
ting the  customer  for  the  first  time.  It  is  taken  for 
granted  that  the  work  done  and  service  given  will  keep 
the  customer  sold.  That  is  up  to  the  repairman  en- 
tirely. If,  after  once  getting  a  customer,  he  cannot 
hold  him,  by  virtue  of  poor  workmanship  or  materials, 
or  faulty  service,  the  inference  is  that  he  has  no  one  to 
blame  but  himself,  and  that  he  is  in  the  wrong  busi- 
ness. Competition  in  the  repair  business  is  keen,  and 
is  going  to  remain  keen  for  some  time  to  come.  The 
man  who  sticks  must  be  on  his  toes  everv  minute. 


It's  The  Shoe  Plate  That  Is  Made 
Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows : 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 
"    2:      "       10     '.'     "  "        "  " 

"    3:      "        6     "     "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 

in  stout  paper  with  plain  markings  as  to  description 

and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  111. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


58 


THE  SHOE  AND  LEATHER  JOURNAL 


June  1,  1923. 


Cost,  Selling  Price 
and  Profit 

In  the  competition  for  business,  the  desire  to  get 
and  hold  trade  sometimes  has  a  tendency  to  obscure 
the  relation  that  must  exist  between  cost  and  selling 
price.  It  is  quite  true  that  under  some  circumstances 
a  lowering  of  prices  increases  volume,  and  increased 
volume  lowers  costs.  But  there  is  a  deadline  below 
which  no  business  can  sell  work  or  goods  and  live. 

The  repairman  has  certain  costs  he  cannot  avoid. 
His  materials  must  be  paid  for;  his  rent  must  be  paid; 
his  wages  must  be  paid,  and  other  items  must  be  covered. 
If  not  immediately,  the  bill  must  be  met  some  time. 
There  is  no  sense  in  robbing  Peter  to  pay  Paul.  Even 
it  a  man  is  alone  in  his  shop,  he  must  at  least  get  enough 
to  pay  for  a  living — however  meagre  he  might  be  will- 
ing to  make  that. 

In  setting  prices  at  which  work  can  be  sold,  there- 
fore, the  man  who  does  not  figure  his  costs  is  very  likely 
to  fool  himself,  and  not  find  it  out  till  he  is  on  the  street. 
In  the  first  place,  he  must  get  the  cost  of  his  materials 
out  of  the  job.  Then  he  must  get  what  is  vaguely  termed 
overhead,  which  includes  rent,  light,  heat,  power,  taxes, 
etc.  While  material  can  usually  be  figured  against 
each  job,  allowing  a  margin  for  waste,  and  for  findings, 
overhead  must  be  figured  as  a  percentage  on  the  amount 
of  business  done  say  in  a  month.  For  that  purpose, 
under  present  conditions,  a  fairly  normal  month  should 
be  used,  otherwise  the  overhead  becomes  so  high  as  to 
prevent  work  being  done  at  reasonable  prices.  Labor 
should  be  figured  in  the  same  way,  in  order  to  take  care 
of  the  waste  labor  which  is  inevitable. 

Without  going  into  details  as  to  just  how  these 
costs  should  be  figured,  what  we  wished  to  point  out  is 
embodied  in  the  following  points: — 

1.  There  is  a  tendency  to  cut  prices. 

2.  This  is  all  right,  to  meet  competition  or  to 
bring  trade,  providing  it  does  not  go  too  far. 

3.  The  price-cutter  who  does  not  know  his  costs 
is  headed  for  ruin.  Eventually  he  must  pay  his  debts 
or  get  out  of  business. 

4.  Costs  should  be  thoroughly  understood  so 
that  if  you  are  selling  below  cost  you  know  it,  and  have 
a  definite  purpose  in  view  in  doing  it. 

5.  At  certain  periods  business  must  be  done  at 
a  loss.  But  if  costs  are  known  this  period  of  loss  will 
be  limited  and  profits  obtainable  as  soon  as  the  time  is 
ripe.  But  the  man  who  does  not  know  his  costs  con- 
tinues to  sell  at  a  loss  long  after  it  is  necessary,  with 
only    one    possible  result. 


SHOE  REPAIR  PROBLEMS. 

Ripping  Soles: — B.C.  Asks  why  an  outsole  should  rip 
inside  of  a  month  on  a  man's  shoe  when  the  work  was 
apparently  well  done.  This  may  be  due  to  faulty  thread 
or  improper  waxing.  If  the  trouble  was  only  found 
in  a  particular  shoe,  the  chance  is  that  the  wearer  has 
been  using  it  in  some  way  that  has  caused  the  thread 
to  rot.  Being  an  outer  sole,  the  trouble  could  not  be 
attributed  to  perspiration.  It  is  more  likely  a  case  of 
constant  contact  with  a  wet  floor  or  with  acids  or  other 
astringents  which  destroy  the  fibre  of  the  thread.  Find 
out  what  the  wearer  does  for  a  living.  If  your  thread 
is  at  fault,  get  a  fresh  supply. 

Re-Enforcing  Soles.— A. B.  Asks  what  will  prevent 
soles  coming  apart  after  stitching.    Of  course,  if  your 


thread  and  machine  are  right  and  your  wax  runs  freely, 
there  should  be  no  trouble.  Sometimes  liquid  wax 
will  cause  trouble  of  this  kind,  and  for  this  reason  some 
repairers  prefer  the  hard  variety.  It  is  a  good  thing 
if  you  are  having  trouble  of  this  kind  to  put  in  a  few 
tacks  to  hold  the  sole  in  place  although  this  is  not  a  very 
workmanlike  expedient.  With  proper  conditions  in 
thread  and  machine  it  ought  not  to  be  necessary  to 
use  more  tacks  than  are  needed  to  keep  the  sole  in 
place  for  the  machine. 

About  Prices. — A  "Subscriber"  writes  that  he  has  so 
far  been  able  to  get  along  amicably  with  his  compet- 
itors but  has  recently  found  it  necessary  to  make  a  sub- 
stantial reduction  in  prices  to  hold  his  trade.    He  is 
now  meeting  considerable  opposition,  and  above  all, 
is  being  ostracized.    It  is  better  to  get  along  with  your 
competitors  if  you  can  and  arrange  matters  so  that  you 
can  work  together  on  prices,  but  of  course,  a  man  cannot 
afford  to  see  his  business  slipping  away  from  him.  There 
are  other  ways  of  holding  trade,  however,  than  by  cut- 
ting  prices.    Give    people    service,    attention,  polite- 
ness and  push  for  business.    This  often  will  take  the 
place  of  cutting  prices,  and  will  be  more  profitable. 
Pleasing  Customers. — M.T.    wants  to  know  if  it  is 
good  policy  to  give  a  customer  what  he  wants,  if  you 
know  that  something  else  will  serve  him  better.  He 
refers  to  having  got  a  "setting  out"  from  a  customer 
for  trying  to  sell  him  rubber  heels  instead  of  leather 
ones.    There  is  as  wide  a  field  for  salesmanship  in  shoe 
repairing  as  in  other  lines,  but  the  principles  are  the_ 
same.    The  fundamental  in  the  game  is  service.  If 
you  can't  convince  your  customer  that  a  rubber  heel 
is  better  for  his  shoes  than  leather,  better  not  try  it. 
Sincerity  is  one  of  the  first  laws  of  salesmanship.  If 
your  customer  is  prejudiced  against  rubber  heels,  don't 
argue  with  him.    But  if  you  are  sure  of  any  plan  that 
will  give  him  better  satisfaction  or  comfort  show  him. 
He   will  usually   appreciate   it.    Some   are  suspicious 
that  you  are  arguing  in  your  own  interest.    Show  them 
you  are  not. 

It  Can  Be  Done. — A  "Reader"  writes  in  a  very  discour- 
aging way  about  business  going  to  the  dogs,  and  says 
that  people  are  buying  cheap  shoes,  and  those  out  of 
style  in  preference  to  having  their  shoes  repaired.  He 
instances  a  man  who  brought  in  a  pair  of  tan  buttoned 
boots  with  bull  dog  toes  to  have  rubber  heels  put  on 
them. 

Are  you  sure,  friend,  that  you  have  not  slid  back 
yourself  in  these  times  of  high  pressure?.  If  you  are 
doing  high  class  repairing  and  know  it,  do  you  tell  people 
about  it?  Are  your  windows  what  they  should  be? 
'  Are  you  pushing  for  business  as  you  ought?  We  heard 
of  a  shoe  repair  man  the  other  day  who  was  meeting 
the  situation  by  having  a  comfortable  "rest  room" 
put  in  for  "repair  while  you  wait"  trade,  and  has  added 
a  line  of  men's  shoes  which  customers  may  look  over 
at  their  leisure. 


GETTING  SET  FOR  THE  CONVENTION. 

Arrangements  are  well  under  way  for  the  Conven- 
tion of  the  Ontario  Federation  in  Brantford,  July  25th 
and  26th.  Those  actively  connected  with  the  pre- 
liminary work  are  showing  enthusiasm,  are  working 
hard,  and  predict  a  successful  and  useful  gathering.  The 
following  is  from  the  Federation  Secretary,  Mr.  Walt. 
Stevens: — 

Many  Dollars  Needed  For  a  Good  Cause 

Now  that  all  the  shoe  repairers  of  the  Province 
have  received  their  circular  letter,  asking  for  the  small 
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sum  of  One  Dollar,  how  many  have  complied  with 
the  request?  We  will  say  quite  a  number,  but  not  a 
fair  percentage  as  yet. 

Have  you  all  decided  to  come  to  the  convention? 
We  hope  you  have.  Prospects  are  excellent  and  we 
are  expecting  a  large  turnout. 

Now,  down  to  business,  as  you  know,  a  great  con- 
vention cannot  be  run  on  air.  Dollars  are  needed  to 
the  fullest  extent  to  carry  on  the  good  work.  We  want 
to  make  the  convention  as  free  as  possible  this  year 
and  are  depending  on  your  dollars  to  do  it.  Let  us  all 
pull  together  and  put  over  the  greatest  gathering  of 
Shoe  Repairers  ever  assembled  before. 

Now  is  the  time  to  chase  along  that  little  green- 
back. If  you  have  not  received  a  letter  asking  for  your 
hearty  support,  please  take  this  as  an  invitation  to  that 
effect,  pack  up  your  little  dollar,  send  it  along  to  us, 
and  get  your  receipt  returned  the  same  day  marked 
Thank  You,  on  behalf  of  the  Federation.  Nineteen 
Hundred  (1900)  letters  have  been  mailed  to  date.  Some 
of  the  boys  are  sending  in  two  dollars  saying  that  one 
is  not  enough  to  cover  expenses.  The  treasury  can 
stand  a  stampede  of  dollars,  which  will  be  put  to  use 
for  the  benefit  of  all  who  are  willing  to  take  hold  and 
help  push  this  great  undertaking  over  the  top,  with  a 
bang. 

Arrangements  for  the  convention  are  well  under 
way.  Some  great  speakers  have  consented  to  give 
their  best,  hotels  are  making  things  ready  for  your 
comforts,  in  fact  everyone  is  preparing  to  look  after 
your  interests,  while  visiting  the  historic  "Telephone 
City".  We  are  sure  you  will  not  regret  a  couple  of 
days  spent  in  one  of  the  best  cities  of  the  Province  of 
Ontario. 

Knowledge,  when  coming  from  hundreds  of  different 
sources  and  all  put  together,  as  it  is  at  a  great  conven- 


tion  will  give  success   to  all. 

As  all  the  wise  and  far  seeing  manufacturers  and 
jobbers  are  giving  their  hearty  support  and  taking 
advertising  space  in  our  programme,  it  gives  you  all 
an  idea  of  what  it  means  to  everyone  who  is  connected 
with  the  trade,  and  we  are  going  to  ask  every  "Pusher" 
through  the  columns  of  the  convention  programme  to 
patronize  the  firms  who  so  willingly,  regardless  of  ex- 
pense, have  made  it  possible  to  publish  a  programme 
for  every  shoe  repairer  of  the  province. 

"Subscribe  to  and  read  the  Trade  Journals".  That 
is  one  of  the  slogans  this  year.  Let  us  all  work  together 
for  the  benefit  of  all. 


GET  THE  SUMMER  TRADE. 

With  warm  weather  on  us,  there  are  opportunities 
which  the  live  repair  man  takes  advantage  of.  School 
will  soon  be  over,  and  holiday  time  arrived.  Boys 
and  girls  wear  out  shoes  fast  knocking  around  in  the 
summer.  While  in  some  localities  the  boys  go  bare- 
footed,and  in  others  light  outing  shoes  are  worn,it  should 
be  possible  to  get  many  a  repair  job  to  see  the  old  shoes 
through  the  summer  and  until  school  begins.  Men 
get  their  shoes  fixed  up  for  fishing,  tramping,  garden- 
ing, and  only  need  someone  to  draw  this  matter  to  their 
attention. 

In  the  matter  of  findings  the  repair  man  must  be 
awake  in  the  summer.  White  shoes  need  frequent 
cleaning,  and  a  good  sale  can  be  had  for  cleaners,  polishes, 
laces,  and  the  like.  Put  them  in  the  windows,  talk 
about  them  with  cards  in  the  window  and  in  the  store. 
A  real  summer  window  is  always  attractive,  and  will 
bring  summer  trade,  to  be  followed  by  fall  and  winter 
business. 


OWN  YOUR  OWN 


Model  D 


LANDIS  Stitchers  and  Finishers  for  the 
Shoe  Repair  Trade. 

Highest  Quality. 

Prompt  Shipments. 

Canadian  Representative 

ROBERT  J.  VAN  STONE 

167  John  St.  S. 
Hamilton,  Ont.,  Can. 

Special  inducements  to  immediate  buyers. 
Write  for  particulars. 

Landis  Machine  Company 


No.  1515  25th  St., 


St.  Louis,  U.  S.  A. 
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Edwards  &  Edwards  umited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
£M  BOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  &  Edwards  Limited 


Tanneries 
Woodbridge,  Ont. 


Head  Office 
27  Front  Street  East 
Toronto 
Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  -   Montreal,  Que 


Turn  Into  Money 

Your  slow  and  doubtful  book  accounts.  Hand 
them  to  the  Collection  Department  of  The 
Mercantile  Agency. 

R.G.  Dun  &  Co.,  38  King  St.W. 

TORONTO 

The  Collection  Service,  which  has  been  proved 
most  satisfactory  by  all  users  of  it,  is 

Over  70  Years'  Record  of  Efficiency 


RETAIL  SHOE  BUSINESS  FOR  SALE.  In  live  Western  Ontario 
City,  on  Main  Business  Street,  has  been  Shoe  Store  for  11  years.  Stock 
Ten  Thousand;  Turnover  Twenty-five  Thousand;  rent  Eighty-five 
per  month.  Very  best  reasons  for  selling.  Apply  to  Box  109,  Shoe 
and  Leather  Journal,  545  King  St.  W.,  Toronto,  Ont. 

SUPERINTENDENT  for  Factory  in  Toronto.  Applicants  must 
have  thorough  knowledge  of  McKay  work,  from  cutting  to  finishing 
room.  State  fully,  qualifications,  references  and  salary  expected. 
Box  110,  Shoe  and  Leather  Journal,  545  King  St.  West,  Toronto,  Ont. 

MR.  MANUFACTURER,  Experienced  Salesman,  14  years'  con- 
nection in  Quebec  and  Maritime  Provinces.  Living  in  Quebec  City. 
Would  like  to  join  a  manufacturers'  lines  for  the  above  territory. 
Apply,  Box  107,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 

SALESMAN  with  good  connection  in  Ontario,  would  cover  the  whole 
province,  or  in  part,  with  well  known  lines  of  established  manufacturer, 
or  jobber.    Box  108,  Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto. 

FOR  SALE.— Shoe  Business  in  live  Mid-West  City  of 
25,000  people.  New  stock.  New  Fixtures.  Inventory  about 
$16,000.00  Must  be  sold  in  60  days.  Splendid  chance.  Pur- 
chase must  be  made  by  satisfactory  security.  Apply,  Box 
103,  Shoe  and  Leather  Journal.  545  King  St.  W.,  Toronto. 


Everett  Slippers 


Made  of  Dongola  or  India  Kid  in  black 
or  brown  with    a    flexible    McKay  sole. 

Boudoir  Slippers 


In  combination  of  Patent  and  Suede,  India 
and  Dongola  Kids  or  Felt.  Spring  or  rubber 
heels. 

Writs  for  prices  and  samples 
Jobbing  trade  a  speciality 

B  &  M.  SHOE  &  SLIPPER  CO.,  Ltd. 

126-128  GARDEN  AVE.     -  TORONTO. 


ESTABLISHED  1863 


THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  And  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


KANGAROO 

We  are  headquarters  for  all  Finishes, 
Grades  and  Kinds. 

Sheepskins  Skivers   "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.S. A. 

Branch:    54  South  Street,  BOSTON,  MASS 
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CHEAP  SHOES. 

ONE  of  the  chief  difficulties  that  have  confronted 
the  shoe  industry  in  Canada  for  some  time  past, 
is  the  feeling  on  the  part  of  the  public  that  prices 
should  be  lower.  It  is  a  peculiar  phase  of  human  nature 
at  the  present  time  that  a  man  will  pay  from  five  hun- 
dred to  three  thousand  dollars  for  an  automobile,  and 
will  add  accessories  with  lavish  hand  or  purse;  but 
when  he  is  asked  eight  or  nine  dollars  for  a  pair  of  shoes, 
he  balks  at  the  price.  Be  that  as  it  may,  the  feeling 
is  there.    Hence  the  five  dollar  shoe. 

Somebody  conceived  the  idea  of  selling  shoes,  and 
broadcasting  the  price,  at  five  dollars.  That  may  be 
quite  possible,  if  the  shoe  is  of  a  certain  type,  or  for  a 
certain  purpose.  But  immediately  the  public  got  the 
idea  that  high  class  shoes  should  sell  at  five  dollars  or 
less.  The  race  was  on,  and  manufacturers  in  order 
to  get  business,  lowered  prices,  in  some  cases  below 
cost.  What  happens  to  quality  under  such  circum- 
stances, is  obvious.  With  costs  of  leather,  labor,  and 
overhead  stationary  or  rising,  the  only  way  lower  costs 
can  be  achieved  is  by  means  of  lower  grade  materials. 
With  the  exception  of  cases  where  goods  have  been 
slaughtered  to  obtain  cash,  it  is  safe  to  say  that  if  a 
man  buys  a  five  dollar  shoe,  he  gets  five  dollars'  worth 
— generally  less,  whereas  an  additional  few  dollars 
gives  manufacturer  and  retailer  a  chance  to  turn  out 
a  product  they  can  stand  behind. 

Naturally,  this  situation  is  not  confined  to  Canada. 
It  is  closely  paralleled  in  the  United  States  and  in  Eng- 
land.   How  the  situation  is  regarded  in  the  latter  country 
is   indicated   by   the   following   from   the   "Footwear  ■ 
Organiser": — 

"During  the  period  of  the  war  leading  manufacturers 
were  frequently  heard  to  say  that  they  hoped  the  trade 
would  never  fall  back  to  the  bad  old  conditions,  when 
price  and  price  only  seemed  to  be  the  governing  factor 
in  determining  the  sale  of  vast  quantities  of  footwear. 
There  are  some  to-day  who  would  say  that  not  only 
have  we  slipped  back  to  where  we  were  before  the  war, 
but  that  in  some  sections  of  the  trade  conditions  are 
even  worse.  Mr.  G.  E.  Britton,  who  as  President  of 
the  Kingswood  Association  should  know  what  he  is 
talking  about,  said,  a  few  days  ago,  that  at  no  period 
within  his  memory  had  boots  of  such  wretched  character 
been  placed  on  the  market  for  sale  to  men  who  require 
something  that  will  stand  up  against  real  hard  treat- 
ment. 

"A  well-known  Northampton  manufacturer,  who 
had  been  making  a  few  calls  in  London,  said  he  was 
appalled  at  the  quality  of  the  goods  asked  for  and  the 
prices  offered.  T  have  been  told  by  more  than  one 
firm,'  he  said,  'that  if  I  can  put  a  boot  in  at,  or  below,  a 
certain  figure  they  will  talk  to  me,  otherwise  it  would 
be  only  a  waste  of  time.  The  price  quoted  is  more 
than  two  shillings  below  the  cheapest  boot  I  am  making, 
and  I  have  decided  to  look  elsewhere.'  This  man  ex- 
pressed surprise  at  the  position  taken  up  by  some  of 
the  big  factoring  houses  in  fixing  a  price  above  which 
they  would  refuse  to  consider  anything,  no  matter  how 
attractive  the  sample  might  be. 

"So  the  tale  is  told  throughout  the  trade.  Every 
one  admits  the  evil  of  the  present  tendency,  and  every 
section  blames  the  other.  Collectively  they  blame  the 
public,  either  for  being  so  poverty-stricken  or  for  having 
such  depraved  taste.  We  are  not  disposed  to  lay  all  the 
blame  on  any  particular  section  of  the  industry.  All 
must  accept  some  share  of  the  responsibility  for  cheapen- 
ing boots  and  shoes  to  the  point  where  they  become 
not  only  most  unsatisfactory  to  every  one  who  handles 
them  but  a  positive  danger  to  the  health  of  the  wearers. 
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CLARKE  &  CLARKE  Limited 

Established  1852 


Tanners  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  8f  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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ALL  ABOARD  Direct  through  Connections  from"HOOF  TO  BEAMHOUSE" 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  £  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


"We  deliver  what  you  buy" 


INDEX  TO  ADVERTISERS 
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DELIVERING  THE  GOODS 

IS  OF  GREAT  IMPORTANCE 

TO  SUCCESSFUL  SHOE  REPAIRING 


Illustrating  our  12ft.  Goodyear  Shoe  Repairing  Outfit  Model  P. — Made  in  our  Montreal  Factory 

THE  SHOP  EQUIPPED  WITH  A 

GOODYEAR  WELT  SHOE  REPAIRING  OUTFIT 

IS  ASSURED  OF  BEING  IN  A  POSITION  TO  DELIVER  THE  GOODS 

PROMPTLY  AND  SATISFACTORILY 

Built  in  a  size  for  every  business — a  style  for  every  requirement 
Used  and  endorsed  by  successful  shoe  repairers.     Installed  on  terms  you  can  afford 

Write  for  our  latest  catalogue  and  terms  to-day 

UNITED  SHOE  MACHINERY  CO.  OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 


TORONTO 
90  Adelaide  Street,  W 


KITCHENER 
Ontario  Street,  S. 


QUEBEC 
28  Demers  Street 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


The  Last  Word  In  Style 
And  Moderate  Price 


There  is  no  extravagant  price  to  retard  the 
sale  of  Clark  Bros.  Shoes. 

In  style,  material  and  shoemaking  our  Pumps 
and  Oxfords  could  well  be  among  the  higher 
priced  lines  of  the  day,  but  Clark  specializa- 
tion produces  them 


Samples  now  showing  are  getting  a  wonderful 
reception  all  over  Canada. 


CLARK  BROS.,  Limited 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 


To  Retail  At  $5.00 


N.  B. 


Toronto,  June  15th,  1923 


Featuring 

Other  Fellowship 
In  The  Market  Place 
Advertising  The  Shoe  Business 
Shoe  Week 

The  Shoe  Industry  in  Canada 

Business  Neurasthenia 

Retail  Advertising 

Show  Cards. 

Shoe  Repairing 

Stray  Shots  From  Solomon 

Acton  PublishinffGfe"^ 

Toronto  Montreal 
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"GUTTA 
PERCHA" 

Canvas 
Shoes 


June  is  here.  June,  the  month  of  roses,  of 
scented  honey-suckle  and  lilac.  The  bees  hum, 
the  sun  shines  with  genial  warmth.  Cool 
green  grass  and  sparkling  blue  waters  lure 
people  to  the  tennis  courts,  golf-links,  canoes 
and  motor -boats. 

Just  as  naturally  as  these,  and  even  more  in- 
sistently, come  the  calls  to  the  merchant 
for  "Gutta  Percha"  Canvas  Footwear  for 
Summer's  recreation.  Is  your  stock  complete? 
Are  your  windows  showing  alluring  displays 
of  the  light,  cool,  comfortable  "Gutta  Percha" 
Shoes  that  are  so  much  wanted? 


At  Your  Distributors  or  Our  Nearest  Branch. 

Gutta  Percha  (Si  Rubber 

 Limited  

Head  Offices  and  Factories,  Toronto 

Branches  from  Coast  to  Coast 
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The  One  Best  Counter  for  Women's  Shoes 


D.  &  P.  UNION  THREE  PIECE  COUNTER  is  the  outcome  of 
special  effort  to  produce  a  counter  that  will  entirely  nil  ALL  the 
requirements  for  a  light,  strong,  durable,  easily  workable  counter 
for  Women's  Shoes.  No  other  counter  offers  the  same  advantages 
for  this  particular  and  important  branch  of  shoemaking.  For 
manufacturers  of  high  grade  Women's  Lines  it  is  the  ONE  AND 
ONLY  counter.  . 

With  the  various  grades  of  D.  &  P.  FIBRE  COUNTERS  you  can 
practice  the  strictest  economy  in  your  counter  buying  by  paying 
only  for  such  a  grade  of  counter  as  the  type  of  your  shoe  demands. 
For  fine,  medium  or  staple  lines  there  is  a  D.  &  P.  Counter,  graded 
and  priced  to  suit,  that  gives  you  maximum  quality  and  value. 

DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hvacinthe 


For  Ontario :- 
For  Quebec  City: 


Sales  Office  and  Warehouse: 

224  Lemoine  Street 
MONTREAL 

REPRESENTATIVES 
-E.  R.  Lewis,  45  Front  St.,  East,  Toronto 
—Richard  Freres,  St.  Vatier  Street,  Quebec 
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THE  SHOE  AND  LEATHER  JOURNAL 


Davis  Leathers 
For  Popular  Shoes 

Without  doubt  the  most  satisfactory  as  well  as 
most  modish  and  wearable  leather  for  all  purposes 
in  men's  or  women's  is 

Davis    Colored  Calf 

Fashionable  Shades  of  Brown  and  Red  and  Tan 

Is  the  only  thing  for  high  grade  lines  in  men's  or 
women's.  The  shades  are  CORRECT  and  PER- 
MANENT. The  skins  are  all  selected  and  speci- 
ally treated  for  the  purpose. 

Black   Dominion  Calf 

In  Bright  and  Full  Finishes 

Has  that  soft  mellow  appearance  and  feel  that 
makes  the  appeal  to  eye  and  touch.  The  most 
economical  cutting  leather  on  the  market. 

Davis   Boarded  Veals 

In  Three  Colors 

The  demand  for  a  POPULAR  PRICED  SHOE 
is  met  by  this  ideal  leather  which  has  the  attract- 
ive appearance  and  feel  that  combine  with  price 
and  cutting  quality  to  make  it  a  great  SAVER. 

A  Leather  for  Every  Shoe 

DAVIS  LEATHER  COMPANY 

LIMITED 
NEWMARKET,  ONTARIO 
CANADA. 
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Amherst  Solid  Shoes  and  Reliable  Staples 


The  Ever  Selling  Staple 

Novelties  may  come  and  go,  but  staples  sell 
all  the  time — they  are  the  sales  producing 
backbone  of  the  shoe  trade.  As  the  dealer 
protects  his  business  against  fire,  theft  and 
soforth,  with  insurance,  so  must  he  sell  staples 
to  keep  his  business  on  its  foundation.'  Re- 
liable   staples    such  as 

AMHERST 

SOLID  SHOES 
AND 

Reliable  Staples 

are  still  going  strong  when  other  makes  are 
forgotten.  Reliable  in  every  way — wear,  com- 
fort, fit  and  quality — they  are  the  dealer's 
one  best  bet  as  a  day  by  day  sales  maker. 
Amherst  Shoes  are  built  on  57  years'  know- 
ledge of  shoe  trade  requirements. 

AMHERST  BOOT  &  SHOE  CO.,  LIMITED 

Amherst        —         Halifax         —  Regina 

Your  order  at  Amherst,  Halifax  or 
Regina,  is  sure  of  prompt  atten- 
tion and  immediate  delivery. 


The  Sales  Backbone  of  the  Shoe  Trade ! ! 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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The  Sport  Shoe  Of  The  Elite 

The  Sport  Shoe  trade  of  particular  people  can  be  won  in  the 
same  way  as  their  patronage  in  fine  style  footwear  is  won — 
simply  by  offering  Bell  Quality. 

This  fine  creation  in  a  Sport  Oxford,  made  in  White  Buck  with 
Tan  Calf  Trim,  Cut  Out  Quarter,  Solid  Rubber  or  Crepe  Rubber 
Sole,  adds  distinctiveness  to  the  most  carefully  chosen  sporting 
attire,  and  in  fitting  and  wearing  features  is  the  ideal  shoe  for 
golfing,  walking  and  the  many  other  Summer  recreations. 

Make  the  Summer  Season  yield  increased  trade  of  the  better 
kind  by  featuring  prominent  displays  of  Bell  Sport  Shoes. 


J.  &   T.  BELL,  LIMITED 

Montreal,  Quebec 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Fresh  Fro  m  Th  e  Style  Ce  n  tre 

Through  the  Dufresne  &  Locke  Line  this  distinctive  Three  Strap 
Model  conies  direct  to  you  bearing  the  stamp  of  approval  placed 
upon  it  by  fashion  critics  at  the  recent  New  York  Style  Show.  It 
is  one  of 

Twelve  New  Styles 

we  are  showing  representing  the  most  popular  creations  from  the 
source  of  Footwear  Fashion,  and  wherever  vogue  in  shoes  is  sought 
for  these  lines  will  produce  unusually  brisk  Fall  selling. 

See  them  now,  and  keep  your  stock  a  step  in  advance  with  the 
latest  modes  and  the  best  values. 

Dufresne  &  Locke,  Limited 

Montreal,  Que. 
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GLOBE 


"Pillow  Welts"  Pay 

There  is  no  selling  proposition  for  your  Children's  Department  that 
pays  quite  as  good  returns  in  profit  and  customer  satisfaction  as  the 
featuring  of  Globe  "Pillow  Welt"  and  "Baby  Pillow  Welt"  Shoes. 
They  are  modelled  to  accord  with  every  law  of  foot  growth  and 
Globe  shoemaking  always  proves  equal  to  the  hardest  test  of  wear. 

They  are  the  only  genuine  Goodyear  Welt 
Shoe   made   with   a  Pillow  Welt  Indole. 

A  Globe  Salesman  is  the  man  to  send  for  whenever  there  are  orders 
to  be  placed  for  Children's  Lines. 

Carried  in  stock  by  A.  Lambert,  Inc.,  Montreal. 

GLOBE  SHOE,  "mited 


TERREBONNE 

Montreal  Office— -11  St.  James  St. 


QUE. 

Representative— J.  A.  BLUTEAU 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Special  Window  Display  of  Hewetson's  "First-Step"  Baby  Welts 


How  Window  Displays  Can 

Increase  Your  Business 

Every  progressive  merchant  knows  that  an  attractively-dressed  window  sells 
goods.  The  more  attractive  it  is,  the  more  attention  it  draws  from  those  passing  by 
and  the  more  business  it  creates. 

We  take  it  for  granted  that  you  are  keen  for  more  business  and  lots  of  it  this 
Summer.  So  are  Ave.  And  in  order  to  help  you  as  far  as  we  possibly  can  we  have 
produced  one  of  the  finest  window  trims  anybody  has  seen  for  many  a  day. 

Just  think  how  effective  your  window  would  look  with  this  trim  as  a  background 
and  an  attractive  display  of  Hewetson  Shoes  for  Children  out  in  front.  It  will  fit 
any  window  large  or  small,  and  it  doesn't  take  a  whole  lot  of  fussing  to  set  up.  A 
few  minutes  and  you  have  an  attractive  window  that  every  passer-by  will  see. 

It  will  form  a  splendid  connecting  link  between  our  vigorous  advertising  cam- 
paign and  your  store.  And  the  stronger  the  connecting  link  is,  the  bigger  will  your 
profits  be. 

This  trim  is  adaptable  to  any  size  and  shape  of  window.  If  your  window  is 
wide  set  the  three  pieces  at  the  back  of  the  window  in  a  straight  line.  If  your  win- 
dow is  narrow  and  deep  set  the  trim  in  a  "V"-shape.  Set  it  up  any  way  and  it  is 
always  attractive. 

These  attractive  window  trims  cost  us  too  much  to  distribute  freely  all  over 
Canada.  -But  we  will  be  pleased  to  send  one  complete  window  trim  to  you  if  you 
will  fill  in  and  mail  us  the  coupon  below.  We  would  also  appreciate  it  if  you  would 
let  us  know  how  good  a  sales  puller  it  proved. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Jsa  JDucAesse^ 


A    Surprise    In  Store 
For  Wholesalers 

When  the  new" La Duchesse" lines  appear 


A  new  plant,  improved  facilities  and  a  determination 
to  LEAD  in  popular  priced  footwear  of  finest  style  are 
working  wonders  in  the  production  of  the  new  "La 
Duchesse"  Lines,  and  the  result  will  be  an  eye-opener 
to  the  trade. 

The  new  and  original  lasts  and  patterns,  together  with 
values  that  even  "La  Duchesse"  have  not  succeeded 
in  producing  before,  are  features  that  make  it  of  utmost 
importance  that  you  hold  off  ordering  until  you  see 
our  lines.    You  will  be  glad  you  waited. 


66 


Now  back  at  our  former  address,  92  Beaudry  St. 


La  Duchesse"  Shoe  Co.,  Registered 

MONTREAL,  QUE. 

Making  Women's  Welts,  McKays  and  Turns  of  a  Standard 
quality  for  the  Wholesale  Trade 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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No.  776:    All  white  buck,  1  strap,  2  button  slipper, 
13/8  Cuban  heel. 

No.  776-1:  Same  on  Sport  last  with  9/8  walking 
heel. 

Prices  of  776  and  776-1  with  white  enam- 
elled ivory  heel  $5.20;  with  white  enam- 
elled leather  heel.  $5.00 

No.  575:  All  fine  white  cloth,  1  strap,two  button, 
13/8  Cuban  white  enamelled  leather 
heel.    Price  $3.95 

No.  558:  All  fine  white  cloth  oxford,  11/8  military- 
white  enamelled  leather  heel.  Price  $3.85 


Net  30  days.  July  1 


Packed  ready  to  ship  in  18  pair  assortments 
containing  6  B's  and  12  C's  and  in  12  pair 
assortments,  C  or  D  widths,  all  regular  run  of  sizes. 


Perth  Shoe  Company,  Limited 

Perth  -:-  Ontario 

W.  S.  PETTES  H.  B.  McGEE  J.  H.  McGEE        G.  H.  FERGUSON 

Room  413,  Windsor  Hotel,     Room  706,  King  Edward  Hotel.     Royal  Alexandra  Hotel,        807  Bower  Bldg  , 
Montreal,  Que.  Toronto,  Ont.  Winnipeg,  Man.  Vancouver,  B.  C. 
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The  Quality  Goes  In  Before 
The  Style  Goes  On 

Stock  No.  10  Russia  Calf  Oxford,  Andover  Last 

Stock  No.  12  Gun  Metal  Calf  Oxford,  Andover  Last 

Stock  No.  14  Russia  Call  Oxford, 
Councillor  Last 

Stock  No.  16  Gun  Metal  Calf  Oxford, 
Councillor  Last 


IN-STOCK 
Price  $4.75 

Terms:     Net  30  days 
For  less  than  three  pairs  an  extra  charge  of  15  cents  per  pair. 

Shoes  that  men  like  to  wear,  and 
where  they  come  back  and  say  "Like 
I  had  last  time",  are  Talbot  shoes. 
Have  you  inspected  our  two  new 
styles  on  the  Councillor?  The  Coun- 
cillor is  just  a  little  narrower  than 
the  Andover. 


The  Talbot  Shoe  Co.,  Limited 

St.  Thomas        :-:  Ontario 
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Buy  Shoes  That  Are  Safe 

YAMASKA  BRAND 


In  the  search  for  values  to  meet  to-day's  demands  there 
is  the  temptation  to  be  led  away  by  shoes  of  unsound 
quality. 

The  very  moderate  price  of  Yamaska  Brand  Shoes  is 
arrived  at  with  no  sacrifice  whatever  in  the  reliable  shoe- 
making  that  has  kept  our  lines  at  the  height  of  popular- 
ity with  both  trade  and  public  for  over  fifty  years. 
For  the  convenience  of  our  customers  we  have  established 
an  In-stock  Department  enabling  us  to  give  immediate 
shipment  oi  leading  Yamaska  Brand  Lines. 

LA    COMPAGNIE   J.    A.  & 

ST.  HYACTNTHE 


ST.  HYACINTHE  , 
CANADA  . 


M.  COTE 

QUE. 


"And  the  "Hotel  Cleveland" 

is  my  home  when  my  trip 
brings  me  to  Cleveland!" 

Folks  travelling  on  business  or  on  pleasure  LIKE  to 
stop  at  this  magnificent  hotel,  magnificent  yet  with 
moderate  rates,  magnificent  yet  the  embodiment  of  all 
those  homelike  features  that  turn  a  hotel  into  a  home. 

1,000  rooms,  1,000  baths-there  is  a  room  and  bath 
awaiting  your  reservation ! 

Our  guests  keep  telling  us  about  the  quiet  refinement 
that  characterizes  every  move  made  by  every  HOTEL 
CLEVELAND  employee.  You'll  appreciate  this, 
too. 


We  hope  to  see  you  before  long 


Hotel  Cleveland 

CLEVELAND,  OHIO. 
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Two  Winners 


Summer  Style — Exclusively  "Sno-Wite' 


Here  are  two  modish  creations  in  White  Shoes  that  sell  as  only 
"Sno-Wite"  Footwear  CAN  sell.  They  are  chosen  from  a  line 
so  original  in  style  features  and  so  outstanding  for  value  and 
satisfaction  that  it  has  become  the  Standard  White  Shoe  Line 
of  Canada.  Mid-Summer  selling  will  not  lag  if  you  feature 
these  stylish,  comfortable,  economical  shoes. 

If  you  have  not  made  use  of  this  line  this  year  do  not  fail  to 
take  advantage  of  it  next  year. 

KINGSBURY  FOOTWEAR  CO., 

Limited 

MONTREAL 


i 


KINGSBURY 


SHOE  — 
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Ralston s 
Polishes 


Sell  Black  Beauty  Oil  Pol- 
ish for  Black  Shoes,  Brown 
for  Brown  Shoes,  Kid 
Cream  for  calf  leather, 
Suede  Powder  and  Suede 
Dressing  for  Suede  Shoes 
or  White  Beauty  for  white 
canvas  shoes.  Universal 
Sport  for  sport  shoes.  A 
dressing  for  every  shoe. 


Sell  them  Service 


You  can  sell  a  Ralston  Polish  or 
Dressing  with  every  pair  of  shoes 
you  sell  or  repair.  Ralston's  Pol- 
ishes protect  as  well  as  clean  the 
surface,  thereby  lengthen  the  life 
of  the  shoe.  Every  shoe  customer 
is  a  prospect  for  Ralston  Polishes — 
a  dressing  for  every  shoe. 


Robt.  Ralston  &  Co.,  Ltd. 

Hamilton,  Ont. 
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the  result  of  their  scientific  modeling. 

Astoria  Shoes,  of  solid  leather  con- 
struction and  custom-make,  are  amongst 
the  best  shoes  produced  in  the  world 
to-day. 

You  need  have  no  hesitation  in  recom- 
mending them  to  your  best  customer. 
They'll  provide  the  satisfaction  needed  to 
bring  him  back. 

SCOTT-McHALE  LIMITED 

LONDON         :-:  CANADA 
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J.  A.  MCLAREN  C 


OMPANY 
LIMITED 


lOO 


o 


o 


Service 


Nationally  established  lines,  picked 
from  the  leaders  of  the  best  manu- 
facturers all  made  of  high  grade 
materials  by  trained  workmen. 
These  goods  backed  by  the  McLaren 
record  of  prompt  and  satisfactory 
shipments  mean  an  all  around 
service  that  falls  very  little  short  of 
being  100%  efficient. 

"IMPERIAL" 

SHOES 

For  men  and  women,  acknowledge 
no  superiors,  either  in  wearing  or 
selling  qualities.  Dealers  every- 
where report  most  satisfactory  sales 
to  pleased  customers.  The  latest 
styles  at  values  which  are  sure  to 
appeal  to  particular  people. 

"IMPERIAL" 

WHITE  CANVAS  SHOES 

White  canvas  strap  shoes  and 
oxfords  on  all  newest  lasts  and 
patterns.  These  embody  all  the 
newest  features  and  make  such  an 
attractive  appeal  to  customers  as  to 
practically  sell  themselves. 


Speed  King 


TENNIS  AND  OUTING  SHOES 

Tennis,  outing,  and  yachting 
shoes.  Popular  sellers  that 
give  the  utmost  in  satisfaction 
and  service  and  that  are  in- 
creasing in  favor  with  the 
buying  public  each  season. 


BAREFOOT  SANDALS 

Our  lines  of  sandals  in  patent 
and  brown  leather  are  com- 
plete in  all  ranges  of  sizes, 
down  to  those  for  the  smallest 
"Kiddie".  When  in  a  hurry 
to  replenish  your  stock,  wire, 
phone,  or  write  us  and  watch 
for  the  quick  response. 


Independent  Rubbers  in  stock  for  quick  shipment 


J.  A.  McLaren  C" 


30  FRONT  STREET,  W. 


Limited 

TORONTO 
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Toro  nips 
Munici|-ieJ 
Bu  tlc\)ncz. 


Sell 

By 

The  Printed  Word 


Under  the  Shadow 
of  Big' Ben! 

IN  every  town,  in  every  city,  anywhere,  big 
business  is  transacted  under  the  shadow  of 
Big  Ben.  It  is  surprising  how  often  weighty 
decisions  depend  on  the  printed  appearance  of 
a  contract,  a  letter  head  or  circular.  Good 
printing  on  your  shoe  labels,  tags,  account 
forms,  and  soforth,  will  establish  a  worthwhile 
business  confidence  in  you  and  your  house. 

There  is  no  printing  requirement  of  the  shoe 
trade  that  we  cannot  design  and  print,  from 
price  tag  to  catalogue.    Write  for  particulars. 
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INER  RUDDER  CO.  f-w 

\ranches  and  Selling  Agents 


Hie   I    Leckii    Co    1  imiti  d , 

The  Miner  Rubber  Co.,  Limited. ...... 

(  ongdon,  Marsh  I  imited  .  ! 

The  Miner  Rubber  Co.,  Limited } " 
i mgdi  m,  Marsh  I  imited 
The   Haileybur)    Wholesalers    I  mited. 
Die  Mil i  t   Rubbei   1       •  mited 
R    I',    (im'fith  &  C 
'I  he  M  inei  Rubl  er  Co.,  1  imiti  d 
1  In-  M  inei   Shoe  Co..  I  imited 

M  inei   Rubbi  i  Co.,  I  imited 
i  In    Minei   Shoi   Co.,  Limited  I 
The  M  inei   Rubbei  Co.,  i  imiti  .1 
"I  he  M  .ii'  i  Rubbei  1  o    I  imiti  d 

H.  S.  Campbell  

The  J.  M.  Humphrey  Co.,  Limited  

The  I  M  f  [umphre)  I  !o.,  I  mited  ,:, . .  , 
'I  hi    M  in<  i   Rubb<  i  Co.,  I  imited 


Vancr  ivei  B.C. 
Calgary,  Alta. 
I  dmi  nti  in.  Alta. 


Kesfina, 


tsk 


Winnipeg,  Man. 
Haileybury,  Ont. 
London,  Ont. 
Ham;  •  Ont. 
Foronto,  <  M 1 1 

Ottawa,  Ont. 
'.!<  mtn  al,  Que.. 

Quebei  Que. 
Fredci  icton,  N.B 
St.  John,  N.B. 
Sydney,  C.B. 
Halifax,  N.S. 


Attractive  dealer  help  advertising,  linked 
up  with  high  quality  and  distinctive  selling 
features,  makes  Miner's  Boy  Scout  and 
Girl  Guide  Rubbers  and  Tennis  Shoes, 
real  money  makers  for  the  retailer. 


■Mi 
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THE  McCAUGHAN  MEN 

Executive  and  Sales  Staff  of  J.  A.  McCaughan  &  Son 


The  McCaughan  Men, every  one  of  them,  Management  and  Staff,are  men  devoted  to  the  making 
and  selling  of  good  footwear,  anxious  to  extend  their  best  efforts  to  co-operating  with  merchants 
in  the  Trade  in  developing  better  business  by  means  of  McCaughan  Shoes  and  Service. 
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McCAUGHAN  GROWTH 

Our  New  Factory  and  Of f ices— Home  of  McCaughan  Shoes 


Our  new  factory  comprising  26,000  square  feet  gives  us  double  the  space  we  had  in  our  old  build- 
ing, which  with  our  new  improved  equipment  allows  us  capacity  for  twice  our  previous  output. 
Quantity  output  means  two  things,  greater  economy  in  production ,  better  value  in  the  product. 
With  McCaughan  shoemaking  on  this  larger  scale  you  will  get  not  only  faultless  service  but  un- 
surpassed values  in  our  lines. 

J.  A.  McCAUGHAN  &  SON 

390  Papineau  Ave.  Montreal 
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Five  Reasons  Why 
You   Should  Use 


Uniform  in  color  and  finish.  All  the  latest  shades- 
Maximum  Cutting  with  Less  cost.  Made  in  all 
weights  and  grades.    Highest  quality. 


Collis  Calf  is  real  dependable  leather, 
suitable  for  both  men's  and  women's 
better  class  shoes.    Write  to-day  and 


let  us  tell  you  how  to  lower  your 
overhead  and  ir  crease  your  production 
with  Collis  Calf. 


The  Collis  Leather  Co.,  Ltd. 

Aurora  Ontario 


JVLeris  Romeo  Slippers 
With  Elastic  Sides  in 
Black    or  Brown 


No.  165  Sizes  6  to  11 
No.  265  Sizes  1  to  5 
No.  166  Sizes  6  to  11 


For  men,  boys,  youths  and  little 
gents.      Colors,  black  and  brown. 


This  saleable  line  of  Romeos  has  a  flexible  leather 
sole  and  heel.  They  are  on  a  broad  last  with  a  low 
heel  and  have  white  quilted  sock  linings.  The  cut  to 
the  left  gives  a  good  idea  of  the  quality  and  the  work- 
manship used, this  being  our  No.l66,made  in  the  best 
brown  or  black  kid  with  flexible  sole.  Have  you  tried 
our  ever  selling  Everetts?  Dealers  are  finding  them 
profitable  sellers. 

Just  A  Good  Shoe 

Here  is  a  shoe  that  answers  the  persistent  demand  for 
a  stylish,  comfortable  and  good  wearing  shoe  at  a 
reasonable  price.  Mock  welts,  goodyear  stitched  soles 
on  a  dressy  last,  rubber  heels,  oak  or  bulldog  chrome. 
For  men,  boys,  youths  and  little  gents.  A  real  shoe 
that  stimulates  sales. 

Have  Our  Salesman  Call,  Or  Write  For  Prices 

The  Bauer  Shoe  Company 

Kitchener  Ontario 
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Original  style  and  bright  color  that  blend  per- 
fectly into  the  latest  leading  vogue  are  featured 
in  this  new  G.L.&  H.  creation.  Trimmed  with 
blue,  as  shown,  it  answers  the  call  for  smart 
footwear  while  also  emphasizing  the  beauty  that 
appeals  to  good  taste. 

These  new  models  we  are  showing  are  so  super- 
ior for  fine  style  and  good  value  that  they  can 
produce  only  one  result  for  the  merchants  who 
display  them — a  brisk  Summer  and  Fall  Trade. 


Gagnon,  Lachapelle  &  Hebert 

55  KENT  STREET,  MONTREAL 


I 

rcfeq 
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Black  Beauty 

Chrome  Patent  Sides 


Lustre  and  Texture 

Are  the  great  requisites  of  high 
grade  patent  leather  that  dis- 
tinguish Black  Beauty.  It  re- 
tains its  smooth  surface  and 
softness  of  feel  under  all  con- 
ditions. It  is  economical  in 
manufacturing,  and  satisfac- 
tory in  wear,  the  prime  essen- 
tials of  shoe  leather  to-day. 

The  Robson  Leather  Company 
Limited 

Oshawa,  Canada 
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Vol.  XXXVI.  No.  12  Toronto,  June  15th,  1923 

Shoe  and  Leather  Journal 

Fublisk&d  Twice  <z  Month, 


|       $1.50  a  Year  Single  Copies  15c.         Outside  Canada.  $2.00 

1  Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

I    Acton  Publishing  Company,  Limited 

J  JAMES  ACTON,  President 

j  Montreal  Office:  Boston  Office: 

1      510  Coristine  Building  161  Summer  Street 

*  ■  ■  ■  1  — 


Over  a  period  of  thirty-five  years  the  Shoe  and  Leather 
Journal  has  steadily  worked  to  the  purpose  of  building 
and  maintaining  a  circulation  which  is  thoroughly  repre- 
sentative of  the  shoe  trade  of  Canada.  An  advertiser  is 
entitled  to  know  not  only  aggregate  circulation,  but  also 
just  where  his  advertising  is  being  sent.  To  that  end  our 
lists  have  always  been  otjen  to  the  inspection  of  our 
advertisers. 

MEMBER  OF  THE  AUDIT  BUREAU  OF  CIRCULATIONS 
MEMBER  OF  CANADIAN  BUSINESS  PUBLISHERS 
ASSOCIATION 

£•  .'■   ■■   ■■  ■ — — — " — — » — ■  » — ■■  — ■   ■■'       '  4, 


Other  Fellowship 


ONE  of  the  great  lessons  the  great  war  was  expected  to  teach  was  the  interdependence  of 
nations  and  individuals.  The  blood  brotherhood  of  man  was  supposed  to  be  solemnly 
and  irrevocably  sealed  by  the  awful  human  sacrifice  offered  on  the  altar  of  the  god  of  war. 

But  the  gospel  of  "the  other  fellow"seems  as  far,  if  not  farther  from  realization  to-day 
than  it  was  in  1914.  The  arousing  of  human  passion,  even  in  so  holy  a  cause  as  saving  civiliza- 
tion from  the  hobnailed  brutality  of  the  Hun,  seems  to  have  availed  little  to  turn  aside  man  him- 
self from  that  doctrine  of  the  pit  "every  man  for  himself." 

Since  1918  we  have  had  a  revulsion  from  the  self-denial  and  sacrifice  entailed  by  war 
conditions  and  a  gradual  swing  to  the  other  extreme  of  looking  out  for  "number  one."  We 
had  two  or  three  years  of  a  shameful  grabbing  in  which  everyone  seemed^o  be  bent  on  exempli- 
fying the  doctrine  "get  while  the  getting  is  good",  with  the  result  that  the  Hun  spirit  possessed 
the  business  world  like  a  legion  of  demons. 


This  has  been  followed  "by  a  period  when  the  "getting"  has  not  been  so  good  and  the 
process  has  changed  from  "sucking"  to  "squeezing"  until  the  "other  fellow"  has  been  trodden 
under  foot  as  ruthlessly  and  relentlessly  as  were  those  who  opposed  the  grey  coated  hordes  that 
swarmed  over  Belgium  and  France  in  the  first  eighteen  months  of  the  war. 

The  remedy  to-day  for  business  and  other  ills  that  have  come  as  a  backwash  of  the  war 
is  "other  fellowship".  Give  your  neighbor  a  chance.  The  man  you  buy  from  has  his  problems 
and  is  doing  his  best  to  meet  them.  The  man  you  sell  to  has  to  calculate  carefully  the  shifting 
sands  of  public  sentiment. 

If  there  was  a  little  more  hopefulness  with  more  "give  and  take"  all  around,  what  a  dif- 
ference there  might  be  in  business  shortly!  There  never  was  a  better  time  to  gauge  the  effective- 
ness of  the  Golden  Rule  in  business.  "Whatsoever  ye  would  that  men  should  do  unto  you,  do 
ye  even  so  unto  them." 
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In  The  Market 
Place 

General  business  conditions — 
June  shoe  selling  better — Better 
general  tone  to  trade. 

The  Business  Situation 

THE  outlook  has  improved  considerably  through- 
out the  country  during  the  past  two  or  three  weeks 
of  better  weather.  In  the  West  new  heart  has 
been  put  into  business  by  the  improved  prospects  of  the 
crops.  The  plentiful  rains  especially  in  Alberta  pro- 
mise to  put  agriculture  upon  an  unusually  good  footing. 
It  is  rather  early  to  venture  predictions,  but  if  nothing 
untoward  occurs  in  the  next  few  weeks  the  Western 
Provinces  ought  to  be  well  under  way  towards  a  sat- 
isfactory harvest  in  cereals  and  therefore  business. 

Business  in  Ontario  and  Quebec  has  been  steadily 
improving  in  most  lines. 
People  seem  to  be  acquiring 
a  little  more  confidence  in 
regard  to  the  future,  and, 
the  slack  in  employment  be- 
ing practically  all  taken  up, 
there  is  more  inclination  to 
buy,  especially  in  staple 
lines  of  household  require- 
ments. In  the  agricultural 
districts  seeding  and  plant- 
ing is  now  over  and  the  far- 
mer is  hoping  that  a  little 
warmer,  brighter  weather 
will  come  within  the  next 
few  weeks.  The  cereal  and 
other  crops  promise  to  be 
fairly  large,  and  the  hay  and 
fodder  crops  have  profited 
by  the  abundance  of  mois- 
ture to  reach  a  point  that 
will  bring  great  gain  to  the 
agriculturist  and  advantage 
to  cattle  raising. 

In  the  Maritime  Prov- 
inces, business  has  develop- 
ed considerable  activity, 
during  the  past  month  and  staple  lines  of  merchandise 
have  been  selling  well.  The  late  season,  following  the 
early  floods,  has  done  considerable  damage  to  some 
industries  which  will  undoubtedly  react  to  some  extent 
upon  business  generally,  but  the  outlook  for  most  lines 
is  good.  Prices  have  militated  to  some  extent  against 
fishing  interests,  in  some  cases  not  being  sufficient  to  pay 
for  the  trouble  of  handling,  but  the  feeling  prevails  that 
both  the  agriculture  and  fishing  interests  have  ahead  of 
them  a  good  season. 
Retail  Shoe  Trade 

Business  has  shown  considerable  improvement  in 
June  and  dealers  all  over  the  country  report  the  change 
with  much  satisfaction.  Sales  of  summer  goods,  while 
not  rushing  as  yet,  give  every  evidence  of  satisfactory 
volume.  While  May  did  not  appear  to  be  a  good  month, 
we  think  that  it  will  be  generally  found  that  the  volume 
was  ahead  of  last  year,  some  say  as  much  as  15  per 
cent.  Sales,  however,  have  been  largely  in  women's 
lines,  although  there  has  been  a  steady  development 
in  men's  that  has  been  more  noticeable  since  the  first 


of  June.  From  what  we  have  been  able  to  gather  most 
dealers  have  gone  light  this  season  on  outre  styles  such 
as  colors  and  startling  combinations.  These  are  being 
cleaned  out  as  fast  as  possible,  and  the  white  and  sports' 
season  is  now  in  full  swing.  June  promises  to  be  a  good 
month  and  payments  already  show  this.  Another 
proof  of  returning  confidence  is  the  inclination  on  the 
part  of  dealers  to  take  more  interest  in  fall  goods. 
Interest  Picking  Up 

From  quite  a  number  of  retailers  during  the  past 
couple  of  weeks  have  come  indications  of  revived  in- 
terest in  trade.  This  is  particularly  true  of  the  cities 
and  towns  and  to  some  extent  in  the  agricultural  dis- 
tricts, although  seeding  operations  have  militated  against 
any  marked  activity  in  some  of  the  smaller  places. 
Nevertheless  as  dealers  state,  there  is  an  improved 
enquiry  for  staple  lines  as  well  as  for  moderate  priced 
lines  in  the  finer  class  and  novelties.  The  popular  prices 
on  hig  h  grade  goods  seem  to  be  $7.00  to  $9.00  in  men's, 
and  $5.00  to  $9.00  in  women's.  Dealers  seem  to  be 
considerably  more  optimistic  with  regard  to  Fall  busi- 
ness, and  think  it  is  going  to  start  with  greater  steadi- 
ness than  Spring.  The  opin- 
ion seems  to  prevail  that  in 
men's  lines,  styles  will  be 
conservative,  and  that  more 
oxfords  than  usual  will  be 
sold  in  both  black  and  brown 
of  medium  shades.  In  wo- 
men's, mannish  styles  of 
oxfords  will  sell  well  in 
plainer  effects  than  the 
brogue.  Early  Fall  will  see 
the  continued  sale  of  straps. 

Shoe  Manufacturers  Busier 

Business  has  been  in  fits 
and  starts  and  most  of 
it  has  consisted  of  rush  or- 
ders in  novelties  and  sports 
goods.  There  was  quite  a 
demand  for  colored  lines 
early  in  the  month  as  well 
as  towards  the  close  ofMay, 
but  manufacturers  were  as 
unprepared  for  it  as  retail- 
ers. There  have  been  a  few 
sales,  especially  in  reds,  in 
June,  but  the  demand  has 
gradually  slackened  off. 
Manufacturers  of  white  goods  and  sports  novelties  have 
been  kept  busy  for  the  past  two  weeks  trying  to  supply 
the  deficiencies  on  the  part  of  retailers  and  jobbers  who 
were  afraid  to  take  a  gamble  on  anything  in  the  shape 
of  novelties.  There  have  been  several  important  failures 
and  arrangements  during  the  month,  but  it  is  thought 
that  the  worst  is  now  over,  and  that  henceforth  busi- 
ness will  be  upon  a  more  satisfactory  basis.  At  all 
events,  there  is  everywhere  in  evidence  a  more  hopeful 
feeling  in  the  trade. 
Wholesale  Shoe  Trade 

Wholesalers  say  that  business  has  picked  up  apprec- 
iably during  the  past  few  weeks,  but  the  demand  has 
been  principally  for  novelties  and  summer  specialties. 
While  there  has  been  a  fair  amount  of  sorting  in  regular 
lines,  it  has  been  nothing  like  up  to  expectations  of  those 
who  have  thought,  that  with  the  backwardness  of  the 
past  three  months,  there  would  surely  be  an  accelera- 
tion of  the  demand  for  sorts  and  sizes  in  regular  lines. 
Jobbers,  like  the  rest  of  the  trade,  have  been  afraid  to 
(Continued  on  page  44) 


CANADIAN  HEADQUARTERS 
AT  BOSTON  SHOW. 

Many  Canadians  will  visit  the  National 
Shoe  and  Leather  Exposition  and  Style  Show 
at  Boston,  July  9th  to  12.  Realizing  the  im- 
portance with  which  this  event  is  regarded  in 
this  country,  the  Shoe  and  Leather  Journal  has 
arranged  for  quarters  in  the  buildings,  in  Booth 
Number  509-B. 

We  shall  indeed  be  glad  to  have  the  mem- 
bers of  the  trade  who  visit  Boston  at  that  time 
drop  in  at  this  booth,  whether  it  be  to  make 
it  their  headquarters,  or  just  to  give  us  an  oppor- 
tunity of  shaking  hands.  If  there  is  any  way  in 
which  we  can  be  of  service  to  you  during  the 
show,  we  are  yours  to  command. 

Make  Booth  509-B  a  real  Canadian  head- 
quarters. Sometimes  friends  have  difficulty  in 
finding  each  other  at  such  a  show.  Why  not 
make  appointments   to   meet   at  headquarters. 

Remember  the  number  509-B,  and  be  sure 
to  call  there,  register,  spend  a  few  minutes  at 
least  with  us,  and  call  on  us  for  any  service  that 
we  can  perform  for  you. 
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Stray  Shots  from 
Solomon 

All  the  little  men  are  not  in  the  peanut 
business.    In  almost   every  half  bushel  theie 
are  some  small  turnips,  whether  the  measure 
represents  business  men  or  church 
SMALL  members.    The   worst   of  it  is 

TURNIPS.  these  scrub  vegetables  keep  com- 
ing to  the  top  and  discredit 
their  betters.  Mean  men  are  really  in  the  min- 
ority in  the  world,  and  if  they  did  not  have 
so  much  mouth  and  cheek  they  would  scarcely 
be  noticed,  but  like  weeds  and  all  other  things 
that  are  not  wanted,  they  are  hard  to  keep 
down.  They  are  foremost  usually  in  moving 
resolutions  at  business  meetings,  and  are  the 
first  on  their  feet  in  religious  gatherings.  They 
can  talk  longer  and  pray  louder  than  seven 
men  that  can  render  a  reason  or  ten  men  that 
keep  the  golden  rule.  They  manage  to  get  on 
delegations  to  conventions,  and  are  shoved 
into  office  through  the  sheer  weariness  of  those 
who  are  glad  of  any  expedient  to  secure  relief 
from  their  presence  and  power  of  their  jaws. 
They  are  nothing  if  not  at  the  front  of  the  show, 
and  will  do  anything  but  spend  money  to  get 
there.  They  do  not  believe  in  advertising, 
but  if  they  can  get  a  free  write-up  with  a  cut 
of  themselves  thrown  in  gratis  in  the  local  paper, 
they  will  lend  countenance  to  the  thing,  and 
before  they  are  through  want  to  give  the  news- 
paper man  twice  as  much  matter  as  he  is  willing 
to  devote  to  their  virtues.  The  little  fellow  is 
always  sweetly  saying  nasty  things  about  his 
competitors,  and  volunteering  confidential  in- 
formation concerning  his  neighbors  that  is 
not  calculated  to  enhance  their  commercial 
rating.  There  is  no  more  honest  humor  or 
genuine  joy  in  his  metallic  laugh  than  there 
is  music  in  the  jangling  of  a  cow  bell,  and  yet 
the  laugh  is  always  on  tap  and  the  hand  always 
out  like  a  pump  handle.  What  to  do  with 
these  creatures  who  are  all  sting  and  no  honey, 
it  is  as  hard  to  say  for  ministers  as  business  men. 

*    *  * 

The  kind  of  knowledge  that  is  "picked 
up"  is  like  anything  else  that  does  not  cost 
much   effort,    of   little    real   use.  Knowledge 

that  is  worth  while  has  to  be 
HUMAN  searched  for  diligently  and  gather- 
PARROTS.     ed  with  care.    The  curse  of  the 

age  is  superficiality.  Men  get 
a  smattering  of  things  and  run  about  cackling 
over  their  ideas  like  a  little  bantam  hen  over 
its  pigeon  egg.  They  are  as  tickled  as  a  baby 
with  a  rattle  when  they  are  able  to  babble  a 
little  about  books,  people  or  events.  In  econ- 
omical, political,  business,  social  and  religious 
matters  this  spirit  of  superficiality  is  carried 


to  an  extent  that  one  wonders  where  this  custom 
of  letting  out  our  thinking  is  going  to  land  us 
"Apply  thine  heart"  to  knowledge.  Get  a 
grip  on  what  you  read  and  investigate.  Give 
your  whole  mind  to  the  mastery  of  the  sub- 
ject. Know  what  you  profess  to  know  well, 
if  it  be  much  or  little. 

*    *  * 

Show  me  your  tongue,  and  I  will  tell  you 
what  sort  of  a  moral  liver  you  have.  The 
tongue  is  as  unerring  in  moral  as  in  physical 

diagnosis,  for  "out  of  the 
HOW  IS  abundance  of  the  heart  the 

THE  TONGUE?    mouth     speaketh."  When 

you  find  a  fellow  with  a 
tongue  yellow  with  spleen  or  inflamed  with 
envy,  you  may  put  it  down  that  he  has  a  jaun- 
diced liver  or  a  Cain's  heart.  A  man  may 
profess  to  have  gone  through  all  the  degrees 
of  the  modern  holiness  curriculum,  even  to 
"complete  eradication,"  but  if  his  tongue  gets 
away  with  him  and  he  rips  people  up  the  back 
who  do  not  see  through  the  little  slit  that  forms 
his  line  of  vision,  he  could  not  convince  a  boot- 
black that  he  is  any  better  than  the  old  fish 
wife  who  spreads  herself  in  adjectives  that  are 
not  found  in  Webster  or  Worcester.  A  man 
may  dress  in  style,  be  as  courtly  in  manner 
and  speak  English  as  faultlessly  and  wittily  as 
Colonel  Ingersoll,  but  when  he  drops  to  the 
ideas  and  vernacular  of  the  bar-room  loafer  and 
gutter  snipe,  he  proclaims  himself  an  accom- 
plished blackguard.  A  dirty  tongue  bespeaks 
a  rotten  heart.  A  mean  tongue  is  perhaps  the 
commonest  found,  and  certainly  the  most 
trying  to  society.  The  man  without  a  good 
word  for  anyone,  whose  insinuations  and  in- 
uendoes  play  havoc  with  reputation  and  ruin 
friendship,  is  the  most  contemptible  of  an  evil 
tongued  tribe.  The  "cut"  is  forever  at  the 
tip  of  the  tongue,  and  the  sneer  forms  upon 
his  lips  as  naturally  as  breathing.  With  a 
smirk  he  stricks  in  his  stiletto,  and 
laughs  at  the  damage  his  fiendishness  causes. 
There  is  one  consolation,  this  kind  of  thing 
makes  the  circle.  The  gall  and  wormwood 
you  have  mixed  for  other  people  will  one  day 
be  handed  to  you  in  the  chalice  of  your  own 
creating,  and  your  own  heart  will  be  filled  with 
the  bitterness  of  hell.  "Death  and  life  are  in 
the  power  of  the  tongue,  and  they  that  lave  it 
shall  eat  the  fruit  thereof." 
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EDITORI  ALETS 

Pointed  Paragraphs  on  Practical  Problems 


THAT  UNDERCONSUMPTION. 

SHOES  seem  to  be  the  last  thing  that  people  think 
about  in  the  way  of  apparel.  How  often  you 
see  even  an  apparently  well  dressed  woman  with 
dirty  or  shabby  shoes.  Men  are  proverbial,  of  course, 
for  their  disregard  of  their  pedal  extremities,  and  are 
in  a  class  by  themselves.  Cannot  something  be  done 
more  than  has  been  done  hitherto  to  bring  people  to 
realize  that  they  are  not  well  or  even  respectably  dressed 
until  their  shoes  correspond  to  the  rest  of  their  sartorial 
equipment.  It  may  be  hopeless  to  expect  men  to  wear 
a  dozen  kinds  of  shoes  regularly,  as  enthusiasts  suggest, 
or  to  get  women  to  match  their  gowns  or  hats  with 
varied  footgear,  but  it  ought  to  be  possible  to  shame 
rundown,  shabby  shoes  off  the  street  for  both  men  and 
women. 

One  of  the  things  every  retailer  can  do  along  this 
line  is  to  inaugurate  a  little  effort  at  education  in  his 
particular  neighborhood.  Advertising  in  this  direction 
would  be  money  well  spent,  and  it  need  not  represent 
a  very  heavy  outlay  either.  A  shoe  dealer  out  west 
started  a  discussion  in  his  town  by  a  series  of  comic 
cuts  illustrating  some  of  the  incongruities  of  pedal  adorn- 
ment common  to  men  and  women.  Even  in  some  of 
our  large  centres  of  intelligence  and  fashion,  one  will 
still  tolerate  men  wearing  tan  shoes  with  a  morning 
coat  or  women  displaying  boudoir  slippers  in  the  street 
cars.  If  the  people  of  your  town  are  "hicks"  as  far 
as  their  shoes  go,  whose  fault  is  it?  Get  busy  and  stir 
up  their  minds  by  way  of  remembrance. 

MONEY  TALKS. 

IT  has  the  habit  of  saying  "good  bye"  to  the  fool  from 
whom,  as  Solomon  says,  it  is  soon  parted.  Some 
of  the  retailers  who  made  a  lot  of  money  three  or 
four  years  ago,  have  been  wishing  they  had  some  of 
it  handy  during  the  past  six  months.  The  best  kind 
of  talk  money  can  hand  out  is  in  paying  bills  and  get- 
ting discounts.  All  the  high  power  automobiles  and 
social  prestige  a  man  may  acquire  will  not  avail  to  sus- 
tain his  reputation  when  his  paper  goes  back  to  the  bank. 
Work  talks  quite  as  effectually  as  money  and  often 
takes  its  place.  Just  now  is  when  a  good  deal  of  this 
kind  of  talk  can  be  used  to  advantage.  The  man  who 
works  and  gives  his  jaw  a  rest  this  year  is  going  to  get 
somewhere  with  his  business.  We  have  been  doing 
too  much  talking  and  running  in  circles.  The  occasion 
has  come  for  downrightness  and  steady  effort. 

TALK  BETTER  TIMES. 

WHISTLING  to  keep  up  courage  is  not  one  of 
the  most  effective  ways  of  meeting  difficulties, 
but  it  is  a  sight  better  than  getting  under  the 
bed  or  pulling  a  poor  mouth.  There  is  this  to  be  said 
for  cheerfulness  that  it  is  catching,  and  those  who  have 
handled  men  under  fire  know  that  one  man  will  often 
save  a  regiment  not  so  much  by  his  bravery,  as  his  ability 
to  keep  smiling,  and  be  cheerful  in  bearing. 

There  is  a  certain  amount  of  psychological  influence 
to  be  taken  into  account  in  business  as  well  as  physical 
matters.  In  spite  of  the  ridicule  heaped  on  "Coueism" 
there  is  a  truth  at  the  bottom  of  it,  that  cannot  be  laughed 
down.    There  is  not  the  least  doubt  that  people  have 


died  who  ought  to  have  lived,  if  they  had  not  given 
absolutely  up.  There  are  sick  businesses  as  well  as  men 
that  could  be  saved  by  hope. 

They  tell  a  story  about  a  farmer  who  in  scooping  up  a 
bucket  of  water  one  morning  to  lengthen  out  a  can  of 
cream  gathered  with  it  a  couple  of  frogs.  One  of  these  was 
of  that  ilk  that  when  it  finds  itself  in  a  strange  element 
gives  up  the  ghost  and  he  goes  to  the  bottom.  The 
other  made  up  his  mind  that  while  there  was  life  there 
was  hope,  and  he  kept  paddling  away  at  the  top  of  the 
can  of  lacteal  fluid.  When  the  farmer  got  to  the  city 
and  lifted  the  lid  he  found  this  hopeful  froggie  calmly 
sitting  upon  a  pat  of  golden  butter  that  he  had  churned 
by  his  efforts  to  keep  in  the  swim.  Go  and  do  thou 
likewise. 

GET  OUT  AND  LEARN. 

THE  summer  seems  the  logical  time  for  a  vacation, 
although  for  some  it  is  less  convenient  than  other 
seasons  of  the  year.  A  man  should  take  a  brief 
respite  from  business,  if  for  no  other  reason  than  to  get 
a  proper  focus  on  his  business.  With  his  nose  on  the 
grindstone  every  day,  a  business  man  is  apt  to  become 
near  sighted.  When  you  hear  a  fellow  say  he  has  not 
had  a  holiday  for  ten  years  you  may  usually  put  it  down 
that  he  has  not  deserved  one.  He  has  gotten  into  a  rut 
and  his  business  would  have  been  the  better  for  his 
getting  away  from  it.  He  needs  a  good  square  look 
at  himself  and  it. 

The  matter  of  health  or  pleasure  is  quite  another 
thing,  and  has  been  discussed  so  much  that  it  is  not 
necessary  to  more  than  refer  to  it.  But  there  are  people 
who,  as  far  as  this  reason  is  concerned,  never  need  a 
holiday.  They  are  as  healthy  as  oaks  and  as  for  plea- 
sure they  never  know  how  to  play  and  probably  would 
be  the  sadder  themselves  and  sadden  others  by  an  attempt 
to  learn.  But  the  business  man  owes  it  to  himself  and 
his  business  to  get  out  of  himself  and  his  shop  and  see 
what  others  are  doing  in  his  line.  Two  weeks'  vaca- 
tion wisely  spent  this  summer,  may  be  worth  more 
to  a  shoeman  than  all  the  plugging  he  can  do  from  now 
till  the  first  of  September.  But  holidays  like  every- 
thing else  need  to  be  taken  with  a  goodly  admixture 
of  horse  sense. 

SUMMER  ADVERTISING. 

IT  is  not  to  be  expected  that  business  in  July  or  August 
will  reach  the  proportions  of  May  or  June,  but  that 
is  no  reason  why  a  merchant  who  has  to  pay  overhead 
should  sit  down  and  wait  for  opportunity  to  knock 
at  his  door.  It  may  not  pay  to  put  the  amount  of  money 
into  mid-summer  advertising,  that  one  would  devote 
to  a  spring  campaign,  but  it  will  certainly  not  pay  to 
let  advertising  go  to  seed  or  run  loose.  If  you  are  cut- 
ting down  your  advertising,  see  that  you  get  every  dol- 
lar's worth  you  put  into  it  back  in  results  if  possible. 
Summer  advertising  is  often  allowed  to  make  retailer 
establishments  look  ridiculous.  In  a  newspaper  the 
other  day  appeared  a  hundred  line  announcement  calling 
attention  to  articles  that  were  out  of  general  use  by  the 
first  of  June.  It  is  with  an  advertisement  as  with  a 
sermon  or  address.  The  shorter  the  time  or  space  the 
more  necessary  it  is  to  say  something. 
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Advertising  the  Shoe 
Business 

A  Campaign  to  Build  Business 
Discussed- -Shoe  Week  for  Sept- 
ember. 

BUSINESS  is  being  done  by  those  who  are  going 
after  it.  In  various  parts  of  the  shoe  and  lea- 
ther trade  certain  concerns  are  getting  a  good 
share  of  business,  whether  from  certain  circum- 
stances, or  special  efforts,  or  a  combination  of  both. 
Retailers,  wholesalers,  manufacturers  and  tanners, 
working  individually  along  separate  lines,  are  trying 
to  stir  up  business. 

On  the  whole,  however,  the  volume  of  trade  has 
been  disappointing.  Conditions  of  employment,  gen- 
eral business,  money  available — none  of  these  factors 
are  sufficient  to  account  for  the  slackness.  People 
are  spending  money  on  all  sorts  of  pleasures  and  lux- 
uries— witness  the  extraordinary  progress  of  the 
motor  industry.  But  they  "are  not  buying  shoes  as 
they  should. 

The  questions  come,  "Does  part  of  the  fault  lie 
with  the  shoe  trade?  Are  we  aggressive  enough?  Is 
there  any  method  that  could  be  adopted  to  build  up 
the  shoe  business,  and  build  it  more  or  less  perman- 
ently?" 

Two  Suggested  Methods. 

Among  other  suggestions,  two  were  considered 
worth  placing  before  the  trade.  Leading  dealers 
through  the  country  were  therefore  approached  with 
the  following  questions  : — 

1.  Don't  you  think  a  national  campaign  for  ad- 
vertising shoes  would  be  an  advantage  to  both  manu- 
facturer and  retailer  just  now,  or  preceding  Fall 
Business? 

2.  What  do  you  think  of  the  "Shoe  Week"  idea, 
devoting,  say,  the  first  week  in  September  through- 
out Canada  to  boosting  the  sale  of  shoes  for  "the 
whole  family?" 

The  first  question  is  one  on  which  most  mem- 
bers of  the  trade  would  be  agreed — providing  the 
money  was  in  sight.  It  is  not  a  project  that  can  be 
undertaken  or  decided  overnight.  But  it  is  certainly 
worthy  of  serious  consideration  right  now.  The 
question  of  advertising  at  all  times  requires  study 
from  several  angles, — when  to  advertise,  where  to 
advertise,  and  how  to  advertise.  When  pockets  are 
full  and  times  flush,  is  generally  the  time  when  ad- 
vertising of  an  educational  nature  is  undertaken. 
Logically,  however,  the  time  to  advertise  heavily  is 
when  business  is  bad — to  build  for  the  future. 

Collective  advertising  of  an  industry,  if  handled 
properly,  is  bound  to  bring  results.  Recently  the 
knit  underwear  manufacturers  undertook  to  adver- 
tise their  industry  and  product  in  the  United  States, 
and  already  claim  to  have  received  benefits  in  in- 
creased trade. 

The  sole  leather  tanners  of  the  United  States 
have  appropriated  nearly  a  million  dollars  to  spend 
in  advertising. 

The  shoe  findings'  men  of  the  United  States  are 
also  discussing  the  possibilities  of  advertising  to  re- 
build the  shoe  repair  trade. 


The  question  of  advertising  the  shoe  and  leather 
industries  in  Canada  is  a  very  live  one.  It  should 
have  close  scrutiny  and  careful  thought,  on  the  part 
of  all  the  various  branches  of  the  trade.  If  it  is  to 
be  done,  however,  too  much  time  should  not  be  lost. 
For  that  reason  we  are  bringing  on  the  discussion 
now,  with  the  idea  that  if  the  proposition  holds  suffi- 
cient promise  of  benefit  to  the  trade,  advantage  may 
be  taken  of  it. 

Already  a  large  number  of  dealers  have  expressed 
decided  approval  of  the  suggestion.  Given  sufficient 
favor  in  the  trade,  ways  and  means  together  with  the 
definite  advantages  to  be  obtained  should  be  studied. 
That  can  only  be  done  by  the  organizations  of  the 
various  branches  of  the  industry. 

Meanwhile,  look  into  the  question,  let  us  have 
your  opinions  or  suggestions,  so  that  the  project 
can  be  fully  examined  and  if  found  advisable,  action 
taken. 

What  Retailers  Say. 

A  Toronto  retailer,  very  prominent  in  the  trade 
and  in  association  work,  who  is  known  from  coast  to 
coast,  says :  "Yes !  If  done  on  a  large  scale  for  Fall. 
It  is  too  late  for  Summer  trade."  He  asks  "Where 
will  the  funds  come  from?" 

A  leading  Winnipeg  retailer  says :  "I  think  that 
a  well  arranged  plan  for  the  Fall  season  would  be  of 
advantage,  but  just  what  the  plan  should  be,  I  can- 
not say,  more  than  that  it  should  be  to  the  point." 

A  Hamilton  dealer  comes  through  with  approval 
of  the  plan,  and  makes  some  suggestions  of  real 
value,  which  are  indications  of  how  the  plan  could  be 
worked.    These  we  will  pass  on  a  little  later. 

On  Ottawa  man  says  just,  "Yes!  Now!" 

A  St.  Catherines  dealer  expresses  approval,  pro- 
vided it  does  not  conflict  with  seasonable  advertis- 
ing. 

A  Montreal  dealer  and  a  Saskatoon  man  say 
"Yes !    It  would  be  a  blessing." 

Another  National  figure  in  shoe  circles  says  "The 
idea  is  splendid,  and  the  combined  associations  should 
get  together  very  soon  upon  it.  The  time — preceding 
Fall." 

There  you  have  a  fairly  uniform  agreement. 
Only  one  man  said  that  he  felt  the  idea  could  not  be 
made  worth  while. 

The  question  is  open  for  discussion.  Let  us  hear 
from  you. 

About  Shoe  Week. 

There  are  so  many  "Days"  *  and  "Weeks"  of 
special  significance,  that  the  suggestion  of  a  "Shoe 
Week"  was  considered  very  thoroughly  before  it 
was  passed  on  for  discussion.  There  is  no  doubt, 
however,  that,  handled  properly,  such  an  event  would 
bring  business  to  the  shoe  retailer  that  he  otherwise 
would  not  get,  and  would  stir  up  definite  interest  on 
the  part  of  the  public.  This  subject  links  up  closely 
with  the  first  one  discussed,  and  might  serve  as  a 
climax  to  a  campaign,  or  the  beginning  of  one. 

The  first  week  of  September  might  seem  a  trifle 
early,  suggestions  have  been  made  that  it  be  during 
the  second  or  third  week.  But  in  all  quarters  the  idea 
is  received  even  more  favorably  than  the  advertising 
campaign — possibly  because  it  is  more  definite,  and 
actual  money  returns  could  be  seen. 

In  September  the  families  return  from  their 
summer  outings,  the  boys  and  girls  start  school, 
(Continued  on  page  44) 
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Business 
Neurasthenia 

Diagnosing  Business  Evils  and 
Applying  the  Remedy.  The  Need 
for  New  Outlook  and  Plain  Hard 
Work.     Quit  Grousing. 

THE  war  has  proven  a  cataclysm  in  more  ways 
than  in  the  great  sacrifice  of  men  and  treasure 
involved.    The  aftermath  has  been  even  worse 
than  the  war  itself  and  the  results,  social  and  commercial 
have   been   nothing   short   of  disastrous. 

Spiritual  leaders  everywhere  bemoan  the  revulsion 
from  the  fear  of  uncertainty  and  shock  of  war  time 
to  the  jazz  of  unbridled  pleasure  and  passion.  Busi- 
ness men  have  been  puzzled  and  almost  paralyzed  by 
the  transition  that  has  taken  place  from  the  condi- 
tions that  prevailed  before  and  during  the  war.  Times 
have  indeed  changed,  and  business  is  to-day  no  more 
like  it  was  in  1914  or  1919  than  chalk  is  like  cheese. 
Have  You  Changed? 

Some  men  are  travelling  or  endeavoring  to  travel 
in  the  same  tracks  or  at  the  same  pace  that  they  did 
five  or  ten  years  ago,  but  there  is  a  far  greater  propor- 
tion that  are  not  travelling  at  any  pace  at  all,  but  are 
just  hobbling  along  waiting  for  things  "to  come  'round". 
This  can't  be  done  with  any  hope  of  success. 

There  are  retailers  who  in  the  period  of  1916  to 
1920  made  money  so  fast  and  so  easily  that  it  seemed 
like  picking  up  gold  nuggets  on  the  street.  People  did 
not  ask  the  price  of  footwear,  for  the  figures  went  con- 
stantly up  and  everybody  took  it  for  granted.  The 
spirit  of  recklessness  which  followed  the  war  made  buyers 
indifferent  as  to  costs.  The  very  relief  that  came  with 
victory  over  the  Hun  caused  staid  people  to  cast  caution 
to  the  winds.  Women  took  a  pride,  and  men  too  for 
that  matter,  in  saying  that  their  shoes  cost  them  eighteen 
and  twenty  dollars.  We  were  so  used  to  talking  in  big 
figures  that  an  extra  cipher  in  the  markup  did  not  mean 
anything. 

Business  came  so  easy  that  our  moral  as  well  as 
social  and  commercial  muscles  relaxed  and  presently 
became  almost  atrophied.  Men  who  had  become  accus- 
tomed to  long  hours  and  hard  work  "slipped".  Shoe- 
men  began  to  think  they  were  bankers  instead  of  re- 
tailers. 

Goods  sold  themselves,  therefore  less  attention 
was  given  not  only  to  advertising,  but  store  surround- 
ings and  methods,  with  the  result  that  everybody  from 
the  clerk  to  the  proprietor  became  a  "slacker".  Wages 
and  profits  went  up,  and  service  and  work  came  down. 
Is  it  any  wonder  that  establishments  lost  their  "punch" 
and  even  their  ability  to  stand  up  before  the  reversal 
of  conditions  that  came  between  1920  and  1922?  Stocks 
were  allowed  to  accumulate  and  worse  still  moss  was 
allowed  to  gather  upon  the  store  and  its  methods.  With 
the  almost  general  demoralization  came  the  tendency  to 
"jazz"  up  business  instead  of  jacking  it  up.  The  style 
craze  became  alike  the  aim  of  the  manufacturer  and  the 
retailer  with  what  results  both  have  since  only  too  sadly 
realized.  It  has  been  a  case  of  "out  of  the  frying  pan 
into  the  fire." 

That  some  establishments  have  been  able  to  ad- 
just themselves  to  changing  conditions  is  to  their  credit, 
and  proves  that  the  sane  policy  of  buying  and  selling 
is  the  real  remedy  for  business  neurasthenia.  All  the 
medicine  and  coddling  in  the  world  will  not  avail  for  a 


man  whose  nerves  collapse.  What  he  needs  is  fresh 
air  and  outdoor  occupation  to  build  up  his  wasted  vit- 
ality. You  might  as  well  try  to  doctor  an  engine  whose 
batteries  have  given  out,  with  gasoline  or  lubricating 
oil,  as  try  to  put  a  dead  business  on  its  feet  by  moan- 
ing and  hoping  for  better  things. 

If  the  three  thousand  retail  shoe  dealers  of  Canada 
would  make  up  their  minds  to  roll  up  their  sleeves  and 
sell  goods,  business  would  be  on  its  feet  in  a  month. 
They  would  need  more  shoes,  and  that  would  start  things 
with  the  shoe  manufacturer  and  tanner. 

Turn  up  your  books  for  last  year,  and  make  up 
your  mind  that  you  will  increase  your  sales  twenty- 
five  per  cent,  by  August  first.  If  you  reach  but  half- 
way to  this  goal  you  will  have  accomplished  something 
and  if  only  a  thousand  dealers  increase  their  sales  to 
this  extent  it  will  make  quite  a  handsome  addition 
to  the  shoe  production  of  the  country. 

There  are  too  many  people  waiting  for  a  change 
in  the  tide  to  carry  them  back  to  prosperity.  The 
thing  is  to  head  the  craft  in  the  direction  of  success  and 
then  with  oars,  sail  or  anything  else  available,  work 
like  Trojans   to   get  her  to  port. 


PROFITABLE  RETAILING. 

"Every  village  and  town  in  the  country  offers 
opportunity  for  a  merchant  to  get  rich  if  he  will  chart 
his  purchases,  his  sales  and  his  advertising,"  Homer  J. 
Buckley,  head  of  Buckley,  Dement  &  Co.,  Chicago, 
told  the  Retail  Advertisers'  Association,  in  an  address 
on  "Putting  the  retailer  on  the  profit  side  of  the  ledger." 

Referring  to  the  fact  that  the  average  life  of  a  re- 
tail store  is  seven  years,  the  speaker  said  that  many 
misguided  persons  shout  excessive  overhead  as  the 
cause  of  numerous  failures,  when  overhead  cuts  no 
figure  if  sales  turnover  is  large  enough. 

"Instead  of  .spending  our  time  in  finding  out  ways 
and  means  of  reducing  overhead  which  in  time  means 
lower  wages  and  less  buying  power"  he  said,  "let's  spend 
our  time  figuring  out  ways  and  means  of  selling  more 
merchandise,  getting  a  bigger  turnover  out  of  our  stocks 
through  the  means  of  the  higher  wages. 

"You  never  see  a  big  salesman  cutting  down 
expenses.  He  is  always  thinking  of  how  he  can  spend 
more  to  sell  more  and  all  big  sales  and  big  salesmen 
have  as  their  background  liberal  expenditures  in  some 
form  or  other. 

"When  we  begin  to  look  around  for  ways  and  means 
.of  increasing  sales  or  turnover,  what  do  we  find?  We 
find  gross  inefficiency — we  find  no  analysis  of  the  mar- 
ket—we find  no  budget  of  finance  and  purchases.  We 
find  no  preconceived  plan  of  action.  We  find  no  sales 
strategy.    We  find  no  advertising  ability. 

"With  these  fundamental  principles,  all  stores, 
all  businesses  can  and  will  succeed  even  though  they 
may  be  in  the  most  limited  locations. 

"In  other  words,  there  is  little  science  in  the  re- 
tail business  and  too  much  guess-work  and  trust  to 
luck. 

"Next  to  poor  salesmanship,  the  greatest  leak 
of  profits  in  the  retail  store  is  the  waste  of  time.  This 
leak  is  more  often  caused  by  not  having  a  plan  and  work- 
ing it  out. 

"Advertising  and  sales  events  should  be  laid  out 
weeks,  and  in  many  cases,  months  in  advance,  and  buy- 
ing should  be  regulated  on  such  a  plan.  This  will  en- 
able goods  to  be  ordered,  displays  arranged,  and  the 
clerks  posted,  thus  everything  will  be  thoroughly  co- 
ordinated." 
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The  Last  Two 
Pairs 

The  Retailer's  Problem  is  One  of 
Buying  as  well  as  selling. 

THE  development  of  novelty  shoes  and  hand  to 
mouth  buying  has  served  to  unsettle  the  trade 
to  the  extent  that  dealers  all  through  the  country 
have  shown  signs  of  something  closely  approaching 
panic.  Cold  feet  cause  loss  of  perspective.  In  try- 
ing to  avoid  one  danger,  the  dealer  runs  right  into  an- 
other. In  the  effort  to  make  sales,  profit  is  forgotten — 
not  deliberately,  but  by  reason  of  merchandising  methods; 
or  lack  of  method,  brought  on  by  fear  or  uncertainty. 

If  a  shoe  dealer's  fair  net  profit  should  be,  say  eight 
per  cent.,  and  that  looks  high  these  days,  he  has  got  to 
see  that  his  shoes  are  all  sold,  which  means  that  they 
must  be  well  bought.  To-day,  it  is  safe  to  say  that 
a  great  many  dealers  have  their  profits  tied  up  in  shoes 
on  their  shelves,  which  may  never  be  sold.  This  is 
one  of  the  results  of  their  short  sighted  policy  of  buying. 

A  shoeman  who  has  been  watching  this  situation 
closely  was  talking  to  the  Shoe  and  Leather  Journal 
on  the  dangers  involved  in  the  methods  at  present  fol- 
lowed by  many  dealers. 

"Suppose  a  dealer  buys  fifteen  pairs  of  a  certain 
shoe,"  he  said,  "and  sells  thirteen  of  them.  The  other 
two,  by  reason  of  size  or  width,  are  left  on  his  shelves. 
Now  those  two  pairs  represent  more  than  his  expected 
profit  on  the  fifteen  pair  lot.  If  he  cannot  sell  them, 
he  shows  a  loss  on  the  whole  deal. 

"What  does  he  do?  He  buys  fifteen  pairs  of  another 
shoe,  and  repeats  the  performance.  Then  he  has  four 
pairs  of  obsoletes  which  will  remain  in  stock  to  gather 
dust  or  which  are  jobbed  off  or  given  away.  And  so 
he  continues  to  pile  up  a  loss  on  his  shelves,  which  may 
not  discover  itself  for  months. 

"Will  you  tell  me  why  a  dealer  after  buying  a  fifteen 
pair  lot — and  it  is  surprising  how  many  of  them  do 
buy  in  this  way — should  be  afraid  of  the  shoe,  and  turn 
to  another  one,  instead  of  repeating?  Here  is  a  man 
who  has  sold  thirteen  pairs  of  one  shoe  and  is  through 
with  it!    How  is  that  for  good  business? 

"Suppose,  on  the  other  hand,  that  he  sizes  up  on 
this  same  shoe,  maybe  once,  maybe  twice,  or  more. 
Say  he  only  buys  to  the  extent  of  thirty  pairs  of  the  shoe. 
When  he  is  through  he  has  the  same  two  shoes  on_  his 
shelves,  or  perhaps  three,  instead  of  four.  Multiply 
this  over  and  over,  and  see  what  a  difference  it  makes 
to  his  stock  and  profits. 

"Of  course,  I  admit  that  it  is  impossible  to  buy 
shoes  so  as  to  have  no  obsoletes.  That  is  why  I  say, 
if  you  are  going  to  have  some  shoes  left  on  your  shelves, 
make  them  as  few  as  possible,  not  two  out  of  every  fifteen 
pairs.  For  it  is  on  the  last  couple  of  pairs  the  dealer 
makes  his  profit. 

"I  know  dealers  who  are  playing  the  game  right, 
and  making  money  on  it.  If  a  shoe  is  good  for  one  buy, 
it  is  good  for  at  least  a  second  order  to  fill  in.  And 
often  they  buy  three  or  four  times  on  the  same  shoe. 

"But  many  retailers  who  should  know  better  are 
playing  the  game  as  I  have  outlined  it.  They  place  a 
small  order  on  a  shoe,— an  order  that  is  far  too  small. 
Then  they  get  frightened,  and  instead  of  capitalizing 
on  the  first  purchase,  jump  to  a  new  shoe  entirely. 

"Is  it  any  wonder  that  the  shoe  trade  is  unsettled 
and   a  veritable  chaos? 

"Manufacturers  are  partly  to  blame  for  the  sit- 


uation. They  must  realize  that  it  is  up  to  them  to 
help  the  retailer  buy  properly.  In  that  way  only,  will 
they  develop  sound  accounts.  And  buying  means 
not  only  styles,  but  sizes  and  widths.  I  have  seen 
orders  given  by  retailers,  who  are  generally  considered 
competent,  which  covered  a  range  of  sizes  and  widths 
that  would  make  it  impossible  for  the  deal  to  show  a 
profit    to  them." 

This  shoeman's  opinions  and  comments  strike 
at  one  of  the  prime  evils  of  the  shoe  business  to-day. 
Recently  we  had  a  "Round  Table"  discussion  on  "Styles 
and  Sizes."  Apparently  the  question  needs  study 
from  all  angles  and  close  co-operation  between  dealer 
and  wholesaler  and  manufacturer.  It  maybe  all  right 
to  sell  a  man  a  bill  of  goods,  but  unless  he  can  in  turn 
sell  so  as  to  make  a  profit,  there  is  no  permanent  ad- 
vantage in  the  situation  for  anyone. 


Wanted— A  Slogan 

The  dictionary  defines  a  slogan  as  a  rallying 
or  battle  cry,  but  the  commercial  sense  of  the 
word  is  not  quite  so  strong.    It  is  said  that  the 
Indian  war  cry  once  heard  is  never  forgotten, 
and  in  a  like  sense  the  slogan  or  "selling  cry" 
of  the  shoe  retailer,  should  be  as  familiar  and 
positive  to  his  customer,  as  their  own  home. 
A  list  of  slogans  compiled  by  this  office  during 
the  past  few  months  has  not  produced  anything 
of  a  brilliant  or  startling  nature.    The  average 
dealer  seems  content  to  say  that  he  has  "quality 
shoes"  "shoes  that  fit",  or  something  quite  of 
that  nature  that  is  forgotten  as  soon  as  read. 
The  retailer's  slogan  should  carry  a  continual 
message  of  prestige  for  the  store.    It  should 
if  possible  be  short,  catchy  and  easy  to  remember, 
at  the  same  time,  recalling  the  dealer's  store 
in  that  person's  mind.    A  slogan  should  be  every- 
where and  on  everything  in  the  windows,  on  the 
door,  on  the  bill  and  letter  heads,  on  every  wrapped 
parcel  that  leaves  the  store,  and  at  all  times  it 
should  sell  shoes  and  raise  in  the  public's  mind 
the  desire  to  own  shoes.    The  slogan  of  the 
Paint  and  Varnish  Association,  "Save  the  Sur- 
face and  You  Save  all"  tells  a  whole  story  in  the 
flash  of  an  eye.    What  the  shoe  trade  wants  and 
should  have  is  a  national  slogan  appearing  in 
every  shoe  store  in  Canada  from  coast  to  coast. 
It  wants  a  slogan  that  will  increase  the  sale  of 
shoes,  and  will  do  for  the  shoe  trade  what  "Say 
it  with  Flowers"  has  done  for  the  Florist  Associa- 
tion.   The  Shoe  and  Leather  Journal  is  willing 
to  offer  two  prizes  for  the  two  best  national  slogans, 
suitable  for  the  purposes  expressed  above.  First 
prize   $15.00,   second   prize   $10.00.    The  con- 
test will  close  September   1st,   1923.    Send  as 
many  attempts  as  you  like,  but  keep  each  one 
on  a  separate  piece  of  paper,  the  slogan  on  one 
side,  and  your  name  and  address  on  the  back. 
Send  all  replies  to  the  "Slogan  Editor",  Shoe  and 
Leather  Journal,  545  King  St.  West,  Toronto. 

The   following  examples  have  been  jotted 
down  to  give  you  something  to  work  to. 

It's  Always  Fair  Weather, 
With  Shoes  of  Real  Leather. 
There's  nothing  like  Leather 
For  all  kinds  of  Weather. 
The  best  Shoes  are  none 
too  good  for  your  feet. 
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The  Shoe  Industry 
in  Canada 

Development  and  statistics  re- 
ported by  Dominion  Bureau  of 
Statistics. 

THE    Dominion    Bureau    of   Statistics,  operating 
under  the  Department  of  Trade  and  Commerce 
has  just  issued  a  report  on  the  Leather  Boot  and 
Shoe  Industry  of  Canada,  which  deals  with  the  develop- 
ment of  the  industry   from   a  historical  point  of  view, 
and  covers  the  statistics  available  for  the  year  1921. 

From  the  standpoint  of  pride  in  the  industry  it 
is  interesting  to  look  over  the  historical  data,  though 
this  has  been  presented  several  times  from  various 
sources.    The  report  says: — 

The  boot  and  shoe  manufacturing  industry  in 
Canada  dates  back  to  the  earliest  days.  The  first 
mention  of  it  is  contained  in  communications  dated 
1667  forwarded  to  Old  France  by  the  Jesuits,  stating 
that  it  was  impossible  for  a  country  to  be  formed  en- 
tirely without  manufacturers;  that  there  was  already 
in  operation  in  the  colony  a  shop  for  the  manufacture 
of  shoes  and  hats;  and  that  progress  was  being  made 
towards  the  establishment  of  a  factory  for  the  manu- 
facture of  linen  and  leather.  The  first  census  of  New 
France,  taken  in  1667,  records  a  population  of  3,215 
souls  in  which  20  shoemakers  were  included. 

In  the  early  days  of  Canadian  colonization  the 
inhabitants  for  the  greater  part  supplied  their  needs 
by  home  labour.  Shoemakers,  however,  found  it  dif- 
ficult to  live  on  their  industry  alone,  and  in  addition 
took  part  in  the  manufacture  of  potash,  in  cattle  raising, 
etc. 

The  First  Canadian  Tannery 

The  four  years  1667-1671  saw  rapid  strides  in  the 
development  of  shoemaking.  In  the  latter  year  approx- 
imately one  third  of  all  shoes  required  were  manufactured 
from  leather  tanned  locally.  Previous  to  1670  no  tan- 
nery was  operated,  the  tanning  processes  being  carried 
on  by  farmers.  The  establishment  of  the  first  tannery 
was  at  Quebec  in  1670;  ox  and  moose  skins  were  tanned 
at  this  place  as  early  as  1691. 

Progress  Of  The  Industry 

No  public  record  is  readily  available  on  the  de- 
velopment of  the  boot  and  shoe  manufacturing  in- 
dustry during  the  next  hundred  years.  Up  to  about 
1860  the  retailers  had  been  purchasing  their  stocks 
mostly  from  United  States'  manufacturers  and  only  a 
small  quantity  of  Canadian  made  shoes  were  marketed 
through  the  stores.  The  shoemakers  at  that  time  were 
engaged  for  the  most  part  in  supplying  made-to-measure 
boots  which  they  delivered  direct  to  their  customers. 
In  1859,  however,  the  import  duty  was  increased  from 
123^  to  25  per  cent.  This  additional  protection  proved 
a  stimulus  to  the  growth  of  shoe  manufacturing  in  Canada, 
and  available  statistics  record  a  continuous  progress 
from  that  date  to  the  present,  output  increasing  year 
by  year,  especially  in  the  medium  and  coarse  grades. 
Imports  at  the  same  time  diminished  and  an  export 
trade  was  even  begun.  The  finer  grades  of  shoes  were 
supplied  by  the  United  States'  manufacturers  until 
about  1882  when  Canadian  factories  began  the  pro- 
duction of  fine  shoes  on  a  larger  scale.  Three  years 
later,  in  1885,  the  total  imports  were  only  an  incon- 
siderable portion  of  consumption   and  such  sales  as 


took  place  reflect  a  last  effort  on  the  part  of  United 
States'  manufacturers  to  retain  the  Canadian  market 
by  granting  to  their  customers  the  most  favourable 
prices  and  conditions. 
Introduction  Of  Machinery 

Prior  to  Confederation  the  handicraft  system  of 
producing  boots  and  shoes  was  general  and  very  little 
machinery  was  used.  The  first  record  of  machinery 
dates  from  1847  when  Brown  and  Childs,  operating  on 
Notre  Dame  Street,  Montreal,  imported  several  sew- 
ing machines  for  stitching  uppers.  It  may  be  noted 
that  this  development  was  ill  received  by  the  workers, 
and  that  when  the  Parliament  Buildings  were  destroyed 
in  1849,  the  protection  of  the  police  and  militia  were 
required  to  save  the  factory  of  Brown  and  Childs.  Pegg- 
ing machines  were  next  brought  into  use.  The  McKay 
machine  for  sewing  soles  found  its  way  into  shoe  fac- 
tories during  the  period  1867-70;  available  data  would 
indicate  that  Shodes  and  Ames  of  Montreal  were  the 
first  to  use  them.  The  utmost  secrecy  was  maintained 
for  some  time  as  to  the  mechanism  and  the  operation 
of  these  machines;  the  men  imported  for  their  opera- 
tion commanded  high  wages  and  maintained  the  belief 
that  the  machines  were  of  intricate  construction  and 
demanded  operators  of  the  highest  degree  of  skill.  Short- 
ly following  the  use  of  the  McKay  sole  sewing  machine, 
the  screw  wire  machine  and  Goodyear  machinery  were 
put  into  use,  together  with  a  number  of  edge  trimming 
and  finishing  devices,  as  well  as  several  lesser  machines, 
skivers,  rollers,  etc. 
Modern  Manufacturing  Methods 

The  decade  1880-1890  saw  the  art  of  shoemaking 
revolutionized  through  the  adoption  of  the  Goodyear 
machinery.  It  was  during  this  period  that  the  original 
models  of  the  highly  complicated  machinery  in  use  to- 
day were  first  introduced,  permitting  development 
by  rapid  strides  and  tending  to  centralization  of  pro- 
duction in  factories  of  large  capacity. 

As  a  result  of  the  use  of  machinery  on  a  continually 
increasing  scale  for  the  manufacturing  of  boots  and 
shoes,  a  number  of  small  establishments  were  elimin- 
ated and  their  place  in  the  field  of  production  was  taken 
by  factories  of  largely  increased  size.  The  tendency 
to  specialize  also  became  evident.  Factories  formerly 
producing  all  classes  of  shoes  from  the  finer  ladies'  to 
the  coarse  stoga,  now  devoted  their  whole  attention  to 
one  particular  line,  i.e.,  men's  working,  men's  fine, 
children's,  ladies'  fine,  etc.  Probably  the  best  result 
accomplished  by  this  single  line  method  was  the  pro- 
duction at  the  minimum  cost  of  shoes  of  a  maximum 
quality  in  their  respective  lines. 
Present  Conditions 

To-day  the  boot  and  shoe  industry  not  only  holds 
high  rank  in  the  field  of  Canadian  manufactures  but 
is  also  the  raison  d'etre  for  a  number  of  allied  industries 
producing  hundreds  of  thousands  of  dollars'  worth  of 
goods  each  year  and  giving  employment  to  thousands 
of  workers.  Chief  amongst  these  may  be  cited  the 
tanning  industry  which,  to-day,  is  carried  on  in  Canada 
on  a  very  large  scale,  the  manufacturing  of  lasts  and 
patterns,  wooden  pegs,  shoe  machinery,  shoe  findings, 
such  as  pegs,  nails,  counters,  box  toes,  etc.,  thread, 
wax,  etc. 

More  than  90  per  cent,  of  all  leather  boots  and 
shoes  used  in  the  Dominion  now  come  from  our  fac- 
tories. There  are  still  importations  of  specialties  in 
limited  quantities  by  retailers  of  exclusive  lines.  The 
domestic  demand,  due  principally  to  climatic  conditions 
and  the  diversity  of  employment,  has  resulted  in  the 
production^  of  leather   footwear   of  practically  every 
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kind  and  description. 

Our  manufacturers  to-day  produce  the  very  best 
lines  of  dress  shoes  for  men,  women  and  children,  in 
all  leathers;  staple  grades,  heavier  shoes  for  farming 
and  other  occupations:  summer  lines  and  low  priced 
shoes  of  good  quality.  Sporting  requirements  have 
not  been  left  untouched  and  specialties  are  also  pro- 
duced, such  as  high  grade  riding  boots,  skating,  hockey, 
football,  golf,  tennis,  baseball  boots,  etc.  Other  fac- 
tories specialize  in  the  production  of  hunting  boots, 
river  divers',  prospectors'  and  miners'  boots,  larrigans, 
moccasins  and  shoe-packs.  Whether  it  be  to  meet  the 
exacting  requirements  of  city  folks  or  to  supply  the 
need  of  lumbermen,  prospectors  and  farmers  or  to  pro- 
vide comfort  during  our  hot  summer  months  as  well 
as  to  withstand  the  cold  of  our  winters,  the  wide  range 
to  chose  from  will  provide  the  necessary  footwear.  The 
choice  offered  by  Canadian  manufacturers  is  such  that 
many  distributors  to-day  carry  seven  or  eight  hundred 
samples  from  which  their  customers  may  select. 

The  progress  recorded  to  the  present  day  is  regarded 
as  the  beginning  only  of  an  era  of  continued  expansion 
for  this  industry.  Canada  has  special  facilities  to  pro- 
mote its  growth  and  progress.  Its  fine  pastures  are 
capable  of  maintaining  in  the  healthiest  condition  im- 
mense herds  of  cattle,  furnishing  our  tanneries  with 
supplies  of  skins  and  hides  There  are  also  quantities 
of  tanning  materials  for  the  preparation  of  leather. 
Well  directed  energy  could  apparently  place  the  Dom- 
inion in  the  foremost  rank  of  leather  manufacturing 
countries. 

The  Industrial  Census  returns  of  1921  report  177 
factories  as  producing  15,046,985  pairs  of  shoes,  or  an 
average  of  85,011  pairs  per  factory.  The  total  value 
of  the  shoes  produced  was  $44,665,381. 

Comparison  of  the  production  with  the  preced- 
ing four  years  resulted  as  follows: — 


1917   ?49,1 70,062 

1918   46,387,665 

1919   63,319,128 

1920   66,817,174 

1921   44,665,381 


In  1921,  production  was  lower  than  in  1920  by 
nearly  three  million  pairs,  while  values  were  also  lower. 
On  the  contrary,  the  number  of  pairs  produced  in  1920 
was  about  1,200,000  less  than  in  1919,  but  the  value 
was  greater  on  account  of  higher  prices. 

Comparison  of  pairs  produced  for  three  years, 
resulted  as  follows: — 


Items  1921  1920  1919 

No.  of  pairs.  No.  of  pairs.  No.  of  pairs. 


Boots  and  shoes — 

Men's              3,494,502  4,805,005  5,417,956 

Boys'                  739,664  1,028,567  864,224 

Youths'             443,780  521,910  565,037 

Ladies'             4,724,538  5,509,992  5,747,248 

Misses'                848,287  846,994  1,404,494 

^  Girls'                 903,613  1,038,655  1,774,670 

Slippers — 
Men's,  boys' 

and  Youths'  565,277  732,562  502,601 
Ladies',  mis- 

es'&  girls'  ....  1,461,508  1,809,369  1,223,939 
Infants'  shoes  & 

slippers                1,074,145  814,975  861,505 

Larrigans                 70,969  213,718  185,411 

Moccasins              419,568  373,219  344,775 


TOTALS    14,745,851     17,693,966  18,891,860 


The  trend  of  prices  is  shown  by  the  following  table: — 

Average  price  per  pair. 
Classes  1921    1920  1919 


$ 

$ 

$ 

Boots  and  Shoes: — 

Men's  

4 

.38 

5 

.55 

4 

.69 

Boys'   

2 

.52 

3 

.56 

3 

.01 

Youths'   

2 

.83 

2 

.78 

2 

.25 

T         1  *  ' 

Ladies   

3 

.56 

4 

.29 

3 

.86 

Misses'   

2 

13 

2 

.60 

2 

.23 

Girls'   

1 

72 

1 

.93 

1 

.73 

Slippers : — 

Men's,  boys'  and  youths' 
Ladies',  misses'  and  girls' 

1 

37 

1 

31 

1 

43 

1 

64 

1 

22 

1 

27 

Infants'  shoes  and  slippers 

1 

02 

1 

00 

99 

Larrigans   

3 

84 

4 

58 

3 

59 

Moccasins   

1 

69 

2 

57 

1 

86 

The  figures  given  are  factory  values,  and  can  only 
be  taken  as  indicative  of  the  general  trend,  as  no  account 
is  taken  of  grade,  quality,  or  process  of  manufacture. 

An  interesting  light  is  thrown  on  costs  by  the  fact 
that  the  increase  in  cost  of  raw  materials  in  1919,  over 
1918  was  46  per  cent.  This  level  was  maintained  in 
1920,  while  a  drop  of  42  per  cent,  occurred  between 
1920  and  1921.  This  would,  of  course,  be  due  not  only 
to  lowering  of  values,  but  also  of  quantity. 

Recent  figures  in  the  United  States  show  that  the 
per  capita  consumption  of  shoes  in  that  country  is  2.9. 
Basing  Canadian  figures  on  the  Government  report 
of  fifteen  million  pairs  made  in  1921  and  a  population 
estimated  at  .  9,000,000  the  per  capita  consumption 
would  be  less  than  two.  The  inference  is  that  if  the 
people  of  the  United  States  need  to  be  taught  to  wear 
more  shoes  per  capita,  the  need  is  even  greater  in  this 
country. 


SHOES  AT  THE  CANADIAN  NATIONAL 
EXHIBITION. 

This  year  a  greater  showing  of  shoes  will 
feature  the  Canadian  National  Exhibition  at 
Toronto.  This  show  is  unique  in  that  it  affords 
thousands  of  the  general  public  an  opportunity 
to  see  the  products  of  Canadian  shoe  and 
leather  manufacturers. 

From  the  standpoint  of  the  shoe  trade,  that 
is  good.  But  the  retailer  can  get  more  out  of  it 
than  these  indirect  benefits. 

Coming  as  it  does,  at  the  end  of  the  holiday 
season,  it  ushers  in  the  active  Fall  selling  sea- 
son. The  leading  manufacturers  of  the  country 
and  their  products  are  gathered  under  one  roof, 
in  one  section  of  a  building.  What  better  chance 
is  ever  offered  of  "going  to  market".  In  a  day 
or  so,  the  dealer  can  not  only  look  over  the 
shoes,  but  can  meet  salesmen  and  heads  of  con- 
cerns. 

We  believe  that  the  dealers  of  Canada  have 
been  passing  up  a  good  bet.  We  believe  it 
would  be  to  the  direct  benefit  of  every  retailer 
who  can  possibly  make  it,  and  who  is  within 
striking  distance  of  Toronto,  to  plan  to  spend 
two  or  three  days  at  least  visiting  with  the  shoe 
trade  at  the  Toronto  Exhibition. 

Just  now,  when  holidays  and  trips  are  being 
worked  out  is  an  excellent  time  to  think  about 
the  Shoe  Show  at  the  Canadian  National  Ex- 
hibition, and  to  make  up  one's  mind  to  see  it. 
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Selling  Summer  Lines  From 
The  Newspapers 


by  The  Advertising  Service  Department. 


^Whites  Are  in  the  JjjTrming-  j 


'j.co 


\Jhiie  ShoeWuadcan 


For  Those  Hot  SummeyrDaya  j 


White  goods,  colored  kids  and  colored 
combination  sandals  with  the  King 
Tut  influence,  are  going  to  constitute 
your  June  and  July  sales.  You  do  not 
need  to  be  told  that  white  goods  will  be 
sold,  men  and  women  must  have  white 
shoes  for  summer  wear.  All  you  need 
to  do  in  your  white  and  sport  shoe  ads. 
is  to  list  your  lines,  give  a  description 
and  a  price.  The  demand  is  there,  it 
is  up  to  you  to  fill  it.  On  sandals  it 
is  a  different  proposition.  All  women 
are  not  quite  sold  on  the  blazing  red  and 
green  cut  out  effects  that  are  claiming 


£  il\e.  ^Boardwalk 


a 


public  attention. In  some  places  they  are  mov- 
ing fairly  well,  in  others  they  won't  go  at 
any  price.  For  the  women  who  are  half 
sold  on  the  sandal  idea,  it  is  an  easy 
matter  to  win  their  custom,  by  artfully 
appealing  to  their  vanity ,or  persuade  them 
to  get  sandals  to  match  their  red  hats. 
Every  argument  you  use  must  be  decided 
by  yourself,  according  to  the  district  you  sell. 
Apparently  we  are  to  thank  the  unearthing 
of  old  Tut  for  the  fancy  effect  now  in  vogue. 
In  writing  copy  for  this  style  of  shoe,  we 

would  suggest  you  endeav- 
or to  get  a  little  touch  of 
the  East  into  your  layout, 
either  with  type  or  some 
fanciable  illustration.  When 
you  get  your  advertisement 
nicely  fixed  up,  don't  ruin 
the  atmospheric  impression 
by  mixing  some  other  staple 
line  in  the  same  advertise- 
ment.    You  can  mix  up 


At77ie:(?aKienfiirty        OnTheLink*  Or  At  Tennis, 

BLiukh  Sport  Shoes  Set  Sport  Styles 


white  and  sport  shoes,  but  with  novelty 
stuff,  it  is  better  to  concentrate.  Talk 
quality,  price  and  style.  Keep  to  one 
type  face,  don't  crowd  your  ads.,  use  good 
cuts  or  none  at  all,  and  pray  that  it  doesn't 
rain,  is  about  all  you  can  do. 

It  might  be  in  order  to  mention  here  the  fact 
that  it  is  not  necessary  to  spend  large 
sums  of  money  on  artistic  illustrations; 
there  are  numerous  cut  services  scattered 
throughout  the  country  that  can  supply 

cuts  at  a  small  cost.  A 
two  or  three  dollar  expend- 
iture on  cuts  will  not 
only  liven  up  your  advert- 
ising but  will  pay  for 
itself  on  short  order.  The 
picture  of  your  shoe  will 
put  your  message  over 
quicker  than  a  long-winded 
descriptive    selling  talk. 


SI 
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A  Twelve  Year 
Expansion 

A  short  history  on  the  growth  of 
Ludlow  Brothers,  Brant  ford. 

FOR  a  business  of  practically  only  twelve  years' 
existence,  the  combined  shoe  store  and  men's 
wear  store  of  Ludlow  Brothers,  Brantford,  stands 
as  an  interesting  study  of  modern  business  expansion. 
Mr.  Charles  H.  Ludlow  gained  his  shoe  experience 
from  Mr.  J.  J.  Watt,  shoe  merchant  of  Brantford,  from 
where,  after  two  years'  ex- 
perience, he  branched  out 
for  himself,  opening  the 
"Royal  Shoe  Parlors"  on  Dal- 
housie  Street.  Mr.  Austin 
Ludlow  was  for  over  eight 
years  a  clerk  with  Mr.  Joseph 
Stanley  of  the  "Big  22", 
where  he  learned  the  men's 
wear  business  from  the  ground 
up.  In  1911  they  amalga- 
mated, starting  a  combined 
shoe  and  men's  furnishings' 
business  at  96-98  Dalhousie 
St.  From  the  very  first, 
shortage  of  space  made 
itself    evident,    causing  the 

more  roomy  quarters.  About  1919,  the  Dominion 
Cafe  at  Numbers  92  and  94  Dalhousie  St.  came 
under  consideration  as  a  future  home  for  this 
rapidly  growing  concern.  This  property  was  event- 
ually purchased,  but  the  Cafe  running  on  a  four  year 
lease,  hampered  building  activities.  The  lease  ran 
out  last  March,  at  which  time  Ludlow's  called  in  their 
contractors  and  commenced  a  thorough  remodelling 
of  the  premises,  inside  and  out. 

The  new  store  is  larger  than  the  old  one,  having 


a  frontage  of  35  feet  and  a  depth  of  132  feet.  The 
frontage  was  divided,  as  shown  in  the  illustration,  giv- 
ing two  large  roomy  windows  16  feet  deep,  with  a  large 
glass  area,  and  an  "island"  window  in  the  centre,  for 
extra  special  displays.  The  indirect  lighting  system 
has  been  used  for  the  principal  illumination,  a  light 
as  near  daylight  as  possible.  The  4,000  feet  of  floor 
space,  has  been  laid  out  thoughtfully  and  carefully 
with  up  to  date  shelving,  modern  display  equipment 
and  other  aids  to  a  well  dressed  store.  With  these  im- 
provements stocks  can  be  handled  easily,  speedily  and 
accurately. 

The  alterations  and  improvements  are  now  com- 
plete, and  the  new  store  is  open  for  business.  The 


Windows  of  Ludlow  Bros.'  new  store,  Brantford,  Ont. 
brothers   to  search  for 

shoe  department  in,  charge  of  Messrs.H.  and  M.  Broome 
and  Mr.  S.  Linscott,  experienced  shoemen  and  graduates 
of  the  School  of  Practipedics,  presents  a  well  equipped 
service  to  customers.  At  the  opening  of  the  new  store, 
newspaper  space  to  the  extent  of  one  page  was  used 
on  the  moving  sale,  a  quarter  of  which  was  devoted  to 
the  stocks  of  men's,  women's  and  children's  shoes  to 
be  found  in  this  department.  This  growing  business 
has  been  built  on  "real  values — close  attention  to  busi- 
ness— and,   satisfaction    to   every  customer". 
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Underconsumption 
of  Shoes 

Why  shoe  trade  lags  behind — 
Capacity  of  factories  too  great 
for  demand. 

IN  an  exhaustive  article  on  this  subject,  Arthur  L. 
Evans  in  the  Shoe  Retailer  takes  up  the  statement 
by  Secretary  Hoover's  Committee  on  "Waste  in 
Industry"  that  there  is  an  80  per  cent,  over  capacity 
in  American  shoe  factories.  He  quotes  census  returns 
to  show  that  the  per  capita  consumption  of  shoes  in 
the  United  States  has  practically  remained  stationary 
since  1879.  In  the  latter  year  it  was  2.6  per  head  of 
the  population  and  in  1922  only  2.9.  From  this  figure 
it  would  seem  that  each  man,  woman  and  child  in  the 
Union  was  using  less  than  three  pairs  of  shoes  a  year. 
Mr.  Evans  says:  "While  we  have  been  busy  perfect- 
ing our  system  of  shoe  manufacturing  through  the  mar- 
velous development  of  shoe  machinery  and  methods; 
and  while  we  have  been  absorbed  in  improving  in  many 
respects  the  raw  materials  and  implements  of  shoe 
manufacture  and  their  rapidity  and  facility  of  pro- 
duction, we  have  allowed  the  matter  of  shoe  consump- 
tion to  rest  where  it  was  34  years  ago." 

Style  Craze  the  Result. 

Continuing  the  discussion,  Mr.  Evans  takes  up  the 
"over-styling"  as  the  natural  result  of  an  effort  to  keep 
up  capacity.  He  says:  "There  are  too  many  shoe 
styles,  or  to  put  it  in  its  true  aspect,  too  frequent  changes 
in  style,  made  unscientifically,  without  adequate  notice 
and  preparation.  The  loss  on  this  score  alone  amounts 
to  many  millions  of  dollars  a  year — to  everybody,  in- 
cluding the  public. 

"How  does  over-capacity  influence  or  cause  the  style 
evil?  By  a  perfectly  natural  process.  Every  shoe 
manufacturer  must  charge  against  each  pair  of  shoes 
he  produces  its  unit  share  of  overhead,  which  is  pretty 
soundly  fixed,  regardless  of  the  number  of  pairs  pro- 
duced. It  is  obvious  that  the  more  shoes  he  makes 
the  less  per  pair  overhead.  So  he  seeks  always  to  do 
as  near  a  capacity  business  as  possible.  Competition 
is  keen,  and  that  affects  his  ability  to  get  business  any- 
how. He  needs  the  benefit  of  the  considerably  lower 
per  pair  overhead  on  the  capacity  production  in  order 
to  meet  competition.  So  he  tries  to  get  added  business 
with  the  lure  of  new  styles.  Every  other  manufacturer 
is  doing  the  same  thing.  Result:  Style  chaos — re- 
tailers in  an  upset  all  the  while — unstable  equilibrium 
of  retail  stocks — inevitable  clearing-out  of  'old'  styles 
(a  few  weeks  old)  for  the  new — which  in  turn  is  'old' 
almost  before  the  dealer  opens  the  cases — 90  per  cent 
of  brains  and  time  put  into  keeping  up  with  the  never- 
ending  style  question — 10  per  cent,  left  for  wise,  fore- 
sighted,  aggressive  store  management.  So,  Loss!  Loss! 
Loss!    Anxiety!    Dissatisfaction!  Uncertainty! 

"And  more's  the  pity,  no  real  increase  in  actual 
shoe  consumption.  What  Manufacturer  A  gets  to- 
ward his  capacity  is  at  the  expense  of  Manufacturer 
B,  and  everyone  contributing  to  the  chaos  and  extra 
cost,  90  per  cent,  of  which  is  avoidable." 

Does  the  Consumer  Benefit? 

"Do  the  consumers  really  benefit  by  all  this?  Not 
in  the  least.  A  parade  of  'second-story  workers'  ab- 
sorbs these  prematurely  dead  stocks  at  a  dollar  or  so  a 
pair,  and  passes  them  on  to  the  public.    The  dollar 


they  save  at  'sales'  they  lose  four  times  over  in  in- 
creased cost  on  their  'regular'  purchases.  An  ever- 
widening  production  of  strictly  cheap  shoes  to  meet 
this  'dumping'  of  good  shoes  is  encouraged. 

"This  means  something  else  again — the  definite 
lessening  of  the  grade  of  shoe  which  the  American  people 
are  to-day  on  the  average  purchasing.  Not  because 
the  people  are  demanding  a  cheaper-quality  shoe,  but 
because  the  industry  is  forcing  it  down  their  throats 
in  the  struggle  to  reach  capacity.  The  trade  has  itself 
created  and  fostered  a  public  appetite  for  shoes  'at  a 
price,'  regardless  of  the  true  economy  of  good  shoes. 

"For  30  years  the  industry  step  by  step  advanced 
the  average  grade  of  American-made  shoes — then  de- 
liberately set  the  stage  to  tear  down  the  good  work  of 
a  generation.  In  1922  the  American  people,  as  a  whole, 
brought  and  wore,  it  is  believed  by  many,  the  cheapest- 
quality  shoe  they,  have  had  in  over  30  years.  'The 
American  Shoe,'  the  exclusive  crowning  glory  of  Ameri- 
can industry,  is  to-day,  in  the  opinion  of  many  com- 
petent critics,  not  so  good  a  product,  intrinsically,  as 
it  was  10  years  ago.  Is  this  industry  steadily  selling 
its  birthright  for  a  mess  of  pottage?  It  ought  to  be  the 
other  way. 

"The  deep-underlying  cause,  look  for  it  where  you 
will,  is  found  in  the  over-capacity  of  the  factories.  If 
this  evil  could  be  removed  nearly  all  the  evils  would 
pass  away  as  morning  mist  before  a  July  sun." 

Same  In  Canada 

We  are  in  exactly  the  same  position  in  Canada, 
only  perhaps  more  so.  If  statistics  were  available  for 
the  past  two  years,  they  would  undoubtedly  develop 
the  fact  that  the  people  of  this  country  are  not  using  as 
many  shoes  per  head  of  the  population,  as  they  were 
twenty  years  ago,  and  as  to  production,  there  never 
was  a  time  when  there  was  so  little  profit  in  the  making 
and  distribution  of  shoes. 

The  question  is,  what  can  be  done  about  it?  Mr. 
Evans  suggests  that  a  man  ought  to  use  fifteen  distinct 
pair  of  shoes  for  various  purposes  and  of  course  the  idea 
should  be  followed  out  with  women.  But  this  is  Utopian. 
But  it  would  mean  a  wonderful  difference  if  the  per 
capita  consumption  could  be  raised  even  to  five  pairs. 
As  the  Shoe  and  Leather  Journal  has  suggested  in  recent 
issues,  one  of  the  best  means  of  promoting  this  would 
be  a  national  campaign  of  advertising  and  sales  pro- 
motion, thoughtfully  and  persistently  carried  out.  Here 
is  a  job  for  the  four  associations.  Tanners,  manufac- 
turers, wholesalers  and  retailers  should  get  together 
on  this  proposition  to  sell  more  leather  shoes  to  the 
Canadian  people. 


WHERE  STYLE  DOESN'T  COUNT. 

That  every  one  does  not  buy  shoes  from  style  motive 
and  discard  them  in  a  few  weeks  is  indicated  by  the  fol- 
lowing quoted  from  a  daily  paper: — 

"Thirty-one  years  ago,  W.  A.  Wells,  795  Queen's 
Avenue,  London,  Ont.,  bought  a  pair  of  shoes  from 
George  Wyatt,  shoemaker.  The  other  day  Mr.  Wells 
took  the  same  pair  of  shoes  back  to  the  manufacturer 
and  asked  that  he  repair  them,  the  first  repairs  that 
had  been  needed  since  he  made  the  purchase.  Mr. 
Wells  bought  the  shoes  in  London  while  on  a  trip  to 
this  section  from  Colorado.  He  wore  them  constantly 
for  several  years  during  his  travels  about  the  central 
states  of  America.  The  shoes  were  made  of  French 
calf  and  lined  with  red  sheepskin  at  a  cost  of  $7,  at  that 
time  an  exorbitant  price." 
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Show  Cards  for 
July  Selling 

Feature  sport  and  outing  shoes, 
also  novelties  for  Summer  wear 
and  trunks  and  travelling  goods 
if  you  handle  these  lines. 

THE  beginning  of  the  hot  season  is  due  with  the 
first  of  July  and  nearly  all  businesses  begin  to 
slacken  off  during  the  hot  summer  months  of 
July  and  August.  That  seems  to  be  a  habit  with  both 
people  and  merchant.  We  have  grown  to  expect  it 
and  look  for  it,  so  there  is  a  general  letting  up  of  busi- 
ness. However,  no  merchant  should  lie  down  but 
on  the  contrary  should  make  an  extra  effort  to  main- 
tain trade  and  increase  it.  To  do  this  requires  more 
advertising  together  with  special  offerings  that  will 
attract  the  people. 

The  first  of  July  offers  an  opportunity  for  window 
displays  and  some  suggestion  for  shoes  for  that  day 
can  b  e  used  on  cards  and  also  in  your  newspaper  ad- 
vertising. The  displays  should  feature  the  latest  .styles 
in  both  men's  and  women's  shoes.  Sport  shoes  may 
also  be  displayed  for  the  holiday,  as  the  first  of  July 
will  be  a  starter  for  the  holiday  season  during  which 
period  sport  shoes  are  worn  more  extensively  than  at 
other  seasons. 

Those  who  handle  trunks  and  travelling  goods 
should  keep  these  well  to  the  front,  for  the  summer 
season  is  one  in  which  these  goods  are  sold  for  vacation 
trips  and  other  outings.  Window  displays  may  be 
made  of  the  small  hand  baggage,  though  the  average 
window  will  be  too  small  for  a  display  of  trunks.  But 
cards  in  the  store  and  in  the  window  will  let  the  public 
know  you  have  these  goods  in  stock.  In  fact  show 
cards  form  splendid  connecting  links  between  you  and 
your  customers  by  keeping  them  informed  about  the 
stock  you  have  on  sale  that  you  may  not  be  able  to 
keep  displayed  at  all  times. 

The  sample  cards  shown  herewith  are  those  tha<- 
any  one  with  a  little  talent  for  lettering  will  be  able 


to  make  without  much  trouble.  The  lettering  is  not 
of  that  fancy  type  that  is  difficult  to  make  but  is  quite 
within  the  ability  of  any  who  do  lettering  even  as  a 
side  line.  The  "Summer  Novelties"  card  is  one  of  that 
plain  design  that  is  used  so  much  these  days, for  fancy 
cards  are  not  so  popular  as  they  once  were.  The  panel 
strip  at  the  side  is  a  piece  of  wall  paper  pasted  on  to 
the  card  and  an  outline  run  around  it.  Tt  has  a  very 
pleasing  effect.  The  three  bits  of  ornament  running 
out  from  it  are  done  in  the  same  tint  as  the  outline  of 
the  panel  and  relieve  the  plainness  of  the  card  without 
making  it  fussy.  The  lettering  is  done  in  black  and 
being  small  need  not  be  shaded.  The  sizes  of  all  these 
cards  are  11  x  17  inches  but  you  should  be  governed 
in  the  size  by  the  space  at  your  disposal  in  the  window. 

The  "New  Styles"  card  is  another  example  using 
wall  paper.  The  panel  is  pasted  on  to  the  card  and 
when  this  is  done  it  is  well  to  paste  a  piece  the  same 
size  on  the  opposite  side  of  the  card  to  prevent  it  curl- 
ing. It  may  be  well  when  pasting  wall  paper  on  to  the 
card  to  wet  the  back  of  the  paper  first.  As  a  rule  wall 
paper  being  rolled  tightly  will  not  lie  flat  enough  to 
paste  it  conveniently  and  this  slight  wetting  will  make 
it  lie  flat  and  will  also  prevent  the  paper  from  taking 
too  much  moisture  out  of  the  paste,  as  a  result  of  which 
it  will  stick  better.  The  lettering  is  all  in  white,  as 
the  paper  used  is  quite  dark.  The  outline  of  the  large 
letters  is  in  black  and  there  is  a  black  and  also  a  white 
line  around  the  panel  of  paper.  This  card  is  for  your 
special  display  of  holiday  goods,  for  the  first  of  July. 

The  "Trunks"  card  is  a  very  attractive  one,  the 
letters  being  large  and  made  in  bright  red.  There  is 
not  much  lettering  on  the  card  so  it  can  be  read  at  a 
glance.  The  letters  are  all  faced  with  black,  shaded 
with  grey  and  striped  with  white  or  yellow.  The  small 
letters  are  in  black.  The  ornamentation  and  the  border, 
which  latter  is  made  at  the  extreme  edge  of  the  card, 
are  in  the  same  tint  of  grey  as  the  shading. 

The  "Outing  Shoe"  card  is  for  a  clearing  of  these 
lines  but  if  you  do  not  need  to  have  this  clearing  the 
card  can  be  adapted  to  your  regular  selling.  This  can 
be  done  by  leaving  off  the  two  top  lines  of  reading  mat- 
ter and  let  the  card  read:  "Outing  and  Sport  Shoes, 
Some  Excellent  Values."  The  small  letters  will  look 
well  in  black  and  the  large  ones  in  a  bright  color  like 
red  or  blue.  The  shading  can  be  done  in  pale  green 
and  the  border  will  be  best  done  in  the  same  tint. 
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June  Jokes 

A  certain  couple,  having  been  married  for 
about  ten  years,  lived  a  life  made  up  for  the 
most  part  of  quarrels  and  bickerings.  One  day 
the  husband  went  to  visit  a  friend  whose  home 
life   was   entirely  different. 

On  leaving  he  said  to  his  friend,  "I  have  en- 
joyed my  visit  here.  You  seem  to  be  so  happy; 
how   do   you   manage  it?" 

"It's  quite  simple,"  replied  his  friend.  "I 
make  a  fuss  over  my  wife,  and  kiss  her  quite  often." 

The  husband  decided  to  try  this  method, 
and  when,  on  arriving  home,  his  wife  opened  the 
door  he  kissed  her.    His  wife  burst  into  tears. 

"What's  the  matter?"    he  asked. 

"Oh,  dear!"  sobbed  the  wife.  "Everything 
has  gone  wrong  to-day.  I  fell  and  broke  a  lot  of 
dishes,  the  dog  has  pulled  the  clothes  off  the  line, 
the  maid  has  given  notice,  and  now  you  come  home 
drunk." 

Sometimes  the  Yankee's  humor  of  exagge- 
ration is  met  by  as  good  as  he  gave.  An  Amer- 
ican in  London  stopped  at  a  coster's  stall  and 
lifting  up  a  good-sized  melon  said :  "Are  these 
the  largest  apples  you  have?" 

"Put  that  bloomin'  grape  dahn,  will  yer?" 

— Boston  Transcript. 

Tom — I  say,  introduce  me  to  Miss  Van 
Coyne,  will  you?  I'd  like  to  marry  that  girl; 
she's  a  perfect  bank  in  herself. 

Jack — Sorry,  old  man,  but  she  has  just  gone 
into  the  hands  of  a  receiver. 

— Boston  Evening  Transcript. 

;Jc  ^ 

"The  difference  between  a  woman  and  a 
glass,"  said  the  funny  fellow,  "is  that  the  glass 
reflects  without  speaking,  while  a  woman 
speaks  without  reflecting." 

"And  the  difference  between  you  and  a 
glass,"  said  the  sharp  girl,  "is  that  the  glass  is 
polished." 

— The  Pathfinder. 

A  colored  man  entering  the  general  store 
of  a  small  Ohio  town,  complained  to  the  store- 
keeper that  a  ham  that  he  had  purchased  there 
a  few  days  before  had  proved  not  to  be  good. 

"The  ham  is  all  right,  Joe,"  insisted  the 
storekeeper. 

"No,  it  ain't  boss,"  insisted  the  other.  "Dat 
ham's  sure  bad." 

"How  can  that  be,"  continued  the  store- 
keeper, "when  it  was  cured  only  last  week?" 

Joe  reflected  solemnly  a  moment,  then  sug- 
gested :  "Maybe  it's  done  had  a  relapse." 

— The  Re-Saw. 


The  editor  was  frightfully  busy.  When  an 
old  friend  sent  up  his  card  he  sighed  and  decided 
not  to  see  him. 

"Look  here,"  he  said  to  the  office  boy,  "you 
must  tell  this  gentleman  I'm  out.  I  can't  see 
him  and  I  wouldn't  offend  him  for  the  world.  So 
be  sure  to  convince  him  that  I  really  am  out, 
you  see?" 

"Yes,  sir,"  said  the  boy.  "Don't  you  think 
I'd  be  more  likely  to  convince  him  you  are  out 
if  I  went  to  him  smoking  one  of  your  best 
cigars  ?" 

— Los  Angeles  Times. 

*    *  * 

An  old  darky  had  been  in  trouble  for  steal- 
ing chickens,  and  was  convicted  on  circumstantial 
evidence. 

"What's  circumstantial  evidence?"  he  was 
asked. 

"Well,"  he  said,  "as  near  as  I  kin  'splain  it, 
Pum  de  way  it  has  ben  'splained  to  me,  circum- 
stantial evidence  is  de  feathers  dat  you  leaves 
lyin'  around  after  you  has  done  with  de  chicken." 

*  *  * 

A  Topeka  business  man  employs  two  negroes 
in  work  on  his  gardens,  which  he  personally  super- 
vises.   One  morning  Sam  did  not  appear. 

"Where  is  Sam,  George?"  he  asked. 

"In  de  hospital,  sah." 

"In  the  hospital?  Why,  how  did  that  hap- 
pen?" 

"Well,  Sam  he  been  a'tellin'  me  ev'ry  mornin' 
foh  ten  days  he  gwine  to  lick  his  wife  'cause  o' 
her  naggin'." 

^Well?" 

"Well,   yestiddy   she   done   ovahhead  him, 
da's  all." 

*  *  * 

"Mamma,  I  want  a  dark  breakfast." 
"Dark  breakfast!    What  do  you  mean,  child?' 
"Why,  last  night  you  told  Mary  to  give  me 
a  light  supper,  and  I  didn't  like  it." 

*  *    *  * 

"It's  got  so  these  days,"  complained  a  young 
man,  "that  you  can  hardly  get  married  unless 
you  can  show  the  girl  two  licenses." 

"Two  licenses?"   exclaimed  the  friend. 
'Yes — marriage  and  automobile." 

jfc       !jl  !j! 

A  young  lady  who  taught  a  class  of  small 
boys  in  the  Sunday  School  desired  to  impress  on 
them  the  meaning  of  returning  thanks  before  a 
meal.  Turning  to  one  of  the  class,  whose  father 
was  a  deacon  in  the  church,  she  asked  him:  "Will- 
iam, what  is  the  first  thing  your  father  says 
when  he  sits  down  to  the  table?" 

"He  says,  'Go  slow  with  the  butter,  kids;  it's 
40  cents  a  pound.'" 
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Ready  To  Ship 

Three  Summer  Trade  Winners 


$2.50 


4519 — Wos.  White  Canvas,  One  Strap. 
Patent  Trim,  8/8  Covered  Wood  Heel, 
M.S.  PRICE  $2.50 


4517— Wos.  White  Canvas,  One  Strap, 
Semi -Colonial,  Patent  Trim,  12/8  Covered 
Wood  Heel,  M.S.  PRICE  $2.50 


4516 — Wos.  White  Canvas,  One  Strap, 
Patent  Fan  Strap,  12/8  Covered  Wood  Heel, 
M.S.  PRICE  $2.50 


Be  ready  for  the  rush  in  white  shoe  selling 
Order  these  special  values  NOW 

IN  STOCK-IMMEDIA  TE  DELIVER  Y 


Write,  Wire  or  Phone. 


Sample  Pairs  Sent  on  Request 


GEORGE  ROBINSON,  LIMITED 


29  VICTORIA  SQUARE 
MONTREAL 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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INTERNATIONAL  SUPPLY  CO.  ****Sy 


ft 


EST.  1315 


SHOE  MACHINERY,  FINDINGS 
AND  FACTORY  SUPPLIES  ' 


INC.  192  3 


Largest   Shoe  Factory  Supply  House  In  Canada 


MAIN  OFFICEl 


154  Notre  Dame  St.  W. 
MONTREAL 


FACTORY  AND  BRANCH  I 

77  ONTARIO  ST.  S. 
KITCHENER,  ONT. 


BRANCH  I 

565  ST.  VALIER  STREEV 
QUEBEC 


TO  OUR  CUSTOMERS 


Our  earnest  desire  is  to  make  this 
business  mean  something  more  to  you 
than  merely  a  place  to  buy  something 
you  need.  We  want  to  know  you 
and  to  have  you  think  of  transac- 
tions with  us  as  dealings  between 
friends. 

We  are  human,  and  likely  to  err 
at  times.  If  you  ever  have  reason 
to  feel  that  we  have  fallen  short  in 
any  way,  please  tell  us  so  frankly. 
We  are  constantly  trying  to  improve 
our  service,  and  your  suggestions  will 
be  sincerely  appreciated. 

You  would  be  surprised  to  know 
how  much  the  growth  of  this  company 
has  been  due  to  the  recommenda- 
tions of  its  friends. 

Your  influence  among  your  friends 
and  business  associates  is  more  valu- 
able to  us  than  any  advertising  we 
could  do. 

This  is  an  institution  of  service 
and  we  want  you  to  make  it  as  useful 
as  possible  in  every  way. 


Mcdowell  &  Lincoln 

LIMITED 

formerly 

INTERNATIONAL  SUPPLY  CO. 


RETAIL  ADVERTISING. 

"Everyone  living  in  America  is  interested  in  the 
success  of  the  retail  stores",  said  Charles  W.  Mears, 
counselor  in  marketing,  in  addressing  the  Associated 
Retail  Advertisers'  Departmental  at  the  world  conven- 
tion of  the  Associated  Advertising  Clubs  at  Atlantic 
City. 

"The  success  of  retail  stores  means  the  success  of 
our  entire  system  of  production  and  distribution", 
he  said.  "More  money  is  expended  for  retail  adver- 
tising than  all  the  national  advertisers  lumped  together 
spend  within  an  equal  period  of  time.  First  in  volume, 
its  quality  has  been  of  lower  grade,  but  lately  has  been 
getting  better  and  better,  and  will  continue  to  show 
more  rapid  improvement  in  future",  he  went  on.  "It 
will  not  become  better  automatically.  The  day  is 
coming  when  the  advertising  manager  will  be  much 
more  than  an  enlarged  office  boy.  Not  all  stores  are 
worth  the  time  and  brain-pains  of  a  real  advertising 
man  or  woman  to  keep  them  going. 

"Look  at  the  great  stores  in  the  big  cities  and  think 
what  tremendous,  stable  institutions  they  are,  and  yet, 
if  you  will  take  a  directory  of  any  city  of,say  1900,  and 
go  over  the  list  of  merchants  then  active,  you  will  be 
amazed  to  note  how  many  of  them  have  gone  out  of 
business. 

"There  is  no  permanency  for  a  business  institution 
apart  from  its  ability  to  adjust  itself  to  its  environment. 

"When  your  competitors  are  better  adjusted  than 
you  are  and  when  they  serve  the  public  better  than 
you  do  and  the  public  is  conscious  of  that  fact,  your 
store  is  headed  for  the  dump  heap. 

"A  business  house  differs  from  the  human  individual 
in  that  it  need  not  die,  but  it  can  only  live  much  beyond 
the  span  of  a  human  being's  life  by  becoming  more  than 
the  lengthened  shadow  of  a  single  individual.  In  other 
words,  if,  for  instance,  any  one  man  dominates  your 
institution,  and  does  not  build  up  an  organization,  does 
not  see  to  it  that  the  organization  is  permitted  to  func- 
tion, he  is  simply  building  something  for  decay. 

"The  successful  retail  store  produces  three  levels 
of  profit.  To  be  steadily  successful  the  retail  store 
must  first  produce  a  profit  for  its  customers — because - 
that  store  which  is  not  profitable  to  its  customers  sooner 
or  later  goes  out  of  business.  The  second  level  of  pro- 
fits goes  to  the  employees  and  the  management,  and 
the  third  level  of  profits,  if  any,  goes  to  the  stockholders. 
The  real  owners  of  your  store  then  are  your  public. 

"Most  of  our  larger  stores  have  been  run  by  mer- 
chandisers. Most  retail  advertising  people  have  been 
under  the  domination  of  merchandisers.  Merchandisers 
think  in  terms  of  merchandise,  not  in  terms  of  people, 
except  that  the  merchandiser  wants  to  shove  goods 
on  people. 

"But  people  don't  want  goods  shoved  upon  them. 
The  lives  of  human  beings  are  motivated  by  wants, 
desires,  longings.  They  seek  to,  have  these  wants, 
desires  and  longings  gratified.  But  does  any  mer- 
chandiser ever  think  of  these  all-powerful  influences 
as  the  biggest  factors  in  his  success? 

"Merchandising  deals  with  goods.  It  has  to  do 
with  goods  in  relation  to  their  attractiveness  and  their 
value.  When  the  merchandiser  has  selected  attractive 
and  valuable  goods  and  has  made  them  accessible  to 
the  public,  he  has  done  his  utmost  as  a  merchandiser. 
For  all  that  merchandising  can  do  is  to  advance  goods 
toward  consumers  in  terms  of  attractiveness,  value  and 
accessibility." 
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The  MARYON  Shoe 


Foremost  Among 

Wholesalers 

Lines 


is  the  Maryon  Shoe — because  foremost 
among  the  style  features  of  the  day 
are  the  distinctive  creations  shown  in 
Maryon  lasts  and  patterns — and  the 
unusually  moderate  prices  quite  easily 
overcome  all  competition  for  value. 


Our  wide  range  of  strap  effects  and 
colonials,  in  the  most  popular  combin- 
ations, allow  you  the  fullest  choice  in 
your  buying,  with  the  assurance  of 
satisfying  every  demand  in  these  lines. 


You  can  score  big  Summer  sales  by 
featuring  our  Sport  Oxfords.  Be  sure 
to  see  them. 


Lachance  &  Tanguay 


70  BIGAOUETTE  AVE. 


QUEBEC 


P.Q. 
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IN  THE  MARKET  PLACE, 

{Continued from  page  28) 

load  up,  and,  as  one  manufacturer  put  it  recently,  they 
have  got  down  to  the  buying  basis  of  retailers  prac- 
tically. This  manufacturer  who  has  made  goods  largely 
for  the  wholesale  trade  says  that  he  has  been  driven  to 
go  to  the  mail  order  concerns  for  his  business,  and  is 
beginning  to  find  it  steadier  and  more  profitable.  He 
complains  that  the  jobber  wants  a  three  weeks'  service 
and  with  prices  cut  to  the  bone  there  is  nothing  in  it. 

The  Leather  Trade 

Business  in  leather  has  shown  a  slightly  increased 
activity  during  the  past  couple  of  weeks,  but  as  a  prom- 
inent leather  manufacturer  said  the  other  day,  if  it 
were  not  for  a  slight  revival  in  the  export  demand,  busi- 
ness would  be  at  a  standstill.  Even  the  sole  leather 
men  find  it  necessary  to  chase  up  prospects  and  in  spite 
of  the  solid  front  that  it  is  claimed  has  been  maintained 
in  prices,  some  easement  of  the  market  is  reported. 
Upper  leather  is  dull  and  apart  from  some  lines  of  heavy 
staple  stock,  for  fall  trade,  there  has  not  been  much 
doing.  In  side  leather  the  demand  is  slow  on  account 
of  the  low  prices  prevailing  for  certain  grades  of  calf. 
In  the  latter  product  in  the  finer  and  especially  lighter 
weights  there  is  a  steadier  market.  Kids  and  patent 
are  slow  but  improving,  and  there  is  a  good  demand  for 
flesh  finishes  such  as  suede  and  the  finer  varieties  of 
grain  in  acceptable  shades  of  brown  as  well  as  black. 
Colors  are  about  through  for  the  present  and  tanners 
who  have  cleaned  up  their  stocks  are  thankful. 


ADVERTISING  THE  SHOE  BUSINESS. 

{Continued  from  page  31) 

the  older  folks  instinctively  think  of  new  outfits, 
they  are  in  a  receptive  frame  of  mind,  and  if  ever  ad- 
vantage can  be  taken  of  circumstances  it  is  then.  In- 
dividual dealers  have  seen  this,  and  spend  good 
money  to  get  business  at  that  time.  Concerted  ac- 
tion in  all  parts  of  the  country  should  get  real  re- 
turns and  send  Fall  trade  off  to  a  fine  start. 

Here,  then,  is  another  question  which,  of  itself, 
or  coupled  with  the  first  question  needs  immediate 
attention,  discussion,  and  action. 

A  leading  Toronto  dealer  says,  "Would  a  Spring 
shoe  week"  and  "Fall  shoe  week"  be  even  better? 

Another  says,  "A  Shoe  Week,  preceding  same  by 
the  National  Advertising  Campaign  would  be  good." 

Another  Toronto  man  says  practically  the  same 
thing. 

A  St.  Catherines  man  says,  "The  idea  is  admir- 
able. Take  lots  of  time,  thoroughly  acquaint  every 
retailer  from  coast  to  coast  to  unite  in  a  solid  effort 
to  sell  more  shoes  that  week  than  are  commonly 
passed  out  in  Christmas  week." 

A  London  man  says,  "Idea  O.K.  First  week  in 
September  too  early.    Third  week  early  enough." 

Another  London  man  says,  "Good  idea.  Everv 
retailer  ought  to  co-operate  in  an  event  of  this  kind." 

Other  dealers  from  Saskatoon,  Winnipeg,  Wind- 
sor, Chatham,  St.  Thomas,  Toronto,  Ottawa,  Mon- 
treal, and  other  centres  expressed  their  idea  of  the 
proposal  by  the  word  "Good !" 

What  is  your  opinion? 


Push  The  SAMSON  Line 

Merchants  everywhere  find  that  it  pays 
to  rely  on  Samson  shoemaking  and  values 
to  win  and  hold  the  trade  of  that  large 
body  of  staple  shoe  buyers.  Your  Summer 
and  Fall  ordering  will  be  safer  and  more 
profitable  if  you  place  from  this  line. 

In  every  test  to  which  Sporting  Shoes  are 
subjected,  either  in  selling  or  service,  Sam- 
son Baseball,  Football,  Hockey  and  Ski 
Boots  show  the  superiority  of  their  improved 
features  and  high  grade  workmanship. 


A  complete  line  of  McKays 

A  leading  line  of  Heavy  Staples 

Unequalled  Hockey  &  Football  Boots 


J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC. 
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Methods  of  Modern 
Management 

The  proper  use  of  credit 

—By  G.  W.  Hairier. 

A GREAT  many  business  failures  are  directly 
traceable  to  over-expanded  credit.  Any  mer- 
chant or  manufacturer  who  does  not  place  a  vol- 
untary limit  on  the  amount  of  credit  for  which  he  asks, 
is,  to  say  the  least,  running  a  very  great  business  risk. 
The  moment  he  expands  his  credit  to  the  limit  he  leaves 
himself  no  margin  of  safety,  and  a  sudden  change  in 
business  conditions  may  place  him  in  a  serious  situation. 
Over- Expansion  Of  Credit 

Commercial  agencies  usually  call  this  condition 
a  lack  of  capital.  The  fundamental  cause,  however, 
is  not  so  much  lack  of  capital,  as  it  is  doing  too  much 
business  on  credit.  The  business  man  has  been  using 
all  the  borrowing  capacity  he  possesses;  and,  instead 
of  carrying  on  his  affairs  on  the  capital  actually  invested 
in  the  business,  is  doing  it  to  a  very  considerable  extent 
on  the  money  that  others  have  loaned  him. 

Prices  will  be  rising.  He  will  know  in  a  general 
way  that  prices  sometimes  fall,  but  if  prices  keep  on 
rising  through  two  or  three  years,  the  eventuality  of 
a  fall  will  seem  remote.  He  will  believe  all  the  good 
news  he  hears  and  none  of  the  bad.  He  prospers.  He 
finds  that  he  can  pay  his  bills  with  something  over. 
He   views   his   business   through   rose-colored  glasses. 

When  he  is  short  of  money  he  borrows,  or  he  bor- 
rows to  take  cash  discounts.  There  is  always  an  in- 
terval between  the  time  when  money  is  paid  to  him, 
and  the  time  when  he  has  to  pay  his  bills.  If  he  does 
not  take  cash  discounts,  he  may  have  a  period  of  60 
or  90  days  during  which  he  can  use  this  money.  By 
that  time  other  money  is  in,  and  he  can  use  that.  He 
may  not  be  making  a  profit,  but  he  has  a  "float"  of  money, 
which  does  not  really  belong  to  him,  but  enables  him 
to  live  and  stay  in  business. 
The  Limit  of  Credit 

If  this  "float"  of  money  is  large  enough  to  pay 
his  bills  ahead  as  they  fall  due,  he  fails  to  distinguish 
between  profits  and  money  owed,  and  begins  to  ex- 
tend his  business  or  his  scale  of  living  on  the  money  in 
hand.  If  he  is  not  quite  so  crude  as  this,  and  keeps 
some  sort  of  adequate  bookkeeping  records  and  an 
inventory,  he  may  not  spend  so  much,  but  he  will  likely 
take  all  his  accounts  receivable  at  their  face  value,  and 
price  his  inventory  at  more  than  it  is  worth. 

There  are  two  sides  to  this  question  of  credit.  The 
limit  of  credit  is  not  the  amount  you  can  get — although 
that  is  the  more  common  limit.  The  limit  should  be 
determined  by  what  you  can  use  with  safety;  and  what 
you  can  use  with  safety  is  determined,  in  turn,  not  by 
the  banker  or  the  credit  manager  of  the  firms  from 
whom  you  buy,  but  by  you  yourself.  And  the  fixing 
of  the  amount  of  credit  you  can  safely  use,  whether 
mercantile  or  bank,  is  not  based  on  the  volume  of  busi- 
ness you  are  doing,  or  on  ability  to  sell,  or  on  anything 
of  the  kind,  but  only  on  the  amount  of  capital  at  your 
command. 

This  does  not  mean  that  credit  should  not  be  sought; 
or  that  all  business  should  be  done  on  the  capital  actual- 
ly invested  in  the  concern.  It  is  the  fact  that  few,  if 
any,  business  establishments  are  so  circumstanced,  in 
respect  to  the  necessary  volume  of  available  cash,  as 
to  be  able  to  dispense  with  credit,  that  makes  credit 


so  indispensable  a  factor  in  commercial  life.  The  limit 
of  the  volume  of  currency  disproves  such  a  possibility, 
and  leaves  the  commercial  public  under  the  dominion 
of  the  credit  system.  Hence  it  is  apparent  what  a  boon 
credit  represents  to  business  men,  and  how  its  absence 
would  dwarf  all  attempts  at  extended  business  enterprises 
Relation  of  Sales  Volume  to  Credit 

Credit  should  be  sought,  and  used  intelligently; 
but  it  should  not  be  strained.  Over-expanded  credit 
not  only  brings  disaster  to  individual  business  concerns, 
but  it  also  brings  on  business  depression.  After  expan- 
sion has  reached  a  certain  point  demoralization  takes 
place.  For  instance,  how  often  does  a  business  man 
ask  himself  the  question:  "How  much  business  can  I 
afford  to  do?" 

This  might  seem,  at  first  glance,  like  a  very  foolish 
question.  The  usual  answer,  emphatically  given,  will 
be:  "All  that  I  can.  How  else  can  I  go  forward?" 
It  may  seem  ridiculous  to  suggest  that  any  one  mav 
have  more  business  than  is  good  for  him.  Yet  it  is  a 
proved  fact  that  a  large  portion  of  business  and  fin- 
ancial difficulty  comes  through  failing  to  ask  whether 
business  should  be  done  beyond  a  certain  volume. 

This  is,  unfortunately,  a  subject  to  which  almost 
no  attention  has  been  given.  Business  in  general  is 
thought  to  consist  of  buying  and  selling.  Finance  seems 
a  consequence — an  incidence.  Very  little,  if  any,  thought 
has  been  given  by  the  business  man  to  fixing  the  point 
at  which  to  stop  selling — when  and  where  to  say:  "My 
capacity  at  the  present  time  is  taxed  to  the  limit.  I 
can  take  further  business  subject  only  to  my  ability 
subsequently  to  handle  it." 

Now,  the  ability  to  handle  the  volume  of  business 
may  be  physical.  In  that  case  every  business  man 
will  know  how  to  go  about  reforming  his  limits,  by 
such  extensions  as  may  be  necessary  to  expand  them. 
But  the  wisdom  of  expansion  is  another  matter,  es- 
pecially in  boom  times.  More  often,  however,  the  limit 
to  increased  business  is  really  financial  rather  than 
physical.  And  this  is  irrespective  of  the  credit  that 
can  be  obtained.  Every  business  has  at  any  particular 
moment  a  verv  definite  financial  limit  which  should  be 
translated  into  the  amount  of  business  it  can  safely  do. 
And  that  limit  is  not  fixed  at  all  by  borrowing  capacity. 
Keeping  Your  Credit  Good 

It  is  not  a  hard  matter  to  keep  your  credit  good. 
All  that  is  necessary  is  to  take  a  few  precautions,  and 
observe  in  general  the  principles  of  good  business.  The 
first  requisite,  of  course,  is  to  accept  no  more  credit 
than  the  business  will  stand.  Sometimes  it  is  possible 
to  secure  enough  credit  to  ruin  a  business.  Its  pre- 
sent condition  and  future  prospects  may  appear  so 
good  as  to  warrant  securing  all  the  credit  possible  under 
the  circumstances. 

It  requires  courage  to  limit  the  growth  and  the 
temporary  prosperity  of  a  business  by  keeping  down  the 
credit  accepted — extraordinary  courage.  It  is  very  hard 
to  refuse  orders.  It  is  difficult  not  to  make  extensions 
when  there  is  in  sight,  if  not  actually  on  the  books, 
enough  business  to  pay  for  the  extensions.  But  the 
acid  test  of  whether  or  not  you  should  extend  and  borrow 
is  not  the  amount  of  business  that  can  be  done,  but  the 
amount  of  money  that  can  be  spared.  The  mere  fact 
that  you  have  the  money  or  can  get  it  does  not  in  the 
least  mean  that  it  should  be  spent. 

And  the  reason  for  this  is  that,  in  order  to  keep 
your  credit  good,  you  must  meet  all  obligations  prompt- 
ly. Nothing  has  a  more  chilling  effect  on  any  business 
than  failure  to  meet  all  indebtedness  when  due.  Im- 
mediately additional  time  is  requested  in  which  to  meet 


A  Shoe  That  Fills  A  Real  Need 

If  you  are  having  any  difficulty  in  fitting  your  men 
customers  with  a  real  comfort- giving  shoe,  that  has 
plenty  of  style  and  goes  the  limit  in  wear,  this 
specially  designed  Leclerc  model  will  be  your 
salvation. 

Our  many  other  lines  all  have  special  points  to 
recommend  them  to  the  trade,  but  possibly  their 
most  outstanding  features  are  durability  and  value — 
for  on  these  two  the  growing  success  of  our  footwear 
has  been  built. 

Do  not  place  your  Season's  orders  until  you  have 
inspected  our  complete  samples. 

LECLERC  FRERES 

96  Montmartre  St.  Quebec 
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your  obligations,  your  credit  rating  begins  to  contract; 
and  if,  at  the  same  time,  your  credit  has  been  over- 
expanded  the  business  is  placed  in  a  most  difficult  position. 
More  than  one  concern  has  gone  to  the  wall  when  faced 
with  this  combination. 
The  Safety  Valve  of  Credit  Expansion 

The  principal  difficulty  in  this  matter  of  the  pro- 
per use  of  credit  is  that  comparatively  few  proprietors 
or  managers  know  very  much  about  their  financial 
position  or  operating  condition  during  the  course  of 
the  year.  The  most  of  them  depend  upon  closing  up 
their  business  once  a  year  only,  to  find  out  what  they 
have  made  or  lost  for  the  past  twelve  months;  during 
all  the  balance  of  the  year  they  have  no  means  of  de- 
termining what  profit  they  are  actually  making,  or  what 
losses  they  are  surely  suffering.  And,  as  has  already 
been  pointed  out,  so  long  as  there  is  a  "float"  of  money 
to  take  care  of  their  current  obligations,  they  do  not 
distinguish  between  profits  and  money  which  may  not 
really  belong  to  them. 

It  all  gets  down  to  this.  It  is  not  possible  to  use 
your  credit  properly — in  the  last  analysis,  it  is  not  possible 
to  do  business  properly — unless  and  until  you  have  a 
means  of  knowing,  currently,  month  by  month,  as  you 
go  along,  all  the  facts  regarding  costs  and  profits.  This 
is  the  safety  valve  of  credit  expansion.  Only  by  knowing 
whether  you  are  making  a  profit  is  it  possible  for  you 
to  determine  whether  your  capital  is  increasing  or  de- 
creasing. If  you  wait  until  the  end  of  the  year  to  find 
this  out,  you  may  have  wiped  out  your  capital  entirely 
in  the  meanwhile. 

Any  business  man  whose  accounting  records  will 
not  show  him  first,  what  he  has  now;  second,  what 
he  had  yesterday;  third,  what  he  may  expect  to  have 
to-morrow,  is  sailing  in  uncharted  seas. 


The  knowledge  necessary  for  meeting  present  day 
business  conditions  can  come  only  from  an  accounting 
system  so  designed  as  to  furnish  reliable  and  proven 
information  about  all  the  activities  of  your  business. 
The  era  of  bigger  dividends,  indeed  of  any  dividends 
at  all,  had  its  beginning,  in  many  instances,  with  the 
inauguration  of  proper  accounting  methods.  For  the 
right  kind  of  an  accounting  system,  in  the  hands  of  an 
executive  who  thoroughly  appreciates  and  uses  the 
information  it  furnishes,  is  a  most  effective  instrument 
of  control. 

Why?  Because  the  purpose  of  accounting  is  to 
present  the  facts  of  business,  to  direct  our  judgment 
of  business  events,  to  trace  the  connection  between 
causes  and  effects  and  to  draw  from  past  occurrences 
general  lessons  of  industrial  wisdom. 


Largest  Manufacturers 
in  the  World  of 
Black  Glazed  Kid 


Surpass  Leather  Co. 

FACTORY  FACTORY 
Philadelphia,  Pa.  Gloversville,  N.Y. 

SALES  OFFICES 
New  York  Philadelphia 
Cincinnati  Chicago  St.  Louis  London 

SURPASS  LEATHER  CORPORATION,  Boston,  Mass. 
BOOTH  8s  COMPANY  (London)  Ltd.,  London,  Eng. 


SHOE  BUCKLES  OF  QUALITY 
TIMELINESS  AND  STABILITY 


"NILE-ART"  SHOE  BUCKLES 

are  especially  designed  to  meet  the  popular  demand  for  the 
Egyptian  influence  so  evident  in  both  apparel  and  accessories. 
They  are  timely  in  treatment  and  up  to  the  minute  in  style] 


No.  1325 
Size — 1  inch 
Ffhishes — Nickel  Plate 
French  Grey  Silver 


No  1326 
Size — y  inch 
Finishes — Nickel  Plate 
French  Grey  Silver 


Other  Regular  Finishes 
if  Desired. 


PROMPT  DELIVERIES  CAN  BE  MADE 


"ELITE"  BUCKLES  FOR  FOOTWEAR 

Below  are  shown  a  few  leaders  in  our  ''Elite"  line  of  Foot- 
wear Buckles.  Time  tried — popular — they  will  add  that 
delicate  "finishing  touch"  that  makes  for  Sales. 


Sizes- 


No.  2416 
i\  7/16;  Vl\  H  inch 


No.  1375J4 
Sizes — ys\  y2\  ys.ii;  inch 


No.  1364 
Sizes — $4;  li;  1  inch 


No.  1368 
Sizes — SA]  y*\Vi,\  inch 


Samples  Free 
on  Request 


WE  ARE  HEADQUARTERS  FOR  BUCKLES  OF  ALL  TYPES  FOR  ANY  PURPOSE 

NORTH   &    JUDD    MFG.  CO. 

New  Britain,  Conn. 


Order  from 
Your  Jobber 
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GOSSELIN  SHOES 

A  Good  Line  Improved 


Following  the  change  in  ownership  and 
management  of  our  company,  Gosselin 
Shoes  have  greatly  strengthened  their 
already  foremost  position  among  the 
trade's  most  popular  lines. 

Their  production  is  backed  up  by  greater 
buying  resources,  and  is  under  the  direc- 
tion of  men  of  thorough  shoemaking 
experience,  all  of  which  means  well 
made  shoes  at  much  better  values. 


Nap.  Bedard,  President 

Our  lines  for  this  season,  because  of 
their  special  selling  features,  are  cap- 
turing trade  wherever  merchants  are 
showing  them. 

As  sales  increasing  policy  you  cannot 
do  better  than  see  our  samples  now, 
and  make  an  immediate  selection.  They 
will  add  satisfied  customers  to  your 
patronage. 


J.  E.  Pare,  Managing  Director 


We  Manufacture  To  The  Wholesale  Trade  Only 


THE  GOSSELIN  SHOE  COMPANY,  LIMITED 

Bigaouette  Ave.  and  St.  Leon  St.  Quebec 
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THE  COLORED  BOOT  CRAZE. 

Here  is  how  the  color  situation  appeals  to  some, 
as  exemplified  by  a  circular  sent  out  by  Dungan,  Hood 
&   Co.   Inc.,   of  Philadelphia:— 

Ladies'  shoes  are  being  colored  like  Easter  eggs 
this  season.  Brilliant  and  dazzling  tones  in  footwear, 
with  red  predominating,  are  the  rage.  The  idea  evident- 
ly is  to  make  the  feet  as  conspicuous  as  possible,  al- 
though the  less  seen  of  most  of  them,  the  better. 

In  the  good  old  days,  a  young  woman  whose  feet 
were  nothing  to  brag  about,  had  sense  and  delicacy 
enough  to  encase  them  in  plain  back  brogans  and  teach 
them  to  be  neither  seen  nor  heard.  To-day  a  girl  with 
an  8-DD  foot  adorns  it  with  a  boot  no  eye  could  pos- 
sibly skip.    Her  low  visibility  is  a  knockout. 

Shoe  store  clerks  are  obliged  to  wear  dark  glasses. 
They  are  threatening  to  walk  out  on  the  cash  customers 
unless  the  manufacturers  of  gay  and  gaudy  footwear 
put  a  set  of  dimmers  on  each  pair. 

Up  to  this  season,  a  shoe  clerk  had  a  soft  job.  All 
he  had  to  do  was  to  smile  sweetly  and  ask  "Black  or 
tan,  madam?"  shake  a  nimble  can  of  footease  and  take 
the  ankle  census.  To-day  he  has  to  be  a  color  specialist. 
He  has  to  know  more  about  pigments  than  Sargent. 

Thousands  of  shoe  salesmen  who  have  been  years 
with  their  firm,  had  to  be  let  out  last  month.  It  was 
discovered  for  the  first  time  that  they  were  color  blind. 

"What  color  will  you  haver"  asks  the  modern 
shoe  clerk,  as  milady  comes  in  for  fresh  blacksmithing. 

"What  colors  have  you  to-day?"  she  asks. 

"We  have  orchid,  orange,  carmine,  violet,  american 
beauty,  nile  green,  lavender,  purple,  taupe,  aquamarine, 
chrome   yellow,  cherry   and  Alice  blue." 

"Haven't  you  any  new  colors  come  in  since  yes- 
terday?" she  asks,  peevishly. 

"We  have  some  exquisite  Copenhagen  blues  that 
came  in  this  morning,"  he  says,  "but  I  wouldn't  advise 
you  to  buy  them,  as  they  are  apt  to  be  out  of  style  by 
to-morrow  noon". 

Size  and  shape  used  to  have  something  to  do  with 
shoe  selection,  but  to-day  what  a  woman  wants  above 
all  is  a  boot  that  becomes  her  complexion. 

Naturally,  red  predominates.  They  are  very  raz- 
mattazz.  They  give  the  impression  the  wearer  is  stand- 
ing with  each  foot  in  a  racer. 

Brilliant  greens  are  running  second.  When  you 
see  a  Sweet  Creature  coming  down  the  street  in  a  pair 
of  these,  your  first  impression  is  .  that  she  is  dragging  a 
golf  course  fairway  or  putting-green  along  with  her. 

According  to  rumors,  men's  shoes  will  soon  be  sim- 
ilarly gaudy.  The  ice  man  soon  may  be  loping  around 
in  crimson  "dogs",  the  butcher  in  mauve  shoes,  and  the 
milkman  in  red,  white  and  blue  oxfords. 


Turn    into  Money 

Your  slow  and  doubtful  book  accounts. 
Hand  them  to  the  Collection  Department 
of  The  Mercantile  Agency. 

R.G.Dun&Co.,38King  St.  W. 

TORONTO 

The  Collection  Service,  which  has  been 
proved  most  satisfactory  by  all  users  of  it,  is 

OVER  70  YEARS'  RECORD  OF  EFFICIENCY 


New  Castle  Kid 

Noted  for  its  excellent  Finish,  fine  Texture 
and  wonderful  Wearing  Quality 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black,  Glazed  or  Mat 

Canadian  Agents 

for  American  Tanners  of  Calf,  Splits,  Indias, 
Heavy  Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths 

WRITE  OR  WIRE  FOR  SAMPLES 

New  Castle  Leather  Co.  Inc. 

New  York 

Canadian  Branch — 335  Craig  St.  W.  Montreal 
Factory — Wilmington,  Del.,  U.  S.  A. 


TANGUAY 

Sporting  and  Staple  Shoes 

"Better  than  ever"  is  the  term  mer- 
chants everywhere  are  using  in  des- 
cribing the  Tanguay  Line. 

In  Lumbermen's  and  Working  Boots, 
Hockey  and  Ski  Boots,  our  models 
are  the  last  word  in  popular  features 
and  are  the  standard  for  good  shoe- 
making. 

Tanguay  Staples  are  this  Season  the 
surprise  of  the  trade  because  of  their 
unusual  values. 

Arrange  to  see  the  complete  line  now. 

JOS.  TANGUAY,  Reg. 

34  du  Roi  Street  Quebec 
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Keep  Fully  Sorted  In 


With  the  Holiday  Season  just  starting-.  Mid- 
Summer  will  mean  rush  business  in  Tipper- 
ary  Outing-  Shoes.  Your  sales  will  be  gov- 
erned by  your  ability  to  meet  ALL  demands 
in  styles  and  sizes,  with  a  complete  well 
sorted  stock. 


With  our  chain  of  Branch  Warehouses  and 
Wholesale  Distributors  you  can  get  AT 
ONCE  DELIVERY  of  any  needed  lines. 
Rush  your  orders  to  the  nearest  Columbus 
Wholesaler,  Tipperary  Service  is  as  valuable 
as  Tipperary  Quality  in  producing  big-  Out- 
ing Shoe  Trade. 


THE  COLUMBUS  RUBBER  CO., 
OF  MONTREAL,  LIMITED 

Branches  At 

Montreal,  Que.,  Ottawa,  Ont.,  Toronto,  Ont.,  Winnipeg,  Man.,  Calgary,  Alta. 


Sales  Agencies: 


Wm.  Cook  Shoe  Co  Moncton,  N.B. 

Fleetwood  Footwear  Ltd....:  St.  John,  N.B. 

Poliquin  &  Darveau  Quebec,  Que. 

Louis  McNulty  St.  John's,  Que. 

S.  Marantz  Winnipeg,  Man. 


Wholesale  Distributors  Ltd  Winnipeg,  Man. 

Tree  Spriggs  Co.  Ltd  Winnipeg,  Man. 

W.  A.  Law  Footwear  Co.  Ltd  Winnipeg,  Man. 

Shaw  Brothers  Edmonton,  Alta. 

Anderson  8s  MacDonald  Vancouver,  B.C. 
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Mr.  S.  T.  Stephens,  of  Canadian  Shoes  Limited, 
Toronto,  was  a  recent  visitor  to  Montreal  in  the  interests 
of  his  business. 

Mr.  Thomas  Hazleton,  of  Arnprior,  has  opened  a 
shoe  repairing  shop  on  Main  St. 

Mr.  Charles  Robson,  President  of  the  Robson  Lea- 
ther Co.  Limited,  Oshawa,  was  a  recent  visitor  to  Mon- 
treal and  other  points  east. 

Mr.  Henry  Charlebois  has  opened  an  up-to-date 
shoe  store  at  795  Somerset  St.,  Ottawa. 

The  shoe  merchants  and  shoe  repairers  of  Stratford, 
now  close  at  12.30  on  Wednesday. 

The  many  friends  of  Mr.  Charles  H.  Albee,  Manager 
of  the  Myles  Shoe  Co.,  will  sympathize  with  him  in 
the  loss  of  his  wife,  Mrs.  Grace  Albee,  who  died  recently 
at  the  family  residence,  following  a  long  and  severe 
illness  of  pneumonia.  Mrs.  Albee  was  in  her  47th 
year. 

The  Prouse  Harness  Co.,  has  moved  from  Bay 
and  Algoma  Streets  to  the  Colonial  Theatre  Building, 
Port  Arthur.  They  are  carrying  a  full  line  of  heavy 
leather  goods,  boots  and  shoes.  Mr.  W.  R.  Ogden  is 
Manager. 

Mr.  S.  T.  Stephens,  of  Canadian  Shoes  Limited,  Tor- 
onto, recently  spent  a  week-end  at  the  lakes  up  around 
Kirkfield  way. 

Mr.  Wm  Nurse  for  many  years  instructor  in  shoe- 
making  at  the  Ontario  School  for  the  Deaf,  Belleville, 
died  recently. 

After  ten  years  with  the  shoe  firm  of  Fred  Suther- 
land and  Company,  Talbot  Street,  Fort  William,  the 
last  seven  years  as  partner,  Mr.  Percy  C.  Smiley  re- 
cently  withdrew   from   the  business. 

Mr.  S.  T.  Stephens,  of  Canadian  Shoes  Limited, 
recently  joined  the  Kiwanis  Club  of  Toronto. 

'  Mr.  W.  H.  Miner,  of  the  Miner  Rubber  Co.,  Mon- 
treal, was  in  Toronto  for  the  CM. A.  Convention. 

Mrs.  H.  D.  Warren,  of  the  Gutta  Percha  and  Rub- 
ber Co.  Limited;  Mr.  F.  B.  Jenner,  Toronto  represen- 
tative for  the  Eastern  Canada  Shoe  Co.  Limited;  Messrs. 
T.  A.  Craig  and  R.  S.  Wickett,  of  Wickett  and  Craig, 
were  among  those  present  at  the  Convention  of  the 
Canadian  Manufacturers'  Association. 

The  recent  enlargement  of  the  stock  room  of  Can- 
adian Shoes,  Limited,  Toronto,  makes  stocks  easily 
and  quickly  handled.  A  part  of  the  new  storage  space 
is  devoted  to  the  noted  English  shoe,  the  Cowper  Brogue, 
made  by  Cowpers  of  Northampton,  England,  for  which 
Canadian  Shoes,  Limited  have  exclusive  distributing 
rights  for  Toronto  and  Hamilton,  although  they  cover 
outside  territory  as  .  well.  The  Cowper  Brogue  is  a 
solid  leather  shoe,  made  in  black  and  brown,  a  shoe  that 
is  taking  well  with  the  trade.  Mr.  Stephens  also  re- 
ports ljyely  activities  in  black,  black  and  green,  or  red 
and  other  fancy  combination  sandals. 

Mr.  Luc  Routier,  of  Quebec,  has  just  returned 
from  a  trip  to  Winnipeg,  Toronto,  London  and  Mon- 
treal, calling  on  his  old  friends  in  the  trade. 

Mr.  Lucien  Borne,  of  Lucien  Borne,  Limited, 
Quebec,  spent  some  time  in  Montreal  recently  on 
business. 


Mr.  and  Mrs.  J.  B.  Goulet,  of  O.  Goulet  and  Sons, 
Quebec,  stopped  over  at  Toronto  for  the  Canadian 
Manufacturers'  Association  Convention,  while  visiting 
Ontario. 

Mr.  C.  M.  Iredale,  of  Preston,  represented  the 
Canada  Last  Co.,  at  the  CM. A.  Convention. 

Mr.  and  Mrs.  F.  W.  Knowlton,  of  the  United  Shoe 
Machinery  Co.  Limited,  Montreal,  were  recent  visitors 
to  Toronto. 

Mr.  L.  J.  Breithaupt,  of  the  Breithaupt  Leather 
Co.  Ltd.,  Kitchener,  spent  a  few  days  in  Toronto  re- 
cently where  he  took  in  the  Canadian  Manufacturers' 
Convention. 

Mr.  C.  Cantin,  of  the  Eastern  Canada  Shoe  Co. 
Limited,  Quebec,  accompanied  by  his  daughter,  were 
recent  visitors  to  Toronto  for  the  Convention  of  the 
Canadian  Manufacturers'  Association. 


mr.  h.  o.  Mcdowell  heads  big  brother 

ASSOCIATION. 

At  a  meeting  held  in  the  Old  Colony  Club,  Wind- 
sor Hotel,  on  Thursday,  June  14th.,  Mr.  H.  O. 
McDowell,  of  McDowell  &  Lincoln,  Limited,  Mon- 
treal, was  elected  president  of  the  Montreal  Associa- 
tion of  Big  Brothers.  This  organization,  with  its 
very  praiseworthy  object  of  boy  welfare,  will  devote 


its  efforts  to  work  among  boys  of  all  creeds,  and  on 
its  executive  are  men  chosen  from  leading  social  and 
fraternal  organizations  in  the  city.  Mr.  McDowell 
is  a  prominent  member  of  the  Lions  Club,  and  the  ac- 
tive part  he  has  taken  in  the  Big  Brother  Movement 
makes  him  well  qualified  to  fill  the  important  position 
of  president  of  the  Association. 
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Mr.  Chas.  Linklater,  of  the  Boston  Blacking  Co., 
Montreal,  spent  some  time  in  Quebec  City  on  busi- 
ness in  the  interests  of  his  firm. 

Mr.  Jules  Payan,  of  Duclos  &  Payan,  Montreal, 
was  one  of  the  Montrealers  to  recently  visit  Ouebec 
City. 

Guardian  Shoe  Co.,  Limited,  is  the  name  of  a 
shoe  manufacturing  firm  recently  organized  in  Que- 
bec City,  and  have  taken  over  the  plant  formerly 
occupied  by  Legace  &  Lepinay.  The  new  company 
will  about  July  15th.,  be  showing  their  samples  which 
will  include  women's  medium  priced  McKays  and 
Goodyear  Welts. 


The  many  friends  of  Mr.  Geo.  Wilson,  of  Mark- 
ham,  will  be  sorry  to  hear  of  the  death  of  his  wife 
who  died  on  June  3rd. 

Mr.  J.  R.  Coloumbe,  who  recently  conducted  a 
shoe  store  on  Fabrique  St.,  Quebec,  has  discontinued 
business. 

The  Universal  Shoe  Machinery  Co.,  of  Montreal, 
have  opened  an  office  and  service  station  at  146  Bay 
St.,  Toronto.    Mr.  Mahaffee  is  in  charge. 

The  Hon.  E.  J.  Davis,  of  the  Davis  Leather  Co. 
Limited,  Newmarket,  was  a  recent  Toronto  visitor. 

Mr.*  Dave  Marsh,  of  Wm.  A.  Marsh  Co.,  Ltd., 
Quebec,  paid  a  flying  visit  to  Toronto. 


THE  PEARSON  PICNIC. 


Mr.  Chas.  Hynds 
Popular  warehouse  manager  of  Edwards  &  Edwards,  Ltd. 

Mr.  Claude  Ives,  of  Bowmanville,  recently  dis- 
played a  small  kid  in  his  window,  advertising  kid 
shoes  for  children.  In  front  of  the  figure  he  placed 
a  show  card  with  the  following  caption  "Some  Kid". 
A  customer  raised  a  laugh  when  purchasing  a  pair 
of  children's  shoes.  She  had  occasion  to  return  them 
and  not  knowing  the  correct  name  and  address  of 
the  store,  she  addressed  the  parcel  as  follows:  "Some 
Kid"  Shoe  Store,  Bowmanville,  Ontario. 


The  first  annual  picnic  of  the  H.  W.  Pearson  Shoe 
Co.  Ltd.,  Toronto,  was  held  in  High  Park  picnic  grounds 
on  Saturday,  June  the  9th.  Employees  of  the  con- 
cern with  their  friends  and  families  constituted  a  targe 
crowd  of  enthusiastic  picnicers,  out  for  a  good  time — 
and  they  had  it.  Probably  one  of  the  most  sensational 
features  on  the  programme  of  events  was  the  semi-pro. 
baseball  played  between  the  inside  and  outside  staffs, 
in  which  the  inside  staff  won  by  one  run,  and  drove 
Mr.  W.  J.  Drysdale,  the  star  pitcher  for  the  outside 
staff,  back  to  the  bush  leagues.  After  this  event,  and 
when  the  cheering  of  the  onlookers  had  subsided,  every- 
one joined  in  the  games  and  races  then  on  the  programme. 

The  first  prize  for  the  fat  man's  race  was  carried 
off  in  triumph  by  Mr.  Drysdale,  while  Mr.  H.  Price 
won  the  100  yard  dash.  A  relay  race  between  the 
inside  and  outside  staffs  was  won  by  the  outside  staff 
which  in  a  small  way  appeased  them  for  the  loss  of  the 
baseball  game. 

To  Mrs.  Fraser,  went  first  honors  for  the  ladies' 
50  yard  dash.  In  the  balloon  race,  Mrs.  Cook  came 
second — by  the  way  we  wonder  who  came  first,  and 
in  the  walking  race,  Harold  Pearson,  Jr.  showed  them 
how  to  do  it.  After  the  games,  the  happy  crowd  sat 
down  to  eat  a  meal  that  was  appreciated  by  all.  The 
whole  affair  from  first  to  last  was  a  big  success,  where 
everybody  had  a  good  time,  and  judging  by  the  ice 
cream  left  over,  they  must  have  had  an  extra  special 
good  time. 

Let  us  hope  that  the  second  annual  will  be  still 
bigger  and  better. 


At  the  Pearson  Shoe  Co.  Picnic 
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The  Shoe  Repair  Man 


Shoe  Repair  Topics 

Give  Service.  , 

PERHAPS  even  more  important  that  the  quality 
of  the  work  done  is  the  service  the  repair  man 
gives  his  customers,  because  people  will  not  re- 
turn to  a  shop  where  they  are  either  treated  discourt- 
eously or  disappointed  in  getting  their  work  done  in 
time.  Of  course,  a  repair  man  need  not  a  Chester- 
field but  he  should  understand  the  principles  of  common 
politeness  and  should  know  at  least  how  to  say  "thank 
you."  But  more  important  than  the  mere  points  of 
good  manners  are  the  pleasantness  and  promptness 
with  which  people  are  treated  who  come  into  the  store. 
It  does  not  cost  anything  to  say  "good  morning"  and 
it  costs  very  little  more  to  have  a  couple  of  chairs  or 
a  comfortable  seat  where  customers  may  wait  when 
necessary.  Another  essential  of  service  is  to  have 
shoes  wrapped  up  properly.  Do  not  depend  on  news- 
papers. Ladies,  especially,  do  not  like  to  carry  parcels 
wrapped  up  in  newspapers  or  spoiled  wrapping  paper. 
Have  the  shoes  properly  wrapped  and  a  gummed  label 
with  your  address  will  be  cheap  but  good  advertising. 

Hustling  for  Business 

These  days  are  not  like  those  of  three  or  four  years 
ago.  To  succeed  you  have  to  give  good  service  and  then 
some.  People  fortunately  are  getting  used  to  the 
"cash  and  carry"  principle,  and  are  not,  as  a  rule,  above 
carrying  parcels  home.  But  the  live  repair  man  will 
see  the  advantage  of  saving  his  customers' steps  in  gather- 
ing as  well  as  delivering  work  and  often  when  work 
cannot  be  gotten  in  any  other  way,  it  can  be  routed 
out  by  an  offer  to  call  for  it.  If  things  are  a  little  dull 
try  stirring  them  up  by  a  little  effort  in  the  way  of  a 
snappy  post  card.  An  enterprising  repair  man  sends 
out  a  post  card  with  two  illustrations  showing  a  shoe 
"before  and  after"  repairing.  It  has  jogged  the  memory 
of  a  great  many  people  and  has  brought  in  a  large  num- 
ber of  summer  shoes  for  repair.  It  is  astmishing  how 
many  old  shoes  may  be  found  in  the  average  house 
when  people  are  stirred  up  by  a  reminder. 

Quality  Tells 

A  great  many  repair  men  are  worrying  too  much 
over  the  price  question.  They  are  offering  two  or  three 
grades  of  work  at  various  prices.  Now,  most  people 
are  only  interested  in  a  good  job  being  made  of  their 
shoes  and  a  few  cents  difference  in  the  sole  will  not 
interest  them  as  a  rule.  The  thing  is  to  get  costs  down 
to  a  fair  point  where  they  will  be  fair  to  the  repair  man 
as  well  as  the  customer.  People  these  days  are  all 
from  Missouri,  they  want  to  know  why,  and  the  best 
way  is  to  take  them  into  your  confidence,  and  tell  them 
that  they  cannot  get  good  work  at  "slop"  prices.  Show 
them  the  figures  and  nine  out  of  ten  will  be  fully  satis- 
fied. It  flatters  most  men  and  women  to  have  you  give 
them  explanations  like  this  and  there  are  very  few  who 
want  you  to  work  for  them  for  nothing.  The  motto 
these  days  should  be  larger  turnover  if  possible  and 


a  fair  margin  of  profit  on  the  wages  and  overhead.  If 
you  have  your  establishment  properly  laid  out  and  know 
your  costs  you  will  find  it  possible  to  make  a  fair  showing. 

The  Little  Touches 

It  is  the  little  things  that  count  in  the  repair  busi- 
ness as  everything  else.  You  may  do  the  best  work 
in  the  town  but  if  your  shop  is  sloppy  or  you  send  home 
your  work  looking  as  though  it  had  been  done  in  some 
blacksmith's  shop  you  will  find  customers  dropping 
off,  almost  as  soon  as  you  get  them.  A  successful  re- 
pair man  says  he  found  the  shoe  shining  stunt  one  of 
the  best  advertisements  his  establishment  ever  had. 
He  says  that  he  never  sends  home  a  pair  of  shoes  of 
either  men's  or  women's  that  he  does  not  shine  or  touch 
up  in  some  way.  The  customers  often  refer  to  this 
little  effort  to  please  and  say  that  it  makes  it  a  pleasure 
to  put  the  shoes  on  when  they  get  them  home.  As  a 
rule  a  pair  of  shoes  will  often  lie  around  for  a  week  or 
so  after  the  owner  gets  them  back  because  he  has  no 
polish  and  does  not  want  to  walk  with  rusty  shoes  to 
the  nearest  shoe  shine  establishment.  Very  few  house- 
hold establishments  have  shoe  shining  materials  handy 
especially  for  all  colors  of  shoes.  Of  course  if  you  are 
pushing  the  polish  trade  that  is  different,  again  yet 
as  the  Dutchman  said. 


[t's  The  Shoe  Plate  That  Is  Made 
Right  and  Packed  Right! 

"National"  shoe  plates  are  stamped  from  special 
cold  rolled  steel.  They  are  easy  to  drive  on,  hard 
to  wear  off. 

If  you  do  not  carry  this  live  line  of  findings  access- 
ories, by  all  means  place  your  order  to-day. 
Carried  in  stock  by  leading    jobbers  in  Canada 
and  the  United  States,  with  constantly  increasing 
demand. 

"National"  Shoe  Plates  now  are  packed  first  in 
neat  one-gross  cartons  and  then  in  heavy  cardboard 
telescoping  boxes  as  follows: 

Size  No.  1:  Packed  10  one-gross  cartons  in  box 
"      "    2:      "       10     "     "  "        "  " 

"      "    3:      "        6     "     "  "        "  " 

Furthermore,  the  boxes  are  neatly  re-wrapped 

in  stout  paper  with  plain  markings  as  to  description 

and  size  of  contents. 

National  Shoe  Plate  Mfg.  Co. 

160  North  Wells  Street,  Chicago,  111. 
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Use  Printers'  Ink 

The  shoe  repair  business  does  not  call  for  the  in- 
vestment of  money  and  thought  and  advertising,  as 
does  the  retail  shoe  business,  but,  nevertheless,  the 
man  who  sits  down  these  days  and  waits  for  business 
to  "turn  up"  is  taking  serious  chances.  It  may  not  be 
necessary  to  use  newspaper  space  lavishly,  but  it  is 
necessary  to  jog  peoples'  elbows  every  now  and  then 
to  get  them  to  bring  their  decrepit  shoes  to  the  sole 
surgeon.  Post  cards,  booklets  and  even  the  common 
despised  dodger  will  do  good  work  but  it  takes  brains 
after  all  to  get  the  best  results.  Have  your  announce- 
ments preferably  on  cards  where  they  are  easily  seen, 
make  them  original,  crisp,  informing  and  persistent. 
The  common  mistake  in  advertising  is  broadcasting  and 
not  following  up.  The  best  results  are  obtained  by 
steady  repeated  efforts  to  keep  before  the  people  the 
advantages  of  keeping  their  shoes  in  good  repair.  The 
whole  family  has  to  be  reached,  and,  as  the  children  are 
probably  the  best  advertising  medium  there  is,  it  should 
be  seen  to  that  they  be  given  proper  attention  or  in- 
terested in  a  way  that  will  help  to  fasten  the  advertise- 
ment on  the  other  members  of  the  household. 

Carrying  Rubbers 

Where  shoe  repair  establishments  have  no  facil- 
ities for  carrying  a  regular  side  line  of  shoes  or  findings, 
it  might  be  found  profitable  to  carry  a  few  rubbers  in 
men's  and  women's.  On  a  rainy  day  people  pop  into 
the  first  place  they  meet  in  order  to  protect  their  feet 
and  especially  if  the  latter  are  all  exposed  to  the  weather. 
In  addition  to  selling  rubber  shoes,  it  is  quite  possible 
that  the  repair  man  will  be  able  to  pick  up  a  job  or  two 
through  the  very  fact  that  people  have  to  wear  rubbers 
to  protect  their  feet.  The  stock  need  not  be  large, 
but  should  be  in  suitable  lines  of  easy  sellers  and  al- 
most any  rubber  salesman  can  help  the  repair  man 
out  in  picking  suitable  lines.  The  suggestion  is  worth 
consideration,  as  it  calls  for  very  little  extra  expenditure 
either  in  space,  advertising  or  anything  else.  The 
first  rainy  day  that  comes,  a  sign  can  be  put  on  the  door, 
announcing  the  availability  of  the  rubbers.  The  ad- 
vantage of  carrying  rubbers  is  that  they  do  not  as  with 
leather  shoes,  impinge  to  any  extent  upon  the  interests 
of  the  shoe  repair  establishment. 


BUILDING  UP  THE  REPAIR  BUSINESS. 

THE  problems  of  the  shoe  repair  trade  were  dis- 
cussed  very   thoroughly   at   the   convention  of 
the  National  Leather  and  Shoe  Finders'  Associa- 
tion  in   Detroit.    The   President  of  the  Association, 


Mr.  A.  J.  Ehlers  devoted  considerable  time  to  the  question 
in  his  address.    He  said  in  part: — 

"There  is  no  use  denying  the  fact  that  shoe  repair- 
ing, as  an  industry,  has  been  dealt  a  very  severe  |  blow. 
There  may  be  a  good  many  causes  for  this  condition 
and  there  probably  are.  Nevertheless,  we  know,  you 
know,  I  know,  and  everybody  knows,  that  the  crux 
of  the  whole  situation,  so  far  as  we  are  concerned,  is 
with  the  repair  man,  and  until  his  business  gets  better, 
ours  won't  get  better.  That  being  the  case,  it  seems  like 
good  business,  on  our  part,  to  use  every  effort  at  our 
command  to  improve  the  repair  man's  condition. 

"In  my  annual  address  at  Boston  in  July  of  last 
year,  I  took  the  opportunity  to  advocate  the  national 
advertising  of  shoe  repairing,  and  suggested,  at  that 
time,  a  sort  of  plan  that  seemed  feasible.  The  result 
of  this  suggestion  was  that  a  committee  of  three  men 
was  appointed  to  look  into  and  investigate  the  possibil- 
ities of  the  national  advertising  of  shoe  repairing,  and 
report  back  to  this  convention.  Their  findings  and 
their  reports  will  be  read  to  you  during  the  conven- 
tion. They  have  given  much  of  their  time  and  thought 
to,  what  I  consider,  one  of  the  most  important  moves 
ever  undertaken  by  this  organization,  and  something 
that  I  believe,  gentlemen,  if  it  is  possible  for  us  to  de- 
velop withifi  any  reasonable  length  of  time,  will  be 
worth  many  times  more  than  what  it  costs  in  money 
and  effort. 

"What  is  the  cure  tor  poor  credits?  In  my  judg- 
ment, the  answer  would  be — more  and  better  business. 
And,  what  is  going  to  give  us  more  and  better  business? 
My  answer  to  that  would  be — advertising — publicity — 
improved  service.  Why  isn't  the  repair  man  getting 
more  work?  Are  there  any  less  good  repairable  shoes 
being  worn?  No,  there  are  more  being  worn.  Have 
the  people  of  the  United  States  got  out  of  the  habit  of 
having  their  shoes  repaired?  If  so,  why  did  they  get 
out  of  the  habit,  or  is  the  repairer  doing  poorer  work 
than  he  used  to  do,  or  what  is  the  reason?  For  the 
present,  it  doesn't  seem  to  make  any  difference  to  me 
what  the  reason  is.  That  is  yesterday,  but  I  do  care  a 
whole  lot  about  the  future  of  shoe  repairing  and  about 
the  method  of  getting  the  people  of  this  country  back 
to  the  habit  of  having  their  shoes  repaired. 

"It  has  been  said  that  not  one  pair  in  ten  are  re- 
paired. Say  that  not  one  pair  in  five  are  repaired,  in 
other  words,  that  out  of  five  pairs  of  shoes  that  should 
go  to  the  repair  man,  only  one  pair  gets  to  him.  How 
are  we  going  to  get  the  public,  the  greatest  of  all  buying 
powers,  back  into  the  habit  of  having  their  shoes  re- 
paired? In  my  judgment,  gentlemen,  there  are  literally 
thousands,  yes  millions  of  pairs  of  shoes  in  the  closets 
of  the  homes  of  the  United  States  that  ought  to  be  in 
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the  hands  of  repair  men — that  there  is  just  one  way  that 
I  can  possibly  think  of  that  will  bring  them  out  of  the 
closets  and  that  way  is  to  turn  the  light  of  publicity  on 
to  them. 

"Perhaps,  I  am  a  little  too  enthusiastic  about  the 
possibilities  of  what  national  advertising  will  do  for 
shoe  repairing,  but  I  am  an  enthusiast  on  advertising 
anyway.  As  an  evidence  of  what  can  be  accomplished, 
I  would  like  to  cite  to  you  the  instance  of  a  live-wire 
repair  man  in  one  of  our  larger  western  cities,  with  a 
population  of  about  200,000  people,  who  advertised 
in  the  daily  paper  there  that  he  would  give  a  prize  or 
premium  of  $10  for  the  worst  worn  out  pair  of  shoes 
that  would  be  brought  to  him.  He  finally  selected  a 
pair  that  there  was  very  little  left  of  that  looked  like  a 
shoe.  He  took  this  pair  of  shoes,  rebuilt  them,  and 
made  them  look  as  nearly  new  as  he  possibly  could, 
and  he  had  a  cut  made  of  this  pair  of  shoes  when  he 
first  got  them,  and  then  he  had  another  cut  taken  after 
he  had  repaired  and  put  them  in  good  condition,  and 
placed  a  full  page  advertisement  in  the  daily  paper  in 
that  city.  In  this  advertisement  he  stated  the  price 
he  would  rebuild  shoes  at,  irrespective  of  what  con- 
dition they  were  in  and  the  next  day  he  had  612  pairs 
of   shoes    to  rebuild. 

"Now,  gentlemen,  I  claim  not  to  be  a  dreamer  and 
I  don't  want  to  spend  good  money  chasing  rainbows, 
but  nothing  has  ever  appealed  to  me  so  much  as  to  try 
and  get  out  one  extra  pair  of  shoes,  to  have  them  re- 
paired, in  other  words  get  out  two  pairs  instead  of  one 
pair  out  of  five  that  are  laying  around  in  the  closets, 
and  it  will  be  easy  to  figure  out  that  it  might  very  pro- 
perly double,  or,  at  least,  very  materially  increase  the 
volume  and  quality  of  our  business,  and  when  that  time 
comes,  the  credit  situation  will  also  be  improved. 

"My  own  slogan,  for  the  time  being,  will  be:  'Pub- 
licity helps  business — good  business  helps  credit  condi- 
tions.'" 


SHOE  REPAIRING  CONDITIONS. 

A REPORT  compiled  by  the  publicity  committee 
of  the  National  Shoe  and  Leather  Finders'  Associa- 
tion, dealing  with  the  condition  of  the  shoe  re- 
pair trade  in  the  United  States,  is  of  interest  to  the  Can- 
adian trade.    It  was  in  part  as  follows: — 

Seventy  , thousand  shoe  repair  shops  averaging 
1-6/10  men  per  shop  including  the  proprietor  or  re- 
presenting 112,000  men  employed  in  shoe  repairing 
industry  of  the  United  States,  average  $11.21  per  day 
per  man,  or  a  gross  business  in  round  figures  of  ?376,- 
000,000.00,  a  decline  of  approximately  25  per  cent,  since 
the  peak  of  the  war  times. 

Sixty  per  cent,  of  the  present  shoe  repair  shops 
are  amply  sufficient  to  supply  the  present  demand  of 
the  country  for  shoe  repairing  and  to  operate  profitably. 

Forty-nine  per  cent,  of  all  shoe  repairers'  accounts 
on  the  books  of  leather  and  shoe  findings'  jobbers  are 
overdue. 

Forty-two  per  cent,  of  the  repairers  going  out  of 
business  do  not  pay  their  bills  for  leather  and  findings. 
Approximately  3,000  repair  shops  are  being  equip- 


ped annually  with  stitching  machines  and  a  large  num- 
ber also  with  finishing  and  other  machines. 

In  1922  the  number  of  stitching  machines  sold 
amounted  to  approximately  $1,987,500.00,  and  if  a 
like  amount  of  finishing  and  other  machines  were  sold, 
it  would  make  a  possible  total  investment  in  1922 
of  $3,975,000.00. 

As  the  only  practical  way  that  the  repairers  can 
obtain  their  machinery  is  on  the  installment  plan,  and 
while  machinery  is  a  benefit,  providing  the  repairers 
pay  their  bills,  yet  if  the  payment  of  the  notes  on  machin- 
ery takes  so  much  of  the  funds  of  the  repairers  that  they 
are  unable  to  pay  for  their  purchases  from  the  jobbers 
and  they  run  their  accounts,  it  leaves  the  jobber  power- 
less when  he  supplies  the  repairers  with  merchandise, 
and  the  only  means  which  he  can  safely  adopt  is  to  sell 
the  repairers  for  cash,  except  when  there  is  not  the  slight- 
est doubt  of  their  being  able  to  meet  both  the  machinery 
notes  and  the  jobbers'  accounts. 

Replies  to  the  letters  sent  to  our  members  in  30 
of  the  largest  cities  of  the  country  on  the  viewpoint  of 
the  shoe  retailers,  brought  much  valuable  information 
and  there  were  many  reasons  advanced  for  the  large 
falling  off  of  shoe  repairing  among  which  were  the  fol- 
lowing:— 

1.  The  greater  use  of  the  automobile,  materially 
lessening  the  amount  of  walking  done,  on  account  of 
which  shoes  do  not  wear  out  so  quickly. 
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2.  The  use  of  goloshes  and  rubber  boots  to  a  large 
extent,  particularly  during  the  past  winter. 

3.  The  attaching  of  rubber  heels  in  place  of  leather 
on  new  shoes  by  shoe  manufacturers. 

4.  The  constantly  changing  styles  in  new  shoes, 
causing  the  closing  out  of  old-style  shoes  at  very  low 
prices,  which  one  party  stated  as  low  as  39c.  per  pair. 

5.  The  lack  of  thrift  and  economy  with  many 
people  to-day. 

They  practically  all  agreed,  however,  that  the  low 
prices  of  new  shoes  coupled  with  poor  workmanship, 
and  the  fact  that  the  repairers  have  to  charge  much 
higher  prices  for  their  work  now  than  before  the  War, 
is  what  has  lessened  the  inclination  of  the  public  to  have 
their  shoes  repaired,  and  many  retailers  who  have  re- 
pairing done  for  their  customers  or  run  repair  shops 
themselves,  state  that  they  are  not  doing  50  per  cent, 
of  what  they  formerly  did  in  repairing. 

Some  shoe  repairers  interviewed  stated  that  many 
shops  turn  out  such  poor  work  that  the  public  have  been 
disappointed  in  the  shoes  they  have  had  repaired,  by 
the  ripping  of  the  sole  stitching,  the  pulling  in  of  the 
uppers  when  the  shoe  is  repaired  or  stitching  of  the  toe 
cap  improperly,  causing  corns  and  callous  places,  the 
improper  nailing  on  of  rubber  heels  by  not  seating  the 
nail  properly  in  the  washer  seat,  and  the  loss  of  the 
shape  of  the  shoe,  making  them  very  uncomfortable  had 
caused  them  to  feel  that  they  would  rather  buy  new 
shoes  than  trust  to  luck  in  having  their  old  shoes  repaired. 

Repairers  who  were  acquainted  with  shoe  factory 
conditions  further  stated  that  while  in  shoe  factories 
the  operators  on  stitching  machines  require  three  or 
four  months  of  constant  work,  stitching  200  to  300  pairs 
of  shoes  per  day  under  the  inspection  of  an  expert  and 
after  that,  because  of  the  tendency  to  fall  away  from 
efficiency,  it  was  necessary  to  constantly  inspect  their 
work,  how  is  it  possible,  they  said,  for  shoe  repairers 
with  only  two  or  three  or  possibly  six  days'  instructions 
to  become  proficient  in  running  a  sole  stitching  machine 
with  the  insignificantly  small  number  of  shoes,  per- 
haps 15  or  20  pairs  all  told  during  the  three  days  while 
receiving  instructions,  as  against  the  200  to  300  pairs 
daily  in  a  shoe  factory  over  a  period  of  several  months. 
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VANCOUVER  NOTES. 

The  fine  weather  we  experienced  on  the  coast, 
broke  up  on  the  evening  of  the  holiday  on  May  24th, 
and  heavy  showers  of  rain  have  continued  up  to  the 
time  of  writing.  The  climatic  change  had  the  natural 
effect  of  holding  back  spring  trade,  as  everyone  was 
looking  forward  to  the  sale  of  the  numerous  new  de- 
signs and  combinations  of  footwear,  and  retailers  be- 
came disappointed  at  the  postponement. 

Here  and  there  a  spurt  was  made  a  few  days  pre- 
vious to  the  24th  of  May  in  children's  white  running 
shoes,  as  the  youngsters  were  due  to  extend  themselves 
in  the  many  races  and  sports  held  by  the  various  or- 
ganizations  in    the  district. 

The  early  closing  problem  is  again  agitating  every 
section  of  the  retail  business  of  the  city  and  suburbs. 
Several  years  ago  when  the  half  holiday  was  introduced 
it  was  held  on  the  half  day  Saturday,  but  owing  to  the 
loss  of  business  to  many  of  the  large  down  town  stores 
and  the  transportation  companies,  pressure  was  brought 
upon  the  authorities  to  change  the  day  to  Wednesday, 
which  up  to  the  present  time,  seems  to  be  satisfactory 
to  the  majority. 

The  agitation  now  on  foot  is  to  get  the  holiday  re- 
verted to  Saturday  afternoons  during  the  summer  months, 
and  to  Wednesday  during  the  winter  months.    There  is 
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also  an  undercurrent  of  suspicion  that  if  the  new  scheme 
is  put  into  operation,  it  will  be  the  thin  edge  of  the  wedge 
to  do  away  with  the  half  holiday  all  together.  Some 
of  the  retail  shoemen  have  been  heard  to  express  them- 
selves in  those  terms  and  to  go  further,  that  they  are 
willing  to  keep  open  to  eight  and  nine  o'clock  every 
evening  and  ten  on  Saturday,  quite  a  retrograde  move- 
ment in  an  advancing  country  not  given  over  to  social- 
istic principles. 

Dr.  Price  the  evangelist  and  divine  healer  has 
been  holding  large  audiences  in  this  city  daily  for  three 
weeks,  and  several  cases  of  deformed  feet  and  short 
limbs  are  reported  healed. 

We  regret  to  report  the  death  of  Mr.  C.  Howe, 
which  took  place  at  his  home  in  South  Vancouver  after 
a  short  illness.  The  deceased  was  a  native  of  Lancashire, 
England,  and  was  thirty-four  years  of  age.  He  was  in 
business  on  Water  Street  for  several  years,  making 
Loggers'  boots,  and  after  disposing  of  his  business  took 
up  ranching  in  the  Fraser  Valley.  Finding  the  work 
too  heavy,  he  took  up  business  in  Saskatoon,  returning 
to  the  coast  again  later.  He  leaves  a  widow  and  three 
children   to  mourn   their  loss. 

Mr.  T.  Wilson  has  taken  over  the  stand  of  Mr. 
P.  Tewnion,  on  Broadway  W.  Mr.  Tewnion  having 
gone  to  Portland  to  take  up  business. 

TO   REBUILD  PLANT. 

In  a  letter  received  from  Mr.  C.  A.  Hamilton, 
Secretary-Treasurer  of  the  Brandon  Shoe  Co. 
Limited,  Brantford,  the  following  interesting  facts 
are  brought  to  light: 

"You  will,  no  doubt,  be  interested  to  learn  that 
the  contract  has  been  let  for  the  erection  of  a  new 
factory  to  replace  the  one  destroyed  by  fire  on  March 
25th.  last. 

The  new  building  will  be  a  red  brick,  two-storey 
structure,  and  will  be  modern  in  every  detail.  It 
will,  moreover,  be  equipped  throughout  with  up-to- 
date  machinery  and  equipment. 

Considerable  time  and  thought  has  been  ex- 
pended on  the  planning  of  the  new  building,  with  the 
result  that  production  costs  should  be  reduced.  We 
will,  moreover,  be  in  a  better  position  than  ever  to 
handle  our  'twenty-one  days  service'  on  rush  orders. 

It  is  expected,  so  far  as  we  know  at  present,  that 
the  new  building  will  be  ready  for  occupation  this 
Fall,  and  that  our  travellers  will  go  on  the  road  with 
Spring  samples  around  the  usual  time". 

RETAIL  SHOE  BUSINESS  FOR  SALE.  In  live  Western  Ontaro- 
City,  on  Main  Business  Street,  has  been  Shoe  Store  for  11  years.  Stock 
Ten  Thousand;  Turnover  Twenty-five  Thousand;  rent  Eighty-five 
per  month.  Very  best  reasons  for  selling.  Apply  to  Box  109,  Shoe 
and  Leather  Journal,  545  King  St.  W.,  Toronto,  Ont. 

SUPERINTENDENT  for  Factory  in  Toronto.  Applicants  must 
have  thorough  knowledge  of  McKay  work,  from  cutting  to  finishing 
room.  State  fully,  qualifications,  references  and  salary  expected. 
Box  110,  Shoe  and  Leather  Journal,  545  King  St.  West,  Toronto,  Ont. 

MR.  MANUFACTURER,  Experienced  Salesman,  14  years'  con- 
nection in  Quebec  and  Maritime  Provinces.  Living  in  Quebec  City. 
Would  like  to  join  a  manufacturers'  lines  for  the  above  territory. 
Apply,  Box  107,  Shoe  and  Leather  Journal,  545  King  St.  W.,  Toronto. 

SALESMAN  with  good  connection  in  Ontario,  would  cover  the  whole 
province,  or  in  part,  with  well  known  lines  of  established  manufacturer, 
or  jobber.    Box  108,  Shoe  &  Leather  Journal,  545  King  St.  W.,  Toronto. 

FOR  SALE.— Shoe  Business  in  live  Mid-West  City  of 
25,000  people.  New  stock.  New  Fixtures.  Inventory  about 
$16,000.00  Must  be  sold  in  60  days.  Splendid  chance.  Pur- 
chase must  be  made  by  satisfactory  security.  Apply,  Box 
103,  Shoe  and  Leather  Journal,  S45  King  St.  W.,  Toronto. 


CLARKE  %  CLARKE  Limited 

Established  1852 


Tanners  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

Branch  Wareroom  and  Cutting  Department 
252  Notre  Dame  St.  W.,  Montreal 

PERCY  J.  MILBURN,  Agent 

BRANCH  WAREROOM 
553  St.  Valier  Street,  Quebec  City 
RICHARD  FRERES,  Agent 
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ALL  ABOARD  Direct  through  Connections  from"HOOF  TO  BEAMHOUSE" 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  $  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy" 


INDEX  TO  ADVERTISERS 
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Amherest  Boot  &  Shoe  Co   6 


Bauer  Shoe  Co.  Ltd  24 

Bell,  J   &  T   7 


Condensed    Ads   57 

Clarke    &   Clarke    57 

Clarke,  A.  R.,  Co.  Ltd   O.B.C. 

Collis   Leather  Co  24 

Cote,  J.  A.  &  M   14 

Columbus    Rubber    Co  50 


Davis    Leather    Co.    Ltd   5 

Duclos    &   Payan    3 

Dufresne  &  Locke   8 

Dun,  R.  G.  &  Co   49 


Edwards   &   Edwards    56 

Essex  Hotel    54 


Gosselin  Shoe  Co   48 

Gutta  Percha  &  Rubber  Ltd.  ..I.F.C. 


Handelan   &   Staff    57 

Hewetson,  J.  W.,  Co.  Ltd  10 

Hotel  Cleveland     14 


King  Bros   55 

Kingsbury   Footwear   Co   15 


Lachance  &  Tanguay    43 

La  Duchesse   Shoe   Co.  Ltd  11 

Leclerc   Freres    46 


McCaughan,  J.  A.,  &  Son    22-23 

McLaren,  J.  A.,  Co.  Ltd   19 

Miner    Rubber    Co.    Ltd  21 

McDowell   &  Lincoln    42 


Perth  Shoe  Co.  Ltd   12 

Pilkington  Bros.  Ltd   18 


Ralston,   Robt.,   Co.   Ltd  16 

Robson  Leather  Co.  Ltd  26 

Robinson    Geo.,    Ltd  41 

Rearden,  Thos.,   &   Co.   Ltd  56 


Samson,  J.  E.,  Enr   44 

Schmoll   Fils    58 

Surpass    Leather    Co   47 

Scott-McHale,   Ltd    17 


Talbot  Shoe  Co.  Ltd   13 

Tanguay,  Jos   49 


United  Shoe   Machinery  Co.   ..I. B.C. 


Gagnon,  Lachapelle  &  Hebert...  25 
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DELIVERING  THE  GOODS 

IS  OF  GREAT  IMPORTANCE 

TO  SUCCESSFUL  SHOE  REPAIRING 


Illustrating  our  12ft.  Goodyear  Shoe  Repairing  Outfit  Model  P. — Made  in  our  Montreal  Factory 

THE  SHOP  EQUIPPED  WITH  A 

GOODYEAR  WELT  SHOE  REPAIRING  OUTFIT 

IS  ASSURED  OF  BEING  IN  A  POSITION  TO  DELIVER  THE  GOODS 

PROMPTLY  AND  SATISFACTORILY 

Built  in  a  size  for  every  business — a  style  for  every  requirement 
Used  and  endorsed  by  successful  shoe  repairers.     Installed  on  terms  you  can  afford 

Write  for  our  latest  catalogue  and  terms  to-day 

UNITED  SHOE  MACHINERY  CO.  OF  CANADA  LIMITED 

MAIN  OFFICE  AND  FACTORY 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  Street,  W.  88  Ontario  Street,  S.  28  Demers  Street 
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